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Companies and executives are reaching out to consumers, employees 
| and partners through Facebook, Twitter, Linkedin and 
the other ever-expanding forms of social media. reas 
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One life. | : 
Why so serious’? 


cious Interiors & MaGiC Seats Dual Front SRS Airbags 


Distribution (EBD) + ECU Immobilizer + 3 Mode MaGic Seats-Tall mode, Utility mode and Long mode -+ Accessory Types-Jazz Active & Jazż Moc 
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Sa he radical new Honda Jazz gives you a clean break from the past. So why be uptight when a 90 PS HA 
giengine is begging you to break free? Why worry about playing roles when there's enough space to fit in 
Hnd the little kid inside you? Why play safe when you've got so much protection? Why not get a color thc 
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reams happy? Why be so serious when there's just one life to smile? 


HondaCare 4 years Roadside Assistance, HondaCare 2+2 years Extended Warranty 
as standard as standard 
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Safer citizens of a smarter planet. 


Arguably, the first duty of a state is to protect its citizens. The 
question is, how do we achieve that in an urbanizing world that is 


becoming more fast-paced and unpredictable every day? 


Significant strides have been made by applying innovative 
community-based approaches and new technologies to help 
reduce urban crime and improve emergency response. Yet, the 


challenges to public safety continue to grow 


Fortunately, new capabilities are now at our disposal to help make 
urban public safety systems not just more connected and efficient 
Dul smarter 

Progressive leaders, for instance, are now abie to analyze 
anticipate and prevent crimes and emergencies, rather than 
respond to them after they occur. They are doing so with smart 
systems that capture data from multiple resources and then apply 
intelligence to this welter of information to detect patterns and react 


on them in real time 


We see it happening today in New York, where police commanders 
are using analytics and visualization tools to see crime patterns 
even as they form. The city's Real Time Crime Center system can 
quickly query millions of pieces of information to uncover previously 
unknown data relationships and points of connection. Integrated 
has helped 


crime information analysis, delivered in real time 


New York see a 2796 drop in crime since 2001, making it the safest 
large city in the U.S 


We see it happening in Madrid. Following the terrorist attacks of 
March 2004, the city developed a new Emergency Response 
Center. So today, when a citizen witnesses an accident and places 
an emergency call, the system simultaneously alerts the police, the 
ambulance service and, if needed, the fire brigade. The smart 
system can recognize if alerts from several different sources relate 
to a single or multiple incidents, and assign the right resources 
based on the requirements coming from the around 


We now see it happening in India too. DLF, a leading real estate 
company, has initiated a proactive security solution that integrates 
security sub-systems like aceess control and CCTVs. The solution, 
tested at a DLF premises, has been shown to enhance monitoring 
capabilities and help resolve potential security situations in real time 


For all cities and regions competing in the global marketplace for 
work, investment and talent, safety and security are crucial factors in 
determining overall quality of life. Which is why smarter public safety 
systems are not just a responsibility of the state, but also a priority for 
the success of businesses, communities and civil society at large 


Let's build a smarter planet. Join us and see what others are thinking 
at ibm.com/smarterplanet/in/publicsafety 


x 
v 


» 





series | - 


Stunning Crystalline 
Design 





WA 





The all new 2009 Samsung LCD Collection. 


asine i periacton it's magnificent crystal design is a reflection of all that is beautiful, rátüdiandfadfidus. A subtle interplay of light and 
colour brings out the beauty of this design. Samsung LCD TV guarantees enhanced colour reproduction, higher contrast ratio and true-to-life 
pictures. Go on, bring home perfection in design. 
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. Full HD 200Hz 
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HD Ready 
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HD Ready 
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Full HD 


52B550 - MAP 2,00,000 
46B550 - MAP 1,00,000 
40B550 - MRP 75,000 
32B550 - MAP 54,000 


series |6 
Full HD 100Hz 
328350 - MRP 37,000 


268350 - MAP 26,500 
22B350 - MRP 17,500 


32B480 - MRP 45,000 
268480 - MRP 33,000 
228480 - MRP 21,000 


46B750 - MRP 1,70,000 
408750 - MRP 1,20,000 


55B650 - MRP 3,00,000 
46B650 - MRP 1,15,000 
40B650 - MRP 90,000 


22B650 - MRP 23,000 468530 - MRP 95,000 26B450 j pa Aapa 
40B530 - MRP 70,000 22B450 - MAP 19,500 
378530 - MAP 63,000 
328530 - MAP 48,000 
m 
S 
amsung LCD TVs 





Design that performs 


F É E S E NAA 61 Nehru Place, New Defi 110019. Visit www. samsung com/in SAMSUNG Helplines: 3030 8282, 1800 110 011 or 1800 3000 8282 
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From the Editor 


From: Rina Mukherji 
Date: Sun, Nov 30, 2008 at 4:13 AM 
Subject: Fwd: Fw: Shame on the Indian Media (must read) 


Today, three magazines hit the stands. 

India Today 

Outlook 

The Week 

All three of them have the “Mumbai Attacks” as the cover story. 

However, there is a major difference. While /ndia Today and Outlook have 

jacked up their prices from Rs 20 to Rs 25, The Week has increased its 

price from Rs 15 to Rs 20. This is a blatant attempt to fleece Indian readers 

at the expense of the several hundred martyrs who lost their lives! 

Hence, we request all patriotic Indians to boycott: 

|. India Today & all magazines from the India Today Group. 

2. Outlook and all magazines from the Outlook Group. 

3. The Week and all its allied publications. c 
Let us not purchase these magazines and instead search and read on the Internet. 
Please forward this mail to your friends, e-mail addressbookmates, family, 
colleagues and associates. 
Let us lay a wreath over those who sold our country's 
martyrs for the sake of a few extra bucks. 
Forwarded by an unknown Indian... 


his e-mail, which landed in my 

inbox when nr was busy with its 

26/11 special issue, is an exam- 
ple of the power and perils of the phe- 
nomenon called social media. Though 
technically e-mail (even the mass sender 
variety) is not exactly social media, this 
example demonstrates the impact of the 
phenomenon quite accurately. The per- 
son who wrote the e-mail (or a similar post on Facebook, or Twitter or 
Orkut) didn't know that the three publications had raised their cover price more 
than a month before 26/1 1. Yet on the cyberspace, these publications had been 
branded as anti-national and mercenaries. This is just one instance of the 
influence social media has come to have over the reputation—and to an 
extent the fortunes—of corporate India. The medium is not all negative. 





Companies have begun to use social media for customer interface, hiring, prod- 


uct testing and image management. Our cover story (pages 44-60) pro- 
vides a peek into this fast catching trend. 

We all know how bad campus placements have been this year. But did you 
know that first-time recruiters are hiring fresh graduates in hordes from the irs, 
ir Ms and other campuses? Check out who these recruiters are in the first 
Br-Synovate annual campus recruitment survey (pages 1 13-123). We may like 
some tV ads and we may dislike some—but we surely can't escape from 
them. So, it will be interesting to know which are India's most-watched Tv ads. 
That's exactly what we seek to find out in an exclusive arrangement with TAM. 
Turn to page 62 to see India's 25 most-watched ads and what companies do 


to make their ads win the popularity sweepstakes. 


ROHIT SARAN 
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City Scan 


The BT-Indicus study has done a good job in presenting 
and analysing the list of Best Cities to Live, Work and Play 
(Cover story, June 28). At a time when major cities are 
witnessing the rise of new suburbs and urban sprawl, it has 
become all the more imperative to not lose sight of the 
need for balanced growth and healthy urban development. 


Jacob Sahavaam. through e-mail 


IPL's Crowning Success 

While -1 was hugely successful, iPt.-Il 
has gone a step further and proved to be an 
even more resounding success, notwith- 
standing the initial apprehensions on this 
count (IPL Boost for Indian Inc., Br, June 
28). In fact, by hosting the tournament 
in South Africa, the PL organisers have 
unwittingly pulled off a business and mar- 
keting coup. The sport event has acted as 
a business catalyst and helped forge several 
business tie-ups and linkages between 
India and South Africa. Considering the 
business spin-offs from iPt-II, it would only 
be in the fitness of things if future editions 
of PL are staged overseas. 

Bal Govind, through e-mail 


Oh, Kaif Katrina! 


On reading your The Web's Deadliest 
Searches (Br, June 28), I could not resist the 


urge to go spooftacular: Oh,Kaif 


Katrina/ You may be one gazab ki haseena/ But 
agar search kiya tujh ko/ Phir kya milla mujh 
ko/ Ek hacker/]o computer ko diya malware ka 
paseena/ Oh, Kaif Katrina! On a more serious 
note, vour article does hold some in- 
structive lessons for web searchers. As 
many of us have discovered to our own 
peril, searching for people like Katrina 
Kaif on the web may or may not be fun but 
you do run the risk of infecting your 
computer with deadly virus. 


J.S. Broca. through e-mail 


ONT The Editor, Business Today, Videocon Tower, 5th Floor, 
C ACT E-1, Jnandewalan Extension, New Delhi-110055. 


E-mail: /etters.bt@intoday.com 
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Political Messiah? 

Indian politics is wedded to the dictum: 
the older the fiddle, the better the tune. 
In contrast, Rahul Gandhi brings a fresh 
look and a new perspective. His growing 
role in politics could be the harbinger of 
change that we all look forward to 
(Nehruvian Economics 2009, BT, June 
14). Now that he has made his mark 
in the political lab, he should also shake 
the beaker and bring in some welcome 
changes in our corrupt political system. 
Ashok Jayaram, through email 


Downloading the eMagazine 
[ read your magazine regularly after 
downloading the e-copy from the web- 
site. But now I find that this option has 
been removed. Could you restore this 
option as it has been of great help to 
readers like me? 

Udit Garg. through e-mail 


We have discontinued the eMagazines of all 
our publications. However, we are 
revamping the website and would be adding 
many new features for our readers. So, 
look out for an all new nr website in the 
weeks to come. Also, if you have any 
suggestions to offer, do write to us. 


Corrigendum 

In the city profile for Surat (The Next Best, BT, 
June 28), the combined annual turnover of 
diamond polishing and synthetic textile 
manufacturing is around Rs 60,000 crore 
and not Rs 6,000 crore as mentioned. The 
error is regretted. 


BT Scrapbook 

> React to articles in BT 

Suggest story ideas 

Share your experience as consumer or SME 
>See what others have to say on our stories 
On scrapbook at www.businesstoday.in 
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ICICI Venture and loans from SBI, 
Medica has stabilised cash flows but 
needs a small funding component. 


SPECIAL 


113 BT-Synovate Campus 
Recruiters’ Survey 

First-time recruiters swoop down on 
top campuses to catch the brightest. 
BT captures all the action. 


UTILITY AND LEISURE 


MONEY 


128 The Face-value Trap 

As the uniform face value debate 
rages, we present the true picture 

on the value of stocks, and dividends, 





BOOKS 
142 Are Singurs Avoidable? 


Amlan Datta, author of Transitional 
Puzzles, warns against buying into 
simplistic concepts of industrialisa- 
tion. Plus, five new books to better 
understand stocks, finance and 

the meltdown. 


SMART EXECUTIVE 


144 How to Make Meetings Work 
Here's the art of organising eflective 


to small investors. 


ECONOMY SNAPSHOT 
140 The Pre-Budget Hope 


BT's Economic Data Tracker crunches 


meeting of minds. 


QUIZ 
145 BiQ: Get the quiz right to win a 


vear's subscription of Business Today. 


the latest numbers for you. 
PPP 


PERSONAL TECHNOLOGY 146 Focus on people. products 


141 The King Is Dead. Long 
Live the King! 

Bringing you Apple's latest, 
iPhone 3G S. Plus, three 
iPhone substitutes. 


places in news. 


LEADERSPEAK 


148 K. Anji Reddy, Chairman, Dr 
Reddy's Labs, shares leadership lessons. 
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9/ UNIVERSITY 
m E ET rink A "nr 

Vellore 632 014, Tamil Nadu, India 
www. vit.ac.in 


Sprawling green campus with 
15,000 bright students | International 
accreditation from IET & EI, UK | 
Strong placement, industry ties and 
research programmes | Excellent 
teaching-learning process with a 
faculty:student ratio of 1:16 | 
930 international students from 


46 countries | Collaborations with 


82 Foreign Universities 





Rated among India’s top 10 Premier Institutions 


H guDGET EXPECTATIONS 


JASW AN y AU 


t ELS 


Three years in a row, 
VIT has been ranked 
among the top 15 
premier engineering 
institutions of India. 
It’s the consistent 
performance and 
constant strive for 
excellence that makes 
VIT a world class 
university. 








ANNUAL LISTINGS 
Business Today's 
much-awaited annual 
specials are a collector's 
delight. To access 

these, log on to 
www.businesstoday.in 
and go to archives. 
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Best Cities to Live, Work, Play 


This year's sr ranking of the best cities to live in throws up some interesting 
trends. As “life after work” becomes as important as “life at work”, smaller 
towns and cities are stepping up to the plate to offer a better quality of living. 


CASE STUDY: REAL BUSINESS, REAL SOLUTIONS: 

If you run a successful business but have a nagging doubt or problems 
relating to any aspect of your business, B7's panel of experts can help. 
Write to us at btadviser&intoday.com or log on to www.businesstoday.in 
and click on BTADVISER. 


BT QUIZ: ^ 
A printed quiz, in the age of Google? Looking for answers on the Internet, 

you could gather so much information! You could also win a one-year 

subscription of Business Today. Send answers to btfeedback@intoday.com 

or log on to www.businesstoday.in to take the quiz. 


UTILITY TOOLS Retirement Plan 

Risk Calculator tool rei one YON urean 
Analyse your risk tolerance and decide 

your investment approach. EMI Calculator 


Future Needs Calculator Know how much equated monthly 
What are your future needs. Click here instalment you will pay on your loan. 


own. SIP Calculator 
Tax Calculator Plan your investments intelligently to 
Find out how much IT you need to pay meet your financial commitments. 
depending on your income and investments. 
Business Tips has 


? Education Plan Hot tips to keep you ahead of rivals 
Calculate to meet your child's expenses. in business. 


Now, get a hot new management tip for the day every day, and participate in opinion 
polls through SMS on your mobile phone 24 hours a day. 


TO RECEIVE BT'S TIP OF TO ANSWER THE BT-ON-THE-MOVE 
THE DAY QUESTION 


Will Budget measures meet common 
1. Go to "Write messages" on your : > 
motile shone. T | man's expectations, and also spur 


economic growth? 
2. Type "BTTIP" on the message 
screen. 1. Go to "Write messages" on your mobile phone. 
3. Send the message to the number 2. Type "BTPOLL Y" for Yes. 


"52424", 
4. You will receive the hot Type "BTPOLL N" for No. 


tip for the day in a return message. 





3. Send the message to the number “52424”, 
Readers can also participate in the poll a! www businesstoday 


An 





NOTE: Available with all cellular operators 
Regular SMS charges apply Powered by ActiveMedia Technology www.activemediatech.com 





15 Scrabble Trouble 

18 Inviting Ivy League 
22 Manpower Measured 
26 IT History 

28 Bridging the Sea 
30 Hoping for Tax Cut 





Lifting the Burden 


By doing away with the concept of entry load, the message from the market 
regulator is loud and clear: Advise investors, don't just sell mutual funds. 


gents selling mutual funds (Mrs) aren't too diflerent 
from door-to-door salesmen peddling room fresh- 
eners: The higher the manufacturers’ commis- 
sion, the larger is the effort put in and, consequently, the 
higher are the sales. Last fortnight, market regulator, the 
Securities & Exchange Board of India (skEBi), put an end 
to the dubious practice of asset management companies 
(AMCS) paying high commissions to agents to increase 


their share of assets managed. SEBI has abolished the 
entrv load, a fee that is deducted from the money an im 
estor puts in an MF scheme. Funds are allowed to charg) 
up to 2.5 per cent of the initial investment as an entry 
load. That 2.5 per cent is reimbursed by the Amc to th 
distributor as his commission 

Till now, it has been a cosy relationship between 


and distributors: The former kept launching new schemes 


I utu E d ZU i“ Hi SINI a Fa | j 


FOCUS 






What a Waste 





AEST 


Recession-hit Americans 
are working less, surfing 
the net or gossiping 
instead, finds a study. 





The average American wastes 
over TWO working hours 
each day. 


The Internet is the biggest 


.. time suck. 





44. 17/5 of Americans rank it 
as their primary time-wasting 
activity. | 
25.4% socialise with co- 
workers during office hours. 
Why do they waste time? 


33.276 of respondents say 
they don't have enough 
work to do. 


2.3.4 /o say they feel underpaid. 





What the 
dictionary says: 


The Oxford Business 
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English Dictionary lists 
it as a term or phrase 


and the latter kept pocketing fees that 
were often as high as 4 per cent (the 
balance 1.5 per cent coming out of the 
AMC'S coffers), A recent CH-KPMG sur- 
vey on the mr industry highlights some 
of the concerns of investors in the top 
10 cities. "He is not driven by interest 
and needs. He acts in favour of the 
fund house," the survey quotes an 
investor (see Investor Isn't King). 

With the new fee structure, SERI 
has addressed this investor concern. 
Distributors and ames, however, are 
the ones who appear concerned now. 
But then as segi Chairman, C.B. Bhave 
puts it: "We have to look into the in- 
terest of the investors first." It's in- 
deed advantage investor now, as he or 
she will now decide how much to pay 
the agent. The agent, meantime, will 
have to disclose the trail fee that's 
coming from the AMC. 

Whilst investors will doubtless be 
thrilled. those in the industry argue 
that the move will impact retail pene- 
tration —which is abysmal at only 1.6 
per cent of salaried people—as distrib- 
utors and agents will be discouraged 
from selling funds. The head of the 
distribution business at a large broking 
firm asks that if agents make a 40 per 
cent commission by selling insurance, 
why would they be interested in earn- 
ing a paltry 0.50 per cent through 
trail fee in funds. 

Not everyone agrees. "Such fears 
are misplaced,” says Anup Bagchi. 
Executive Director, icici Securities. 
"While the Amc will have to educate 
the distributors on how to advise, 
the distributor will have to provide 
advice and better services to in- 


not have a clue about CBS interview, uttered 
j what fruit their actions "going forward" five 
meaning “in the future ^ will bear. times. The most inane: 
Starting from now”. “You've seen 5 million 
Post the meltdown, How people use it: Americans lose their — 
though, it is popular US Treasury Secretary jobs already... millions 
with people who do Tim Geithner, in a more are living with 


INVESTOR 





ISN'T KING 
Voices of dissatisfaction from 
mutual fund customers 


"| want easy access to the fund house 
for direct subscription since | do not 
want to pay entry load" 


UAM athAnXASAsVyTrowVARAVANVWARAvORqALUMT 


"| want all the services at my door 
step-right from getting help in filing 
the application form to depositing 


"| want objective advice that's best 
suited to my needs and which is not 
driven by commissions received 

by my advisor" 


"My advisor has given me incorrect 
advice due to which | have lost money. 
How do | ensure that he gets penalised 
for the loss?" 


Source: CH-KPMG Mutual Fund Industry 
Study June 2009 


vestors," he adds. 

It's a valid argument but other dis- 
tributors foresee operational hiccups. 
Surajit Mishra, Executive Vice President 
at Bajaj Capital, says it will be a mam- 
moth task to collect two cheques (one 
for investment and another for the 
fees) from his 8 lakh Mr customers. 
The head of another large distribution 
firm, based in Mumbai, says: "We will 
try to mobilise more assets and earn 
more income from the trail fees which 
should compensate for the loss on the 
upfront fees." Alas, that's not quite 
what sest had in mind when it pro- 
posed advice-based selling. 

RACHNA M. KOPPIKAR 


What Every 
1S) What's the Good Word? English 


L | 
scRABULOUS MESE 
dH R W ho said games are not serious business? The legal saga Wi S h e S to D e 


over an online game originally called “Scrabulous” 

has brought into focus a critical debate surrounding W h . 
the interface of copyright and design protection. e n | t 
Name vs Design: RJ Software, a Kolkata-based U 
company, designed an online game called Scrabulous. e rows D r 
This upset Mattel India, which makes the legendary game 
SCRABBLE. Mattel sued the Indian company in Delhi High 
Court for violation of two types of intellectual properties: 
name (trademark) and creative idea of Scrabble (copy- 
right). Mattel won the trademark case when the court 
ruled that RJ Software cannot use the name "Scrabulous". 


The court, however, allowed the Kolkata firm to continue 
with the game by giving it another name. In effect it meant 


that the game could only claim protection for its name and not for its 
idea per se under either the Design Act or the Copyright Act. Mattel 
has appealed against this judgment claiming that games are. indeed, 


Is Your Brand 


covered under copyright. 


Name and Design: According to law, copyright in any design, 
which can be registered under the Designs Act 1911, but has not been on the 
registered, shall cease as soon as any product in which the design has 
been used is produced more than 50 times. So, Mattel has the copy- 


e 
right for the blueprint of the Scrabble board, but it cannot claim any U n di Sp U ted 
design protection or copyright as the same drawing is now on the 
#1 English 
of a process versus product patent: if you can't copy a product in it 


f entirety, then copy the process of making it and call it something else! pate hannel? 
? n ^ i Cd S - 2 bir " j 


mass produced Scrabble board. 


What Does This Mean: In layman’s terms, this case reminds one 


This has implications for many entrepreneurs who have set up—or, P 
are planning to set up—business that replicates other successful 
concepts. The trend is more rampant in online businesses. 
Interestingly. though. it is in such online ventures that the chances 


of getting caught are also higher . 


SHAMNI PANDI 


the fear that they feel the urge to utter 
might lose their job this hated jargon- 


going forward." bite your tongue and = 

just say "In the z 
What you should future” instead. » 
use instead = 





The next time you 





Virtues of Low Debt à 


They didn't go overboard during 
the housing boom. No wonder 
when the crash came, these 
smart realtors had very low debt. 


tead of being overtly aggressive 

even during the best of times. 
When the big boys of real estate 
were acquiring land at inflated 
prices across the country, there 
were some conservative players 
who kept their cool and contin- 
ued to do business as usual. 
When the tsunami came in the 
form of crashing real estate prices 
and low demand for houses, the 
conservatives were the least 
alfected. The reason: they stuck to 
their core competency and kept 
their debt position at bare mini- 


| t pays to be conservative ins- 


mum. Playing it safe, some went for joint ventures, where 
they were involved in construction and selling the properties 
while the land owner remained a sleeping partner. In this 
way they were able to maintain liquidity as land is one of the 
biggest costs for a real estate player. 


What: A group of ex-llTians are 
mentoring the aspiring graduates, 
for a fee. 


The Concept: This is an online and 


offline venture aimed at helping students. 

“Our mentors offer guidance to students, 
helping them make an informed decision on 
which course or stream to pursue,” says Pratik 
Agarwal, Co-founder, Mentorpolis. The idea is 
simple: people who have been through the grind 
of an IIT or IIM will be able to offer a clearer 
perspective of life in these top-notch institutions. 


How It Works: A student registers on the website 
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THE PRUDENT 


THE ADVENTUROUS 


Unitech 

pest: 7,800 
INTEREST: 338.75 
bestour: 1.1 











Anant 
industries 
pest: 100 
interest: 0.47 | 
oest/eouity: 0.03 HDIL | 
pest: 4,143.31 | -^ 
interest: 88.6 | 
| vestou: 0.94 | 
a Mahindra | 
=y Life Space 
M4 ' oer. O | 
jg INTEREST: 3.75 | 
ocgr/eoumv: N.À. DLF | 
vest: 12,182 | 
INTEREST: 357.35 
DEBT/EQUITY: 0.62 
All figures are for year ended March 2009 
N.A.: Not Applicable — 
(Debt and interest figures in Rs crore) 
Source: Company, BSE and Prowess 
VIRENDRA VERMA D 


A 






www.mentorpolis.com, requesting for a mentor 
. after browsing mentor profiles. Mentorpolis 
then connects the student with the mentor, 
who devotes three hours a week for 
7" mentoring over telephone. Personal meetings 
can also be arranged. 


^. i 
The Brains: Ex-ITians: Pratik and Anshul 
Agarwal, Avijit Sharma and Anshuman Chaudhary. 


The Cost: Nothing comes free. There's a charge of 
Rs 500 per call for a telephonic interaction. There's no time 
limit on the call duration. Personal meetings cost more. 


RAMEN SARKAR 


TEJEESH N.S. BEHL 








WHAT MATTERS TODAY 


Relationships 


At J.P. Morgan we stand ready to help our clients in India tackle the 
treasul y and trade l hallenges. Wi ri in i [Of t t| el ye | dl re 


trade efficiency, streamline payable and receivables ope! 


P. Morgan has been present in India since 1930. Our clit 
our global reach, experience and flexible product solutions a ppi 
outstanding service and market-leading technology. 








FOR MORE INFORMATION please visit jpmorgan.com or contact: 


~f Rajiv sain, Managing Director, at rajiv.kjaingipmorgan.com J E Mor 2 arn 


-= Deval Vyas, Executive Director, at deval.x.vyas@jpmorgan.com 


å 4 ‘rr r » 5 , 
The products and services featured above are offer Vv JPMorgan Chase Bank, N.A.. rmi 


FOCUS-POLICY 


FIGURE 
IT OUT 


Return on Education 


Pre-2007 


College fee 


College fee 


The value of college 
education-especially 
B-school-has suddenly 
eroded. Several B-school 
graduates have to accept 
salaries lower than what 
they earned before they 
entered the college 

(see page 120). 
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An Ivy League Degree in India? 


The Foreign Universities Bill is set to be introduced in Parliament. 


The Draft Bill The draft allows These JV 
suggests that the courses to be offered ^ universities may 
final degree should ^ in engineering, have to reserve 
be given by the medicine and other 22.5 per cent for 
newly-formed JV areas, but not courses SC and ST students 
entity and not such as MBAs where and a further 
the foreign Indian institutes 27 per cent for 
university alone. are strong. OBC students. 


n the Prime Minister's 100-dav 
agenda is the Foreign 
Universities Bill that will make 


it possible for Stanfords and Inseads 
of the world to offer courses in India. 
The Draft Bill, cleared by the 
Parliamentary Standing Committee, 
proposes a JV format allowing 40 per 
cent stake to the foreign university. 
Union Minister lor Human Resources 
Kapil Sibal is learnt to be in favour of 
raising it to 49 per cent before the Bill 
is sent to a Group of Ministers (GoM) 
lor clearance. At a later stage, the 


government could consider allowing 


greater ownership to foreign univer- 
sities. After the Gom’s clearance, the 
Bill will need the Cabinet's nod before 
being introduced in Parliament. 
Reputed foreign universities have 
thus far refrained from setting up 
campuses in India owing to a regula- 
tory vacuum. Some Indian unive- 
rsities, however, offer "foreign de- 
grees", often in tie-ups with little- 
known foreign universities. The Bill 
may introduce a regulatory frame- 
work to help ease the confusion such 
degrees create at present. 


PUJA MEHRA 
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CRISIS HAPPENS 
TO OTHER PEOPLE. 
WHO THEN PASS IT 
ON TO YOU. 


Get Credit Risk Insurance 
for your Exports. 





In today's global environment, what happens to your buyers, happens to you Exporters today are 
walking on a business minefield where financial giants are going bust, banks are collapsing, massive 
companies are evaporating and even countries are falling severely sick Interestingly, with high 
currency exchange value, the time is lucrative for exports. 


Get credit risk Insurance from ECGC and take advantage of the situation 





FOCUS-IT 





Plugging 
the Skill 






Itisa 
shortcoming 
that India Inc. is 


familiar with. Vast 
number of job seekers whose 
existing skill-sets make them 
unemployable. Now a new 
venture, Vocational 
Academy, has created a 
business model to fill this gap. 





HONIS dA3H0NVH 





€ The company, headed by its 
MD, A.P. Srivatsan, promises to 
provide employable skills to 
rural youth at a cost of up to 
Rs 7,499 for a three-month 
course. Language, 

computer skills and 
work-environment-related 
concepts are taught here. 


€ The Academy plans to spend 
Rs 100 crore over the next 
seven years in rolling out 
learning centres in every 
district of India. 


€ It has been seeded by funds 
(Rs 3.5 crore) from the 
Chennai-based IFMR Trust. 


SHALINI S. DAGAR 
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HUMAN CAPITAL: 


Infy ‘Measures’ Its Employees 


or the past 14 years, ir giant 

Infosys has been gauging the 

"real worth" of its employees. 
The Bangalore-based rr bellwether 
has used the Lev & Schwartz model 
covering the present value of future 
earnings of its employees, discounted 
for productivity decline—to put a 
number on this seemingly intangi- 
ble asset. "We want to give investors 
a complete picture of the real assets at 
Infosys," says T.V. Mohandas 
Pai, Director, Facilities and 
Administration, Infosys. 

Another intangible that Infosys is 
trying to pin a value on is its brand, a 
key driver to retain customers and 
talent. For the last fiscal, Infosys 
pegged its brand value at Rs 32,345 
crore or 42.7 per cent of its market 
capitalisation. While it's not a bad 
record, it is still not as good as global 
giants such as Google who topped 
the Financial Times' third annual 
"Brandz top 100 Most Powerful" list 
with a brand value of $100 billion on 
a market cap of $84 billion. 

RAHUL SACHITANAND 





* in $ per satt per annum 





BUILDING ON THE BRAND 


Brand Market Brand Value 
Value Cap as Yage 
of Mcap 


09 32,345 15,837 42.7 
os 31863 82,362 38.7 
o0; 31617 115307 27.4 


Value in Rs crore 


PEOPLE POWER 





2007 2008 2009 


m Value of HR (Rs crore) mTotal Employees 
Source: Infosys Annual Report 


OCCUPANCY 


4 








Are you ready 
for what’s coming next? 


TOGETARER: FREE 1 


With over 20,000 employees in India and 90,000 across 30 countries, 
Capgemini is a worldwide leader in consulting, technology and 
outsourcing services, earning revenues in excess of $13 billion 

Our 40 years of global expertise have helped us evolve the Collaborative 
Business Experience - a way of working that partners with clients to 
transform their energies into tangible results, giving them greater room 
to manoeuvre in global markets 

Over the years, we've earned the trust and respect of clients across the 
world. What can we do for you? 


visit us at: http://www.in.capgemini.com/win 











dip Capgemini 


FOCUS-WELL SAID 








“I feel no reason to change the culture (of the 

bank). In terms of growth, I feel life is all about 
timing. After the elections, opportunities have 
arisen, which each institution will respond 
to, according to its strategies” 


Shikha Sharma, CEO, Axis Bank, to \gencies 


ILLVd VAIHHS 


"We have to look at 

solutions (to tackle 
Become a farmer. Ten revenue deficit)... the 
years from now it may be alternatives are raising 
farmers who are driving petrol prices, issuing oil 
the Lamborghinis and the bonds and upstream firms 
stockbrokers are going to like ONGC chipping in” 
drive tractors " Murii Deora 


Petroleum Minister, to Agencies 





"One big learning from Satyam is 
that we can sort out problems, 





our systems are not hopeless 
and our responses are not 
bad. Satyam is a case to 

sharpen our responses 
lor the future" 


Salman Khurshid 


Minister for Corporate Affairs, 






"We cannot spend our 
way to prosperity though 
in the present situation 
there is considerable 
scope to spend 
particularly in 

Wii sr ias coni, cm infrastructure" 


Satyam ( MÁS r Services, in Manmohan Singh 
lhe Economic Times " - 
Prime Minister, in his reply to the 

Lok Sabha on the motion of thanks to 


the Presidential Address 





Is it only grass that 
makes a city green? 


ty a Lata, dic m 4 





ERU 2 7 
De n 
: SW | 
`% Ti : i 
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= | With sustainable infrastructure solutions, Siemens helps big cities 
y S & 
us n LA a 
ES | become even greener. 
< ‘Se 3 
" "t à Ask any big city resident how to improve everyday life and you'll hear plenty of ideas: cleaner air, purer water, better publ 
E | transport, crime-free streets, reliable power supply, affordable and efficient healthcare. Our answer: An extensive ranae 
^ innovative products and solutions that help to make city life a greener, healthier and a more enjoyable experienc: 
` 
yY , . j = j n fi aw &. 
l | siemens.com/answers at | u.2 
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FOCUS-FLASHBACK 


A CHRONOLOGY OF 


Income Tax Since 1950s 


Upset with your income tax deductions? Then how about 
going back to 1973-74, when the effective rate at the top 
was 97.5 per cent and there were 11 rate slabs? 


Maximum rate of income tax 
reduced from 5 annas to 4 
annas. Wealth tax comes in. 


Eleven tax slabs, with rates 
from 10 to 85 per cent. The 
top marginal rate 

is effectively 97.75. 


Finance 

Minister V.P. 

Singh (1985-87) 

reduces num- 

j ber of IT slabs 
to four, cuts 


ANC otc 
op marginal 


IT rate to 50 per cent. 






P. Chidambaram's 'dream 
budget' cuts peak rate of in- 
come tax to 30 per cent for 
150k and above. Manmohan 
Singh, then in Opposition, 
criticises the rate cut. 





Two rates of personal IT 
slabs: 20 per cent up to Rs 
4 lakh per annum and 30 
per cent for income more 
than Rs 4 lakh. 


Basic exemption limit for all 
assessees raised from Rs 1 
lakh to Rs 1,110,000. Similar 

increase provided to women 

and senior citizens. 


COMPILED BY SOMNATH DASGUPTA 
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The highest marginal 
rate on unearned 
income cut from 
88.25 per cent to 
81.25 per cent and 
that on earned 
income from 82.5 
per cent to 

74.75 per cent. 





In five Budgets 
between 1991-96, FM 
Manmohan Singh 
reduces IT slabs to 
three (20, 30 and 
40 per cent). 


Exemption limit 
raised to Rs 50k. 
Standard deduction 
raised to Rs 25k. 


All surcharges 
abolished except 
surcharge at the 
rate of 2 per cent 
for the National 
Calamity Fund. 


Experts suggest 
keeping just two tax 
slabs of 10 per cent 
and 20 per cent. Wait 
till July 6 to see if 
this happens. 





THE UNION BUDGET, 
THEN AND NOW 


Cover Story, 
March 7-21, 1997 
Reforms 97: 
The Inside Story 


Bye 97 was meant to be the 
climax... in the eight weeks 
leading up to the second Union 
Budget presented by the Deve 
Gowda Administration's Union 
Finance Minister Palaniappan 
Chidambaram, a 

hurricane of reforms was 
unleashed, leaving CEOs, who 
had given up on this disunited 
government, utterly perplexed. 


Budget Special, 

March 7, 2000 
ludi Missing the 

LJ ^ Z2 Millennium Moment: 

Ten years After 





Betrayal. Bathos. And an 
opportunity missed-forever. An 
anti-climax masquerading as the 
first Budget of the New Millennium 
has damned us all to despair, 
committing genocide with our 
expectations, consigning our confidence 
to the chamber of horrors. 


Budget Issue 2004 
How to Win Friends 
and Influence 

- People... 
Budget 1997 was a dream; Budget 
2004 is a balancing act, barely 
reformist, heavily skewed towards the 
agricultural and rural economy, and all 
about a return to Big Government. 


`~ 
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Indian Institute of Management Ahmedabad 


Two-Year Post-Graduate Programme in 


Aenmm ona: 
JE at ANAC 


—— t ~ 
AHMEI BALC 


A a 


IIMA's expertise and commitment to the agri-business sector date back to its inception, 
when the Institute had accepted managerial issues related to agriculture, food and other 
socially important sectors as part of its thrust areas. The Post-Graduate Programme in 
Agri-Business Management (PGP-ABM) is specially designed to transform dynamic and 
determined individuals into excellent managers and leaders in these sectors. 


This is a sector-specific programme at IIMA and is special, when compared to some other 
agri-business management programmes around the world, as it is firmly rooted in IIMA's 
management culture and philosophy. 


The first year of the programme provides a strong foundation in general management with 
exposure to multiple areas of management. Building on this foundation, the second year 
courses equip students with specialized (sector-specific) multi-functional knowledge 
and skills that are required by agri-business sector managers for excellence in planning 
and decision-making. 


COURSE OBJECTIVES 
With a powerful blend of faculty, staff, alumni, and corporate partners working together to 
achieve excellence, the programme attempts to: 
e equip students with the required conceptual and interpersonal skills along with 
a sense of social purpose for managerial decision making and implementation 
in the unique context of agri-business; 


+ encourage agri-preneurship among students to transform them into 
successful professionals within the agri-business sector, 


« develop leadership capabilities in students, enabling them to adapt to change 
and motivate the organizations they work in; 

« widen students' vision and instil in them values of professionalism, integrity, 
ethics, and social commitment. 


Essentially, the programme trains students to leverage and lead the immense potential 
agri-business offers in India and the world. 


COURSES AND PEDAGOGY 

The programme offers a range of compulsory and elective courses. Many of the elective 
courses are revised or changed from year to year depending on need and interest of the 
field and the programme. Some of the courses that have been offered in different years in 
the recent past are given below: 


«Agricultural and Food Policy « Agricultural Finance * Agricultural Futures and Options 
Markets « Analyzing and Building Competencies « Business Forecasting «Carbon Finance 
and Agri-business*Design and Dynamics of Development Organizations Digital 
Inclusion for Developments Doing Business in China*Econometric Analysis for Agri- 
business*Franchising in Agri-business*Global Agri-business: Operations and 


“Strategies*Globalizing and Resurgent India Through Innovative 


Transformation. International Agricultural Trade and Policy*international 
Marketing» Logistics, Supply Chain and Infrastructure Management in Agri-business 
«Management and Finance of Agro-Food Projects*Management of Micro 
Finance «Management of Technology for Sustainable Agriculture « Market Research for 
Agri-business « Marketing of Agricultural Inputs Private Public Community Partnership 
for Inclusive Agri-business « Rural Marketing « Rural Environment and Institutions « Sales 
and Distribution Management for Agriculture « Strategic Agro-Food Marketing * Strategic 
Management of Intellectural Property Rights*Theory and Practice of Business 
Negotiation «Understanding Creativity, Innovation, Knowledge, Networks and 
Entrepreneurship * Vertical Coordination in Agri-business 


In the classroom, case discussions are supplemented with lectures, films, seminars, 
games, role-plays, industrial visits, guest lectures and group exercises. 


The Institute also offers a Preparatory Programme to help those selected candidates who 
may be weak in specific areas so as to equip them better for the rigours of the 
programme. The Preparatory Programme is for about three weeks before the start of the 
first year and covers topics in mathematics, computers and communication. During the 
main programme too, remedial classes are held and other help provided for those who 
may need support in specific courses. 


INDUSTRY INTERACTION AND PLACEMENT 

The PGP-ABM programme brings business and policy makers from different arenas of 
agri-business into the classroom and allows ongoing contact among students, 
companies, NGOs, faculty and alumni. 

The career prospects of professional managers from IIMA's PGP-ABM are extremely 
bright and attractive. The placements reflect the increasing recognition and perceived 
relevance of the programme by the industry and include newer areas like commodity 
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trading, agri-insurance and retail. Many alumni head top corporates or contribute at key 
positions in several agri-business conglomerates in India and abroad. 

Prominent recruiters for the programme in the past have included M/s Agile, Anand Rathi, 
Angle Broking, Aries Agro-Tech, Bayer Rallis India, Birla Sun-Life, Daway Day, DCM 
Shriram Consolidated, Duncan Industries, Du Pont India, Feedback Ventures, FINO, 
Fullerton India, Godrej Agrovet, Gujarat Ambuja Exports, ITC, NIIT, NISG, Parry Agro, 
PWC, Reliance, RPG Spencers, SAB Miller, Sathguru Mgmt Consultancy, SEWA, SKS, 
Spice Route, Sugam Agro-Tech, Suminter, Tansgraph Consultancy, Tata Coffee, Tata Tea 
Usher Agro and Zuari. 


ADMISSIONS 

Graduates in any discipline with an interest in agriculture or allied sectors are eligible to 
apply. 

Selection for PGP-ABM is done through a two-stage process. First, candidates have to 
appear for the Common Admission Test (CAT) that is typically held in mid-November. The 
CAT has questions that evaluate the quantitative, language and data interpretation abilities 
of the candidate. The applicants are then short-listed and called for a group discussion 
and personal interview. The applicant's past academic record/achievements, 
understanding of agriculture and allied sectors, work experience and other relevant 
activities are also taken into consideration. Every year, the typical timeline for the 
admission process is as follows: 


CAT Advertisement in National 
Newspapers and Issue of CAT Bulletins 


CAT (Examination) 


Group-Discussion & Personal Interviews 


End-June/July 2009 
Around November 2009 
February-March 2010 


Session Starts June 2010 


Exact details of eligibility, exam, and where and how the CAT bulletin can be obtained are 
given in the CAT advertisement and also on IIMA website. 


IIMA offers enough scholarships and freeships to take care of those who are not 
economically well off. Bank loans on easy terms are also available under policies 
promoted by the GOI. 


For further information: ! 
Programmes Officer (PGP-ABM) Phone: (079) 6632 4689 

Fax: 6632 6896 

email : pgpabm@iimahd.ernet.in 


website: http://www. iimahd.ernet.in 


Indian institute of Management 
Ahmedabad, Vastrapur, 
Ahmedabad -380 015. 
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Chasing the Fraudsters | 


The Serious Fraud Investigation Office (SFIO) 
has been the chief investigation arm of the 
Ministry of Corporate Affairs during the 

Satyam scam investigation now und- 

erway. Set up in October 2003 and 


drawing its strength from nearly —  wno: Vatsa Corporation wHo: Mardia Chemicals 
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years, it has filed 756 egeo Defrauding banks and 
cases against 30 wHo: Malvika Steel FIs; siphoning and diversion of 
comics CASES FILED: 33 funds, improper invoicing and 
Apart from Satyam REASON: Misutilisation of funds manipulating accounts B 
h ‘ f 
Aye ette ui wHo: Koshika Telecom wHo: DSQ Software 
SFIO has been cases ruo: 44 ; 
ir REASON: Misutilisation and REASON: Manipulation of share 
"VC gnting. siphoning of funds price, falsification of accounts, 
SHALINI S. DAGAR diversion of funds and 
wHo: Morepen Laboratories ^ Violations under the 
CASES FILED: Companies Act 
REASON: Mismanagement and 
misutilisation of funds wHo: Shonk Tech. Ltd. 
CASES FILED: 
REASON: Accounting fraud 
79.5% 


All cases filed either with court or 















Company Law Board. 
No judgment so far 

BT POLL 

Should income 

tax rates be 

reduced to just 

two slabs of 

10 and 20 

per cent? Vikas Vasal Amitabh Singh Yashwant Sinha 

Executive Tax Partner, Former FM 
16.896 Director, KPMG Ernst & Young i 
| would like the government to 
| It is unlikely that The govern- keep only two rates—10 and 
i the highest slab ment may not 20 per cent. They 
rate will be have the luxury should also link 
Yes No  Can'tSay reduced from 30 to 20 per cent. of making drastic cuts in tax IT slabs and tax- 

Results of BT Online poll, No.of In principle, however, the idea rates. The only scenario saving limits 
respondents: 215. of two slab rates with lower tax wherein it can be considered is automatically 
Next Poll question for you: Have you rates is worth consideration. It where tax cuts are coupled to inflation. 
soboles dmi on your will leave more money in the with removal of all exemptions (See ' 
www.businesstoday.in to cast your vote hands of taxpayers. that one enjoys now. page 34) 
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Let the convenience start at your doorstep. 


Our valued Business Class travellers enjoy exclusive Chauffeur Service in 
uscat and 10 destinations in India. 


ly Business Class on Oman Air and enjoy convenient airport transfers with our exclusive chauffeur 
ervice. At Oman Air, we are enhancing every facet of our service so that you enjoy a more pleasing 


ourney with us. Now there's even more to flying with Oman Air, the national airline of the 
ultanate of Oman. 
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Government Functioning 


Figures are percentage of villagers attributing a particular 
cause for their poverty alleviation 


OTHER CATALYSTS: some local 


bodies such as panchayats helped provide 
loans to villagers to set up enterprises 
or pursue higher education. 
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Poor in 
State 1995 


66.7 
Andhra Pradesh 63. 8 
‘West Bengal | 63. 3 


71.5 


| 
| All figures in percentages 
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Prime Minister Manmohan 
Singh's promise of "inclusive up 711 
growth’ is exactly what the Indian p p> 
poor have been denied so far, if — 8 S 

a World Bank study is to be | 
believed. The study mapped 
people across 300 villages of 
Andhra Pradesh, Assam, UP and 
Bengal for a decade (1995-2005), 
asking them to define poverty 
and explain how they overcame 
it. The most startling revelation? 
Only 2.4 per cent said 
government initiatives helped 


them. The rest relied on self-help! 
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BEATING POVERTY 


A very high percentage of people in the surveyed 
villages felt they were ‘poor’ despite not being 
categorised as BPL by the government. 





Suffered 
Escaped poverty subsequent Overall 
between 95-05 setback change 
2.8 55 73 
10.6 32 44 
188 m n 
KU 55 45 





TARGET 


Reliance Infrastructure 


Gwalior Chemical Industries 


Godrej Consumerbiz Godrej Consumer Products/ Retail & Consumer Products Acquisition 

KS Oils New Silk Route, CVCI, Baring/Retail & Consumer Private Equity 
Products . 

Godrej Hygiene Care Godrej Consumer Products/Retail & Consumer Products Acquisition 

Great Offshore Dhanshree Properties, Bharati Shipyard/Oil & Gas Open Offer 

National Stock Exchange of India Norwest Venture Partners/ Capital Markets Investment 

Sobha Developers Purna Partners/Real Estate, Hospitality Private Equity 
and Construction 

Ramky Enviro Engineers StanChart, IL&FS Asia Infrastructure Growth Private Equity 
Fund /Infrastructure 

Network18 Media & Investment SAIF Partners/ Media and Entertainment Private Equity 

Maharishi Housing Development  Religare Enterprises/ Financial Services Acquisition 

Shalivahana Green Energy Axis Private Equity, IL&FS Financial Private Equity 
Services/ Infrastructure 


OCL Iron & Steel 


DEAL OF THE MONTH 


Germany's leading chemical manufacturer Lanxess AG has announced 
the acquisition of the chemical and wind power business of Mumbai- 
based Gwalior Chemical Industries, in a deal valued at Rs 536 crore. 
The acquisition will be funded through internal accruals. 


IMPACT ANALYSIS 


The deal marks the first Indian acquisition by Lanxess and is in line with its long- 
term strategy of expanding in BRIC countries which accounted for approximately 
16 per cent of its total revenue in 2008. Lanxess is bullish on growing its 
business in Asia, and India is the second most important Asian market for the 
company after China. The company recently took over the business and pro- 
duction assets of China-based Jiangsu Polyols Chemical and intends to continue 
to purchase companies available at attractive valuations. 

Gwalior's business matches the portfolio of Lanxess' basic chemicals unit 
and will reinforce its production capabilities in the Indian market. Gwalior is 
expected to invest the sale proceeds in its power generation and specialty 
chemicals businesses and plans a cash distribution of Rs 100 crore to its 
shareholders. 





ACQUIRER/ INDUSTRY TYPE DEAL VALUE STAKE 
(Rs crore) (96) 

Reliance ADAG, LIC, Others/Infrastructure Investment 

Lanxess AG/ Chemicals Acquisition 


Garima Buildprop, Gateway Impex/ Metal and Mining Open Offer 





Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other secondary research. 
Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not undertake any responsibility in 
regard to any such decision — Includes only M&A, private equity and brand sale transactions — *Ason June 11, 2009 Not a complete list 
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OPINION-BUDGET 


YASHWANT SINHA 


FORMER FINANCE MINISTER 


Cut Income Tax 





he biggest challenge before the new 
| Finance Minister is reining in the bloated 
fiscal deficit, the bulk of which is actually 
revenue deficit. All the targets of FRBM Act have 
been missed and we need to set new targets for fis- 
cal and revenue deficits. The overall fiscal deficit, 
taking into account the off-budget liabilities and 
the position of the states, is a high 13-14 per 
cent. Clearly, the rM will have to attempt to boost 
revenues while curtailing expenditure. 

In the midst of the economic slowdown. it's 
not easy to boost revenues. The rM does not have 
the option of raising or levying new taxes. The 
only option left is to focus on better compliance for 
which it's very necessary that determined efforts 
should be made to simplify the tax structure. 
This means avoiding the multiplicity of rates 
and a tax payer friendly administration. 

Let's begin with direct taxes. I would go for 
a more moderate tax rate struc- 
ture. For personal Income Tax, 
I would only keep two rates— 
10 and 20 per cent. The gov- 
ernment should also link the 
income tax slabs and the tax- 
saving limits automatically to 
inflation. In corporate taxes, all 
surcharges should be abolished 
and the tax rate should be 10, 20 and 30 per 
cent. To encourage voluntary compliance, | 
would reintroduce the one page Saral form 
for income tax payers. 

In indirect taxes, I believe the early imple- 
mentation of a Goods and Services Tax (Gs) will 
be a fundamental reform in the federal tax struc- 
ture and give a fillip to revenues. However, there 
are matters of detail to be sorted out if it is to be 
implemented by April 1, 2010. It will require 
the personal attention of the Finance Minister. 

I also advocate that the government do away 
or restructure some of the existing taxes to spur 
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Slab, Abolish FBT 








economic growth. Consider the 
(FBT), Banking Cash Transacti 
Securities Transaction Tax (s 
should be abolished. The third : 
by another kind of arrangeme 
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enditure reforms. I would have 
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OPINION-ENTREPRENEURSHIP 


MANISH SABHARWAL 


CHAIRMAN, TEAMLEASE SERVICES 





Create Babies, 


Not Dwarfs 


ny entrepreneur can create two kinds of 
Ao a baby or a dwarf. Both are 

small, but a baby will grow while a dwarf 
will plateau. The difference between the two is not 
more food (money) but DNA (team, strategy, cul- 
ture, etc.). While it is preposterous for me to sug- 
gest which is a better personal choice, empirical 
research suggests that the public policy context 
of entrepreneurship greatly influences the kind of 
companies created. Desirable companies from a 
public policy perspective are those that grow in 
employment, profits and taxes (babies). Contrast 
this with the creation of small companies (dwarfs) 
that simply replace other small companies that did 
the same thing. So, can policymakers do anything 
to breed babies rather than dwarfs? 

Economic reforms since 1991 have focussed on 
the sins of commission (licence raj, price controls, 
trade tariffs, directed credit, etc.) and the next 
phase is the sins of omission 
(infrastructure, education, etc.). A 
recent conference on entrepre- 
neurship at Indian School of 
Business (ISB) in Hyderabad show- 
cased research by the Rand 
Corporation that suggested the 
two most important gaps Indian 
policymakers can fill are infra- 
structure and human capital. 
This is consistent with anecdotal evidence which 
suggests the biggest challenge for infants (com- 
panies in early stage whose destiny as a baby or 
dwarf is not yet decided) is substituting for the 
state. The Indian state has failed in fulfilling its 
role and companies have to generate their own 
power, provide their own transport, dig for their 
own water and invest substantially in training 
employees. This substantially raises the bar for 
entrepreneurship because upfront scarce equity and 
human capital resources go into building hygiene. 

The baby vs dwarf issue is captured in an int- 





eresting study, What Holds Back Bangalore 
Businesses? by Professor Amar Bhide and funded by 
the Wadhwani Foundation. Bangalore may not 
represent India, but even this fertile soil has a 
lower proportion of rapidly expanding businesses 
than the mature us. His findings suggest that 
Bangalore companies grew slower, used more 
capital, and created few jobs than comparable us 
companies. This reinforces the notion that India 
does not need more entrepreneurship of all kinds, 
but entrepreneurship of the high-growth kind. 
Half of India's labour force is already self- 
employed and this is not symbolic of an over- 
weighted entrepreneurial gene but our failure to 
create non-farm jobs and human capital. The 
poor cannot afford to be unemployed so they are 
self-employed, but this kind of entrepreneurship 
does not reduce poverty or exploit opportunities. 

The dysfunctional economic regime pre- 
1991 killed first generation ent- 
repreneurship by biasing the 
playing field in favour of big com- 
panies and people with connec- 
tions. But entrepreneurship is 
about choosing change over the 
status quo, energy over experi- 
ence, courage over connections, 
and growth over stagnation. It is 
how societies renew themselves. 
As Tennyson said: "The old order changeth, 
yielding place to the new... lest one good cus- 
tom should corrupt the world." Entrepreneurship 
in India has exploded since 1991 because of eco- 
nomic reforms, role models (Nandan Nilekani, 
Azim Premji, Sunil Mittal, et al), networks (TiE, NEN, 
Band of Angels, et al), and funding (venture, vul- 
ture, private). But fixing our two damaging sins 
of omission (education and infrastructure) will 
make India fertile soil for producing more babies 
than dwarfs. And that will make India more 
interesting, just and less poor. © 
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OPINION-COMPETITION 


VINOD DHALL 


FORMER ACTING CHAIRMAN, COMPETITION COMMISSION OF INDIA 


A Level Playing Field 


n May 15 this year, the Government 

issued a notification whose significance 

was quite lost in the din and excitement 
of the parliamentary elections. The notification 
brought into force the prohibitions of the 
Competition Act, 2002, against anti-competitive 
agreements and abuse of dominance by ent- 
erprises. India is the last major economy to enter 
this field. In our neighbourhood alone, China, 
Pakistan, Nepal, Singapore, Vietnam, Indonesia 
and Thailand have such laws in place. 

Unlike the MRTP Act, which restricted growth, 
the Competition Act seeks to promote and sustain 
competition, along with growth. In India, there 
have been allegations of anti-competitive trade 
practices against corporates or industry bodies 
in the past. The absence of effective laws pre- 
vented any follow-up action. Violations of the 
Act now would face serious action, including 
monetary penalty of up to 10 per cent of the 
(global) turnover; in the case of cartels, it can be up 
to 10 per cent of the turnover or three times the 
profit for each year! This is apart 
from compensation claims and 
class action. The Commission's 
mandate is backed up with ade- 
quate powers, including dawn 
raids. Contravention of the 
Commission's order can invite fur- 
ther fines, even imprisonment. 

It's a wake-up call for industry, 
which must review some ent- 
renched practices. Collusion with competitors 


RAMEN SARKAR 


is out on issues such as prices, discounts, terms of 


sale, allocation of territories or customers, cut 
back in production or supplies, quotas, bid rigging 
and collusive bidding. In India, recently, the pro- 
visions of the Competition Act were exercised 
by the Multiplex Association of India against 
film producers alleging "cartelisation" to exploit 
theatre owners. And, given the global prece- 
dent, there will be many more such instances in 
future. Witness the fines paid by some cartels in 
the Ev alone: lifts $1.3 billion, vitamins $1.1 
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billion, flat glass $650 million, auto glass $1.3 bil- 
lion, banking $160 million. Several senior 
executives served prison sentences in the us. 
Other cartels that have recently felt the heat in 
mature jurisdictions include cement, airlines 
and telecom services. 

The role of industry associations, too, will 
need careful monitoring. Associations serve a 
useful purpose in protecting the broader interests 
of the particular industry. But collusive activities 
need to be discouraged, such as discussions on 
prices. discounts, bids and quotas. Careful records 
must be maintained to demonstrate that such iss- 
ues are not deliberated upon. Even informal dis- 
cussions on the sidelines cannot be used to discuss 
such matters. Sensitive commercial informa- 
tion, that is not of historical nature, cannot be 
exchanged. Presence of a professional competition 
lawyer in the meetings is advisable. 

Special responsibility rests on a dominant ent- 
erprise, which can operate independently of its 
rivals or customers. Any abuse of its market power 
is a serious violation. Recall the 
travails of several iconic compa- 
nies. Microsoft paid an aggregate 
fine of around $900 million for 
denying access to rival suppliers of 
application software. British 
Airways was penalised for giving 
discounts to agents that had 
exclusionary effect on other air- 
lines. Tetrapak was fined for prod- 
uct tying and predatory pricing. In the Indian 
Act, listed abuses include discriminatory or unfair 
prices or conditions, limiting production, supplies 
or technical development and predatory pricing. 

The Competition Act will generate benefits for 
consumers and increase efficiencies of enter- 
prises, improving their global competitiveness. It 
will ensure a level playing field against powerful 
foreign competitors. Compliance of the new law 
must be integrated into the corporate culture. 
Companies would do well to develop specific 
competition law compliance programmes. © 





y, t 


^ | 
Violations of 
the Act now 
would face 
serious action. 
It can be up 

to 10 per cent 
of the turnover 
or three times 
the profit for 
each year! 





CITIZEN 





UNSTOPPABLE 


JUST LIKE YOUR CHARISMA. 








CITIZEN ECO-DRIVE, 


/^ THE WORLD'S IST LIGHT POWERED WATCH. 
POWERED BY ANY LIGHT, DRIVEN BY YOU. 


ten 





TWIN DATE 


" Sul 
D MAESIRO 
O / Ve Perpetual Calendar 





First € CITIZEN (CITIZEN'S EXCLUSIVE STORE) - Delhi: 1. Greater Kailash-| Market - 41631241. 2. M-54, Connaught Circus - 41517771. 3. FF - 116, Shop - N - Park, Shalimar Bagh - 47555614. Mumbai 
1. Flora Fountain (Opp. Thomas Cook) - 66331494. 2. Santa Cruz (W) - 32648008. 3. Borivali (W) - 28333077. Chennai: Spencer Plaza - 28492760 / 62. Kolkata: 1. City Center - 23584305. 2. Park Mansion, Park Street 
40017534. Bangalore: 1. Safina Plaza - 25325757. 2. Sri Raghavendra Complex, Jayanagar - 41211511 Agra: TDI Mall, Fathehbad Road - 4014620. Baroda: Alkapuri Arcade - 390007/ 3052165. Calicut: Focus Mall 
3017700. Coimbatore: Thiruvenkataswamy Road (W) - 2551349. Ghaziabad: Shipra Mail - 2689614. Goa: Communidade Building, Panjim - 2420285. Guntur: Arundalpet Main Road - 2262966. Gurgaon: Gold Souk 
6522556. Hyderabad: Methodist Complex - 23324686.Indore: UG - 2, Shree Vardhan Complex, 4 R.N.T. Marg - 93302104175. Jaipur: 1. Shop No. 345, Jain Dharamshalla Building, Near M.B. Sons, M.I. Road - 4001510 
2. GF - 8, MGF Mall - 5118844. Kochi: M.G. Road - 2383525. Lucknow: 1. Fun Republic Mall - 3915982 / 83 / 84 / 9335923543. 2. Rani Sultanat Plaza, Hazrat Ganj - 4047861. Ludhiana: Westend Mall - 4656055 
Mangalore: Bharat Mall - 4253253. Mysore: D. Devaraj Urs Road - 4246370. Patna: Bibha Complex - 2238808. Pune: Sahajanand Complex - 26348165. Secunderabad: Hardy Complex - 66339331 
Varanasi: Indraprasth Multiplex - 3294397/9336911646 / 9919182475. Eco-Drive Boutique: Delhi: Johnson Eco-Drive Corner, Connaught Place - 41517519. Bangalore: Zimson Swiss Watch Boutique, Garuda Mall 
66141020. Chandigarh: Packard's, Sector 17E - 2703251. Also available al leading watch outlets across the country. 
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et's begin with a simple fact. Take the case 

of conversion of the National Highways 

(NHS) from two lanes to four lanes. Against 
a targeted completion of 3, 165 km during 2009- 
10, the actual achievement on the ground is 
330 km. On an annualised basis, this means 
that against 8.6 km per day, the achievement is 
only 0.5 km per day. Indeed, there is over- 
whelming evidence of a systemic malaise. 

The National Highways Development 
Programme (NHDP), including the Golden 
Quadrilateral and the North-South-East-West 
Corridors, together comprising 30,000 plus km, 
was touted as the single-largest civil construction 
programme in the world after the Second World 
War. Indeed, the progress was truly impressive 
in the initial phase with nearly 50 per cent of two- 
lane roads being upgraded to four lanes. The 
economic gains from a well functioning road 
network, in terms of productiv- 
ity and efficiency, are too well 
known to bear repetition. The 
economic transformation in the 
us post the Great Depression has 
been partially attributed to the 
Highway Building Programme . 

Currently, we have a unique 
and anomalous situation where 
there is neither lack of resources 
nor lack of demand and vet we create hugely 
suboptimal outcomes. For example, the annual 
accrual on account of a Rs 2 cess on every litre 
of petrol and diesel is Rs 1 1,000 crore and 
increasing this to Rs 3 per litre would vield 
Rs 18,000 crore per annum. This can provide a 
powerful platform to augment and substan- 
tially improve road capacity in India, provided 
certain simple reforms are initiated and proce- 
dural bottlenecks are cleared. 

At present, all NHAI projects above Rs 500 
crore, and this implies the vast majority, require 
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Cabinet approval. This is preceded by a time- 
consuming appraisal process that involves 
scrutiny by the Public Private Partnership 
Appraisal Committee headed by the Finance 
Secretary. The short point is that there are 
multiple layers of bureaucratese. It is the old 
mandarin obsession with process rather than 
outcome. The appraisal/approval process can 
easily be streamlined and centralised in the 
Ministry of Roads or even fully delegated to NHAI, 
which is a statutory body. 

The extant policy dispensation has a clear 
preference for the Build Own Operate Transfer 
(BOOT) and the Annuity model. It merits a relook. 
In the event a project does not succeed on a BOOT 
basis, six months are lost and the project is then 
sought to be repackaged on an Annuity basis. 

In the current scenario, a cogent case 
exists for the old fashioned Engineering. 
Procurement and Construction 
(Pc) model without compro- 
mising the Public Private 
Partnership (PPP) orientation. 
What is required is a shift from 
over reliance or exclusivity 
accorded to the ppp format. The 
PPP should be pursued for selec- 
tive segments with healthy traf- 
fic. The bulk of the one-lane and 
two-lane highway networks are not amenable to 
a BOOT framework given low traffic levels, etc. 
These should be the target for an intensive upgra- 
dation programme under the Epc route. The 
additional resources can easily be mobilised by a 
Re 1 hike in the petrol and diesel cess to generate 
an incremental Rs 7,000 crore per annum. 

Given a gloomy economic prognosis, boost- 
ing investment in infrastructure is not just 
good Keynesian economics, but can provide a 
long term and sustainable basis for national 
development.G 





In India, we 
have a unique 
and anomalous 
situation where 
there is neither 
lack of resource: 
nor lack of 
demand and 
yet we create 
hugely suboptirr 
outcomes in roa 
construction. 
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ICICI Bank Advisory Transactions 
Calendar Year 2008 
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Transformers & Switchgears 


K | VICTORY 


Acquisition of the edible oil — | Acquisition of 
refinery undertaking at Haldia, | Craig & Derricott (UK) 
West Bengal from | 
Ambo Agro Products Ltd. 


Acquisition of 
Sofinter S.p.A., Italy 


Acquisition of 
Regulus Group, USA 


USD 25.0 million EURO 50.0 million USD 105.0 million 


Sole Advisor Financial Advisor & Arranger Financial Advisor & Joint Arranger 


e ICICI Bank 


e ICICI Bank e ICICI Bank 





SBRELIGARE 


Acquisition of Acquisition of 
Draxis Speciality Hichens, Harrison & 
Pharmaceuticals Inc, Canada Co Pic, UK 


Acquisition of 
Aviva Global Services, 
Singapore 
Acquisition of 
Synovics Pharmaceuticals 


USD 253.0 million GBP 55.5 million 


Financial Advisor & Arranger Financial Advisor & Arranger Financial Advisor & Arranger i Advisory & Financing 


e ICICI Bank e ICICI Bank 


e ICICI Bank | 0 ICICI Bank 





Powered by a dedicated team of professionals, ICICI Bank's Investment Banking Group 
provides end-to-end advisory services for mergers, acquisitions, divestitures, joint 
ventures and restructuring. 


A deep understanding of our clients’ needs enables us to provide tailor-made solutions 
for intricate strategic requirements. 
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Hitachi Metals, Ltd. 


Divestiture of holding in 
Mahindra Hinoday Ltd. 


Divestment of shareholding 
of Vanasthali Textile 
Industries 





This announcement appears as a matter of record only. 
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Acquisition of 
Greater Carribbean Learning 
Resources, USA 


USD 115.0 million 


Financial Advisor & Arranger 


Beclders t» the satisa 


Acquisition of 
Franco Tosi Meccanica 
S.p.A., Italy 


EURO 40.0 million 


Financial Advisor & Arranger 


Bailders to the satisa 


Acquisition of 
Sadelmi S.p.A., Italy 


Acquisition of 
LD Lloyd Dynamowerke & 
Co KG GmbH, Germany 


EURO 30.4 million 


Financial Advisor & Arranger 


MajescoMastek 


Subsidiary of Mastek Ltd. 


Acquisition of 
Systems Task Group 
International Ltd., USA 


Financial Advisor & Arranger 


e ICICI Bank 
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(Aan Peometete Cu. of Com man Copt 


Acquisition of 
SAE Power Lines s.r.l., Italy 


Financial Advisor & Arranger 


e ICICI Bank 
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This document is provided for general information on the products offered by ICICI Bank Limited, its subsidiaries, affiliates and/or group companies 
("ICICI Group") and is intended for general circulation in India only and is subject to their respective terms and conditions and is not intended to 
create any rights and obligations. It does not amount to an offer, invitation, advice or opinion on the suitability, correctness, completeness or 
accuracy of advice or solicitation of any kind. Any reference to service levels in this document is only indicative and should not be construed to refer 
to any commitment by ICICI Group. ICICI Group accepts no liability whatsoever for any direct, indirect or consequential loss arising from any use or 
reliance on this document. The use of any information set out in this document is entirely at the recipient's own risk and they should exercise due 
care and caution. Misuse of any intellectual property, or any other content displayed herein, is strictly prohibited. 
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to Social 
Media 


From Facebook to 
Linkedin, Twitter to 
Orkut, corporates are 
beginning to use 
various forms of 
social media to reach 
out to consumers, 


employees and 
partners. kusnan mitra 
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leartrip.com, an Internet travel agency, thought it 
had a sound online social media strategy. The 
company ran a blog authored by company Director 
Hrush Bhatt, had a Twitter account and also 
maintained forums where users could air their 
differences. However, on the evening of June 9, 
when Bhatt peeked in to see what users were talking about on Twitter, 
he found a link to an irate forum post by blogger Kiruba Shankar. 
Shankar felt that he had been given a raw deal by the company after using 
its services. So Bhatt swung into action, anxious to douse the flames of 
a disgruntled blogger before it became a conflagration. On June 16, 
Bhatt posted the entire affair on Cleartrip's blog in an effort to come clean 
on the entire issue. “There is no point claiming that you are customer- 
centric, doing something about it but not letting the world know,” 
says Sandeep Murthy, Chairman, Cleartrip. “We live in a 
world where people have the ability to be heard instantly and Reaching out to 
brands can be built or destroyed very fast thanks to new > existing and 
media. Business has to learn to adapt.” fut 
In 1439, Johannes Gutenberg invented the mechanical 
printing press and shook the foundations of the earth, as consumers 
news and ideas—contained in books and papers—now began to fly 
around the world like never before. Gutenberg's press led to the 
Renaissance, the scientific revolution and the Protestant Reformation 
amongst other things. The world was fundamentally 
Findi and and irrevocably changed. Today, a different —but 
hiring | lent ultimately similar—revolution in the form of the 
Internet has transformed the way you and I interact, 
through informal online networks of friends (Facebook, Orkut), artists 
(MySpace), visual junkies (YouTube) and professionals (LinkedIn ). 
However, the ultimate transformation that is taking place today 
is within the business landscape, worldwide—and increasingly so in 
India—where companies are beginning to leverage informal social 
networks to engage people, mollify customers, strengthen their 
brands and even hire people. For companies in India, 


the reasoning is simple: While Indian pc and Internet | Managing and 
penetration rates are relatively lower than the West, * 


















India has one of the largest Internet 
Contacting population in the world—some 60 million 
” peers for regular users (not including mobile access). 
"^ career Moreover, these users are the most sought-after 
development customers with high disposable incomes, and companies 
with clear online media plans are waking up to the 
fact that they can reap the benefits of engaging with this audience. 
Those that don't, risk losing the customers that they already have or 

slipping behind their more savvy competitors. 


An Engaging Plan: Just what is social media? There is no exact 
definition of the term, but suffice it to say that just because a website is 
interactive does not mean that it fits the bill. A site built from the 
ground up as a community is more social than a news site which also is 
interactive, like, say, the Guardian newspaper's various blogs. This is not 
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to say, however, that the English 
newspaper will not, a decade down 
the line, have commoditised its online 
community into a cash cow bigger 
than its news operations. 

There is, however, a very real 
distinction between "social" sites and 
interactive digital marketing ones like 
the one that Tata Motors built when 
the Nano was launched. This site had 
games built into it, where people could 
customise colours and pick their 
favourite ones—thereby sneakily help- 
ing the car company figure out which 
ones to use on the Nano. A clever 
idea, but far removed from a social 
media forum. However, when Tata 
Motors did launch the Nano, there 
was no mistaking its intention to use a 
full-fledged social media strategy. The 
company set up groups on Facebook 
and Orkut hoping to target the nu- 
merous official Nano -centric groups 
that had parked themselves on the 
site. To its complete surprise, it found 
that one unofficial group on Orkut 
dwarted the official ones—and it would 
have been a fatal mistake to ignore 
members not under the official Nano 
fold. “We engage with people on these 
sites, too. We react to criticism of our 
car and try to explain our position. 
Also, we often find that before we can 
react to the criticism, there are other 
members who come up to defend the 
car.” Even today, the official groups on 
these two sites, at around 17,000 
members, are much smaller than the 
largest unofficial group on Orkut with 
around 52,000 members. 

This stuff might be new to a Nano 
launch, but an old-school car com- 
pany Maruti Suzuki India is, strangely 
enough, a pioneer in online social 
marketing. Realising that there are 
several online communities for the 
highly popular Swift, it has created an 
online platform to bring together the 
2,500 disparate online Swift users 
clubs in India. Earlier this year, the 
company actively enlisted bloggers 
and talked to the community dur- 
ing pre-launch activities for its lat- 
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est Ritz. No surprise that all of this 
is old hat to tech-savvy Nokia India. 
When the Indian arm of this Finnish 
phone company recently launched 


its latest—and greatest—device, the 


N97, it decided to fly down the Chief 


Designer, Nseries, Axel Mayer for the 
launch. While Mayer met with some 
mainstream media organisations, 
Nokia also organised specific ‘Bloggers 
Meets’ for Mayer in Bangalore and 
Delhi. "We have to have good on- 
line social strategy because people 
are visiting those sites. Plus, we also 
are promoting online social services 
from our devices," says Taneja. The 
result? Tons of buzz generated around 
the N97 on blogs and on social sites 
by Indian users. 

Trawling the Net can be useful 
lor other reasons than just monitoring 
brand activity or engaging in 
customer outreach. A company can 
often find a goldmine of information 
about its existing as well as older 
products which can be incredibly 
helpful for both the company and 
existing customers—say, for example, 
a user manual for your ancient Nokia 
phone from four years ago which 
will show you how to transfer your 
directory onto your laptop. "On the 
social web there is a lot of ‘meta- 
knowledge’, that is knowledge in the 
form of blog posts, comments, pictures 
and videos that is tremendously use- 
ful to many companies but these 
companies are often outside the loop. 
Now, they want to leverage that 
knowledge and try and form a com- 
munity around it," says Narendra 
Nag, Founder, Gray Matter, a 
technology consultancy. 

Sometimes these kinds of 'meta- 
knowledge' can date back to the 
origins of the Internet itself and still 
remain hives of activity, again 
providing companies with valuable 
outreach possibilities. "We did a 
project lor Lenovo India earlier this 
year which involved reaching out to 
these communities and not just the 
high-profile networks," says Karthik 


PRABHAKAR RAO 


A, 





S., Account Director, Text 100, a pub- 


lic relations consultancy. 

Social media, however, has 
already run into a problem of plenty. 
Today. there is a surfeit of information 
from blogs, communities and tweets 
and blog aggregators such as 
Technorati, Alltop and BlogAdda— 
while not social media sites them- 
selves—provide neatly organised silos 
by topic which make it easy for people 
to find information on social sites. 


Can Advertising Work? Reaching 


out to customers is one thing but 


Apollo Hospitals has gone one enter- 


prising step further, by using the 
Internet to advertise its services in an 
engaging and novel manner. The com- 
pany has caught the eye of medical 
“tourists” worldwide by uploading 
videos about its procedures, on video 
sharing site YouTube—the company 
posted its first clip in October, 2008 
where a foreign patient spoke about his 
experiences at the hospital. This has 
several advantages: It is completely 


free. with a mass reach; it is devoid of 


company-controlled jargon, present- 
ing a far more effective, “honest” and 
"true" account of a patient's experience 
(caveat: we're not sure whether he 
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Hired Over Social Media 


ay, an alumnus of Jamshedpur's XLRI, got an invite to join the 
LinkedIn network of fellow XLRI alum Prabir Jha who happened 

to be the Senior VP and Global Chief of HR, Dr Reddy's 
Labs. The two started exchanging messages over the 


Kaushik Ray site and five months after the two connected over 
Senior Director, LinkedIn, Ray found himself working with Jha. "My 
HRD, Dr Reddy's link with Dr Reddy's started with Linkedin,” says 


^ M 


h 


Labs 
Ray. "On the verge of completing one year in the com- 


pany, | look back at how it all happened, and all | can say is 
that it is pure serendipity.” Today, he spends at least an hour on the 
weekends on Linkedin and is in the process of joining Facebook. He 
feels that apart from networking and building contacts, it is a good 
medium that allows professionals to share knowledge. 


1 e have got some profiles from Linkedin and maybe we will 
formalise this as a channel (for hiring) now," says Ray. 
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Social Media Junkie 





á Jessie Paul 
CMO/ Wipro 








p^ joined the LinkedIn service quite a few years 
ago, and as a marketing professional in Bangalore, a 
city with few marketing forums, she also set up a "CMO 
Roundtable" on the service. The "by invitation" group is 
a bona fide hit, and members have begun making 
deals with each other. In fact, Paul says that she 
has not just learnt a lot but also managed to find her 
US marketing chief using this group. 

Paul runs her own blog and also actively maintains 
her Twitter and Facebook accounts. She also ensured 
that Wipro has a Twitter account to reach out to the 
world at large and to monitor what is being said about 
the company. 


4 4| don't think social media is the best business to 

business medium, and | hate being sold stuff on 
Linkedin, but it is an amazing business to consumer 
or business to employee medium," says Paul. 
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received a discount on his procedure 
for plugging Apollo); it is also far more 
targeted than an advertisement on 
TV. Still, it is risky. One whiff of a staged 
"confessional" can cause potential 
customers to avoid the hospital like 
the plague. Since its maiden video 
voyage, the number of such Apollo 
clips has mushroomed to nearly 30, 
and the hospital has also set up a 
Facebook group, joined Twitter, added 
a del.icio.us account and several blogs. 
Timesofmoney—an online payment 
solution provider—is also using a com- 
bination of blogposts, Facebook and 
LinkedIn to attract new customers. 
Of course, if Apollo's unique 
promotional concept doesn't quite 
work for you, traditional advertising 
on social networks such as Orkut, 
Facebook and LinkedIn (there is no 
advertising on Twitter, as yet) just 
might. "Google AdWords customers 
can actually enable Orkut automat- 
ically for their campaigns via Google 
AdWords itself, through a click of a 
mouse," says Shailesh Rao, Managing 





Director, Google India. However, "in 
this option, there is no guarantee to 
advertisers that their ad will show. 
The other option is for advertisers to 
actually 'reserve' ad slots on Orkut 
and they can specify day slots when 
ads have to appear—much like Tv. 
This carries a pricing premium," he 
adds. Krista Canfield, spokeswoman, 
LinkedIn, a professional networking 
service, says that her company is 
now also serving up adverts to Indian 
users which can be directly targeted 
based on their professions. 

Social media sites are not 
just about a company-customer 
relationship. It can also be a vital tool 
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infusing life into every movement. 


Elecon - Oxygen for the industrial world. 


Elecon, Asia's largest industrial gear manufacturing company has been driving Indian industry 
since 1951 with cutting edge technology and innovation, continuously challenging itself by 
upgrading its products to meet the diverse needs of customers - both national and international. 


Today, Elecon is the supplier of choice to core sectors like Steel, Cement, Sugar, Chemical, 
Fertilizer, Plastic and Rubber. 
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in meeting the right kind of profes- eepak Srinath and Uday Disley, both 34, had no 

sionals, obtaining more real-world background in investment banking till they floated 

career advice than your garden variety Viedea Capital Advisors in Bangalore two years ago. 

headhunter and best of all—find you But for financial backing they had from the Microsoft MD 

a job! LinkedIn has been a true Rajan Anandan and immense personal faith in their 

phenomenon in India. Scores of business model, they had little support infrastructure 

executives have been placed using the to lean on. Funnily enough, this wasn't a problem- ` 
social network. In fact, after the Us, Linkedin made up for their shortcomings. Deepak Srinath (R 
India has the largest membership— The duo recently advised a Mumbai-based and Uday Disley 
around 2 million—of the service's 4 1 digital media firm, which was on the lookout for a Viedea Capital 
million members. Several "Groups" strategic investor. They zeroed in on three potential Advisors, Bangalore 
have also been formed bv Indian com- suitors from the media space in Europe with the help of 

panies, professionals and educational LinkedIn's networks. The Bangalore boys who arranged 

institutions. "Groups are a terrific way capital for ace tennis star Leander Paes's sports startup 

lor members to keep their skills sharp and advised industrialist Rajeev Chandrasekhar's buyout 

by engaging in discussions and finding of Axis-IT&T, among others, say it would have taken them 

answers from other group members. a decade to reach the present level of networks and 


They're also a great way to build new relationships had their approach been conventional. 
relationships or rekindle old ones with 
lormer colleagues. Groups also pro- 
I I" ven now, more than half of our business 

«development happens through this social 
networking site. investment banking, as you know, | 
is a relationship-driven business," says Srinath. 


vide a wonderful way to stay in tune 
with industry trends or new happen- 
ings at vour alma mater or past em- 
ployer,” says Canfield. 


Funding 
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Consumer Outreach 
Over Social Media 


Maruti Suzuki has been a pioneer in the 
S Maruti Suzuki digital marketing space, but somewhere 
R = around 2007, it started to get actively 
involved with social media. Recently, the 
company actively seeded forums, and social networking sites 
with news about the upcoming launch of the Ritz. The Tata Nano 
team has been even more social media savvy-interacting with 
large member groups-both official and non-official-on both 
Orkut and Facebook. 


Bj gia rsa cele i 
be low, but their influence is far-reaching. Besides, 
who can predict how many and who will use it tomorrow,” 
says Shashank Srivastava, GM, Marketing, Maruti Suzuki. 





Finnish mobile company Nokia has made social 

media a cornerstone of its marketing strategy in 

several markets for its Eseries and Nseries 
premium devices, according to Vineet Taneja, 
Director, Marketing, Nokia India. To promote its new E75 
device with its own e-mail service, the company set up a 
community website where members could contribute and talk 
about e-mail and help each other. Nokia also created accounts 
on Orkut, Twitter and Facebook to promote its device. In 
addition, the company set up a "shoutbox" where people could 
write comments and send queries to it, which would then be 
answered by experts. 


44M Aany people do a web search before they buy a 
product, and this is why we feel having a social 
media outreach where we can intervene and answer queries 
helps," says Vineet Taneja, Director, Marketing, Nokia India. 


& Nokia 
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Fighting Fires: Social 
media is also becoming the 
centre piece for a critical, 
sensitive and strategic role 
involving reputation management of 
brands and companies. A leading 
Indian company, which preferred to 
remain unidentified, discovered this 
the hard way when it was hit by a 
slander campaign in January this year, 
followed by unusual trading activity in 
its stock. Even as this company vol- 
untarily sought a probe by the market 
regulator and offered to be open for a 
peer review, it got to work by seeking to 
counter every allegation and doubt 
raised on the various social media fo- 
rums on which it was being discussed. 
Its strategy was to foment a debate 
around its experiences rather than be 
held hostage to a one-way conve- 
rsation. "We were monitoring nearly 
80 to 100 blogs and we changed the 
indexing on Google so that it would 
allow people to also look at a counter 
response and that way open up the 
dialogue for a two-way information, 
rather than just a one-sided view to 
perpetuate among people," says 
Mahesh Murthy, Chief Executive, 
Pinstorm, a digital marketing firm. 

Another company—a leading 
player in recreation space—had a 
similar problem and countered with an 
almost identical response, when con- 
fronted with some scathing reviews of 
a customer of one of its services. "The 
person had carefully optimised all the 
online search for the brand name that 
would direct people onto his page." 
says V. Ramani, Vice Chairman, 
Ignitee Digital Solutions. However, 
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diving into the fray and altering the 
Google indexes so that the company 
responses to the allegations would 
pop up first could have backfired. “We 
advised our client that this had to be a 
slow, thought-out process and it would 
be dangerous to start aggressive 
counter moves as it would put many 
people off. We eventually worked to re- 
solve all the doubts that people aired 
and it ended well,” he adds. 


owadays we do an audit 

for companies about their 
perception on the web-just as 
we have been doing a media 
perception study for clients 
over the years. The web study 
looks at everything-what is 
written about the company in 
blogs as well as social net- 
working media, etc. Apart 
from that we also do a con- 
stant monitoring service for 
what is being written about 
the company on the web on 


Avoiding Traps: still, be warned: 
social media isn't for everyone and 
should not be used for everything: 
For instance, Wipro's Chief Marketing 








Group CEO, N 


Officer Jessie Paul explains that online 
social media is not an ideal platform 
for business to business (B2B) inter- 
actions. “It is a great way of getting 
messages about your company across 
but I would neither buy nor would I 
sell anything using social media,” 
she says. Also, having a presence in 
online social media or running ads 
there doesn’t mean that the com- 
pany will emerge an overnight suc- 
cess. In fact, far from it. “It is a mis- 
conception among many that this is a 
procedural thing, which it's clearly 
not. It is a highly creative space that re- 
quires that marketers identify the 
space, the nature of stakeholders in- 
volved, what makes people tick within 
that space and, importantly, to listen 
to people—and not try and sell things 
to them,” says Ramani. According to 
experts, the biggest mistake that any- 
one can make is to use the medium to 
push their products. 

Another problem is that of meas- 
uring success. Even though there 
are advanced analytical tools avail- 
able on the Internet, classifying a 
“successful campaign” in social me- 
dia is extremely dificult and can also 
be manipulated using something 
called “click fraud”. There are few 
benchmarks to measure success on- 
line unlike television adverts (as we 
show later in this issue). A company 
can claim any number of sign-ups 
for a digital campaign, but never re- 
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Advisory Services. 


Image Management 


an ongoing basis,” says Vishal 
Mehta, Group CEO, Vaishnavi 


Vaishnavi Advisory Services 


np ospitality companies are particularly vulnerable 
-as people check on the web for hotels or 


resorts that they are planning to visit," says Mehta. 


lease how many were translated into 
sales. Also, beware of social media 
experts. The landscape is littered with 
them, many of whom have no legiti- 
mate professional experience in the 
field. Much like the Internet com- 
pany era, social media is the new in 
thing and these hucksters are simply 
surfing the next big wave, hoping to 
get rich. Before you hire anyone for a 
social media function, ask them to 
list specific projects that they have 
worked on as well as a focussed, 
detailed plan. Also, social media 
involvement for a company involves 
coherent strategy and needs to be 
executed by someone who under- 
stands the company's ethos and 
brand promise. In fact, several of the 
companies we spoke to have full-time 
employees or had hired professional 
public relations consultants who 
monitor social media sites. As such, 
while the tools of social media might 
cost nothing, an integrated social me- 
dia campaign will most definitely have 
a price-tag. Finally, a badly executed 
social media campaign might end up 


being as damaging to the brand as a 
good campaign is beneficial. 

In the early days of the Net boom, 
before the Nasdaq tanked and blew 
everything to smithereens, the adage 
bandied around was "If you're not 
there, you're square, "—"there" refer- 
ring to the Net, of course. This could be 
equally true for an Indian business— 
but this time, it doesn't involve ideas for 
a phantom company with no prod- 
ucts or revenues. Instead, companies 
today have a very real way to gain 
customers, manage their brands, and 
counter criticism using online social 
platforms. Business professionals can 
network with peers, benefit from career 
advice, get new jobs, make friends 
and influence people simply by logging 
on. Somewhere up there, Gutenberg 
is probably smiling. 
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Social-Media Minefields 


The beauty of social media is that there are no hard and fast rules to go by. Instead, there 
definitely are conventions to follow and traps to avoid in order to fully leverage the medium 
to your company's advantage and keep you out of trouble. Here are a few tips. 


Even if your Facebook or Twitter account is 
personal, remember that you also represent an 
organisation. See if your organisation has rules and 
regulations about social networks. Thus, expressing 
an opinion about a technology on your Twitter 
account-"'This software sucks", for example-may 
not be in good taste, particularly, if your company 
works on that system. 


Remember that different 
social networks are for 
different purposes. 

Adding a business contact 
on professional networking 
site LinkedIn is all right, but 
that person may not 
appreciate a friend's request 
on Facebook or Orkut. 





Soliciting business, 
may be fine on 
LinkedIn. However, 
doing so on another 
service, even with 

a friend, will most prob- 
ably irritate people. 


If you must solicit 
business, do so with 
internal messages on 
Linkedin, Facebook 
or Direct Messages 
on Twitter. 
Publicising a 
request, unless you 
are throwing a picnic 
or a party, could 
make you look silly. 


Even if your organisation 
might not have any 
issues about social 
networks, do not reveal 
confidential company 
information. As a 
journalist, that would be 
akin to revealing what 
your next cover story is. 
Remember, that on 
services such as Twitter, 
anybody and everybody 
can read what you are 
writing by default. 


If your company is 
launching a new prod- 
uct, you could put up 
teasers and even a 
video on YouTube, 

or even talk about it on 
topic-specific online 
forums (there are 
forums for virtually 
every subject under the 
sun on the Internet). 
However, please check 
with your marketing 
department if this is 
okay. If you are in 
marketing, be subtle in 
your communiques. 
Online communities 
loathe heavy-handed 
messages. 


The same thing applies 
with bad-mouthing your 
competitors on social 
networks or even in a 
blog post. Other users 
might see this in bad 
taste and since your 
company name is 
associated with you 
(even if you put a large 
disclaimer) this could 
also lead to legal 
consequences. 
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Avoid talking down 
your boss and/or 
colleagues, even 
in a private group. 
Just because you 
hate your boss, 
your "friends" 
might not. 





Remember, this is the 
online medium. Just 
because you might be 
close to someone 
online does not mean 
that she/he is your 
friend, so be careful 
about sharing. 


On sites such as YouTube, Facebook 
or Flickr where you can post videos 
and photos, remember that you can 
increase your privacy settings to 
exclude certain people from seeing 
your photos. You don't want your 
boss to find photos of you at a party on a 
day you took sick leave, do you? 


Be just as careful online 
as you are in real life 
when you are flirting. 
Just because you are 

on Facebook does not 
mean that sexual 
harassment laws and 
rules do not apply. 

Keep in mind that India's 
cybercrime laws are 
extremely strict in 

this regard. If you are 
worried about people 
adding you, please keep 
a higher level of privacy 
such as protecting your 
account on Twitter, even 
though that does nullify 
the purpose of the site. 


Remember that there 
is no such thing as total 
"anonymity" on the 
Internet, no matter how 
much you hide. 





State Bank Group 


Introduces 
India’s Most Rewarding 
Loyalty Program 


www.FreedomRewardz.com 


Now get rewarded every time you pay using your State Bank Group Debit Card 


e Get 2.5 Freedom Points for every Rs. 100 spent 


* Get higher Freedom Points from our Network Partners* listed below 


* Redeem your Freedom Points by choosing from over 2 million merchandise 
items & services, including movie tickets, bus / train / air tickets & much 


more - absolutely FREE ! 


Helpline: 6000 8500 (Local call charges from anywhere in India) SMS ‘FREEDOM’ to 567678 


* Some of the Network Partners — Offering Special Discounts & Higher Freedom Points. New Network Partners added every day. 
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DAVE EVANS Author Social Media Marketing 


Building Businesses in Emerging Media 


s the social Web continues to 
grow in importance to 
consumers—sharing photos, 
blogging. joining Facebook—the 
question for businesses is no longer "if" 
but “when?” Business managers are 
recognising that successfully engaging 
customers. suppliers, new recruits and 
business partners increasingly depends 
on the collective conversation that now 
defines their brands. 

As complex—or, perhaps, fickle 
the social Web may appear, there are, 
in fact, a handful of basic tenets that 








as 


separate success from failure, these 
terms being defined, of course, in a 
business context. Did a new customer 
buy from us? Did the prospective 
employee accept our offer? Why or why 
not: Getting your social media pro- 
gramme right is part of what leads to 
success in terms of measures like these. 
It isn't surprising, therefore, to see 
what doesn't work on the social Web: 
Blogger Jeff Jarvis points to very simple, 
yet significant, errors that too many 
companies make: Using an "institu- 
tional voice", or trving to control the 
conversation, or talking on the social 
channels in the same way as would be 
done in a brochure. If customers feel 
the need to verify the claims made in an 
ad on TV by seeking the advice of friends 
before making a purchase, would they 
believe that same claim if it was posted 
on a Facebook business page: The 
simple answer is no, they wouldn't. 
Instead, success on the social Web 
is achieved through genuine participa- 
tion. Brands like Us-based Comcast and 
India's Kingfisher are using channels 
like Twitter to reach and engage cus- 
tomers by using the language and 
speaking style that these customers 
are themselves using. Simple. Open. 
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Honest. Take a look at Kingfisher's grow- 
ing Twitter presence—4a FlyKingfisher 
and see how simple and accessible the 
speaking style is. Comcast's Frank 
Eliason has turned Twitter into a 
support channel and critics like Bob 
Garfield have taken note, easing-up 

on prior critical positions taken with 
regard to the firm. 

Need to hire someone? LinkedIn is 
important, but the use of social media 
extends well beyond it. Brands like 
Freescale, previously a division of 
Motorola, are using tools like YouTube 
to show prospective employees what 
lile at Freescale is like. These videos say 
as much about the Freescale workplace 
as they do about Freescale’s awareness 





of media channels that younger engi- 
neers like to use, making Freescale 
doubly attractive to the people it really 
wants to hire. 

Business to business, the social 
Web is at work as well. Dell's use 
of Twitter for its small business 
customers—@DellSmBizOffers—and 
Shell Global Solutions’ use of 
podcasting in its executive thought- 
leadership series affirm the applicability 
of social media across a range of 
business applications. 

Common to all these examples of 
successful applications of social media 
is trust. Trust is a core component of 
nearly all successful transactions: You 
promise to deliver, and based on your 
general reputation and prior track- 
record. our customer, business partner 
or potential employee trusts that you 
will do more or less the same thing in 
this transaction as you did in the past. 
Unlike the standard disclaimers in 
financial markets, on the social Web, 
past results are, in fact, an indicator 
of future performance. © 





Unlike the standard 
disclaimers in 
financial markets, 
on the social Web, 
past results are, in 
fact, an indicator of 
future performance. 


www.theleela.com 


The land of the Mewar royals has a new luxury address, The Leela Palace Kempinski Udaipur. Surrounded 
by the lush Aravallis, all rooms of this boutique hotel are set on the waterfront of Lake Pichola. The 
ensemble of intricate Rajasthani craftsmanship and modern amenities makes it a unique palace experience. 
The well-appointed meeting rooms also make the hotel a perfect venue to host high profile meetings. 


Special inaugural offer: 2 nights stay for a couple at The Leela Palace Kempinski Udaipur for Rs 27,000* 


kD 


THE LEELA PALACE 


KEMPINSKI UDAIPUR 


The Essence of Sadia 








For reservations call: Toll free no. 1800-222-444 (MTNL & BSNL), 6000 2233 (others), 
e-mail: central.reservations@theleela.com or contact your travel planner. 





COVER STORY 


Social Media 


Primer 


The Big Fish... and some minnows. 





networks of friends and professionals, to microblogging 
services, to video sharing sites. Here's a helpful list. 


T here are various types of online social media—from social 


ONLINE FRIENDS NETWORKS 
Orkut 


India’s most popular social network, this Google- 
owned service was set up by former Google engineer 
Orkut Büyükkókten in his spare time. Once a hit 
with users, it is far behind in the global popularity 
stakes. Orkut has faced some issues because of its 
previously open nature, which included accusations of fostering "hate" 
and underage sex. After legal problems in 2007, Orkut substantially 
cleaned up the network, but by then, the damage was done—"high-end" 
users had begun switching over to Facebook. 

e New, clean layout with enhanced user privacy. 

e But its past reputation will haunt it. 


Facebook 

It's difficult to imagine that there is someone out there who 
hasn't heard of Facebook. The world's largest social network, 
with over 200 million users, began when a small group of 
Harvard students, led by Mark Zuckerberg, decided to keep in 
touch with each other. It soon opened out to other us campuses 
and eventually in 2006, to everyone. According to Internet met- 
rics service ComScore, Facebook is the second-most visited social 
networking site in India as of December 2008, after Orkut. 

@ Users can enable high privacy levels to keep themselves secure. 


@ Recently, users have faced phishing attacks and identity theft. 





MySpace 

Most popular with musicians and actors, who use the site to host music 
and movie clips, this site was picked up by Rupert Murdoch's NewsCorp. 

a few years ago and its immense popularity made Google give it a lucrative 
advertising deal. However, the site has failed to keep up with Facebook's 
popularity globally and recently laid off 30 per cent of its workforce. 

e Several bands have been discovered on the network. 






e Its India-specific service has yet to catch on. & i ipe 
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VIDEO SHARING 


YouTube 
YouTube has started a video 
revolution—it's as simple as that. 
The service—which allows anyone 
to upload video clips on to the 
net—from your baby's first steps to 
a music video that you recently 
shot—commands a big chunk of 
Internet traffic today. According to 
estimates, every minute of the day, 
over 10 minutes of content 
is being uploaded on to the 
service. All smartphones and some 
flat-panel television manufacturers 
are bundling YouTube applications 
into their devices. However, Google 
executives acknowledge that they 
are far from monetising the service. 
@ Copyright owners like music 
companies are also posting their 
own content. 


e Still far too much illegally posted 
copyrighted content abounds. 


Other Video Sharing Services 
Hulu is a video service promoted 
by us rv network Ngc and has 
high-quality online broadcasts 
of their shows. However, users 
from India cannot access Hulu. 
Other sites include Vimeo and 
DailyMotion. Several Indian 
video sharing services failed 
because of the massive 
bandwidth costs involved. 


ONLINE 
PROFESSIONAL 
NETWORKS 


Linkedin 

This site is possibly unique among 
social networks in the sense that it 
claims to be profitable through adver- 
tising and “premium” membership. 
According to statistics, there are 41] 
million users on LinkedIn, of which 
two million are from India (the second-largest user base after the vs). 
Virtually every large company and executive featured in this story 


has a LinkedIn account and there are examples galore of how India Inc. 


is using LinkedIn to find talent and do more. 
@ Extremely popular among India Inc. and growing by the day. 


@ Layout is slightly clunky compared to other services. 


Blogging 

Most blogging sites are also "social media" by definition—they allow 
anyone and everyone to create a blog. Also, if the blogger allows it, 
anyone with net access can post a comment on the blog. which can be 
moderated. Blogging is the oldest form of "read-write" online social 
media, but has now reached a stable phase. The most popular free 
blogging services online where anyone can set up a blog are: 

e Blogger/Blogspot 

e WordPress 


e LiveJournal 





MICROBLOGGING 


This is a blazingly fast-growing service: Nielsen Online estimated 
Twitter's growth at a staggering 1,382 per cent a month with an 
estimated 100 million users. Caveat: A Harvard study estimated that 
10 per cent of these users, by and large. created 90 per cent of the 
content. Twitter essentially allows users to send out their thoughts in 
140 characters or less. Only a third of Twitter users are active, though, 
and India has an active "Twitterati" of an estimated 10,000 people. 
Several Indian companies are now embracing the service. 

e Immensely popular and highly useful during 

breaking news events such as 26/11. 


€ A lot of “tweets” are pointless fluff and marketing 
on Twitter is a double-edged sword. 









OTHER TYPES OF 
SOCIAL NETWORKS 


Social Bookmarking 
This is a way for Internet users to 
share with each other sites that 
they visit —making their book- 
marks visible to the whole world. 
Popular services include Digg, 
Reddit and Del.icio.us. 


Photo Sharing 

Sites like Flickr (owned by 
Yahoo!), Picasa (owned by 
Google) and Snapfish (owned 
by HP) are popular 
sites that host pic- 
tures, which can be 
commented on and 
viewed by almost 
anyone. It can form 
networks with other 
people who share similar photogra- 
phy-related interests. 


Music Sharing 

The most popular service here is 
last.fm where people can listen to 
music of their choice as well as join 
groups of people with the same 
musical taste. 


lost-fm 


INDIAN SOCIAL 
MEDIA SITES 


Big Adda 
Promoted by Anil 
Ambani, it had a high-pitched 
launch. The site has several "star" 
members, including Amitabh 
Bachchan and Ram Gopal Varma. 





Yaari 

This site also made a 
lot of noise at the 
time of its launch in 
2007, but seems to 
have lost out to 
international competition. 
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INDIA'S MOST-WATCHED ADS 


Lux Stra GRPs 
Priyanka Attracts People 6,412 


3 











or p 

i. | 

A ET | 
arene ORPS PESE 
Son Takes Puppy 4,083 Fairness Meter 
SN GRPs 
Deepika/ Hindustan Bol Raha Hai 3,653 

EN id you see the ad on rv?" The marketing guy in 


WV the crowd misses a heartbeat as he perks up 
' y | his ears to catch your conversation. Bingo! It's 
ENS his product. 
As TV viewers, we absorb those short clips in different 
ways—sometimes falling for a lovestruck Vidya Balan or 
Aamir Khan as an irritated Sikh. For marketers, however, 
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GRPs 


pia GRPs 
Grow Two Times Faster i 4,149 


$ ae i 













GRPs 
3,692 





Hrithik/Priyanka- Dhak Dhak Go 





what you watch, how long and when, are existential que- 


stions. And there's a way to measure it: Gross Rating 
Points (GRPs), the sum of all ratings for all programmes in a 
schedule, by one definition. Marketers invest huge sums of 
money and time in making us take the first step—see the ad. 
Whether we, as consumers, will take the next step—buy the 


product—is another matter. 


EJ 


Airtei-Nokia GRPs Cadburys Dairy Milk chocolate 


Abhay Deol's Gift to Raima Sen 3,022 Cricket 





Stayfree Ory Max Ultra All Night GRPs Sunsilk Hair Fall Solution 
Super Lock Pockets 2,974 Priyanka Fights With Boy 


E. 








GRPs Sun Direct GRPs 
3,011 Two Men Compare Dish Cost 2,976 


*. 
. e 





GRPs Vodafone Customer Care GRPs 
2,865 Dog Follows Little Girt 2,848 





Faw & Lovely Multivitamin 
Girl Going for Job interview 


Love them, or hate 'em-these are the most-watched ads on telly. suawwi panoe 


Sure, there are many debates around the creativity of 
an ad, but we, at Business Today, present a ranking of 
the 'Most-watched Ads’ based on the Gres (April 2008-May 
2009). The attempt is not to tell you that these were the 
most creative ads or that these were the most effective ones. 
These were the most-watched ads across all cable and 
satellite homes (c&s) by viewers upwards of four-vear 


olds—oh, ves, they wield a huge influence. This way, we 
rule out arguments of different and unique target groups 
(TGs) of consumers and the confusion arising from con 

sidering only a certain geographic, psychographic and 
demographic universe. Also, the duration of the ad has been 
normalised to a common time (30 seconds). This will be fol 

lowed by a monthly update of the most-watched ads in the 
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INDIAS MOST-WATCHED ADS 


alternate issues of Business Today. 

But what's a list without a healthy debate! For all its 
apparent simplicity, GRP is a complex issue that creates deep 
rifts among media planners and advertisers alike. Some 
scorn it, some swear by it. But they are the people who are 
busy searching for the 'Holy Grail' in marketing in att- 
empting to nail effectiveness, elficiency, return on 
investments (ROI) and everything else in between. 


GrrrRP Talk 

Says Shashank Srivastava, Chief General Manager, Maruti 
Suzuki: "GRP is a good, simple measure. But like with all 
metrics of measurement, there are many qualifiers to 
it." Indeed, none of his brand finds any mention in our 
most-watched ad list. There is an explanation: "Auto as 


WHAT IS 
G K p? It is a shorthand measure of the total 
e exposure an advertiser buys from TV networks. 





a category is loaded in favour of print; only 32 per cent of 
our spends are for tv," he says. But his own Grp analysis 
reveals an efficient spend: "Out of the total 85,000 GrPs be- 
tween April 2008 and March 2009, we had 22 per cent 
GRPs with spends of 17 per cent on Tv, while our competitor 
Hyundai had 29 per cent Gre with spends of 25 per cent. 
It shows there can be an intelligent way of planning and 
spending on cRPs," he says. 

Many media experts believe that while GRPs are an 
indicator of intensity of exposures, as a stand-alone num- 
ber, it does not indicate anything. "It has to be looked at in 
conjunction with the overall clutter within a genre/chan- 
nel/time slot and competitive pressures," offers N.P. 
Sathyamurthy, President & coo, Lintas Media Group. 

Mona Jain, India Head (Strategic Investments), India 
Media Exchange, points out that most brands on the 

'Most-watched list' fall in the 
WHAT IS fast moving consumer goods 


RE AC H? (FMCG) category, which targets 
* 


It is the percentage of the target audience who saw the 
commercial at least once during a given campaign period. 


mainly women, who are seen as intensive viewers. "The 
TRPS (television rating points) are highest amongst them— 
but that does not mean that these brands have the high- 
est recall," says Jain. 

In fact, there are many dynamics at play that account 
for the absence of high spenders such as cola brands, 
durables and even the much-discussed Zoozoo campaign 
from Vodafone, among others in the list. According to Jain, 
these categories often apportion nearly half their spends 
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to print. The high-decibel Zoozoos was launched only in 
April this year and may take time to accumulate GRPs, 
whereas this list represents GRP accumulation over a year. 

Most agree that GRP is a good entry point to the deb- 
ate, but it is not the "only" point determining an outcome. 
For instance, Lizol 3-in-1 (11,68,200 seconds) with 
almost the same duration as Lifebuoy Total (11,26,020) 
delivers lower cRPs by 20 per cent. This could be the 
result of a different media plan where one has probably 
placed money on niche, frequency channels, while the 
other has chosen to spend on an FMcc plan, which is a mix 
of all day parts on the channels that offer a high cRP on 
relatively lower investments. 


Yet, Fact is... 

The Grp argument shifts depending on who one is speak- 
ing to. For instance, it changes when a client is talking busi- 
ness with a channel: “crr is a surrogate for the money we 
invest. To calculate our return on investments, we certainly 
look at cRPs and the cost per rating point (CPRP). We look at 
various brand health scores to evaluate our communica- 
tion and media partners. But the efficiency of a rv channel 
is driven by its ability to deliver the GRP for which we 


FREQUENCY? 


It is the ratio of GRP over reach. It is a measure of repetition. 





have invested the money," says Chandrasekar 
Radhakrishnan, Head (Brand & Media), Bharti Airtel. 

This is validated by R. Gowthaman, Leader, Mindshare 
(South Asia): "Most of the clients make their investment 
decisions based on cGRPs or competitive GRPs.” 

That's the reason why most channels first try to 
build a genre and then attempt to cut through it. For 
instance, a kids channel will eventually try and offer 
TRPS that match general entertainment channels (GECS): 
"But most marketers, who are on TV, in my under- 
standing, are investing in reach. It follows naturally 
that reach platforms (cecs) would be the first on the 
shopping list. Niche channels are typically used to add fre- 
quency and/or association with genres and audiences that 
have a brand fit (wrv as a youth platform, for e.g),” says 
Rajesh Kamat, ceo, Colors. 

So, is GRP a good metric to judge a channel? “For 
salience, yes. For impact, sometimes yes and sometimes no. 
GRP is the currency in which we buy and sell, so it is the 
obvious currency in which we're measured as well. But it 
is by no means a measure of advertising effectiveness. 
Media effectiveness, at best, yes,” he says. © 
COMMENTS & FEEDBACK AT btfeedback@intoday.com 


PUNITHA ARUMUGAM GROUP CEO MADISON MEDIA 


Why GRP is the Correct Metric 





hen you buy a new shirt, 
what does the world around 
you see? The money you spent 
on it or the shirt you are wear- 
ing? Obviously, the shirt! 

For me, in the media world 
parlance, the shirt you see is equiva- 
lent to the cRPs (Gross Rating Points) 
and the money you don't see is equiv- 
alent to the brand spends. 

Hence, when you talk about the 
most-viewed ads, to me the correct 
metric will always be cRPs—the 
exposure that the consumer sees and 
not the spends that the consumers 
doesn't see. 

You can spend crores and still 
not be viewed enough because you 
are not buying enough cGRPs; you 
can also spend little and still be 
amongst the most-viewed ads if you 
are buying the right Gres. To me, 
GRPs are what differentiates a great 
media strategy and media buy from 
the sub-standard. Gres are what 
make the brand budget come alive in 
the consumer's mind. 

Assume you have two brands 
with a budget of Rs 1 crore each and 
that one brand gets an exposure of 
1,000 Gres and the other 1,500 Grps. 
Which would be the most-viewed ad? 
Of course, the one with 1,500 cRrs!! A 
ranking by spend would absolutely 
nullify this cRP difference. 

Let us assume another scenario 
where both brands have achieved 
1,000 Gres, but one has a lower 
budget than the other—would we 
have a problem ranking both the 
brands as equally viewed? Obviously 
not! A ranking by spend would, 
however, differentiate these two 
brands unnecessarily. 





The normal arguments that I hear 
against GRPs are that: 

ii They are totally dependent on the 
competence of the media agency 
involved in planning and buying these 
GRPS, Or 

@ They are independent of the creative 
quality, or 

B They may end up comparing dif- 
ferent creative durations (e.g.: a 30" 
spot on a cricket match and a 10" 
spot on the same match will have the 
same GRP—but hey, hold on; if a brand 
finds a 10" duration sufficient to com- 
municate whatever it needs to say, 
then let us say “hats off” to the brand 
rather than penalise it and equate the 
competing 30" spot to three 10" spots. 
For the consumer does not see the 
30" as three 10" spots, does he? To 
him it is one exposure!!), or 

B GRPs treat all exposures as equal— 
be it an exposure on a niche chan- 
nel of 0.1 rating and the exposure on 
a mass channel of 3.0 rating, both 
being bought for the same cost, or 

m A metric needs to be uniform; the 
GRPS can, however, vary depending 
on how you cut the data (be it by tar- 
get audience or markets, etc.), while 
the spends remain the same. 

But none of these arguments 
holds sway when you want to define 
what are the most-viewed ads— 
to me, viewed means consumer 
exposures, and exposures means 
GRPs—however you may want to 
define it! 

And to those who differ from this 
point of view, all I can say is that they 
fall in the league of George Gobel who 
said: “If it weren't for electricity, we'd 
all be watching television by 
candlelight”! 


YOU CAN SPEND CRORES 
AND STILL NOT BE VIEWED 
ENOUGH BECAUSE YOU 
ARE NOT BUYING ENOUGH 
GRPs; YOU CAN ALSO 
SPEND LITTLE AND STILL 
BE AMONGST THE MOST- 
VIEWED ADS IF YOU ARE 
BUYING THE RIGHT GRPs. 
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The Case for Reach Planning 





V advertising in India has 
never been more suited to fit 
the "half wasted" adage. With 
the mushrooming of channels, 
TV ratings have been on a mostly down- 
ward spiral, barring a few prime time 
serials and some major events like IPL 
and elections. For tv advertisers, it is a 
challenge to ensure that their plans 
deliver optimal use of their resources 
in this byzantine playfield. 

Marketers define the communica- 
tion goals of media plans using either 
reach or GRPs (Group Rating Points); I feel 
reach is one of the most important ele- 
ments of the mix. Reach measures the 
accumulation of audiences over time, 
without double-counting people exposed 
multiple times. GRP, on the other hand, is 
always a comparative weight—by itself, 
it has no meaning as it is a summation of 
all Tvers for a particular media schedule. 
GRP counts total exposures (including 
double counting), while reach counts 
unique people exposed. 

Marketers want the highest reach 
possible because that means more peo- 
ple will be exposed to the advertising. 
leading to stronger correlation with 
higher awareness and sales. They also, 
at times, seek high frequency—to ensure 
that the multiple exposures to the adv- 
ertising leads to a better understanding 
of the messaging. GRPs are typically led by 
a fight for market share, giving rise to the 
phenomenon of share of voice or exp- 
enditure (SOV/SOE), or how much one 
company has outshouted and/or out- 
spent the competition by. 

Smart marketers use reach because 
it represents that total number of people 
exposed to the marketing communica- 
tion and globally, there are many exa- 
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mples of how marketers like Coke, P&G, 
Kraft, etc., have made the move over 
the last decade to reach planning over 
GRPS. Sure, they may also look at GRPs, 
but only as a benchmark—the goal rem- 
ains firmly rooted in increasing reach. 
For, as smart marketers, they under- 
stand that reach is truly customer led. 

Building a 100 Grp plan can be 
done by reaching 100 people once or 
20 of those (same) people watching 
the same advertising five times. To 
build a plan to reach 50 per cent of 
(unduplicated) people takes a lot 
more—building every incremental 
reach percentage (think about find- 
ing a unique customer who has not 
seen your advertising and now needs to 
be exposed) calls for going beyond sim- 
ple mathematical tools. Reach plan- 
ning is undoubtedly far more complex 
and challenging than planning on 
GRPs. Its takes a simple excel sheet to 
build a plan on cres (think about a 
fifth grader doing a summation exer- 
cise, till he/she reaches a pre-decided 
number). However, to determine the 
incremental reach of each unique cus- 
tomer, that will be exposed to the 
advertising, takes a far more granu- 
lar and complex look at the rv audi- 
ence—a task that calls for extremely 
sophisticated planning tools and 
understanding of the audience data. 
GRP planning almost always produces 
waste, something which can be effec- 
tively cut down by using reach plan- 
ning, through the removal of unw- 
anted exposures. 

Are marketers and agencies of 
today geared up for the challenge? Or 
are they content being dumber than 
a fifth grader? 
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MARKETERS WANT THE 
HIGHEST REACH POSSIBLE 
BECAUSE THAT MEANS 
MORE PEOPLE WILL BE 
EXPOSED TO THE 
ADVERTISING, LEADING 

TO STRONGER 
CORRELATION WITH 
HIGHER AWARENESS 

AND SALES. 


t 








y $ a eh CEN Ca ] 
a? ! "1 A "i CAON 
| A n ! 


A Passion to Perform. Deutsche Bank n 


1 The Asset Country Awards November 2008. 2 Asiamoney Private Banking Poll 2007, 2008 & 2009 - Deutsche Bank Private 
Wealth Management. 


For more information: www.db.com/india ubaussion and select 
ut ( : D" Al Te DOU Conducted among hug! 


in approved and/or comrmwurncated E 


$ Subsiutarnes and/or atiam 



























PRIVATE EQUITY 





Private-equity honchos are putting their oars into the companies 
they've invested in to ensure they survive the downturn. racuna m. KopPiKAR 


WHAT PEs BRING ™ Access to bank finance as 
TO THE TABLE PEbacked firms are more 


NDoWNTURN) Credit-worthy 
^ Access to new customers 


or to other investee 
companies of the PE fund 


> Keep a tight control on 
various costs 


^ Professionalise company 
management 


n September 2008, one of the stores of kidswear 
brand, Lilliput, in Vashi on the outskirts of Mumbai, had 
a rather unusual walk-in. It was a day when Sanjeev 
Narula, proprietor of Lilliput, happened to be at the 
Vashi store. Narula recounts how the visitor advised 
him to change the display of clothes according to 
various themes and colours. He also suggested that Narula 
introduce an affordable range of clothing. This perhaps 
wasn't the first time Narula has received such advice of the 
unsolicited kind. On this occasion, however, he had little 
choice but to take it. The visitor to his store was one Kishore 
Biyani, Founder of the Future Group, and creator of such 
successful retailing brands as Pantaloon and Big Bazaar. 

Now Biyani isn't known for gallivanting around town, 
striding into random stores and proffering counsel 
(although he’s known to hang about his own retail 
formats on weekends, keenly taking in consumer behaviour). 
Bivani had some solid reasons for visiting the Lilliput store, 
and more than a few of them are strategic. Indivision Capital, 
a private equity (PE) firm that's a part of the Future Group, had 
picked up a stake in Narula's firm; Biyani was doing his bit 
to ensure a return on that investment. 

Not too many promoters of the profile of Biyani would go 
to such an extent to back their PE ventures, but the mes- 
sage in this tale is that PE firms are pulling out all stops to get 
closer to their investee companies. And there's ample reason 
for that. Along with investment banks, insurance firms and 
hedge funds, another class of investors that took a battering 
in the wake of the sub-prime crisis in the vs is pr. That's because 
many of the companies they've invested in—often on the back 





V MART, a value retail chain 

PROMOTER Lalit Agarwal 

PE INVESTOR Aditya Birla PE picked up a 

25 per cent stake in July 2008 for Rs 60-70 crore 
CONTRIBUTION SO FAR: Re-strategising the expansion plan; 


sourcing products via Aditya Birla Group firms; helping 
negotiate rent and reduce inventory to cut costs 


of huge leverage—have little cash coming out of 
them, and more than a few are at the doorstep of 
bankruptcy. Back home, too, the PE brigade stands 
the risk of portfolio companies going under—and tak- 
ing along with them precious Pr capital—courtesy 
of the economic downturn. One way to attempt to 
keep these companies afloat is by the PE managers 
themselves lending a helping hand to sputter- 
ing Indian businesses. For promoters, a 
cost-effective and simpler option to calling in 
the management consultants or investment 
bankers is to step into their own backyard 
and tap on the shoulders of the investors 
who've bought into their companies. 

Private equity by nature is—or is at 





a pure financial 

transaction, with the investing firm picking up a 
stake by putting cash on the table. But it doesn't 
have to be that way- 


least perceived to be 





not when economic growth 
is slowing down, demand is softening and earnings 
are under pressure. That's when the pedigree and 
the wealth of experience of the pe player become 
vital, allowing him to get involved in strategic eval- 
uations at the portfolio company. Decisions 
involving cost reductions, vendor development, 
disinvestments and cost-effective sourcing are 
increasingly being blessed—and in a few cases 
by the PE partners. 
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In recent quarters, senior team members of PE- 
funds have been known to park themselves in their 
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with Indivision 


LILLIPUT KIDSWEAR 
a kidswear manufacturer and a retailer 


PROMOTER. Sanjeev Narula 


PE INVESTOR: Indivision Capital Management (Future Group) 
picked up a 24 per cent stake in Nov. 2006 for Rs 45 crore 


CONTRIBUTION SO FAR: Re-strategising production facilities 
in Gurgaon; aggressive discounting and marketing to 
avoid inventory pile-up; rigorous monitoring of costs, 
inventory and shelf space in Future Group stores 


investee company offices, run marathon meetings to take 
stock of the financial position and devise strategies to ease 
the pain of the economic slowdown. For instance, Nitin 
Deshmukh, cro, Kotak Private Equity, had started screen- 
ing the cash flows of his 15 portfolio companies as early as 
in April 2008. It wasn't long before cost control assumed 
more importance. The first sign of stress became visible 
when banks refused to disburse sanctioned loans and cus- 
tomers who had paid up 75 per cent of the price of goods 
booked refused to pick up the inventory. Satish Mandhana, 
Executive Director, nwe Private Equity, recounts how foreign 
banks had withdrawn credit lines to some of their portfolio 
companies and the immediate challenge for his team was 
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to secure a line of credit from the domestic banks. 

To be sure rr managers have been busy. Deshmukh's 
team has been on overdrive, advising portfolio companies 
to sell unproductive assets, including unused office spaces: 
to refuse big orders that needed a mountain of working cap- 
ital; to ask for more advance payments from customers: and 
to form clusters of people to chase receivables aggressively. 
One company where Kotak rr has made a difference is 
BVG India, a Pune-based facilities management company pro- 
moted by Hanumant Rao Gaikwad. Gaikwad, who kicked 
up a job at Tata Motors in Pune to start nvG and who today 
boasts clients like Tata Motors and the office of the President, 
employs 16,000 employees, many of whom come from 
Gaikwad's hometown in Satara in Maharashtra. 

In June 2008, Gaikwad reluctantly asked his 16,000 
employees to leave their thumb impressions in a biometric 
machine to confirm their daily attendance. Gaikwad 
wouldn't have dreamt of such an initiative—his PE 
investor, Kotak, proposed the idea, which has its merits. BVG 





has been able to lower manpower costs by a couple of per- 
centage points since he began this initiative. 

Clearly, during a downturn, cost reduction is para- 
mount, and often promoters have nary a clue on how to go 
about the task in an effective manner. That's when ri 
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PRIVATE EQUITY 


players can step in with strategic inputs that not only trim 
expenditure but also increase offtake. Consider the Delhi-based 
V Mart Retail, in which Aditya Birla Private Equity (ABPE) has 
bought a 25 per cent stake, Lalit Agarwal, Chairman of V 
Mart—and also brother of Ram Chandra Agarwal, Chairman 
of Vishal Retail—had big plans to take his discount retail 
chain from 23 to 75 stores across India. He had a reason to 
dream big as he was flush with funds received from ABPE— 
around Rs 60-70 crore. Just before Agarwal could go ahead 
with the blueprint for the nationwide launch. he had one 
more task to complete: To revisit the drawing board, this time 
with Bharat Banka, Managing Director & CEO, ABPE, in tow. 
Banka suggested a clustered approach of increasing store 
presence within existing states instead of spreading wings 
across all regions and states. That proved to be a crucial tweak 
in the launch game plan. "Our over-aggressiveness was 
curtailed. We started penetrating into cities within existing 
states rather than spreading out everywhere," admits 
Agarwal. Today, his company has managed to more than 
double the number of stores to 5 3—but just across 10 
states as against a presence in eight states pre-expansion. And 
that seems to have worked, at least on the sales front. 
Turnover was up 50 per cent last fiscal over a year ago, cap- 
ital expenditure was trimmed by 40 per cent, and savings on 
advertisements and manpower costs were utilised on 
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researching regional tastes in the states where V Mart has 
a presence. It also shifted three unprofitable stores and 
negotiated lease rents at stores where sales were sluggish. 
While Agarwal is hesitant to share actual numbers, the 
cost of operations due to these consolidated efforts has come 
down by 20 per cent since the beginning of this year. "V-Mart 
was an early follower of the clustered approach, and it is reap- 
ing the benefits now," says Banka. 

If there are PE investors who are in a position to help 
companies make strategic shifts, it's because they are able to 
build competencies in certain sectors. Take, for instance, 
IDFC PE. One of the sectors it focuses on is logistics and trans- 
portation. Its portfolio companies include Sical Logistics, 
Seaways Shipping and Delhi Assam Roadways Corporation 
Ltd (DARG.). Satish Mandhana, Executive Director, IDFC PE, points 
out that having investee companies in allied sectors throws 
up opportunities to exploit synergies. Mandhana introduced 
DARCL, Which operates at least 4,000 trucks on any given day, 


DELHI ASSAM ROADWAYS CORPORATION 


a logistics company 


line the vendor development strategy; improved human 
resource operations by making employees accountable 
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BVG INDIA 
a facilities management firm 


PROMOTER: Hanumant Rao Gaikwad 


PE INVESTOR Kotak Private Equity took a 12 per cent 
stake in 2008 for Rs 40 crore 

CONTRIBUTION SO FAR Re-organised core activities into 
business units; professionalised finance operations by 
hiring a CFO; implemented biometric-based systems to 
trace employee productivity across its 300 locations 


to these companies. And there was plenty to learn: Like 


buying trucks directly from truck manufacturers instead of 


visiting dealers; the art of effective communication between 
zonal offices via conference calls; and the importance of a pro- 
fessional senior management team. 

Businesses backed by pr from large conglomerates can 
gain plenty from the latter's expertise in a particular sector. 
V Mart can access apparel from Aditya Birla Group outfit 
Madura Garments and financial products from its insurance 
subsidiary, Birla Sun Life Insurance, at competitive rates. 
Narula of Lilliput learnt a hard lesson in inventory man- 
agement from Indivision. Its P: managers alerted Narula 
about an impending slowdown and an inventory pile-up in 
July 2008. As demand tapered off from malls, the pro- 
moter began spending more time with Jaspal Singh 
Sabharwal, Managing Director at Indivision, and his team. 
The mission was to reduce an inventory pile-up after 
Diwali. What started then was a combative move to ensure 
co-ordination between stores, warehouses and factories, 
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almost a daily track of sales at each store, as well as text 
message updates about sales and dispatch of finished items 
from warehouses. The result was an inventory reduction 
from 30 per cent level in November to an average 10-15 per 
cent by February 2009, What started as a one-off exercise 
has now become a regular practice at Lilliput, which has 
210 stores in India and 18 in eight foreign countries. 
“Through every week of the clearance (of inventory), we 
were with the Lilliput team analysing data, picking up 
trends and suggesting corrective actions," says Sabharwal. 


PE managers often find themselves plaving the role of 


investment bankers—that many of them have advisory 
backgrounds or are a part of a larger financial services 
group helps. That explains why Kotak rt is able to help BvG's 
Gaikwad evaluate acquisition opportunities, 
besides doing a strategic review of the company s organi- 
sational structure. For BVG, it's clearly a win-win situa- 
tion: Along with funds, he's also getting advice that man- 
agement consultants and investment bankers would charge 
a small fortune to part with. DFC, for its part, is doing its bit 
to help professionalise the family-run Darci, which has 
three brothers at the helm. Along with putting in place a sen- 
ior management team and bringing in a human 
resource expert as an independent director, ics Mandhana 
is also playing an unusual role of managing personal re- 
lationships amongst family members. Now, that gives the 
term "relationship manager" a new meaning! © 
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There's a CEO churn of huge proportions taking place at India Inc. Right from 
banks, to family-run businesses, to affiliates of global multinationals, 
high-flying professionals are taking over at the helm. anann apnikari 





2008, Amitabh Chaturvedi took over 

m of the Kerala-based Dhanalakshmi 
en the 41-year-old head honcho, who's 
h-profile stints at icicr Bank and Reliance 
i, landed at the Cochin airport for his first 
" day as co, instead of being taken to the bank he was 
driven straight to the Guruvayoor temple in Thrissur district! 
Chaturvedi had to take off his banker suit and slip into a dhoti 
(“for the first time in my life,” he grins). The chartered 
accountant took it all in his stride. “I wanted to get into the 
system and win the trust of the employees,” he points out. 
Cut back to Mumbai. In March, Asian Paints caught an- 
alysts and company watchers off-balance when it 
announced that P.M. Murty, a professional who has spent 
37 years with the paints major, would be the next Managing 
Director & ceo. The terms of the three promoters— Chairman 
Ashwin Choksi, 66, Vice Chairman Ashwin Dani, 66, and 
Managing Director Abhay Vakil, 58-—were not renewed. 
The trio, which has an equal shareholding in what is 
Asia's largest paints company, has opted for non-executive 
positions as additional directors. More surprising than the 
promoters stepping down was the Asian Paints board's 
decision to anoint a non-family member as ceo, considerin g 
there are two contenders from within for the top slot: 39- 
year-old Jalaj, son of Ashwin Dani, and Manish, nephew of 









Atul Sobti (left) 
MD & CEO , Ranbaxy Laboratories 


Less than a year after being appointed for five years 

by Daiichi Sankyo, which bought into Ranbaxy last 

year, Malvinder Singh was abruptly replaced by 
professional CEO Atul Sobti 





Why the hot seat just got hotter. 


® Family businesses run by professionals get a 
better valuation 

@ Economic downturn has made result-orientation 
a priority 

€ Global MNCs who have made domestic acquisitions 
often dictate top-level changes 


@ Professionals often become a buffer when there 
are multiple successors amongst the promoters 





Ashwin Choksi. Asian Paints had issued a terse one-liner to 
the BsE about the change at the helm: the management was 
not eager to participate in this feature. 

The professional is back. There's no escaping the 
churn in the corner rooms of India Inc. Right from family- 
run firms, to banks, to affiliates of global multinationals, and 
to businesses that have attracted strategic and financial 
investments, high-flying professionals are being roped in 
to take over at the helm. The reasons for the churn are 
many: The most obvious one is the economic downturn, 
which has put pressure on cros to deliver: those who 
can't are being replaced. Then, global multinationals that 
have bought out Indian companies are making their pref- 
erences clear about who they want as their cos—as in the 
case of Daiichi Sankyo-Ranbaxy, the Japanese pharma ma- 
jor. which perhaps preferred a professional as cgo rather 
than a former promoter of the business that they had ac- 
quired. The upshot? Exit Malvinder Singh, enter Atul 
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Satish Jamdar (L) & Ashok Advani 
Managing Director-designate and CMD, Blue Star 


4. 


Sobti, who was elevated from coo to cro. Finally, more and 
more family businesses are realising that bringing in pro- 
fessionals works well for valuations. 

fhe Asian Paints case might also indicate that 
professionals often play a transitory role till such time that 
a family member is ready to pick up the reins. Says 
renowned management guru M.B. Athreya: “Once the 
scion, who is as qualified as a professional, matures, the pro- 
fessional ceo will hand over the baton to him.” 

Not too different from the change at Asian Paints is the 
one at another Mumbai-based family business, Blue Star. 
India’s largest air-conditioning and refrigeration company 
was founded by Mohan Advani some 65 years ago. For 25 
vears, the second-generation Advanis have been at the 
controls—Ashok, 67, is currently Chairman and mp and 
Suneel is Vice Chairman and mp, Come July, Ashok will pass 
the baton to Satish Jamdar, a professional who came on 
board in 1996 and who has 30 vears of experience with 


78 BUSINESS TODAY July 12 2009 





Sanjay Aggarwal 
CEO, SpiceJet 


companies such as Siemens and Alstom. The Advanis 
could have opted for a family member as cko—Suneel's son 
Vir, 34, is currently Executive Vice President at Blue Star. 
l'o be sure, building professionally-managed compa- 
nies has become a mantra for Indian family-run business. At 
many such groups, the next-gen successor and the 
professional are succeeding at working together to create 
value. Dr Reddy's Laboratories is a classic example of the pro- 
fessional and the family as a team. The Hyderabad-head- 
quartered pioneer in drug discovery has G.V. Prasad as 
Vice Chairman & c and promoter K. Anji Reddy's 46-year- 
old son Satish Reddy as Mp and Chief Operating Officer. 
Others have taken the cue. "I have been grooming a 
vounger team of capable professionals over the last couple 
of vears, and have been progressively moving out of day-to- 
day operations," points out Blue Star's Ashok Advani. A 
Harvard graduate, Advani toiled for 1 5 years at various po- 
sitions, right from shopfloor to corporate office, before tak- 
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Amitabh Chaturvedi www.orange-busines IC Ol 
MD & CEO, Dhanalakshmi Bank at india.enquiryGorange-ftgroup.cot 
Chaturvedi is perhaps the only seasoned professional 

managing a regional bank in India. He joined last 

October from Reliance Capital after the bank's 

promoters decided to take the bank pan-India. 


ing his place in the corner room. C " 
Irrespective of a successor within the family being in 

line, there's a clear case for promoters to bring in profes- 

sionals—and the more experienced they are the better. Last 

fortnight, rvs group member Gopal Srinivasan announced 

a prize catch—he succeeded in roping in D. Sundaram, 

Vice Chairman, Hindustan Unilever Ltd (HUL) as Vice 

Chairman & mp of Tvs Capital Funds, a mid-cap equity fund 

with assets of some Rs 600 crore. Sundaram, who has over 

three decades of experience at the consumer care and foods 

giant, will replace Srinivasan at the helm, come July. 


CEO Rejig 


The S.P. Hinduja-owned IndusInd Bank saw a major change 

of management early last vear when the promoters brought " 

in former ABN AMRO Country Manager Romesh Sobti as MD m 
& cao. Before that Bhaskar Ghose had nurtured the bank since togeth: 
2001. Sobti says he got charge of a bank that was quite a jum- 
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ble. "There was actually no product to sell and the bank was 
not known as a mass bank in the market," he explains. 
Sobti has now set a three-year agenda to broad-base the prod- 
uct basket and rope top-notch professionals into the 1 5-vear- 
old bank. He's already poached half-a-dozen senior bankers 
Írom ABN AMRO. "Our immediate priority is to restore the 
health of the bank by improving its profitability, productivity 
and efficiency.” adds Sobti. 

Often, investors-come-lately are responsible for the 
change management. Consider SpiceJet. A year ago Us- 
private equity (PE) firm WL Ross & Co. announced that it 
would pump $80 million (Rs 345 crore) into the low-cost 


airline in return for a little less than 15 per cent stake. 
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Sunil Duggal Manoj Kohfi 
Dabur India Bharti Airtel 


The investment would also allow WL Ross to call some of 
the shots—like appointing a ceo of its choice. A few months 
after committing equity, the PE firm made a shortlist of 
possible candidates to replace the œo at that time, Siddhanta 
Sharma. Topping that list was Chief Operating Officer & Chief 
Strategy Officer for Flight Options Sanjay Aggarwal, who 
duly took over the controls at SpiceJet. Aggarwal's mandate 
is to make the airline a professionally-run organisation. His 
immediate priority is to tide over the losses—which at one 
stage were running in three digits. Another Chief Executive 
in a hurry is Chaturvedi of Dhanalakshmi Bank, who 
wants to pitchfork Dhanalakshmi amongst the top five 
private banks in the country by 2014. 


Romesh Sobti 
CEO & MD, Indusind Bank 


The Hinduja-owned private sector bank got a shot in 
the arm when Sobti joined the bank with half a 
dozen top ABN professionals in tow. 


Unlike in the past, cro lifecycles are getting shorter, 
and gone are the days when the men at the top could be as- 
sured of decades at the helm. Consider Kunal Dasgupta, ceo, 
Sony Entertainment—now known as Multi Screen Media— 
who was the face of the network for the last 14 years. 
Today, Sony lags broadcasters like Colors, Star rv and Zee. 
Result? Exit Dasgupta. Chairman Manjit Singh, who has 
taken charge as interim cto, is on the lookout for a captain 
to steer the ship. “We want to be amongst the top three 
channels in the next 12-18 months,” says Singh. 

Now that's a tough mandate, if there was any. But then 
œs don't have it easy, whether they are from within the fam- 
ily or without. At a time when conditions in the market 
place are rough, competition is cut-throat, shareholders 
and boards are becoming more demanding, and product 
cycles are shortening. ceos are under pressure like never 
before. Those that can build solid teams around them, which 
in turn can go ahead and execute an immaculate strategy, will 
be the ones who will win—and be noticed. © 


COMMENTS & FEEDBACK AT 
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With Nusli Wadia in complete 
control of Britannia, the premier 
biscuit maker is better placed to 
beat back a host of competitors 

and regain lost ground. RAHUL saCHITANAND 


oodbye Britannia, Good Day India. A little 
te. under two months after French giant 
Group! Manone SA ended a long-running 
b d 2 feud with the Indian biscuits major, it got 
the go-ahead from the Foreign Investment 
Promotion Board (FiPB) to re-enter the country. In mid- 
April, Nusli Wadia, Chairman, Britannia Industries. 
through one of his group companies, acquired Danone's ~ 
25.48 per cent stake in Britannia. The buyout finally gave 
him the opportunity to take complete control of the 1 1 7- 
vear-old firm—and with it a chance to make up lost 
= ground in the Rs 9,000-crore organised biscuit market. 
> However, by buying out Danone, Wadia has also 
cleared the path for Danone to return as a competitor. The 
two could clash swords in the crucial fresh dairy products 
market, where the French company claims a 20 per 
cent share globally. Perhaps. anticipating the competi- 


Britannia's Bali: Betting l ae : 
on profitable growth tion, Wadia got Britannia battle-worthy by buying New 


". 
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> ture. Britannia New Zealand Foods, which now 


Zealand dairy major Fonterra out of another joint ven- 
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to keep pace with Parle in glucose biscuits. Pepsi, 
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Bakers y Kraft, Danone could be formidable competitors 
4.9 a @ Seeks to build market share through 

Poos expanded product portfolio, acquisitions, JVs 


and thrust on rural consumer 


Figures in per cent of market share Source: ACNielsen 


becomes a wholly-owned subsidiary of the company. 

Britannia will have to worry about Danone's entry into 
not just the dairy business, but the increasingly competi- 
tive biscuit segment too. While Danone may have sold its 
global biscuits business to Kraft Foods in a $7.2-billion (Rs 
36,000 crore) transaction in July last year, two joint 
ventures-—one in Latin America and the other, and more 
relevant, in India with Britannia—were excluded from this 
deal. Freed from the shackles of a jv with the Wadias, the 
French foods giant has applied for and got approval from 
the ries to bring in a host of products, including dairy 
and biscuits into India. 

But, it's not just the threat from Danone that Wadia 
has to worry about; he's got to contend with a whole 
host of competitors—domestic and international— 
including Kraft. The latest global threat is in the shape of 
Pepsi (see box-—Pepsi on the Prowl), which is all set to 
launch a baked savoury snack called Aliva. And let's 
not forget t the legion of local competitors, which range from 
the big boys like rre and Parle to regional lynchpins like 
ol and Haldiram. 

e last couple of months, Wadia, along with 
Britannia's Managing Director Vinita Bali, has put in 
place a blueprint to regain market share lost to competi- 
tors—the firm's share was as high as 46 per cent in 2003, 
but is down to around 35 per cent now—while trying to 
bolster profitability. Net margins were down 3.49 per 
cent for the fourth- quarter ended March 31, 2009, over 
the corresponding quarter in the previous financial year. 
Broadly, the blueprint addresses three key areas: compe- 
tition, both from domestic and international players; prod- 
ucts and product innovation; and inorganic growth 
through strategic acquisitions and joint ventures. Also, by 
buying out its partners, Britannia is now in a position to 
expand globally without having to fear any trademark 
restrictions or the overlap of a partner's presence in a 
particular market; chasing acquisitions as a solo entity is 















PRODUCTS 

@ Has tried to differentiate itself from com- 
petition by eliminating trans fats and adding 
micro-nutrients to its products 





7? @ innovated on package size with the Out of 
Home packs for Rs 5 with the aim of attracting 
new impulse buyers 
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also a simpler proposition now. 

The flip side, of course, is that Danone, too, is free to stalk 
the Indian market. Yet, for Wadia the stake acquisition is 
a breath of fresh air. The relationship between the two par- 
ties has been tempestuous ever since Wadia bought into 
Britannia in 1992. The combustive alliance has hobbled 
the company’s progress over the last decade, with the 
partners squabbling over an array of issues. These ranged 
from royalties payable by Danone to Britannia for using the 
Tiger biscuit brand overseas to strongly-differing plans 
for Britannia's internal and international expansions. 

Along the way, ceo Sunil Alagh—who declined to 
comment to BT on differences while he was at the helm— 
went from being the right hand man of Wadia to being 
distrusted and eased out altogether in 2003. Back then, 
Danone was unhappy with Britannia when it set up a 
dairy jv, which is the former's strength. Worse, when 
Alagh was forced out, the decision was not conveyed at the 
same time to both partners, says one former senior 
manager at Britannia. Danone's unease over its Indian 
operations worsened when reports began floating a lew 
years ago that Wadia's son Jeh would be parachuted in to 
run Britannia; that fear was, of course, unfounded. 


Worsening Relationship 

There were other bones of contention, too; for example. in 
2007, Britannia took Danone to court in Singapore over 
differences on the Tiger brand of biscuits. According to 
Wadia, Danone had sought to establish the brand as its 
own property in 70 countries and even went about getting 
a trademark registration in 40 countries. Then, Wadia dif- 
fered with Danone over a stake it proposed to take in 
Bangalore-based Avesthagen and again went to court to find 
a solution. The jousting between the two partners never 
stopped. One fallout? Britannia's market share waned, and 
for almost two vears it staggered along, rudderless, until Bali, 
a former Coke and Cadbury's executive, was brought aboard 


ACQUISITIONS AND JVs 

@ Acquired Danone's stake in Britannia in April; 
bought out dairy partner Fonterra's stake in 
Britannia New Zealand 

@ Has two international JVs in West Asia with Khimji 
Ramdas Group and Strategic Foods international. Aiso 
acquired Banglore-based Daily Bread 
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to stem the rot. Wadia could not be 
contacted as he was out of the coun- 
try at the time of writing. 





But now with Danone—and the profitability Is not. 
constant bickering—out of the way, 
analysts believe this will give Britannia 
(and the Wadias) much more free- 2,116.2 


dom to attack new markets such as 
packaged water, more deeply pene- 
trate international markets and over- 
haul its product portfolio. Although 
Britannia remains the country's 
largest biscuit maker (see pie chart), 
over the last 3-4 years competitors 
have succeeded in chipping away at 
its market share, both at the pre- 
mium and at the bottom end of the 
market. Britannia has ceded ground 2006-07 

to not just biggies like Parle and rrc 4.63 

Foods but also smaller regional play- "Revenue me PAT 
ers such as Priyagold, Anmol and 

Haldiram. rrc Foods, which entered 

the fray only four years ago, has just under a 9 per cent share 
in biscuits and old hand Parle Products is even closer to 
Britannia with a 31.9 per cent share. Says Mayank Shah, 
Group Product Manager at Parle Products, the No. 2 biscuit 
player: “As per the estimates of AcNielsen-oRG monthly 
retail audit, Parle Products has 70 per cent of the low- 
end/glucose market with Britannia holding only 16 per 
cent...there is no comparison between us and Britannia." 
Not at least in the glucose segment, which makes up 
roughly 50 per cent of the entire biscuits pie. 


Stronger Competition 
Britannia also has to contend with competition at the 
top end of the market from home-grown brands such as 
Unibic—piloted by former Britannia coo Nikhil Sen 
which hopes to be a Rs 100-crore business over the next 
two years. And, along with 
Pepsi, there's another global 
giant, Kraft Foods. "India clearly 
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Even though revenue is growing, 
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is an important market, and we 
are always looking at potential 
opportunities that can enhance 
our business," says Claire Regan, 
Senior Director, Corporate Affairs, 
Kraft Foods. 

So, how does Britannia propose 
to sustain growth in an environ- 
ment of intensifying competition: 
"The single most important driver is 
our ability to generate profitable 
growth," says Bali. The 52-year old 
MD is betting on a revamped product 
portfolio, new product launches 
and quickly expanding Britannia's 
presence in the potentially lucra- 
tive rural market. Britannia claims 
2008-09 to have a 27 per cent share in the 

4.42 rural biscuit market and a third of its 
offtake comes from it. “Rural 
incomes have increased and house- 
hold penetration of biscuits is 70 
per cent, the second overall after staples (food),” says Bali. 

Britannia has strengthened its chocolate portfolio, up- 
graded packaging and added new flavours. “Chocolate is an 
important flavour in the food industry across confectionery, 
malted drinks and biscuits," says Neeraj Chandra, Britannia's 
coo. The firm has upgraded and re-packaged key products 
in this segment including Bourbon and Pure Magic. Also, the 
focus on health has resulted in the strong growth of its 
newer five-grain Nutrichoice biscuits. “This industry is a 
me-too industry...where companies keep introducing more 
products. We have, however, made more incremental 
innovations than anyone else," Chandra contends. 

One of the key success stories for Britannia has been the 
out-of-home (00H) package for biscuits, priced at Rs 5, which 
has enabled the firm to make its products an impulse buy on 
railway platforms, for example, where a 100-gram packet may 
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"This industry is a me-too industry...We have, 
however, made more incremental innovations 
than anyone else" 










be unwieldy. "The oo market now is 8 per cent of 
sales. Britannia has added transit points such as bus 
stops and small shops to its distribution network." 
observes Hemant Patel, an equity analyst with 
Enam Securities. Britannia has made key brands 
such as Good Day, which were sold in just a 
couple of traditional sizes, now available in 
five or six sizes to tap this market. 
However, industry analysts argue 


that companies such as Britannia need to focus more on 
increasing the per capita consumption of its products in 
India than on product innovation. According to 
estimates, the per capita biscuit consumption in India 
is 2 kg, even lower than a country like Sri Lanka, 
where it is 4 kg and way behind developed markets 
where it is around 10 kg. Britannia’s rural focus 
amounts to a step in this direction. 

Even if innovation is one way to go, the rate at which 
it is moving in the industry and within Britannia itself 
isn't encouraging. Unibic's Sen feels that Britannia has 
made few product innovations in the past few years. On the 
other hand, he contends, Unibic has launched a new 
product every month for the last five months and will 
soon unveil a chocolate-injected product to shake up the 
Indian market. However, according to Britannia coo 
Chandra, the company has focussed on many incremen- 
tal innovations, strengthened its chocolate portfolio, 
upgraded packaging and added new flavours. 


Inorganic Route to Growth 

Along with the buyout of Danone, another acquisition 
within an existing joint venture that comes as a shot in the 
arm for Britannia is Fonterra's stake in Britannia New 
Zealand Foods. Britannia now appears well-poised to target 
profitable growth in the two new segments of bread, cakes & 
rusks and dairy products to offset the slowdown in biscuits. 

Bali believes that Britannia can be a strong brand 
overseas too, and this has led the firm to set up two Jvs 
in West Asia, with Khimji Ramdas Group and Strategic 
Foods International. Bali says with this presence in 
the Persian Gulf region, Britannia can target 30-40 
countries in the geography. "It doesn't make sense for 
us to go into mature markets since there is little growth 
there. Conversely, those companies are targeting the 
Indian market," says Bali. 

Even as Britannia looks at the external market to try to 
regain its mojo, Bali and her team are also working non- 
stop behind-the-scenes to streamline Britannia's operations. 
In West Asia, the company will merge two of its biscuit 
factories into one, even as it tries to put together a single 
distribution network in the region. At its Chennai R&D 
lab, engineers led by Chief Technology Officer Rajesh Lall 
have been able to shave Rs 200 crore off Britannia's 
expenses by reusing exhaust gases, evening out thick- 
ness of biscuits and doubling packaging capacity from 
70-90 packets to 1 50 a minute. 

Clearly, in a slowing market, Britannia will need to 
apply multiple levers to sustain its growth and keep a 
growing number of competitors at bay. © 
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PEPSI ON THE PROWL 


everage giant PepsiCo could be the next thorn in 

biscuit maker Britannia's flesh over the next few 
months. The company’s Frito Lay business, which 
devised the Kurkure snack for the Indian market some 
years ago, is once again set to shake up things with the 
launch of its Aliva range of savouries in June. According 
to Vidur Vyas, Executive Vice President, Marketing, 
Frito Lay India, Aliva, will target an estimated market 
of Rs 10,000 crore, which encompasses the biscuits 
and snacks pie. Frito Lay India has created this 
product specifically for the Indian market and 
used a combination of wheat and 
dal, with four Indian flavours to 
target local tastes. “We see 
existing biscuit makers such as 
Britannia and Parle as our key 
competitors,” Vyas says. If Britannia 
MD Vinita Bali is worried, she's doing a good job of 
keeping a straight face about growing competition. 
"Competition enlivens and grows the market,” she 
contends. PepsiCo's evidently willing to back this launch 
with some financial and marketing muscle, by investing 
Rs 500 crore in a marketing blitz and an independent 
manufacturing facility for its latest launch. For now the 
four flavours-special pindi masala, tomato & roasted 
spices, mint with herbs and original salted—will be priced 
at an invitation rate of Rs 12 for a 60-gram packet. 
Clearly, Britannia has even more competition 
to worry about soon. 





THE DANONE- 
BRITANNIA SLUGFEST 


2002: Britannia sets up a dairy JV with 
Fonterra. Danone isn't impressed as it 


Danone apparently wasn't 
in the loop passa 





is present in the same segment 
2003: CEO Sunil Alagh i is 


ousted from Britannia. 








2006: Danone seeks payments from Britannia for using 
trademarked recipes and brands, such as Little Hearts; 
Britannia demands royalty payments from Danone for 
using the Tiger brand in some Asian markets 


2006: Britannia declines to share its third- 

quarter results with Danone; Danone does 

not include Britannia's numbers in its con- 
solidated results - 








2007: Britannia doesn't approve of Danone 
seeking to establish the Tiger brand as its - 
own property i in 70 countries 


2007: The Wadia Group objects to Danone’ S 
acquisition in biotech major Avestha Gengraine 
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Onkar Kanwar has painstakingly 
built Apollo into India's largest tyre 
company. His new goal? To take on 


global giants Michelin and Bridgestone. 
RAJIV RAO 





pollo Tyres is on a roll. On May 15 this year, the 
Indian tyre maker swallowed Vredestein—a blue- 
chip, hi-end Dutch tyre maker—for $235 million (Rs 
1,128 crore) and vaulted over its Indian competitors 
MRF and jk Tyre by pumping up its $1 billion (Rs 4,800 
crore) revenue stream by a cool $415 million (Rs 
1,993 crore). This deal is the second high-profile international acquisition 
for Apollo. In 2006, it acquired Dunlop’s South Africa operations and, in a snap, 
added 25 per cent to its top line growth. The company promises that more 
acquisitions are around the corner. "We want to be in the top five tyre makers 
in the world," says Apollo Chairman, Onkar Kanwar. "Why, you don't think 
we can?" he asks, with a smile. 

Now. if the folks over at the Michelin headquarters in Clermont-Ferrand, 





France are reading this, they're probably rolling on the floor with laughter at 


Onkar Kanwar's hubris. Michelin, after all, is the gold standard for tvres—it 
actually invented the removable pneumatic tyre in 1891 and radials in 1946. 
It has 20 per cent of the global market share—Apollo's is negligible—and 


wae fifteen times more revenue than Apollo. In fact, the rest of the top ten or 
vf wel e tyre) makers—which include Yokohama, Sumitomo and Hankook—are 







scrappy bunch in a ruthlessly competitive industry. 
| kal Kanwar i is not an easy man to ward off. He loves a good fight. 
Kunwar has t aken Apollo from a bankrupt, rudderless company—even 


wresting it away from his father in a prolonged, public and debilitating family 


spat—into one of Índia's top truck tyre makers with global ambitions. Question 
is, can his son Neeraj, 38—who has been in charge of the firm's operations for 
several years now—continue Apollo's dream ride? — 

Trucks—the lifeblood of the transportation system in India—run through their 
tyres every six months or so and replacing them is big business for Apollo, 
making up 70 per cent of the firm's revenues but just 60 per cent of 
total production tonnage. Two tectonic changes, however, have come along and 
threatened Apollo's dominance in truck tyres, sending the company scrambling 
for new strategies. Indian truckers are increasingly opting for radials—which 
Apollo has been a laggard in. Up to now, truckers loathed radials. They are as 
much as 40 per cent more pricey than a nylon-threaded, cross-ply tyre 
(or "bias"). Plus, biases allow you to do the one thing that Indian truckers are best 
at-—overloading, and that too, by as much as 50 per cent. Radials give you less 
of a cushion and don't handle overloading as well. 

Today, though, radials are suddenly hot thanks to an infrastructure boom. 
With better roads to drive on, truckers are beginning to realise that 
radials can, in fact, save them more money per kilometre, on gas, than 
biases— Rs 9/km versus Rs 1 4/km. Radials also have a longer life and far fewer 
punctures. Consequently, radial penetration for trucks has zoomed—from 
two per cent a few years ago, to around 10 per cent today, and is slated to reach 
25 per cent by 2013. A veritable war to corner the truck radial market is 


likely to be waged across Indian truck dealerships in the next five years. 


South Asia is also in the middle of an automobile boom and despite low- 
margins, to be a serious global player you need to have a significant presence in 
passenger car tyres, says Rajiv Budhiraj, Director General of the Automotive Tyre 
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ACQUISITIONS 
HELP APOLLO 
SURGE PAST THE 
COMPETITION 
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€ 42 per cent of Apollo's 
revenues come from foreign 
acquisitions 

e Plants i in South Africa and 
Holland have also assisted in 
radial technology for India 

@ Company claims its upcoming 
plant in Chennai will make it the 
No. 1 player in truck and car radials 
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Manufacturers Association. Producing car radials 
in India—the industry is 98 per cent radialised 
has been a problem for Apollo. Bridgestone's car 
radials rule the market and Apollo clearly had to 
move fast or lose market share in both the car 
and truck segments. 

The lynchpin to any tyre maker's success today 
is superior technology—something that Apollo 
was frantically seeking since the year 2000 but just 
wasn't able to close on. Around 2005, another re- 
alisation had set in: "If vou are already amongst the 
largest plavers in the country, vour growth would 
have to come from somewhere other than current 
core markets—1hat meant from outside of truck 
and outside of India," says Apollo's cro Sunam 
Sarkar. The company decided to set up a greenfield 
manufacturing plant in Hungary to make tyres for 
the European and Indian markets, but the deal was 
torpedoed bv local interest group who didn't want 
a tyre plant sullving their pristine landscape. 

Licking its wounds, Apollo retreated to India, 
where almost instantly—and magically—the deal 
of a lifetime fell into its lap. Michelin, the world's 
most reputed and secretive tyre maker, wanted to 
come to India, and specifically wanted to team 
up with Apollo. "The late Eduardo Michelin 
approached Apollo—not the other way around 
and said. 'I can help you with radials in the Indian 
market'," says Neeraj Kanwar. "Obviously. we 
felt elated,” he adds. 

Perhaps. it was never meant to be. The rea- 
sons for the implosion of the 51:49 Michelin-Apollo 
deal—where the two companies would jointly invest 
in a radial plant—are many and varied, and they all 
probably have some merit. "The market is 
supposed to have grown at 12 per cent by our 
calculations, but it just didn't,” says Neeraj. Industry 
insiders also make allusions to the famously super- 
ior French attitude that soured things a little. 
Onkar's version, however, probably comes closer to 
the truth: "They wanted access to the market but did 
not want to give access to technology," he says. 

Once again, the entire pantheon of Greek gods 
must have been shining upon Apollo—a mere two 
weeks after the Michelin deal went bust, Apollo 
learnt that Dunlop was selling its South Africa 
operations. The company went after it like a hound 
chasing a hare. Onkar jetted to Amsterdam, landed 
in time for a breakfast meeting with the Dunlop 
head and made him an offer he couldn't refuse. In 
under twenty-four hours, Apollo added three tyre 
plants, 25 per cent more revenues and all the pieces 
to the puzzle that it had been seeking: namely, a well- 
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"Whatever business | want to get into, 
| want to be a leader in. Otherwise, 
there's no point putting money there" 


MD Neeraj Kanwar (in | nt) with his team (from L to R), Peter Becker, 
Chief, Research and Technology. P.K. Mohamed, Chief Advisor. Research & 
Technology, Sunam Sarkar, CFO and Tapan Mitra, Chief, Human Resources 
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run company that was a gateway to a growth market—in this 
„case, Africa; sophisticated radial technology; an export base 
-from which it could send tyres to South America and Europe. 
^7  Therecent Vredestein deal similarly gives Apollo both 
sophisticated technology and easy access to the coveted 
European replacement market. It will get a chance to fit 
Apollo-Vredestein branded high-end tyres onto state-of-the- 
art machines such as Porsches, BMws and Audis that 
slalom up and down autobahns at dizzying speeds of over 
250 kilometres an hour. 

The Vredestein coup marks a long, tough road for the 
soft-spoken Onkar Kanwar who returned home after study- 
ing in California in the '70s, to work for industrialist 
father Raunaq's tyre company—the licence for which 
Raunaq had purchased in a distress sale. In the early '80s, 
Apollo was bleeding Rs 30 crore annually but had capital 
of only Rs 8 crore. While Onkar wanted to grow the firm to 
- be India’s leading tyre maker, Raunaq had been ploughing 
— all of Apollo's cash into ventures 
run by his other sons. Àn intense 
struggle between father and son 
to control the company got 
. underway in early '90s and lasted 
“nine long years. “It was terribly 
upsetting for me," says Onkar. "For 
one year, I was very sick and went 
through many problems," he 
admits. Neeraj, who was in the us 
at the time, came back to India in 
time to witness the internecine bat- 
tle for Apollo. “It was a big shocker. 
I didn't want to get involved, and 
stayed out of it," he says. 

Eventually, the board 
.. appointed Onkar as the sole 
-—. Managing Director. Raunaq would remain chairman, 
but this was, in reality, merely an honorarium. Did Onkar 
and the father ever make-up? "Both of us had a lot of 
acrimony but we did reconcile... However, when you 
create a crack in the glass it doesn't really mend. Similarly, 
our relationship didn't stay the same," says Onkar. 

Through all of this, Onkar was building Apollo in 
unconventional ways. He picked "children of station 
masters and school teachers" from tier two universities 
knowing that they would be more loyal than their elite im 
brethren. He also learnt through failure: The firm sourced 
technology from us's General Tire, but found that "tyres 
were being rejected faster than they were being made," says 
Kanwar. Apparently, the outsourced formula was from 
*cold compounds," and ideal only for American roads. 

Today, Apollo has a big leg up over its domestic rivals. 
Its foreign plants give it cutting edge technology which it has 
leveraged for its domestic business. For instance, both radial 



















tyres that Apollo sells to Indian truckers come from South 
Africa. It is able to attract world- apu talent—its tec hnol- 


testing tyres for Baise: F he firm is Boer ar 
profitable—Apollo was the only Indian tyre company to 
make money in the first nine months of FYO9. It also leads 
in tyre exports by a long shot. 

Still, Apollo's domestic rivals, jk Tyres and MRF, are no 
pushovers, with respected brand names-—even stronger 
than Apollo's in passenger cars. Both companies are rapidly 
building additional tyre plants and jk Tyre has even begun its 
own global foray, picking up Mexico's Tornel tyre company 
for Rs 800 crore last year, giving it access to the us, the 
world’s largest tyre market. 

Also, fending off a Michelin onslaught on home turt-— 
the firm is planning a plant in Tamil Nadu, which will 
jumpstart its India operations—will be a considerable chal- 
lenge for Apollo. The French company has recently 


THE STATUS & THE STRATEGY 
With 27 per cent and 28 per cent market shares, Apollo is the leader in 
trucks and LCV tyres. It aims to keep close competitors MRF and. JK re at 
Day by sourcing cutting-edge radial technology from its overseas p plants. 


CREEPER EREDAR AEE TERE ERASE dk dr ERR EH 






Apollo lags behind MRF and JK Tyre in the booming (though lower 

value) car tyre market with a 16 per cent share. However, it plans to 

ramp up production through its Rs 1,300-crore Chennai plant 

The company is absent in the highest volume (and lowest value) 

two-wheeler tyre market where MRF and TVS dominate. The company 
- Says it is not interested in being a player in this segment 


announced plans to build a mammoth Rs 7,000-crore 
greenfield unit in Tamil Nadu, which will flood the Indian 
market with its radials. Apollo will also be forced to compete 
with emerging giants like Hankook and Kumho who have 
several plants already in China, and are poised to go alter the 
same markets that Apollo is eyeing. 

Consequently, Neeraj Kanwar has been preparing for 
battle. The company has spent Rs 1,300 crore on a car and 
truck radial plant in Chennai, which he says will make 
Apollo the undisputed market leader across all segments. 
"My thinking is very clear. Whatever. business I want to 
get into, I want to be a leader in. Otherwise there's no point 
putting money there," says Neeraj. That's a bold plan. 
but keeping Apollo on its ambitious growth track amidst 
brutal competition might require greater chutzpah than 
what Onkar Kanwar has demonstrated so far. © 
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Preetha Reddy 


he chemistry was 
just right: asked to 
help out when she 
was just a house. 
wife, she took to 
hospital manage- 
ment like a duck to 
water. Today, Preetha Reddy, eldest 
daughter of Dr Prathap Reddy, 
Executive Chairman of the Apollo 
Hospitals Group, has 45 hospitals 
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under her and has just been named 
successor to Dr Reddy. And no, 52- 
year-old Preetha is not a doctor: she 
could have become one, but as she 
was married off while still in college, 
her father figured that she would just 
waste a medical seat if her in-laws 
did not let her practice. 

Currently Managing Director 
of Apollo Hospitals Enterprise, 


Preetha recalls her first brush with 





Apollo 
Chennai, nearly two decades ago. 


people management, at 


Her sister Shobana had to move to 
Hyderabad after she got married, 
so Preetha was asked to help out. 
Younger sister Suneeta was already 
handling the finance function, but 
Preetha, as a raw hand, ran straight 
into a staff strike, complete with 
slogan shouting—and put out the 


fire by feeding it, sort of. 


Was a housewife in 
college, got drawn into 
management by chance 


Is excellent at implement- 
ing and executing projects 


Has spearheaded 
negotiations that won 
Apollo some good deals at 
home and abroad 


soft-spoken, non- 
confrontational, can 
carry people with her 





"I was quite nalve—I felt that 
they must be hungry anyway and 
asked the canteen to serve them food 
much against the administration's 
wishes. Bellies full, the employees 


somehow forgot their anger and went 


back to work," she says. There was 
never a protest after that, as Apollo 
grew to be a 45-hospital group. in- 
cluding a pharmacy chain and its 
own third-party administrator for 


The eldest 
daughter of the 
Apollo Hospitals' 
founder is 
named his 
successor. Can 
she continue his 
dream run? 


NITYA VARADARAJAN 


medical insurance, among others. 

On Tune 5, Preetha launched her 
first solo project, the Apollo Paediatric 
Hospital in Chennai. No buzz. No 
hype. But within four days of opening 
its doors, the hospital, built to 
handle complex surgeries-—from the 
common heart valve replacements 
to bone marrow transplants—had 
performed 12 operations. 

On Day 1, Dr Neville Solomon, 
who had just completed a high-risk 
cardiac surgery on a four-month 
Nigerian infant, also afflicted with 
Down's syndrome, said: "It was 
amazing to see the streamlined sys- 
tems in place from the first day. As a 
doctor, I am more inclined to worry 
about my patients and would hate to 
be bothered by infrastructure 
issues—this way Apollo has 
been perfect." 

This hospital has been Preetha's 
project from scratch—1from guiding 
the building layout, aesthetics and 
size of the cots to the operation the- 
atres and services around the patient. 
The successful launch has proved 
one point yet again: Preetha is a great 
implementer. One quality she will 








need when she takes over the reins 
from her father in a few years. 

As sister Suneeta, Preetha's 
junior by 15 months and the group's 
Executive Director for Finance, says: 
"Anybody can have a vision, but few 
can execute, Preetha has proved her ex- 
ecution capability again and again and 
can take the group to the next level." 

Suneeta also highlights Preetha's 
feeling for people. "She is like a mother 
to all our children. The success of my 
daughter's wedding goes entirely to 
Preetha, who made it a perfect show." 
Preetha's maternal instinct and 
genuine concern encompasses all 
those around her-—fiom the staff at all 
levels to the patients—and she makes 
daily rounds to note ground-level 
issues. "If a hospital is just a money- 
making machine. it will never 


succeed-—today, we have third geri 
eration of patients and hardly any 


attrition among doctors, says 
Malathi Manohar, Secretary to 
Chairman Dr Prathap Reddy. 

For Dr Reddy. it does not matter 
that Preetha does not have a man- 
agement degree, as he has put her 
through the paces personally, making 
her work her way up. And he is a 
lucky father: all his daughters are 
talented and have come up to head 
verticals of their own. (Sangita, the 
youngest, is ED, Operations.) 

in anointing Preetha as his suc- 
cessor. Dr Reddy is just following 
good corporate-governance practices. 
“For the benefit of investors, I have to 
declare a successor. Preetha's core 
competence lies with the hospital 
vertical, which she will continue to 
head; while as my first daughter, she'll 
take the group forward,” he says. 
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PROFILE 


Core Competence 

Preetha was responsible for putting in 
place systems, in getting global 
accreditations, in drawing up patient- 
care guidelines to be followed by 
doctors—and also for some good 
business deals. In March 2008, 
Apollo got together with Cadilla 
Pharmaceuticals and StemCyte Inc. 
for stem-cell therapy. Tough negoti- 
ations and endless board meetings 
formed the foundation of the deal. 
As Ken Giacin, Chairman and cro, 
StemCyte Inc., recalls: “Preetha has 
always focussed first on making the 
right business decision while treat- 
ing and respecting us as equals—she 
has excellent business instincts.” 

Vikram Chatwal, who was with 
Apollo Health Street before moving to 
head Reliance Health Services as its 
CEO, also swears by Preetha's deal- 
making skills. He recalls how Preetha 
bid for a Malaysian hospital project 
and won the contract in the face of stiff 
competition from global players. Her 
secret: she was so well-prepared that she 
left the Australian, American and other 
overseas bidders in her dust trail. 

Within the family, there is no strife 
between the sisters, with the younger 
ones acknowledging Preetha's unique 
ability to enlist their support for her 
decisions. The sisters are equal share- 
holders from the family's side, with 
near-equal responsibilities. Sangita, 
47, says of Preetha's consensus- 
building abilities with all and sundry: 
"It augurs well for the group." 

At the same time, Preetha has 
willingly conceded ground to her 
sisters, giving in to their wishes on 
countless occasions without fretting. 
This give and take, minus acrimony, 
could ensure their loyalty and coop- 
eration as she takes over the reins. 

Wealth had never turned 
Preetha's head. As a child. when her 
parents had to be in the us, she grew 
up in the Chettinad Palace, courtesy 
M.A.M. Ramaswamy Chettiar, busi- 
ness tycoon and the last Raja of 
Chettinad. The childless Chettiars 
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were friends of the Reddys and acted 
as foster parents. Surrounded by an 
army of servants, it was the young 
Preetha who cared for them and 
showed her creo abilities when just a 
teenager. At 13, she organised a char- 
ity-entertainment show at the palace, 
supervising the minutest detail. 

Nor does she lose her temper, her 
close associates claim. If she is upset 
with any official, she couches her 


ASIAS LARGEST 
HEALTHCARE GROUP 


Prathap Reddy, 77 
Executive Chairman 


Preetha Reddy, 52 
Managing Director 





Suneeta Reddy, 50 


ED, Finance 


Shobana Kamineni, 49 
Director, New Initiatives 





Sangita Reddy, 47 
ED, Operations 





NO. OF HOSPITALS 45 





sarcasm so sweetly that recipients 
realise her tone long after. It helps 
that Preetha allows professionals the 
space to operate freely. 


No Contradictions 


A great believer in God, Preetha 
makes no bones of her religiosity. 
She visits Tirupati upon a whim, and 
does the famous Tiruvannamalai Hill 
ambulation every Shivratri, not for- 
getting half-an-hour's meditation at 
the Ramana Ashram. At the same 
time, she is attracted to Zen Buddhism 
and Shirdi Sai Baba, visits the hospi- 


tal temple and follows the south 
Indian tradition of offering milk and 
fruits to a snake pit in the vicinity. 
“I have seen so many miracles at the 
hospital and my faith in God is reaf- 
firmed each time," she says. 

During Apollo's Silver Jubilee 
last vear, Preetha organised a sun 
oblation performance at the beach at 
5 am, as 500 guests dressed in white 
witnessed the sun dance organised 
with the help of Kalakshetra school 
of which she is now a director. 
Among the guests meditating in a 
tribute to the rising sun were the 
who's who of Chennai. 


Can't Say No 

As Preetha gets set to take the helm, 
there are some who worry. Worry 
not about her abilities, but her softness. 
Close associates say Preetha can never 
say "no" to friends, families, hospi- 
tals' requirements. But, while she has 
time for everyone, she never gets 
stressed for time. "I don't understand 
why people fret about time manage- 
ment— just take things as they flow; 
but manage to balance what I don't 
like with what I like. That way I don't 
get stressed," says Preetha. 

But this creates an Achilles heel: 
with so many people—from friends 
and family to Apollo hospitals—clam- 
ouring for her attention, and her 
penchant for giving time for all. it 
sometimes puts a squeeze on the time 
she needs to strategise for the group or 
deliberate important issues involv- 
ing the hospitals. Preetha herself is 
not hassled. Her vision is clear: "We 
would be change agents and setting 
standards. We expect to be at least 
$1 billion (in revenues) by 2012." 

And, so far, she has proved that 
she is good at executing projects and 
ideas. But what about the ideas them- 
selves? Can she be innovative? Will 
she have her father's tenacity? 
Depends, on how well she has taken 
her lessons from her father. © 
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LAKSHMIPAT SINGHANIA-IIM, LUCKNOW 
NATIONAL LEADERSHIP AWARDS 


The Hon ble Vice President of India acclaims 





eminent leadership of the country 


Saluting Excellence 


LAKSHMIPAT SINGHANIA - IIM, LUCKNOW _ 
/ NATIONAL LEADERSHIP AWARDS 
: 10th June 2009, Vigyan Bhawan, New Delhi : 
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Left to Right: Shri B. H. Si ape Piae JK ones Shri Ravi Rebbapragada; "ET G. Madhavan Nair; Dr. Tulasi Munda; Shri K.C. Pant; Hon ble 
Vice usse: of India, Shri ri; Dr. B.K. Das; Shri Hari Shankar Singhania, President JK Organisation; Dr. Devi Singh, Director IIM — Lucknow; 
ri Gautam Thapar and semana s Shri Anand G. Mahindra at the Lakshmipat Singhania - IIM Lucknow National Leadership Awards 2008 


l | 


Roll of Honours 2008 


| Science & Technology 


Shri G. Madhavan Nair, Chairman, [SRO 
Dr. B.K. Das, Scientist, DRDO 


= 
; 
| Business 


Shri Anand G. Mahindra, Vice Chairman & Managing Director, Mahindra & Mahindra 
Shri Gautam Thapar, Chairman, Ballarpur Industries 


| Community Service & Social Upliftment 


Dr. Tulasi Munda, Social Activist (Orissa) 
Shri Ravi Rebbapragada, Social Activist (Andhra Pradesh) 








JK PAPER LTD. 


* 


LAKSHMIPAT SINGHANIA 


ENIISATIAN CALIANATION 


Indian Institute of Management, Lucknow 
In association with 





INTERVIEW 


MARK ROBINSON 


He has worked in more than half-a-dozen countries in a career spanning 25 years, but in the last six months, this 
six-footer CEO with the shaven head—a la Vin Diesel or Ben Kingsley, take your pick—has been relishing 
something he missed all these years—chicken tikka, gosht (lamb) and nan. "I love it," says the 47-year-old 
Mark Robinson, who began his banking career in neighbouring Pakistan way back in 1 984. Heading one of the 
largest foreign banks in India, the Englishman, who also overseas other South Asian countries (Sri Lanka and 


Bangladesh), has a tough job at hand given the problems at the New York headquarters. Robinson took out time last 
fortnight to share with Br's Anand Adhikari his assessment of Citi's India franchise. Excerpts: 


SUIT 


TO GROW THE INDIAN BUSINESS” 


Globally, Citi is still having it rough. 
The latest we hear is about the 
exclusion of Citi from the Dow 
Jones Index. Is the worst over? 
iti will be among the 
most well-capitalised 
large banks in the 
world after the pending 
conversion of preferred 
equity to common stock. We are 
focussed on getting fit and our aim is 
to return to consistent profitability 
and generate shareholder value as 
soon as possible. 





Will raising resources from the 
parent be an issue for Citi India? 


We are pretty much self-sufficient on 
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“WE GENERATE 


the capital issue. In fact, we have 
never repatriated profits in the last 
seven years. We generate sufficient 
profits to grow the Indian business... 
I can assure you that we will show a 
profit for 2008 (the annual results 
will be declared at the end of June). 


What's the sense you are getting 
on the economic recovery here? 
It's good that the equity markets have 
rebounded, but I'm a little cautious in 
linking the resurgence of Indian equity 
markets to a global recovery. There is 
certainly some amount of euphoria in 
the markets after India's election res- 
ults. Our economist has already raised 
the cpp forecast to 6.8 per cent for 


ENT 


the current year from 5.5 per cent, 


in part due to the likelihood of 


increased investments resulting from 
confidence in the likely economic poli- 
cies as well as increasing access to 
domestic and international capital. 


..and at the global level? 

| think it's too early to talk about a 
full-fledged recovery in the us; for 
example, you still have two key indi- 
cators—unemployment and housing 
prices—that have yet to show any 
significant improvement. 


How is Citi's business respond- 
ing in India? 


Our business is growing. We have 


PHOTOGRAPHS BY RACHIT GOSWAMI 





INTERVIEW 


recently launched two new prod- 
ucts in the market—Online Remit for 
faster remittances into India and 
mobile banking. 


How do you plan to take the 
business forward? 

We will continue to grow our bal- 
ance sheet in India. We will take a 
balanced approach to managing con- 
sumer credit in India. This means 
being prudent with our unsecured 
consumer asset portfolio, whilst the 
credit infrastructure—like credit 
bureaus—is still maturing. Also, we 
believe there is an important role for 
all banks to play in helping educate 
consumers in using credit wisely. 
We are also very keen to do more 
business with our consumer clients. 
Today, we know for sure how many 
products we are selling to big cor- 
porate clients, but the same is not 





true for a consumer client. We want 
to use the existing relationship to do 
more business. 


We have seen widespread ins- 
tances of stressed smes (small & 
medium enterprises)... 

Our SME portfolio is quite small. In 
fact, we haven't seen a major deteri- 
oration in our portfolio except in the 
case of a few exporters. Unlike other 
banks, we define sME as a company 
with revenues of over $50 million 
(Rs 240 crore). Today, we have over 
40,000 smaller companies that we 
serve in our commercial bank and 
we expect their share in Citi's overall 
business to grow significantly in the 
next five years. 


Are you also helping corporates 
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that are under some kind of 
a stress? 

Yes, we are working with our 
corporate clients in these challenging 
times. In late May, we were the joint 
arrangers in refinancing the remain- 
ing portion of a $3 billion (Rs 14,400 
crore) loan for Tata Motors in their 
acquisition of Jaguar-Land Rover. The 
international tranche was closed after 
Citi helped Tata Motors raise 
Rs 4,000 crore through a rupee bond 
issue. Citi was the only bank man- 
dated on both of these financing deals. 


What's the progress on reposi- 
tioning of the troubled CitiFinancial, 
the non-banking finance arm? 

CitiFinancial is now part of Citi 
Holdings. We believe the losses at 
CitiFinancial peaked in the second 
quarter of last year. We have now 
strengthened the quality of earn- 


We are never happy about losing 
people but we have to be realistic. Citi 
is a favourite hunting ground for talent 


ings by expanding the product bas- 
ket to wealth management prod- 
ucts. We continue to take a prudent 
approach to our consumer finance 
business; for example, we have 
brought down CitiFinancial 
branches from a peak of about 450 
to 118. We continue to invest in 
and manage the business, but if we 
have a chance to unlock value in 
future, we will explore those options. 


You are in a new country amidst a 
challenging business environment. 
How has the going been? 

It's been an extraordinarily smooth 
run. I'm actually in familiar terrain, 
having worked in Citi for over two 
decades (majority of it was in emerg- 
ing markets). I agree it's a very chal- 
lenging business environment, but 


keep in mind India is amongst the 
very few countries that has a growing 
cpp. We have breadth, with a large 
employee base and a geographical 
presence in many cities across the 
country. We also have a very strong 
brand and millions of customers. We 
have (customer) relationships run- 
ning into decades. In fact, India is one 
of the few countries where we have 
been present for over a century. 


How different is Citi's India fran- 
chise from other emerging 
markets? 

India is unique. Without doubt, Citi 
India has been a major exporter of 
talent. The organisation here is 
incredibly talented and well-run. The 
business is also quite broad-based cov- 
ering retail, corporate, treasury and 
capital markets. The number of cus- 
tomers in India is also very large as 
compared to other geographies. 


Are you still recruiting? 

Yes, we are recruiting new graduates. 
It's an ongoing process. The impor- 
tant thing is to continue reinvigo- 
rating the pipeline and we do that 
by continuing to hire. This year, for 
example, when most companies 
decided to stay away from campuses, 
we recruited over 100 management 
associates. | have never understood 
why some companies decide to stop 
hiring from campuses. Remember, 
these hires are not meant to plug a 
gap today, but they are the poten- 
tial leaders of your company in the 
next 10-20 years. 


You have lost people at the 
middle-level in the recent past. 
On occasion, we do lose people. 
You are never happy about it, but 
you have to be realistic. Citi 
is a favourite hunting ground 
for talent and over the years, 
we have contributed to creating 
leaders. © 
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CASE STUDY 





REAL BUSINESS, REAL PROBLEMS, REAL SOLUTIONS 


Funding the Last Dose 


After being bailed out by equity from ICICI Venture and loans from SBI, Medica has 
stabilised cash flows but needs to secure a small funding component. somnatu pascuprA 


MEDICA SYNERGIE 


LOCATION: Kolkata 
YEAR OF FOUNDING: 2003 


FOUNDERS: Dr Alok Roy, MBBS, MD 
(AIIMS), DRM (BARC), and Aruna Nair 


PARTNERS: Family and friends apart from 
seven in the core Medica team 


BUSINESS: Medical 
consultancy, pharmaceuticals retailing, 
building and running hospitals 


FUNDING: ICICI Venture (equity), 
SBI (loans) 


NUMBER OF EMPLOYEES: 600 
REVENUES: Approx Rs 40 crore (2008-09) 


KEY COMPETITORS: Private 
hospitals, Hosmac 


KEY PROBLEMS: 


Attracting talent-doctors & 
hospital managers-to Kolkata. 
You get the best, and also gain 
from a cosmopolitan culture. 


Securing a funding of Rs 15 crore 
to complete the first phase. 
Roy's current funding consists 

of a promoter contribution of 

Rs 16.8 crore, ICICI Venture's 





PE of Rs 35 crore and SBI 
“To get venture funding in India Ow ‘ loan of Rs 62 crore. 
is very difficult" — Dr Alok Roy ; | 
DEBASISH PAUI 
is is a dissenting voice in a world enamoured of own healthcare consultancy, building hospitals and creat- 
private equity (PE) funds and multinational banks: ing a pharma retail chain after building hospitals for others. 
he would rather swear by the slow but sure But his rebirth, as he terms it, was almost aborted by risk- 
processes of government banks. The best decision averse PES, venture capitalists and banks. "We went to 
he has taken in his life? Borrowing from State banks, we must have visited at least 20 pes, including the big 
Bank of India (se)! Meet Dr Alok Roy, an mD from All India names," recalls Dr Roy, Chairman and Managing Director 
Institute of Medical Sciences (anms) and a specialist in nuclear of Medica Synergie, which he set up with Aruna Nair and 
cardiology, who decided to begin a second life by doing his seven others in 2003. "To get venture funding in India is 
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very difficult. They don't want to experiment, they don't 
have the guts, they don't want to invest in a new business, " 
says the 50-year-old Roy, whose 600-employee company 
reported a turnover of Rs 40 crore in 2008-09. 

The first break came when icici Venture pumped in 
Rs 35 crore. The second came when Dr Roy approached spi 
for a loan, and got around Rs 62 crore. "For me, it was a sec- 
ond life. Instead of retiring, I started a new career,” recalls Dr 
Roy, who says he had a hand in building every hospital as- 
sociated with noted cardiac surgeon Devi Shetty, right from 
B.M. Birla Heart Research Centre and the Rabindranath 
Tagore International Institute of Cardiac Sciences (Kris) in 
Kolkata to the Narayana Hrudayalaya in Bangalore. 


Doctor, Builder, Administrator 

Dr Roy's career took an unusual turn quite early. After his 
MBBS from the scg Medical College in Cuttack, Orissa, he did 
his Mp from Arms and then specialised in nuclear cardiology. 
His first break came when he joined the founding team of 
the B.M. Birla Heart Research Centre in 1987. There, he got 
caught up in the excitement of running a superspeciality 
hospital at a time when hospital administration was yet to 
emerge as a profession. It was here that Dr Shetty began his 
journey to fame. In 1995, Dr Roy went to Bangalore to build 
the Manipal Heart Foundation, where Shetty joined him in 
1997. Dr Roy later came back to Kolkata to build the rrucs 
for Shetty while handling the Narayana Hrudalaya project 
in Bangalore. Then Dr Roy and Shetty parted ways, and in 
2003 Dr Roy did very brief stints as managing director of 
Family Health Plan, the insurance third-party administrator 
of Apollo Hospitals, and as vP and coo of the Fortis group. 


Homecoming, and Rebirth 
It was a meeting with West Bengal's Chief Minister 
Buddhadeb Bhattacharjee in 2003 that gave Dr Roy his 
current mission in life. “He said, ‘Alok, you left Devi, but 
why leave Bengal? If you want to build a hospital, I will give 
vou land," recalls Dr Roy. He roped in seven of his former 
colleagues and formed the company. His partners: Dr 
Alexander Kuruvilla, Udayan Lahiri, Ayanabh Deb Gupta, 
Sudhansu Roy, Anupam Shukla, Sanjay Prasad, Aruna 
Nair, Soma Bhan and Manoj Bathwal. He also has 11 
architects working under him. He learnt his first lesson 
when he went looking for funds: align your needs with that 
of the pe and you are in the big game. After icict's entry, he 
approached spi. He contrasts the spi experience with his fling 
with GE Capital, which was to co-finance some equip- 
ment purchase but backed out citing the recession. "They 
did not pay! Now they have come back to me,” he says. 
The ssi funding came in the third quarter of 2008-09, 
but work on the 500-bed superspeciality hospital had 


‘Medica Should Leverage 
Track Record' 


BY ALOK MITTAL 
Managing Director, Canaan Partners 
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edica Synergie seems to have 
done a great job in establishing 
a business with sound economic and 
social foundations. Medica will need to continue to 
evolve its model as it scales further. 

The company needs more capital to expand, not 
just from a near-term perspective, but from a 
strategic perspective. What are the sources of 
capital the company wants to cultivate? Beyond 
the ideological stand on the risk propensity of 
PE/VC players in India, the company needs to 
outline what sources of capital represents its best 
choice. This may be a mix of equity and debt, and 
may come from existing stakeholders or new ones. 
In contrast to when the company started its opera- 
tions, it now does have a track record, and hence 
an ability to leverage exactly what it believes is the 
key shortcoming of Indian PE/VC players! 

The problem of attracting talent is germane to 


“While work-life balance issues are hard to 






deal with in isolation, they can be balanced 
by providing a better work environment” 


many businesses. As the company goes from 600 
to 2,000 people, and from 2,000 to 5,000, how 
does it create the right conditions to attract and 
develop human capital? While work-life balance 
issues are hard to deal with in isolation, they can 
be balanced by providing a better work environ- 
ment, a sense of challenge and accomplishment, 
and adequate monetary rewards. Further, there 
needs to be an emphasis on deskilling and creating 
the right staffing mix. An internal talent develop- 
ment programme may also be considered. 

Some of the above principles have been applied 
to great effect by bottom-of-pyramid healthcare 
organisations, like Aravind Eye Care, and Medica 
may be able to learn from those experiences. 

The opportunity set for Medica is huge, and 
will continue to expand in the future. It is only 
by creating the right sources of financial and 
human capital that it will be able to find its 
rightful destiny. 
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CASE STUDY 


begun in 2006, with his own money, that of his friends and 
cash flow from pharma retailing, consulting business and 
running a hospital in north Bengal. 


Last Mile Trouble 


"Funding wise, I am comfortable, but I still have some need, 
around Rs 15 crore more," says Dr Roy, who also earns fees 
by advising around 18 state governments on public 
health. Dr Roy says Medica has managed to keep costs un- 
der control. He is now operating at a debt-equity ratio of 2:1. 

But, having decided to tap West Bengal's health market, 
he finds that it is difficult to attract top doctors, managers 
and executives to work in Kolkata because of the city's 
poor infrastructure. So why did he pick Kolkata for his 
projects? As he puts it: "Large market, people from neigh- 
bouring states and countries come here for treatment and 
it is largely underserved.” And don't forget that Dr Roy and 
his team have worked in this market for over two decades. 

"Traditionally, Kolkata was once at the top of the 
health map. Today, it is at the bottom... Delhi has better 
recreation, better roads, a better education system, a 
better support system," he says. 

The only people you can attract are those who want to 
come back, he says. "If we do get somebody from out- 
side, we have to pay them big money," he says. Elsewhere, 
he had no problem getting top talent. “In Mumbai, you will 
get 10 such persons, in Bangalore 20 such people will be 


waiting outside the door,” he says. Dr Roy is confident of 


getting good returns once all projects are completed, 
taking his total investment to Rs 1 50 crore. "Returns... are 
around 30 per cent. Our benchmark is 26 per cent —if you 
have crossed this, you are in the elite group," he says. 

Cash flows are coming from Medica's involvement in 
over a dozen hospital projects across the country, pharma 
retailing and two operative hospitals, including one for ENT. 

In hospitals, Medica is aiming for 5,000 beds by 201 1- 
12, with secondary hospitals at the districts. Dr Roy also 
has some ideas on rural healthcare and health insurance 
for children. A medical college is also an option-but not 
until the government allows a corporate setup. 

"You have to set up a trust. Allow me to make money 
legally..." says Dr Roy. A business has to be run by the rules 
of business, and not by the rules of the heart, he says, 
citing China: "Our boys are going to China to pick up a doc- 
tor's degree for Rs 8 lakh. They come back and write a 
simple test and start practising.” 

Why can't Indian entrepreneurs be allowed to do 
this? Why not, indeed! © 


Need help? if you run a successful business but have a nagging 
doubt or problems relating to marketing, finance, Hr, strategy, 
leadership-or just any aspect of your business- 87's panel of experts 
can help. Write to us at btadviser@intoday.com with your contact details 
and a brief description of your business or log on to www.businesstoday.in 
and click on BTADVISER 
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"Target the Returning 


Indian' 


BY PADMAJA ALAGANANDAN 
India Business Leader, Human Capital, Mercer 
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he issues Dr Roy is facing in 

attracting and retaining talent at 
Medica Synergie are not uncommon. 
Many Indian companies have grappled with such 
problems and have found appropriate solutions. 
Being part of a "dream taking shape" can be 
hugely exciting and professionally fulfilling; this as- 
pect needs to be focussed on while simultaneously 
addressing the issues around soft infrastructure. 

Dr Roy could try targeting the "returning 
Indian", or in this case the "returning Kolkatan". 
Global leaders such as Microsoft have used this 
strategy. Recession in the West accompanied by 
opening up of significant opportunities has made 
returning to India a very attractive alternative for 
many first generation migrants. Very often 


. personal pressures associated with aging parents 


and growing children reinforce this. Leaders using 
this approach have invested a lot of their personal 


"Partnering with established medical 
institutes to send high calibre professionals 
for short stints can provide an impetus" 


energy in visiting locations where Indian diaspora 
can be targeted and have successfully 
communicated their vision for their dream project. 
His own vision and commitment is, after all, what 
will influence the "returning Indian". Similarly, 
targeting professionals from other parts of India 
can help in building a talent pool. 

Providing a nucleus to help build and grow his 
team will be important. Partnering with established 
medical institutes in other parts of India (including 
ones he has worked in) to send high calibre and 
renowned professionals for short-term stints can 
provide this impetus. A reputation of having the 
best talent in the field will be the key. A strong 
"core" of a quality team will go a long way in 
making the venture a success. 

Dr Roy has the opportunity to source world 
class talent with a compelling employee value 
proposition. At the same time, he will realistically 
need to factor in higher costs on account of 
creation of soft infrastructure, compensation and 
possible higher attrition. The scale of his venture 
needs to allow him this leeway. 
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ATTENTION CORPORATES 
It's time to benefit from a choice of future-changing courses 
In today's competitive business environment, IMI's short-term Executive Education Programs could provide 
your team's performance with a winning edge. 
Undoubtedly, India's only corporate sponsored business school is the win-win destination for tomorrow's winners 
— —— EXECUTIVE EDUCATION @ IMI NEW DELHI———— 
FORTHCOMING PUBLIC MANAGEMENT DEVELOPMENT PROGRAMS 


Program Title Dates Program Director 
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HR for Line Managers August 10-12, 2009 | Dr. C.S. Venkata Ratnam 


Maximizing Your Payoff -Effective Selling & Negotiation | August 17-19, 2009 | Prof. PC. Mehra/ 
Skills for Competitive Advantage Dr. N.N. Sondhi 


Strategic Services Management August 20-21, 2009 | Prof. N.C. Patnaik/ 








Prof. Somayajulu Garimella 


Training of Trainers August 24-26, 2009 | Dr. Anup K. Singh 


Designing Strategic Compensation and Benefit August 27-28, 2009 | Prof. N.N. Akhouri 
Programme for Competitive Advantage 



















Global Leadership Programme Sept. 7-12, 2009/ Dr. Ajit Prasad 
Sept. 26-Oct.11, 09 | 
Workshop on Improving Negotiation Skills Sept. 14-16, 2009 Dr. G.S. Das 








Workshop on Outsourcing October 8-9, 2009 | Prof. Himdri Das/ 
Prof. Somayajulu Garimella 


Supply Chain Management for Competitive Advantage Prof. N.C. Patnaik 
Creating Leaders Through Coaching Prof. A. Kirpal 
Innovation and Creativity Dr. G.S. Das 
Finance for Non-Finance Executives Prof. N.L. Ahuja 




















Workshop on Presentation Skills Nov. 16-17, 2009 Prof. V. Chandra 














Managerial Leadership and Team Building Dr. Anup K. Singh ] 
Advanced Financial Management Dec. 2-4, 2009 | Prof. N.L. Ahuja 
Corporate Restructuring, Acquisitions & Mergers - Dec. 7-8, 2009 Prof. S. Balasubramanian 
A Strategic Approach 

International Marketing in Pharmaceutical Industry Dec. 10-11, 2009 Prof. N.C. Patnaik 
Innovative Performance Management System Dec. 17-18, 2009 Prof. N.N. Akhouri 





for high performance 


Sales & Distribution Management January 11-13, 2010 | Dr. S.R. Singhvi 
Finance for Non-Finance Executives January 20-22, 2010 | Prof. N.L. Ahuja 


For enquiries and registrations please contact : Mr. Sat Parkash, Sr. Manager (EDP) 


INTERNATIONAL MANAGEMENT INSTITUTE 














Perfect 10 


fransforming Lives. 


B-10, Qutab Institutional Area, Tara Crescent, New Delhi-110 016. Phone : (011) 46012730/31, 26961437, Extn. - 3115 
Fax : (011) 26867539, 41688439. Email : mdp@imi.edu, website : www.imi.edu 
IMI alumni of all Post-graduate & other programs are requested to register at : http://alumni.imi.edu 
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n recent times B schools have grown in popularity and appeal among the 

young aspirants with a valid reason i.e. moulding the young minds and 

creating possible future corporate honchos. With a management degree 
under their belts they are equipped with the necessary techniques of 
successfully handling various business and management related issues. Apart 
from the basic management capabilities schools help in providing a global 
perspective along with using the contingency approach to solving business 
problems while working and constantly learning from the others 


From various fields like marketing, hospitality, finance and even human 
resources B school school graduate holds much importance in each respect 
[he importance of a B school degree is evident by the popularity of the CAT and 
MAT aspirants, eager to crack the highly competitive exam to gain entrance to 
the best B Schools in India. The scope for a MBA graduate is unparalleled. Apart 
from attractive pay packets and placements being offered at college-level itselí 
it opens doors to various sectoral opportunities. The corporate world has seen 
many MBA professionals occupying top slots in the corporate ladder.. The 
relevance of MBA in today's world is almost a necessity for a quality life 
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Corporate Office : #628/C, 1st Stage, Indiranagar, 
BANGALORE - 560 038, INDIA 
Tel. : 91-80-66487500 / 25288831 Fax : 91-80-25291414. 
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Today, a Management Degree has become an attractive proposition, as there are 
attractive entry level salaries (including $ salaries offered by some MNÜ's) and 
typically, a Management Graduate gets absorbed into a Company through the 
Campus Placement Program of the Institute. The MBA Program offers a 
lucrative career option to both experienced professionals as well as fresh 
graduates. As business schools are institutions where one can hone the 
managerial skills, they are much in demand in most parts of the world today 

But, today B schools are facing fresh challenges 

The first and foremost being, to be able to impart better quality education with 
the latest technology, to meet the challenges of the competitive corporate world 
They need to play a catalytic role and should provide experience along with 
content and knowledge. Businesses today are far more dynamic than they used 
to be and good management schools are trying to keep themselves abreast of 
the latest happenings in the corporate world and bring out better leaders and 
managers 

B-schools today teach students to think out of the box and help them be more 
innovative rather than think along conventional lines. For instance, every B- 
school teaches in-depth knowledge of crisis management. The real test 
however, lies in dealing with such a situation, If management education is to 
regain legitimacy and relevance, it need to focus on enhancing business 
performance and providing tools that can be immediately applied to pressing 
corporate problems. 
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KIIT University has become a top recruiter in IITs after 
handing out job offers to as many as 60 IITians. In a 
recently conducted independent recruitment drive, KIIT 
University picked up these candidates from IITs, the most 
prestigious technical education institutions of the country. 
The selected candidates are Ph.D, M.Tech and B.Tech 
graduates from Six IITs, including IIT Mumbai, IIT Delhi, 
IIT Guwahati, IIT Roorkee, IIT 
Kharagpur and IIT Kanpur. The 
recruitment drive was also 
conducted in some other prestigious 
institutions like IISc, Bangalore and 


KILI 


NITS. in corporate sector, to choose a 
career in academics here. The 


Most of the IITians selected in the 
recruitment drive have already 
joined ranks as faculty in the 
technology streams of KIIT 
University. Of those given offer, 40 
are M.Tech and 10 each hold B.Tech 
and Ph.D. degrees. Excellence and 
good reputation of KIIT University attracted these 
graduates, who are in a high demand in corporate sector, to 
choose a career in academics. The graduates are being 
offered an attractive pay package ranging from Rs. 6 to 8 
lacs. This pay package is among the highest offered by any 
recruiter in IIT Mumbai. KIIT University has created a 
benchmark of excellence in the field of professional 
education, even though it is a University with only six 
years of standing. Recently as per a survey conducted by 
The Times of India-Gfk-Mode, it was ranked 16th in All 
India and fourth in East Zone amongst Self Financing and 
Government Universities in the country, including IITs. It 
- was adjudged 5th amongst self financing universities of 
the country. This year as many as 1,30,000 applications 
were received for KIITEE, the entrance test into its various 
programmes, and total 90,000 candidates appeared the 
test. It is the first university in the country to waive 


graduates are 
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Excellence and good reputation of 


University 


graduates, who are in a high demand 


being offered an 
attractive pay package ranging from 
Rs. 6 to 8 lacs. This pay package is 
among the highest offered by any 
recruiter in ITT Mumbai. 





KIIT Becomes Leading 
Recruiter in IITs 


application and entrance test fees to reduce burden on the 
applicants. In 2009, KIIT University was one of the few 
campuses in the country to achieve excellent placement in 
all its streams, in spite of economic recession. As a global 
centre of excellence, KIIT has collaborated with leading 
institutions and organizations from across the world. KIIT 
has academic tie-ups with 25 international universities and 
institutions and industrial 
collaboration with 15 corporate 
houses. KIIT is also the youngest 
Member of the prestigious 
Association of Commonwealth 
Universities (ACU) and the only 
university in the country to represent 
in University Mobility in Asia and 
the Pacific (UMAP). 


attracted It] 


Transparency in governance and 
pursuit of excellence have been 
hallmarks of KIIT University, which 
has helped it achieve national and 
international recognition in a short span of time. All top 
positions including Chancellor, Pro Chancellor and Vice 
Chancellor are occupied by renowned academicians and 
academic administrators, and not the promoters. The 
university has declared all relevant information on its 
website and has a proactive Information Cell for the 
benefit of the public. All these have been possible due to 
visionary leadership of the Founder of KIIT, Dr. A. 
Samanta. Presence of such a large number of IITians in the 
faculty team of the technology stream of KIIT University 
will add to intellectual capital of the university and 
invigorate the general academic environment in Orissa. 
Faculty of other streams of KIIT University - such as 
Management, Rural Management, Biotechnology and 
Law - also have a high level of competence with a rich 
academic and industrial experience. 





KIIT UNIVERSITY 


Bhubaneswar - 751024. Orissa. INDIA, Phone : +91 2725113, 2741998, 2725232, 2725272, 2725701, 
Fax: + 91 674 2725721, 2740326, Email: kiit@kiit.ac.in ; URL: www.kiit.ac.in 
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FOCUS ON RESEARCH AS A D 
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What are the new trends in business education? 
The shift towards executive education and e-learning 
based on the realization that prior work experience is 
critical for learning management. 

Second, most B-Schools are reviewing the curriculum 
and started focusing on developing holistic 


| 65 vontata tatam “we hire for attitudes and train for skills”. 
|i nol meet onal, Ethics, Corporate Governance, Risk Ma 


creation to stakeholder perspective are reflected in - 


curriculum changes. This year, in particular, students have stopped chasing — y | 


madly money and multinationals. There is a renewed operans oil ib ratic : we resolved to focus on research as a differentiator, r review the 


on public sector. 


l What ste impact ot recession on business oducaton and placement? 


There is no recession in India, only a slow down. Business is exacer 
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the Government. 
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multinationals did not recruit this year. The no. of recruitments has come down 
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from double digits to 1.5 or 2. With the result, companies have to target 70 
companies for a class of 100 instead of 30 earlier. The placement process which 
used to be over in a couple of days in good B-Schools earlier is now taking a 
few months. 

Slow down did not adversely affect admissions; if at all, it had a positive impact 
because. mary feel that this is the bast time to invest in their future than setti 
for any job that comes their way. 
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EPGI : BANGALORE 


INSTITUTIONS OF PAR EXCELLENCE 


Silicon city of Bangalore, East Point Group of 

Institutions, started in the year 1998, has 
made a steady progress inthe last decade by adding 
a cluster of institutions ranging from Engineering, 
Management, Pharmacy, BASIC Sciences to Pre- 
University and Primary schools. With a clear 
focus and commitment, EPGI has carved its own 
stamp of quality in these institutions with a clear 
focus on world class infrastructure, qualified and 
dedicated faculty. It is not surprising therefore 
that in spite of hundreds of institutions that exist 
and are being started, EPGI institutions stands in the forefront of demand for 
admissions. It has leading institutions made its aegis namely 


* East Point College of Engineering & Technology * East Point college of 
Engineering for Women* Management courses*East Point college of 
Pharmacy * Other institutions 


Started in the year 1999 with an intake of 180, the EPCET has now an intake 
of 600 for undergraduate, 210 for MBA, and 54 seats in PG courses. It has for 
Courses in Engineering BE (E&C), BE(CSE), BE(ISE), BE(MECH) with approval for 
BE (CIVIL) & BE(Electrical & Electronics) courses being awaited for 2009-10. 
All these courses are accredited by National Board of Accreditation (NBA), a 
proof and stamp for enviable quality and standards maintained by the college. 
It has 3 PG courses M.Tech (VLSI), M.Tech(CSE) & M.Tech (Software Engg) 
with M.Tech(PDM) being added during this year & six of the departments of 
the college are recognized as research centres by the affiliating Visvesvaraya 
Technological University 


| s» in a seventy-five acres of land in the 


$. M. Venkatpathi 
Chairman, MG Charitable Trust 


Started in the year 2008 with a vision to empowering enriching, liberalizing 





women through professional education, the best of the infrastructural facilities 
and faculty have been provided in this college. The college aims at providing 
tailor-made courses to suite women folk and has drawn up schemes not only to 
provide quality engineering education, but also provide and encourage activities 
for women to develop their personality and to realize themselves their dreams. 
Headed by a young dynamic principal and a band of experienced and a qualified 
faculty , the college is already etched its own brand name as a college distinctly 
different from other institutions. 


The EPGI has MBA courses affiliated to VTU and Bangalore University and BBM 
Course affiliated to Bangalore University. OQuality of faculty is the hall-mark of 
these courses like any other courses run by East Point Group of Institutions. 


There are also degree colleges run by the group that offer courses in B.Sc (Bio- 
Tech), BBM, BCA & B.Com. The primary and High school and the Pre-University 
College that are being run at Kalyanagar Campus are well-known. 


On the whole, it can be said that there is no compromise on the infrastructural 
facilities and the quality of the faculty in any of the institutions. According to Sri. 
S.M.Venkatpathi, Chairman of the MG Charitable Trust which oversees these 
group of Institutions, it is these two aspects of the management which has 
been responsible and reckoned for admission on top priority by the eel 
and parents. amy 
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A Mark of Excellence 


18 years ago, a small group of students gathered in a 
classroom for the first time, wondering if they had made 
the right decision, to stake their professional futures on a 
little known B-School. 

Today those students are making their mark, as Marketing 
gurus, serial entrepreneurs, investment bankers and CEOs 
across the globe. 

18 years on, that little known B-School is the most trusted 
name in business education, with 11 campuses across 
India, with excellent faculties, the latest technology and 
average placement packages of over Rs.5,00,000 p.a. 


ITM Group of Institutions 


TM Business School. 
GDM 
ATM Executive PGDM: General Management & Strategy or 
‘Corporate Finance & Investment Banking 
Global Leadership. Center 
GDM: International Business / HRM / Retail Mgmt. & Mktng. 
"M Institute of Financial Markets 
tasters in Financial Markets 
"M Executive Education Center | 
pene argc P . "I admissions@itm.edu 
sia Graduate Schoo! of Business . bi oe ER 
Post Graduate Program in Asian Management | SÈ 1800-22-9727 
Post Graduate Program in Management 
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PROMISE FOR QUALITY MANAGEMENT EDUCATION 


the past decade, Acharya Institute of Management & Sciences [AIMS], 
Bangalore stands out for its performance and promise. 


Nestled amidst greenery in the techno-entrepreneurial hub of the city, AIMS 
focuses on higher education in Business Administration, IT, Hospitality, Tourism 
and Humanities. A visit to the campus shows the manifestation of the progressive 
and student-centric character of the institution. 


Healthy practices like the Mentor 
System, Career Advisory Cell, Student 
palth Service and Women's Cell 
ome as a pleasant surprise to the 
freshers and Parents. Student 
me life is made smoother through 
| scholarships and awards, 
» banking assistance, separate 
* Hostels forboys and girls and 
- a friendly administration. 
Freshers are provided 
Bridge Courses for 
smooth transition and 
the IT orientation in the 
environment is almost 
palpable. 


Prof. Kiran Reddy, CEO, 
is justifiably proud of 


Aes the multitude of educational institutions that have mushroomed in 










the institution's achievements. "We are a Category ‘A’ institution trying to get 
higher and better", she explains. “We are now focusing on providing more of 
international exposure to our students and faculty”. 


The institution has MOUs with foreign schools for Student and Faculty exchange 
programs, besides joint research projects and internships. Students from fifteen 
countries pursue their studies here. A strong Alumni network and a robust 
industry interaction are the big positives. 


Students are encouraged to take up professional memberships, participate in 
activities of many clubs & societies and benefit from the numerous Workshops, 
Guest Lectures and Seminars. English and foreign languages training, 
Augmentation Courses, Yoga, Industrial tours and visits make studies more 
enjoyable. Intensive pre-placement training has led to excellent project and job 
placements for students. 

The institution has established the AIMS’ Centre for Research in 
Management [ACRM], AIMS Entrepreneurship Excellence Centre [AEEC], the 
AIMS Centre for Community Service [ACCS] and the AIMS Centre for Training 
and Development [ACTD] 

AIMS is Ranked: 


M Best B-School Jury Award (Deccan Herald B-School Awards, 2008) 

m 42nd Best B-School in India (Outlook B-School Survey, 2008) 

m Awarded Best College- Entrepreneurship Education for the year 2008 by 
NITIE (National Institute for Training in Industrial Engineering) 

W Category ‘A’ B-School (Business India 2007 & 2008, AIMA-IMRB 2007 
& 2008) 


ITM GROUP OF INSTITUTIONS : MUMBAI 
HIGHER EDUCATION WITH INTERNATIONAL STANDARDS 


M 


any business schools 
are now looking 
beyond the boundaries 
of collaborations with foreign 
Institutions. India is emerging 
as a huge resource of managers 
and skilled professionals. 
The consensus is clear- that 
the curriculum and teaching 
methods of Indian B-schools 
is obsolete. 


Indian B-schools are working 
closely with their foreign 
counterparts, exploring opportunities for deeper associations, beyond the usual 
faculty exchanges, joint research and the offering of foreign certification in India. 


Headquartered in Navi Mumbai, ITM Group of Institutions, which has ITM 
Business School campuses across India is one such. Dr. PV. Ramana. 
chairperson has this to say “Collaborative programs are a win-win proposition 
for b-schools and students alike. Students get access to innovative curriculum. 
expert faculty, and the option of a study-abroad experience without the huge 
costs and risks. B-schools on the other hand, get enriched with the knowledge, 
research and best practices of their partner institutions. 


Despite our current recessionary climate, | believe best careers are still 
here in India, for the next decade or more. Be it high salaries or challenging 
assignments, this is isso the action will ae 
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Dr. PV. Ramana 
Chairperson 
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What aspiring MBAs need is the experience and ability to work and 
communicate with people and companies across borders, cultures and 
languages. Collaborative MBA programs are ideal for this.” 


But the links ITM is developing go deeper than importing curriculum and 
faculty. The school is working with its partners in the US, UK and Europe 
to jointly setup b-school campuses in India, investing the full resources of 
both partners- capital, processes, faculty and research. One of the other 
fundamental advantages of partnering with cross-cultural institutions is 
social learning which happens between the stakeholders on either side. This 
learning encompasses cultural osmosis overcoming language and lifestyle 
barriers in most cases. The thrust which an international liaison provides to 
research & scholarships, is also significant, as development of a knowledge 
economy is an important goal globally. At ITM we are striving hard to promote 
internationalization of higher education with these tie-ups judiciously from all 
parts of the world. 


“The news about AICTE and UGC being abolished by the government is going 
to reshape the education sector in India. Hopefully the new regulations will 
allow foreign investment in education as well. If this happens, ITM is poised 
to launch b-schools in India with the resource backing of our partners who 
will bring an entirely new culture, new programs and much needed new energy 
to the business within the education field. Establishing such center's of 
excellence will surely have immense potential to generate growth and support 
development across the country. Education has always been a vital tool in 
nation building and we at ITM want to commit to this cause by shaping the 
young minds of the future generations” Says Dr. PV. Ramana. 
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ADMISSION NOTICE 2009-10 


EAST POINT 


Group of Institutions 


Learn Life 








M.G. Charitable Trust which fs running East Point Group of Institutions has carved a special and unique place among the best professional institutes. Apart from other 
nstitutes it is running, The East Point College of Engineering started in 1999, is one among the destination for quality education. All the four BE courses in this college are 
iccredited by NBAand it has 6 research centers. The Group has added another prestigeous institution, the East Point College of Engineering for Women from 2008-09. 


MANAGEMENT COURSES OFFERED 


MBA (Affiliated to VTU) at East Point College of Engineering and Technology 
MBA (Affiliated to Bangalore University) at East Point college of Higher Education 


* 
MBA (Affiliated to VTU) at East Point College of Engineering for Women 
Specialisations offered : Finance, HR & Marketing 


BBM & BCom (Affiliated to Bangalore University) at East Point College of Higher Education 


Fast Point College of Engineering & Technology East Point College of Engineering for Women 





BE(eac) / BE(cse) / BE) BEtcac) ; BEicse) » BEwee) 


Bien DENM 


'  MTech«se; MTechbw BCA, BSCeiotech), Bpharma, 


WM Tech (software Engg.) & MTechwisi) BSCcinursing), PUC science& Commerce) 


* Approval Awaited 


AST POINT EDGE 


5500 student community- Group of 9 Institutions 
PG & UG Courses in Engineering, Management, Pharmacy, Nursing & Commerce 
VTU approved R&D centres in Electronics, Computer Science, Mechanical, Mathematics, Chemistry tt Management 


East Point Academy : 
# 02, 80 Feet Road, HRBR Layout, 
Kalayannagar, Bangalore-560 043. 
Tel: 2545 2626 / 2737 


21 Doctoral faculty from reputed institutes with acclaimed teaching abilities 
Secured 6th Rank in BE Computer Science Engineering & 1st Rank in B. Pharm. 
Committed placement cell ensures placement opportunities to all the students 
Value added projects and learning with national companies. 

Well equipped technical library and digital library. # 147, Off Old Madras Road, 
Sophisticated computing environment - Personal attention to students ensunng quality education Virgonagar Post, Bangalore -560049 
Expert lecture series, Workshops and Seminars - In house Personality Development programs Tel: EE a / 


East Point Campus : 


In-campus hostel facilities with exclusive Internet centre 






www.eastpoint.ac.in 


E-mail : admissions@eastpoint.ac.in. 
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AND TEACHING 


METHODOLOGY ~” 


by the house of Kirloskars as an Institute for conducting Management 

Development Programs. Subsequently it diversified to the two-year 
fully residential Post Graduate Diploma in Management (PGDM) Program in 
1998. The institute headed by President Shri Rahul C. Kirloskar and Director 
Dr. Gopal lyengar is leading name in providing Management Development 
Programs for professionals cutting across all industries and has conducted 
over 420 MDPs since inception. It has a sprawling campus in Banglore and 
is planning for its second campus at Pune which is planned to start from 
2010. 


It offers 2-year fully residential Post Graduate Diploma in Management 
(PGDM) and admissions are given only on merit entrance through CAT/XAT, 
followed by KIAMS Group Activity, Group Discussion and Personal Interviews. 
Its Placement Performance is remarkable with 10095 track record till 2008 
and 75% for 2009 batch. The highest CTC it received was Rs. 6.32 lakhs 
and students grossed an average of Rs. 3.28 lakhs. 


Amongst the recruiters over the years some of them are leading industry 
names such as Ashok Leyland, Force Motors, Kirloskar Oil Engines 


Koo Institute of Advanced Management Studies was set up in 1991 


one of the finest universities of the world, spreading over 350 acres 
of land in sixteen lush green campuses having 50 lakhs sq. ft. of built 
up area housing 23 constituent schools running 40 programmes for sixteen 
thousand students in 1 3 hostels and over 50 state of the art labs, being 


Kors Institute of Industrial Technology (KIIT) University has grown into 
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Ltd., Oracle India, Infosys BPO, J Walter Thompson, Mafoi Management 
Consultants Ltd, Symphony Services Corp. (India) Pvt. Ltd., Ikya Human 
Capital, Bajaj Allianz Life Insurance Co., GE Money, ICICI Bank, Pantaloon 
Retail (India) Ltd., TTK Prestige Ltd., HCL Infosystems, Pipal Research, 
Drshti Strategic Research Services Pvt. Ltd. and TIME Education. 


The institute has state-of-the-art Infrastructure with 24-hour computer 
connectivity with VSAT, Wi-Fi, online databases like EBSCO & Capitaline, 
Library with over 8989 Contemporary Management titles, 147 periodicals, 
860 Harvard Case Studies, Air-conditioned classrooms, Sports facilities 
like swimming pool, indoor games, access to playground for cricket, football, 
basketball, volleyball, Separate hostels for Boys and Girls. 


The institute has 8 full-time faculties with cumulative 87 years academic 
experience and 102 years industry experience. A full complement of visiting 
faculty from industry, academia and consultancy is there to give best to 
the students. The institute has also Introduced a unique assistance-cum- 
assessment instrument. This reflects the student's competencies and 
efforts, aligned with industry needs that s/he deploys on the campus in 
pursuit of curricular and co-curricular outcomes. 


recruitment of nearly 70 alumni of IITs including some M.Tech and Ph.Ds , this 
year is expected to make KIIT to excel in its academic endeavours. 


It is not the world class infrastructure or the state of the art wireless VPN 
connectivity between the campuses but the quality that has made KIIT a class 
of its own. NAAC and MBA accreditation to KIIT by the UGC and the AICTE, two 
apex bodies created by Acts of Parliament to approve, regulate the standard 
of any institution of higher studies and technical education, speak it all. To 
endorse the standard, the ranking by several independent bodies ranked 
KIIT as 16th amongst all the technical institutions of the country and 5th 
amongst the self-financing universities. Two Limca Book for Records of KIIT 


taken care of, by 600 A and 2500 Agen and support staff. fhe are gMtioitely t po icing on the cake. 
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academic excellence with corporate professionalism. 





YOUR AMBITION IS OUR MOTIVATION 


AIMS established in the year 1994 nur nurtures & mrs aunique uad of aiuosilón structure on values and companies the tenets of 


The primary objective of education at AIMS is to create dynamic leaders in the corporate sector, entrepreneurs, academicians, 


researchers and professionals who contribute to the development of society and nation atlarge. 





30th Best Private B-School in India 


No. 1 Private Hotel Management Institute in Bangalore 


5th Best School in India for Learning Experience 


Best Institute for Entrepreneurship Education 





Category 'A' B-School 





| MBAis a two year program affiliated to Bangalore University, 
Approved by AICTE, and recognized by Govt. of Karnataka. 


PGDM & PGDITM 


PGDM & PGDITM are 2 year programs affiliated to AIMA, New 


HRD, Govt. Of India 
BBM & BCOM 


BBM & BCOM are three year programs affiliated to Bangalore 
University and recognized by Govt. of Karnataka. 








EMPOWERING MINDS 











Delhi and jointly approved by Dist. Education council, Ministry of 








Candidates with MAT score of 500 and above or MAT score of 475 with 
two years of work experience 


SE 


ECTION 


PROCESS (MBA. PGDM 
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Short-listed candidates based on MAT will have to appear in the 
AIMS selection round at various centers in India or at the 
institute. Candidates with minimum of two year work experience 


are preferred. 


AEEC : AIMS Entrepreneurship Excellence Center 
ACRM : AIMS Center for Research in Management 
ACTD : AIMS Center for Training and Development 
ACIL : AIMS Center for Intemational Liaison 
ACCS : AIMS Center for Community Service 


BCA BHM BA 
MCA MSW MIA MAIEng Utt.) 
* Programs offered are affiliated to Bangalore University / AIMA New Delhi / 


| approved by AICTE, Wherever applicable 


EDUCATION 





ACHARYA INSTITUTE OF MANAGEMENT & SCIENCES 


(Institutional Member of Intemational Assembly for Collegiate Business Education) 


1st Cross, 1st Stage, Peenya, Bangalore - 58, INDIA. Tel: +91 80 6567 9113, 
Mob: +91 9448525018 / +919343978115 


www.acharyaims.ac.in 
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SOMETIMES IN THE WINDS OF CHANGE 
WE FIND OUR TRUE DIRECTION 














| KUNWAR SHEKHAR VIJENDER 
, h . É PRO CHANCELL 


|: purpose of education is to improve the quality of life. Education enhances 





knowledge and life management system skills which in turn improve quality 

of life in the society. It is necessary to understand the interrelation amongst 
various disciplines and apply the gained knowledge successfully for the benefit of 
the society. 


Setting up of higher education Institutions shall go a long way in strengthening the 
vast knowledge resources that India possesses. The world and its economy is 
knowledge-driven. When | visited the States on Obamas' oath ceremony | was 
‘inspired’ by his campaign - WE CAN CHANGE. | had the privilege to invite the 
President to visit Shobhit University in near future. | also got the opportunity to 
present him with Swami Vivekanandas' book ' My Thoughts on Education’. 


Yes, we can CHANGE- and we have to change. This is the time of profound change 
for higher and technical education, across the world, as we adjust to the demands 
of a knowledge-based economy and a global market place, demands for good 
governance and accountability, competition among institutions at all levels, and 
an unrelenting demand for quality. We at Shobhit University goes beyond the 
established standards and aims to create a conducive academic climate to 
facilitate integration of the younger generation into the logic of the present 
system. 





| take this opportunity to mention a couple of initiatives we are taking at the 
Shobhit University: 





Recently Knowledge Commission has recommended opening of about 1500 
Universities to strengthen higher education system and to improve the gross 
enrolment rate which is quite low presently. To support such cause and to make 
India a developed country, about 10 Lac school teachers and 5 Lac professional 
teachers are required. Hence, there is need of utilization of new technologies to 
address this issue. The available technology shall be used to infuse synergy in the 
system. 

-based on discussion with Kunwar Shekhar Vijender, Pro Chancellor of Shobhit University Meerut 


CHALLENGES FOR B SCHOOLS IN COMPETITIVE ENVIRONMENT 


engineer or a doctor. Times have changed rapidly since then. The youth 

believe in choice. The ability to make a choice has become a necessity. With 
innumerable avenues opening for the present generation and fierce competition, 
management degrees are much sought after. 


With a management degree under their belts students today are equipped 
with the necessary techniques of successfully handling various business and 
management related issues. Apart, from the basic management capabilities 
schools help in providing a global perspective along with using the contingency 
approach to solving business problems while working and constantly learning 
from the others. 


From various fields like marketing, hospitality, finance and even human resources 
B school graduate holds much importance in each respect. The importance of a 
B school degree is evident by the popularity of the CAT and MAT aspirants, eager 
to crack the highly competitive exam to gain entrance to the best B Schools 
in India. The scope for a MBA graduate is unparalleled. Apart from attractive 
pay packets and placements being offered at college-level itself, it opens doors 
to various sectoral opportunities. With increasing business and communication 
due to globalization, liberalization and privatization, more and more companies 
sought after world class equipped knowledgeable managers that have full hands 
on experience before they enter an organization. The relevance of MBA in today's 


|= generation before the present believed in two ideal professions. An 
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world is almost a necessity for a quality life. 


bal 
The importance and relevance of B-Schools is rising continuously primarily À 


because the state is progressively declining and the principles of liberalism are 
increasingly becoming common in most parts of the world. And the demand for 
management graduates and post graduates has increased by leaps and bounds 
over the last few decades. In fact management candidates are one of the most 
top paid employees in the world today. Their skills and talents are required in 
diverse sectors. Good managerial skills are in high demand today. However, 
businesses today are far more dynamic than they used to be. Management 
schools are trying to keep themselves abreast of the latest happenings in the 
corporate world and bring out better leaders and managers. B-schools need to 
teach students to think out of the box and help them be more innovative rather 
than think along conventional lines. For instance, every B-school teaches in- 
depth knowledge of crisis management. The real test, however, lies in dealing 
with such a situation. The B School's should be able to raise the bar of education; 
the standards need to be improved by providing better infrastructure. Better 
recruitment opportunities also need to be provided. Many have argued that the 
research they conduct and theories they teach are irrelevant. If management 
education is to regain legitimacy and relevance, it should focus on enhancing 
business performance and providing tools that can be immediately applied to 
pressing corporate problems. 





WHEN IT COUNTS, 
INDIA TURNS TO US. 


The markets have reacted positively to the Lok Sabha elections with 
investors becoming more optimistic. As India enters a new era of 
economic growth, stay with us for the most in-depth coverage of the 
new government and the new budget. 


Catalyst SMC 


PROFIT 


India's No. B Business News Channel 





MEET TOP 
BUSINESS 
SCHOOLS 


AT WORLD 
THE MBA 
TOUR 


11 July 2009 
2pm - 6pm 


13 July 2009 
5pm - 9pm 


Register online at: 


www.topmba.com 


Rs. 100 online or Rs. 200 on the day. All payments on the day of the fair 


$1.6 Million Exclusive QS Scholarships 


Including: Hult | IE | Cornell-Nanyang | Toronto-Rotman | MIP- Pol.di Milano | Durham 
Henley | U.Miami | Wollongong...and many more 
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With jobs i noi more o STS platter, 
fi rst-time eu Swoop down on top campuses 
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New 


RECRUITERS 


Not Goldman Sachs, not McKinsey, not Infosys. The top 
recruiters on business and engineering college campuses 
were all new names. SAUMYA BHATTACHARYA 








2005, when Nishant Kumar got 

a rank of 496 in the joint 

entrance exam for admission 

to the Indian Institutes of 

Technology. his dream of 
becoming a robotics engineer looked every inch plausible. 
At irr Delhi's Kumaon Hostel, Kumar nurtured his dream 
day and night, studying to be a mechanical engineer. 
The same year, in Kumar's hometown Jalandhar, 
businessman Ashok Mittal was busy tidying up the loose 
ends to begin what is now arguably one of India's largest private 
universities, Lovely Professional University (LPU). 

Four years and a slowdown later, Kumar, 24, has decided to put 
the slowdown-battered plans in robotics on hold and instead wants to Hired more than 200 
focus on building his resume for higher studies via teaching. Kumar, a from IIT campuses 
mechanical engineer from irr Delhi's Class of 2009, has opted to join LPU, 

Ashok Mittal 


Jalandhar, as faculty and is actively considering a long career in teaching. Chancellor, Lovely Professional 
Siddharth Mishra, 2 3, his batchmate at irr Delhi, is also headed to Jalandhar University, Jalandhar 
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Took 62 inthe first yearof = 


hiring from IIMs 


Saurav Arora fig 
Senior VP, Jaypee Capital tig 
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toteachatipu, which = —— 
was a first-time recruiter c iS 
at nr and hired more than = 
200 graduate and post- = 1. 
graduate students from irs. VT 

Maiden forays marked the — 
campus placement season of 2009 
across the length and breadth of premier business and 
engineering schools. “The slowdown helped us, otherwise 
students at irr are not known to opt for teaching,” says 
Mittal, Chancellor, LPU. 

The first 87-Synovate Top Campus Recruiter Survey of 
21 B-schools and engineering colleges has thrown up 
names that were unheard of in past placement seasons. 
Sample the top two at 1m Ahmedabad—Union Bank of 
India, which has hired 14 and Jaypee Capital Services, 
which has recruited 12. Both the first-timers recruited 
more than traditional biggies like McKinsey & Co. and 
Tata Administrative Services. The top recruiter at Indian 
Institute of Foreign Trade (irr) was Bharat Heavy Electricals 
(BHEL), Which is again a first-timer at premier schools. 
Education newbie icrai Tech snapped up a 1 7-strong con- 
tingent from irr Kanpur. 

The survey, which will be an annual feature, decodes 
campus recruitments: who is recruiting, what numbers 
they are hiring and at what cost (see table at end). Campus 
placements this year were a long haul. In one of the 
toughest placement seasons, we received participation 
from 21 business and engineering schools across India; 
some that were approached and decided to stay away 
were still in the midst of placing their students in May. 

The elongated placement winter is a first for these 
premier institutes. For several years now, placements at 
India's premier schools have typically been a question of 
a day or two. You start off in the morning and by evening 
a major chunk of the batch is sitting on multiple plum of- 
fers. Last year's top five at m-a was a predictable mix of fi- 
nance and consultancies with McKinsey and Lehman 
Brothers taking the first two spots. However, the collapse 
of Lehman and the subsequent financial tsunami meant 
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Top recruiter at IIM-A; 
Total IIMs tally: 56 


M.V. Nair 
CMD, Union Bank of India 
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that the Class O 
of 2009 failed to Oe 

quite time it right. From 

the days when students were spoilt for choice, this year the 
recruiter was the king. And if numbers are to be believed. 
first-timers ruled. 


The New Face of the Recruiter 

About one year ago, at an interactive session with the 
students of Indian School of Business (iss), Hyderabad, 
Union Bank of India cmp M.V. Nair asked the students a 
question that was bothering him for a long time: What can 
Union Bank do to become the top choice of B-school 
grads? While the feedback from Isp students shaped what 
Nair calls the skill strategy of the bank, Union Bank didn't 
really need to do a thing to become the top choice of the 
much-sought-after grads of nm Ahmedabad. 

Riding on the global meltdown, Union Bank snapped 
up 14 at IM-A to become the largest single recruiter in its 
maiden foray into the campus in 2009, The bank has 
cherry-picked more than 200 grads across top 20 business 
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Union Bank of India is giving an option of high pay or high security. You 
could either opt for a 3-year contract at Rs 9 lakh p.a. or get a regular 


scale and seniority at Rs 5 lakh p.a. 


and engineering institutes. “We had decided to recruit 
from B-schools one year back. This is in line with the 
overall transformation plan. The slowdown worked in 
our favour,” says Nair. 

It sure did, according to Saral Mukherjee, Chairperson, 
Placement Committee, 1iM-A. Every placement season 
differs from the previous ones as the economic environ- 
ment changes, but the 2009 placement season was 
eerily different. Mukherjee recalls by January-end most 
firms that M-A contacted had ordered a hiring freeze 
across all verticals and hiring levels and some were even 
retrenching. 

The school has seen situations of downturn in the 
past, like the dotcom bust in 2001. Typically, a downturn 
in one sector like technology would have very little to do 
with seemingly unrelated sector like agriculture or 
manufacturing. "This time the situation was unprece- 
dented as all sectors were reporting hiring freezes 
simultaneously," says Mukherjee. 

Subsequently. the story of 
first-time recruiters, starting with 
a bang at campuses, was 
replicated across the business 
and engineering schools. 
"Students would not touch psu 
banks earlier; this year these 
banks have swept placements,” 
says Uday Salunkhe, Group 
Director, Welingkar Institute of 
Management, Mumbai. Thanks 
to psu banks, banking and 
finance accounted for 36 per 
cent of Welingkar placements. 
Manufacturing also found 
willing takers. 

Yet another first-timer, 
Jaypee Capital, hired 62 from 
the ums. Jaypee Capital claims to 
be India's largest derivatives 
trading firm. Last year, it, along 
with 16 other partners, floated 
a new company, United Stock 
Exchange of India Ltd, which 
will be the fourth stock ex- 
change in India. Says Saurav 
Arora, Senior vp, Jaypee Capital: 
“We have been acquiring talent 


NISHIKANT GAMRE 
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Campus hiring up 20 per cent compared to last year: 
lan Gore, Head-HR, Citi South Asia 


from B-schools worldwide. However, this was the first 
time we went to the IMs.” 

BHEL was back at the IMs, NITIE and XLRI “after a very 
long gap". “rr was visited first time. Campus selections at 
the rs are continuing for a long time. Yes, we have seen 
greater interest in the students of trrs/ Nits in joining 
BHEL," says a company spokesperson. 


Big and Bigger 

The spectre of a slowdown followed hiring plans of 
traditional big recruiters at campuses. Consultancies that 
hired 20-25 last year cut their intake to single digits this 
year. Reason: The key focus of talent acquisition changed 
from hiring resources as buffers for future expansion to 
meeting the demand for skills just-in-time. 

Some, like Tata Consultancy Services (rcs), Deloitte and 
Citibank, managed to beat the slowdown blues. rcs, 
which was the top recruiter at grrs Mesra, Ranchi, with 
264 hirings against 369 last 
year, made over 24,000 oflers in 
campus for fiscal years 2010 
vis-à-vis 22,000 for rv09. 
However, "the joining of these 
trainees will be aligned to the 
recovery in demand for our serv- 
ices,” says Ajoy Mukherjee, vp & 
Head, Global HR, TCS. 

Infosys curiously claims to 
have already extended 20,000 
campus offers at engineering 
schools for fiscal year 2010. At 
B-schools (IMs, ISB and XLRI), it 
went with a specific hiring pro- 
gramme for its global sales re- 
quirements to bring in 15 new 
hires this year. Last year, the 
company had 13,399 recruits 
from engineering schools and 
282 recruits from B-schools. 

This placement season 
Dhananjay Bansod, Chief People 
Officer, Deloitte India, got the 
opportunity to hire “better peo- 
ple from better campuses”. 
Deloitte is the top recruiter at IIT 
Chennai. The top recruiter at 
Department of Management 
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On an unanticipated course: Siddharth 
Mishra and Nishant Kumar from IIT 
Delhi's Class of 2009 are headed to 
Lovely Professional University, 
Jalandhar, as faculty 


Studies, irr Delhi, Citibank found the campus applicants 
cautious, and with significantly lower negotiating power, 
signing on immediately to the first attractive offer. "We 
hired a total of 98 students, 20 per cent higher than the 
number recruited last year," says lan Gore, Head-HR, 
Citi South Asia. 

India's largest power company NTPC snapped up more 
than 500 from premier engineering schools. "In the year 
2008-09, we have recruited 511 from mrs, Nrrs and other 
premier engineering colleges of the country," says R.C. 
Shrivastav, Director-HR, NTPC. 


Compensation Carrot 
In their hunt for good talent at low prices, the first-timers 
also re-wrote some of the compensation rules. Union 
Bank offered a money vs security trade-off. “You could ei- 
ther opt for a three-year contract with market salaries 
(Rs 9 lakh per annum) or move to Scale 3 (at Rs 5 lakh plus 
other benefits) that effectively means a 12-year fast-forward 
to your career,” says Nair. Most opted for the second option. 
As more and more companies realised the value-for- 
money deals they were getting at the campuses, scram- 





ble for acquiring talent grew. At 1M-A, the placement ol 
fice received a lot of queries for availability of post- 
graduate students for recruitment after it announced the 
closure of placements and provided the average salary 
for the batch. "Several firms which were deterred by 
high salary packages in previous years suddenly realised 
that they could pick up quality talent at a reasonable 
salary this year," says Saral Mukherjee. 

But there is more fo a job ofler than salaries. Many stu- 
dents are choosy about the roles on offer and the sectors 
they want to work in and frequently have location pret- 
erences. Some of the students who had prepared for a ca- 
reer in finance had to make adjustments in their career 
choice as financial firms were few and lar between. 11 
was easier to recruit people this year, but the challenge lies 
in holding them back when things improve. As Deloitte s 
Bansod savs, "The risk of subsequent high attrition is 
more in a downturn.” Today's value picks could be to 
morrow's HR challenge. 9 
WITH RAHUI 
AND ANUMEHA CHATURVED 
COMMENTS & FEEDBACK A'l 
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The Business Today SME Awards 2009, presented by YES BANK is a 
prestigious and exclusive platform that seeks to honour achievers, 
innovators and enablers. A jury comprising eminent people will adjudicate 
4 the winners, who will be awarded at the grand event. Thought leaders 
of the industry will be there to grace the occasion. 


Come, applaud the future. 
Date: July 9, 2009 


Venue: ITC Maurya, New Delhi 
Time: 7:30 pm onwards 
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FOR MANAGING TOMORROW 





RECRUITERS’ SURVEY-COLUMNS 


K. Pandia Rajan 
MD/ Ma Foi Group and Randstad India 





2009 Has Been 
an Aberration 


ndia Today and Ma Foi Management Consultants 
| published a survey in January 2008 that predicted 
creation of close to a million new jobs during the year. 
The previous year we had seen a record 1.5 million new jobs 
getting created in the organised sector. Post the September 
financial massacre, we had to revise downwards our esti- 
mate of new jobs creations to 6.78 lakh in 2008 as the con- 
fidence level hit at an all-time low. 

We also made another prediction at this time, which 
got hotly contested by private engineering colleges. Given 
the dip in organised employment by 30 per cent, our 
estimate was that campus placements will bear a huge 
brunt of that. This prediction was based on sound numbers. 
In 2007, which was the year of soaring salaries and jobs, 
our estimates showed that 22 per cent of the India's fresh 
engineering graduates remain unemployed for one year 
and 10 per cent remain unemployed for two years. If 
these are the numbers for a boom year, you were surely 
going to see an unprecedented dearth of jobs in 2009. 

We feared 40 per cent of fresh engineering graduates 
will be without jobs in 2009. Ma Foi has collated data from 
52 Tier I engineering colleges. If we extrapolate on this, 
I am afraid the number of engineering graduates 
remaining unemployed will surely be more than 40 per 
cent. I believe the impact will be most severe on diploma 
holders and rris. 

The ripple effect of the last six months will impact 
net job creation in organised sector in 2009. Our projec- 
tion puts it at six lakh: the lowest in the last six years. A lot 
many from campuses will remain unemployed. 

How many people are to be picked up from campuses 
is a decision that is taken in November. In 2008, that was 
a time of huge uncertainty. However, I believe place- 
ment season for Class of 2009 has been an aberration. I 
don't see fiscal year 2010 campus placement doing as bad 
as this year. It will not go back to the big boom days of 
2006-2007. From here, we don't see it going down 
hugely; there is a revival happening. 

(As told to Saumya Bhattacharya) 
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Kris Lakshmikanth 
Founder CEO & MD/ The Head Hunters India 
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A Summer Many 
Would Like to Forget 


ne of the top 10 B-schools was finding it a 

challenge to place its students. Previous years, 

they had 100 per cent placements by Day-3 of 
the placement calendar. In 2009, things were different. 
Many of the large companies, which used to pick up 
students in large numbers, either did not come or when 
they came, took one or two students, more like a token 
gesture. It is in this context, the students took the initiative 
to invite a team from our company to counsel and assist 
them in getting placements at appropriate levels. 

I spent two days with over 100 students on a one-to- 
one basis as well as in groups. One of my tasks was to ed- 
ucate/convince them that the market realities are dif- 
ferent. They may have to take salary cuts (compared to 
what they were earning even before entering B-school). 
Also, chances of them shifting careers from software 
programming to other industries were remote in 2009. 

Many of the students found it difficult to digest. 
However, when we gave them facts and figures they were 
convinced. We told them to look for jobs in interiors of 
India. For instance, Ahmedabad, Vadodara, Ludhiana. 
Coimbatore, Mysore had jobs, may be not of the high- 
paying kind, but still good for them to learn and grow. 

We found iAs/iPs officers who had resigned their 
government jobs to pursue the MBA programme. One of 
them (a lady) was regretting her decision. Another was 
a project manager in on-site project in the Mid-West 
region of usa. He left his job where he was earning 
$100,000 approx (Rs 48 lakh) per annum for the MBA 
programme. Without us telling him, he had checked with 
his previous employer and he was told that there are no 
openings right now with them. 

We also met a young person from the financial 
services domain from Mumbai. His last compensation 
including bonus was Rs 35 lakh. This candidate was 
willing to go for a Rs 12 lakh per annum job. 

The summer of 2009 has been a bad summer for 
most MBA students across India. A summer which many 
would like to forget. 
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Bala V. Balachandran 


et's face it—working professionals who invest 
a year or more of their time and money at B- 
hools are obviously looking at bettering 
their career prospects. They expect their time 
spent in the B-school to catapult them into the big 
league of blue blood companies, fattest pay checks 
and cushy jobs in exotic locations. And why not? 
By extension, the B-school is expected to be a 
headhunter, linking its students with the right 
employers. In today's world of change, where the 
focus is more on “customer pull", as against "sup- 
plier push”, a premier MBA school needs to focus on 
"customer centricity” (where both the students and 
recruiters are its customers). 
We are all only too aware of the 
uncertainty the world economy has 


By extension, the business 
school is expected to be 

a headhunter, linking its 
students with the right 


employers. 


plunged into post September 2008 
and, by extension, the prospects of 
millions. Interestingly, as a crippling side-effect of 
this, the MBA placements were significantly aflected 
the world over. 

Great Lakes Institute of Management, Chennai, 
also faced the same challenges of B-school 
placements as did the other schools. Non-returning 
companies, reduced number of offers by those 
returning, addition and servicing of a totally new 
set of companies leading to disproportionate re- 
turns (on comparison of effort expended and place- 
ment gained) on the one side, and mounting student 
expectation in terms of profiles, international place- 
ment opportunities and crcs on the other, were 
all part of the game. 

The only saving grace was that we anticipated 
this and took it upon ourselves, as early as 
September 2008, to modify. identify and execute 





Next Placement Season 
~~ Could be Tougher 


newer and tougher strategies to successfully 
complete the placements for the class of 2009. 

Some strategies we had adopted were to broad- 
base our prospective employers, be in constant 
touch with all of them and a rolling placement 
format as compared to the previous years where we 
followed a ‘placement week’ format. Starting the 
placement earlier, categorisation of the employers 
based on several indices, conscious attempts at 
getting the students to set realistic expectations, 
were some of the strategies we put to use—all of 
which went a long way in augmenting regular 
placement efforts. 

Another important task is that while constantly 
servicing the companies, don't let students forget 
that B-schools do only the marketing and it's the 
students who have to do the sale. It is their sole re- 
sponsibility to clinch the final deal. 

It also pays to continuously work on the 
students to help them prepare for the interviews, 
to update their general and subject specific 
knowledge and to groom them on presentation 
and other soft skills. The placement process aims 
at co-creation of value for all parties—student, re- 
cruiter and the school. 

In my 36 years as a management educator, 
| have yet to see a worse-hit placement season. It 
is not any different in the usa. Several students 
have taken the entrepreneurial route in the hope 
of establishing successful careers. Though Great 
Lakes may have succeeded in placing its gradu- 
ating students, the next year is already upon us 
and promising to be tougher than the last. We are 
already armed with plans and proposals to do 
better and differently. 

The trick is to leverage our experience, exploit 
the outcomes of the past experiments and manage 
the expectations to achieve the benchmark of 
100 per cent placement. 


‘Bala’ V. Balachandran is a Professor Emeritus oj 
Accounting, Information and Decision Science at Kellogg 
School of Management. He is also Founder and Dean, 
Great Lakes Institute of Management, Chennai. 
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HIM Ahmedabad 


1 McKinsey & Co. 
2 Lehman Brothers 
3 Monitor Group 
4 Deutsche Bank 


1 Union Bank of India 
2 Jaypee Capital 
3 McKinsey & Co. 
4 Bain & Company 
5 Tata Administrative Services 
AVERAGE SALARY 


Rs 12.2 lakh p.a. 


sere ereeereeeereeeeeeeeeeeeeeeeeeeeeeeeaeee eee ee © & 


HM indore 


AVERAGE SALARY 


2009 2008 
1 Standard Chartered Bank 1 McKinsey & Co. 
2 Deloitte 2 Barclays Bank 
3 Deutsche Bank 3 Macquarie Bank 
4 Axis Bank 4 Accenture Business Consulting 
5 Futures First 5 Lehman Brothers 
AVERAGE SALARY AVERAGE SALARY 


Rs 10.29 lakh p.a. Rs 12.7 lakh p.a. 


Symbiosis institute of Business 


Management, Pune 


2009 2008 

1 Asian Paints 1 Vodafone 

2 Coca-Cola 2 Tata Sons 

3 Vodafone 3 Dabur 

4 Godrej 4 Tata TeleServices 

5 Dubai Health Authority 5 PwC 

AVERAGE SALARY AVERAGE SALARY 

Rs 9 lakh p.a. Rs 7.04 lakh p.a. 


XIM Bhubaneswar 


2008 
1 SBI 1 Cognizant 
2 Cognizant 2 HDFC 
3 Godrej 3 Infosys 
4 IDBI 4 PwC 
5 Coca-Cola AVERAGE SALARY 


Rs 10.15 lakh p.a. 


AVERAGE SALARY 


Rs 7.3 lakh p.a. 
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Welingkar institute of Management 


Development & Research, Mumbai 


2009 2008 

1 Central Bank of India 1 SBI 

2 IDBI 2 YES Bank 

3 SBI 3 Pidilite Industries 

4 Vijaya Bank 4 Hindustan Unilever 
5 Croma 5 Abbott India 
AVERAGE SALARY AVERAGE SALARY 

Rs 5 lakh p.a. Rs 7.02 lakh p.a. 


S.P. Jain institute of Management, Mumbai 


2009 2008 

1 Bank of Bahrain & Kuwait 1 Ernst & Young 

2 Bharti 2 Cognizant 

3 P&G 3 P&G 

4 Microsoft 4 Axis Bank 

5 Bank of Baroda 5 Tata Administrative Services 
AVERAGE SALARY AVERAGE SALARY 


Rs 10 lakh p.a. Rs 13.96 lakh p.a. 


Rs 17.8 lakh p.a. 


5 The Boston Consulting Group 













RECRUITERS 


2009 


Two-year comparison 
of top recruiters and 
salaries in 21 colleges 
that participated in the 
BT-Synovate survey 
shows a dramatic 


change. 
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Jamnalal Baj j A 


Institute of Managemen 


2009 . 2008 

1 Axis Bank |..1P&G 

2 ICICI Bank |. 2 ICICI Bank 

3 P&G 3 Citibank 

4 Standard Chartered Bank ^ AVERAGE SALARY 
5 Citibank Rs 13.84 
AVERAGE SALARY lakh p.a. 


Rs 10.72 lakh p.a. 


Nirma Institute of Management, Ahmedabad 


2009 2008 

1 Infosys 1 Infosys 

2 IBM 2 IBM 

3 IOC 3 IOC 

4 HP 4 HP 
AVERAGE SALARY AVERAGE SALARY 


Rs 7 lakh p.a. Rs 7.02 lakh p.a. 


DMS, IIT Dethi 


2008 
1 Citibank. 1 Lehman Brothers 
2 Bharti 2 Citibank 
3 Deutsche Bank 3 ArcelorMittal 
4 Vodafone 4 SBI Group 
5 Reckitt Benckiser 5 ICICI Bank 
AVERAGE SALARY AVERAGE SALARY 


Rs 9.47 lakh p.a. Rs 1192 lakh p.a. 


2 The Boston Consulting Group 
3 Lehman Brothers 

4 Merrill Lynch 

5 RBS 












AVERAGE SALARY 
Rs 8.5 lakh p.a. 
bd 
| 2008 
1 TCE Consulting |. 1 Infosys 
2 BREL 2 NTPC 
3 Oracle | 3 TCS 
4 Lovely Professional University 4 Reliance Industries 
$ Verizon | 5 Oracle 
AVERAGE SALARY | AVERAGE SALARY 
Rs 5,98 lakh p.a. Rs 67 lakh p.a. 
2008 
1 DAR Group 1 GE India 
£ SAIL 2 Tata Steel 
3 Tata Steel | 3 Tata Consultancy Services 
4 ICFAI Tech _ 4 Tata Motors 
5 Tata Consultancy Services — 5 Schlumberger 
AVERAGE SALARY | AVERAGE SALARY 
Rs 7 lakh p.a. | Rs 6.55 lakh p.a. 
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nnai 
2008 
1 Oracle 

£ Satluj Jai Vidyut 2 Deloitte 
3 IBM | 3 Shell 
4 JPMorgan | 4 Microsoft 
5 Shell | 8 ITC 
AVERAGE SALARY | AVERAGE SALARY 


Rs 6.5 lakh p.a. ' n.a.* 


* Not available 
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1 Microsoft 


1 Z5 Ássociates 


& DE Shaw & Yahoo! 
3 fata Motors 3 Morgan Stanley 
4 Schlumberger 4 Microsoft 
5 Adobe 
AVERAGE SALARY AVERAGE SALARY 
Rs 5.15 lakh p.a. Rs 4,5 lakh p.a. 
Data for 2008 not shared 
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1 Schlumberger 1 Tata Steel 

2 Tata Steel 2 ArcelorMittal 

3 Microsoft 3 Microsoft 

& ArcelorMittal AVERAGE SALARY 
AVERAGE SALARY Rs 3.15 lakh p.a. 
Rs 5 lakh p.a. 


2009 | 2008 
1 BHEL 1 infosys 
2 Infosys à Satyam 
£ NTPC 3 BHEL 
AVERAGE SALARY 4 NTPC 
Hs 4 lakh p.a. AVERAGE SALARY 
n.a, 


qb ow: 5 dodo 6Od RARER o5 S RBA ee wee Bow o£ 





& Aricent 2 Reliance Energy 
3 Wipro 3 Accenture 

& Accenture | 4 BM 

5 NTPC 5$ Aricent 
AVERAGE SALARY AVERAGE SALARY 


Rs 4.25 lakh p.a. Rs 4.3 lakh p.a. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. j 


Larsen & Toubro Infotech Ltd., 
Oracle / SQL DBA Practice Lead, 
Mumbai, 7 - 12 years, Job ID: 6773547 
Lead must have 8 + years working as a 
production support DBA. Expertise in Oracle 
9i and 10g, Solaris, Knowledge of builds for 
Oracle and SQL Server, MSSQL 2000 and 
2005, Windows 2000 & 2003 Advanced 
Server. 


Muesoft Technologies, Sr.VP/ VP - 
HR (Country Head), Bangalore, 12 - 
22 years, Job ID: 7131768 

Person must have done MBA /PGDM froma 
premier Institute preferred. Responsible for 
entire gamut of HR, a strategic role with focus 
on employee relations, recruitment, C&B, 
performance development. 


Forms + Surfaces, Country Manager - 
India, Mumbai, 15 - 25 years, Job ID: 
7119997 

Applicant must have done Bachelor’s degree 
or equivalent in mechanical engineering or 
comparable technical degree; 15 years of 
progressive experience in sales management, 
etc. 


AVT Wood Products Private Limited, 
General Manager Marketing & Sales, 
Coimbatore, 15 - 20 years, Job 7119820 
The candidate should have a Marketing 
Degree with atleast 15 years of experience in 
dealing with Architects and Builders, selling 
Building Materials. 


Meta Copper and Alloys Limited, 
Vice President (Operations), Goa, 15 - 
25 years, Job ID: 7114274 

Candidate should have all-round experience 
in Shopfloor Management in planning & 
achieving the targets set by the Management. 
Experience in Aluminium / Copper/ Steel in 
flat products industry would be preferred. 


Datacraft, Head- Professional 
Services, Mumbai, 15 - 20 years, Job 
ID: 7111529 

Provide IT strategy and services to meet 
country's P & L responsibility. Design and 
develop client services engagements, 


according to strategic and tactical business 
plans. 


Vanguard Human Resource, Project 
Manager, Delhi, Noida, 13 - 17 years, 
Job ID: 7124229 

Responsibilities: Handling a team of around 
20 members responsible for allocation of 
responsibilituies. Mandatory skills: Well 
versed with most current technology - 
Ctt / ASBNET, C++. 


Zensar, Regional Sales Manager, 
Delhi, Mumbai, 10 - 18 years, Job ID: 
7136181 

Looking for a seasoned sales person with 
experience of 10+ years in sales alone and 


specifically experience in the India matket 
would help. 


Image Enterprises, VP/ GM - HR, 
Ahmedabad, 10 - 15 years, Job ID: 
7136342 

Very senior person in HR and IR handling 
generalist profile, Taking care of Legal and IR 
related matters, recruitments, compensation 
management, performance appraisal, etc. 


JSW Steel Ltd, Sr. Manager / AGM 
Legal, Mumbai, 10 - 15 years, Job ID: 
7135862 

Responsible in handling various legal issues, 
domestic as well as international litigation/ 
arbitration. of JSW Group including 
maintaining the MIS of all 
litigations/arbitration. 


Infotekon Pvt Ltd, MBA Institute 
Director, Gurgaon, 15 - 25 years, Job 
ID: 7134751 

Looking for a Director for newly established 
MBA institute in Haryana. Eligibility MBA 
Phdin management and allied. 


Radical Thoughts, Soft Skill Trainers - 
On Assignment Basis, Chennai, 
Madurai, 10 - 20 years, Job ID: 7134364 
Seasoned Trainer with proven exp in training 
youth in career skills & use of English 
language. Expertise in using appropriately 
designed learning games & exercises with 
excellent personality & command is a must. 


Rashmi Metaliks Limited, GM/ 
AGM/ Sr. Mgr. (Finance & 
Accounts), Kolkata, 10 - 20 years, Job 
ID: 7133402 

CA with minmum 10 years of experience in 
corporate finance/ banking/ IPO/ having 
exposure in credit facilities of more than 100 
crs. 


V2 Soft Pvt Ltd, CAE Engineers, 
Chennai, 12 - 22 years, Job ID: 7133642 
CAE engineers with 12^ yrs of experience in 
NVH/Crash/Occupant Simulation with our 
top notch client. Perform analysis and debug 
using Ansys. Should be familiar with both 
Classic and workbench. 


Datamatics Global Services Limited, 
Senior Manager and AGM , Mumbai, 
10 - 18 years, Job ID: 7133842 
Role:Develop business plans and sales 
strategies for penetrating new markets or 
accounts. Plan and conduct campaigns to 
promote the various services offered by 
Datamatics. 


Firstware Software Solutions, Head - 
Direct Sales, Chennai, 10 - 20 years, 
Job ID: 7131605 

Key Tasks: To formulate and supervise the 
implementation of national level direct sales 
plans to achieve the company objectives. To be 
responsible for overall coordination 
functional management, and more. 


Target Corporation, Senior Group 
Manager - Technology, Bangalore, 12 
- 22 years, Job ID: 7100127 

Aspirant with 10-15 years technology 
experience with progressive upward mobility: 
Four year degree in Computer Science os 
related field. Experience with wet 
development, e-commerce, e-business, supplw 
chain. 

First Select (P) Ltd, Senior Vice 
President, Gurgaon, 15 - 25 years, Joly 
ID: 7109086 | 

Technical person, Must be BE/B.tech. Shoule 
have worked with security equipments 
company for atleast 10-15 years. Must have 
handled Top level position for atleast 5-8 yrs ir 
security equipment company. 


To know how to apply for these jobs, go to finance jobs listing page. 
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{Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP Soft India Pvt Ltd, IP Telephony 
(IPT) Experts(CCIE-Voice, CCVP), 
Bangalore, 1-11 years, Job ID: 5725450 
Required experts in IP Telephony (IPT). 
CCIE-Voice/ CCVP/ACS is required. Exp in 
Cisco Call Manager, UCM, Unity, IPCC. 
Avaya Media Servers, Media Gateway, Exp:1- 
llyears. 


Atrenta India Pvt Ltd, Project Leader - 
Clocks, Noida, 4 - 6 years, Job ID: 
3964242 

Person will be responsible for software 
development in Clocks product. Must have 
around 5 to 6 years of experience, with good 
knowledge of ASIC front end and/or back 
end EDA tools and exposure to HDLs. 
EXFO Electro Optical Engineering 
India Pvt Ltd, Sr. Developer - C++ 
[Wireless Protocol], Pune, 3 - 7 years, 
Job ID: 3958363 

Developer must have excellent knowledge of 
SDLC; extensive experience in C++ ; 
extensive experience on working on OS like 
Win 2000, Win XP, Windows CE, Linux; etc. 


Vanguard Human Resource, Senior 
Developer - C# with touch screen, 
Delhi, Noida, 4 - 6 years, Job ID: 
7124333 
Extensive experience in .NET 3.X (C#) 
development. In depth software development 
skills for MS Windows XP desktop 
ications. Experience developing User 
Controls, and morc. 


_ Click & Buy Services India Pvt. Ltd., 

Software Developer, Hyderabad, 3 - 5 

years, Job ID: 6615696 

Responsible for design and development of 

Internet and Intranet applications supporting 

functions secure payment system. 

Understanding of existing applications and 

computing environment. 

Paxcel Technologies Pvt Ltd, Java 

Technical Architect, Gurgaon, 6 - 10 
year, Job ID: 6024456 

jf requires understanding the functional 


specifications and creating high level design 
and then creating the low level design 
documents for the features that are being 
implemented. 


Capgemini, Sybase DBA, Gurgaon, 5 - 
15 years, Job ID: 7135813 

Candidate must have : 5 yrs of minimum exp 
with extensive Sybase RBDMS skills. 
Experience in Installation, management and 
production support of Sybase 11.x, 12.x. 


Unisys Global Services Ltd, Software 
/St Software/Lead Engineer, 
Bangalore, 2-8 years, Job ID: 7135419 
Role:Requires to work for product support 
and development activities. Product support 
involves working on customer reported 
problems on products. 


Yahoo Software Development India 
Pvt Ltd, System Administrator, 
Bangalore, 5 - 12 years, Job ID: 
6965761 

Administrator must have 6+ yrs of exp of 
Unix/Linux system administration in the 
context of a distributed system environment; 
Extensive hands on exp on Web Technologies, 
and morc. 


Dharne Systems Pvt Ltd, Trainee- 
S/W Tester, Pune, 0 - 1 year, Job ID: 
7135246 

Person must have conceptual knowledge on 
manual testing (like regression, functional, 
load and usability; Sound knowledge on 
Quality Concepts. 


Amdocs Development Centre India 
Private Limited, Technical Writer, 
Pune, 2-7 years, Job ID: 6873409 
Applicant must have proficiency in one or 
more of the following: Microsoft Word, 
Frame Maker, Adobe Acrobat, Rob Help, or 
WebWorks. Experience with HTML/XML 
authoring tools, etc. 


Mila Software, Java Architect/SOA 
Architect, Hyderabad, 6 - 16 years, Job 
ID: 6524602 

SOA Architect with solid experience in end to 
end large/complex product development. 
Significant experience in the design of at least 
one general OO architecture for large 
distributed designs. 


IntraSoft Technologies Pvt Ltd, 
Technical Lead, Kolkata, 6 - 11 years, 
Job ID: 7133209 

Duties:Lead the process of designing, 
building and maintaining the best-in-class 
performance of the existing websites and web 
applications of 123greetings.com and more. 


IP Soft India Pvt Ltd, Senior 
Middleware Administrator, 
Bangalore, 2 - 12 years, Job ID: 
5349201 

IPSoft the fastest growing MSP in USA is 
looking for the Top Gun Middleware 
Administrators with multiple skills in 
Weblogic, Websphere, Apache, HTTP, Sune 
One, etc. 


Pegasystems Worldwide India Pvt. 
Limited, Senior Software Engineer - 
Java / Web 2.0, Hyderabad, 3 - 5 years, 
Job ID: 6634409 

Work from requirement specifications to 
design, develop, implement, and maintain 
high-quality technical solutions. Participate in 
architectural reviews and analysis to ensure 
the efficacy of technical solutions. 

XCINO Technologies Pvt Ltd, Sr. Flex 
Developer / Flash / Action Script, 
Noida, 2-4 years, Job ID: 7072723 
Person must have should have more than 2 
years of Strong Adobe Flex and Action Script 
experience; Solid work experience in 
Flash/Flex and Web Services; etc. 


Procentris India Pvt Ltd, Sr PHP 
Drupal professional, Mumbai, 5 - 10 
years, Job ID: 6176822 

Candidate should have experience in leading a 
project in Drupal Should play techno 
functional responsibilities as he/she will be 
managing the team and will guide the team to 
solve any issues. 


Photon Infotech Pvt. Ltd., J2EE / 
Weblogic Designer, Chennai, 3 - 5 
years, Job ID: 6988716 

Candidate must have: 3-5 years in J2EE / 
Weblogic Designing. Work experience in Agile 
Methodology. Should have a good experience 
in |2EE applications and Architecture. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


SIEMENS, Sales Manager, Mumbai, 
10 - 13 years, Job ID: 7131042 

Role: Develop and execute Priority Account 
plans, alternatively Marketing Plans. Maintain 
and develop contacts and relationship with 
customer on all levels and identify important 
stakeholders. 


DSRM Embedded Technology Pvt 
Ltd, Sales Exec/ Sales 
Representative, Hyderabad, 1 - 3 year, 
Job ID: 7136310 

Person should have a successful track record 
of sales in industrial experience. Should have 
an Industrial experience in the field of 
electrical products. 


India International Voyages, Sales 
Manager, Delhi, 3 - 5 years, Job ID: 
7136261 

Duties:Increasing and maximising business 
in the MICE segment from corporates and 
other related industries. Tapping new 
accounts for MICE business. 


The Shapers, Sales Manager, Delhi, 1 - 
10 years, Job ID: 5828774 

Specific Responsibilities:Execution of sales 
strategy — Increase market reach and 
penetration through market segmentation. 
Seek new customers and increase sales. 


Zensar, Regional Sales Manager, 
Delhi, Mumbai, 10 - 18 years, Job ID: 
7136181 

Looking for a seasoned sales person with 
experience of 10+ years in sales alone and 
specifically experience in the India market 


would help. 


Classe Enterprices, Area Sales 
Manager, Hyderabad, 1 - 5 years, Job 
ID: 7135475 

The job is to develop existing business and 
handle team of sales executives and 
technicians. The job will involve good 
planning, training, communication, 
coordination and the passion to succeed. 


Infocom Network Ltd, Executive/ 
Senior Executive - Marketing , 
Ahmedabad, Baroda, 0 - 2 years, Job 
ID: 6038488 

Candidate with 0 to 2 years of experience in 
Sales & Marketing. Excellent communication 
& presentation skills with pleasing personality. 
Convincing attitude and passion to chase the 
revenue targets. 


Pushpanjali Motors Ltd, Senior Sales 
Manager, Delhi, 6 - 8 years, Job ID: 
7135383 

Key tasks:Account Acquisition / New 
Business Development & Strategies for the 
sales & marketing verticals. To develop and 
maintain client relationships/ client servicing, 


Sinic Electronics Private Limited, 
AGM Marketing, Jalgaon, Nasik, 3 - 10 
years, Job ID: 7134333 

Functions will be:Controlling all marketing & 
sales staff through back office executive, 
Evaluating performance of marketing persons 
all over india & reporting to GM & MD of the 
company. 


Hi-Tech Audio Systems Pvt Ltd, 
Resident Sales Engineer, Ahmedabad, 
Pune, 1-3 years, Job ID: 7097340 
Candidate should be B.sc/BE 
(Electronics / Electrical /Instrumentation) 
with an apptitude for Sales and zeal to succeed 
with 1-3 years of exp. Candidates with exp in 
relevant field would be preffered. 


Smile India, Regional Sales Manager, 
Delhi, 6 - 8 year, Job ID: 6699379 
Applicant must be a Graduate (MBA will be 
additional advantage) with the minimum exp 
of 6-8 years. Responsible for Sales & 
Collection trg, New Product Placement. 


Scope T & M Pvt Ltd, Sales Engineer, 
Mumbai, 1 - 5 years, Job ID: 7127945 
The candidate should able to meet the sales 
target given to him in a specified time frame, 
do the recovery of payment and day to day 
follow up with customers for business 
development to execution. 


! 


The Foodworld Supermarkets 
Limited, Asst. Manager Marketing, 
Bangalore ,2-3 years, Job ID: 7129830 
Aspirant will be responsible for handling POS 
requirement for stores, (Weekly Hot Buys, Bi 
Weekly and Standard POS requirements) 
Leaflets/ Adverts; and more. 


Apurva India Limited, Regional Sales 
Manager, Bangalore, Chennai, 3 - 10 
years, Job ID: 7130158 

Looking for Construction Chemicals 
background and experience candidates with 
proven ability in Sales and Marketing of 
Construction Chemicals can apply. 


Futurecall Learning Systems Pvt Ltd, 
Marketing Manager, Delhi, 2 - 4 years, 
Job ID: 7131589 

Person will be responsible for generating 
revenue via Advance Collection for Projects. 
Must have experience in Software Sales / 
Marketing is mandatory. 


ION Exchange (India) Ltd, Sales 
Officer / Executive, Chennai, 2 - 4 
years, Job ID: 7006586 

Incumbent must have done B.E with 2-3 years 
experience in selling industrial product. 
Candidates must be willing to work in 
challenging work environment with 
commitment to achieve monthly target 
activities. 


Firstware Software Solutions, Head - 
Direct Sales, Chennai, 10 - 20 years, 
Job ID: 7131605 t 
Role:To formulate and supervise the 
implementation of national level direct sales 
plans to achieve the company objectives. To be 
responsible for overall coordination, 
functional management, etc. 


Starwhites Laundry Equipments andi 
Services Pvt Ltd, Marketing Manager, 
Chennai, Hyderabad, 3 - 10 years, Jobi 
ID: 7129721 

Your job involves entire state marketingi 
responsiblities of company; involves direc# 


marketing residing at Hyderabac 
office / Chennai office. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Infomedia India Ltd, Manager Finance, 
Mumbai,2 - 4 years, Job ID: 7131410 
Role: Handling the Statutory Audit of the 
company, Dealing with Auditor. Preparation 
of Final Accounts and Notes to Accounts of 
the company. Handling the consolidation of 
Subsidiaries. 
Shree Ganeshaa Communications, 
Accountant, Mumbai, - 5 years, Job ID: 
7140281 
Responsibility would be to take care of the 
accounts of the firm like salary of the 
employees, travelling expenditure, petty cash, 
etc. The area in which the job would be is at 
Kalyan. 
SKP e-Solutions Pvt Ltd, Accounts 
Processor, Mumbai, 1 - 4 years, Job ID: 
7139934 
Person must have expertise in Journal Entries, 
Ledger Scrutiny, Bank Reconciliation, 
Assisting in MIS and Finalization. Key tasks 
will be: Bill Passing, Issuing Cheques, passing 
journal Entries, etc. 
Pentascribe International Pvt Ltd, 
Chartered Accountant, Delhi, 
Mumbai, 4-5 years, Job ID: 7139775 
Applicant should posses CA Degree. Should 
have 4 to 5 years of experience handling the 
accounts of large contracting & construction 
company. Should be capable of handling the 
accounting & audit activities. 
JSW Steel Ltd, Officer-Branch 
Account, Jaipur, Kanpur, 5 - 7 years, 
Job ID: 7139581 
Key functions:Collection of cheques from the 
customers and depositing with bank. 
Syniverse Technologies Asia Pacific 
Ltd, Finance Manager, Delhi, 5 - 10 
years, Job ID: 7130186 
The responsibilities include monthly financial 
wstatement preparation, coordination and 
imanagement of month end closing activities, 
etc 


Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the "Go" button 


Alfa Steel Building Solutions, 
Accountant, Bangalore, 3-5 years, Job 
ID: 7139440 

The job responsibilitites includes Preparation 
of invoices, Accounting on Tally, Co- 
ordination between the branches, Preperation 
of Purchase orders, Quotations, Inhouse 
administration, and more. 

Vatika Limited, Senior Manager - 
Accounts, Gurgaon, 6 - 10 years, Job 
ID: 7124212 

Candidate should be responsible to: Manage 
the group's Indirect tax compliance issues (Sale 
tax, Service tax, Return filing, etc). Compliance 
under service tax laws and VAT formalities. 
Samvith Technologies, DGM Finance, 
Bangalore, 7 - 12 years, Job ID: 7137458 
The candidate’s with a CA . He should have 
headed the Finance function of company of 
similar size and must have experience in 
systems, accounts, arranging Finance, Banking, 
company secretary work, etc. 

ANZ Operations And Technologies 
Pvt Ltd, Accountant, Bangalore, 2 - 3 
years, Job ID: 7075581 

Looking for candidates who are willing to work 
as a part time in core accounting skills. 
Syscotech System India Pvt Ltd, 
Accounts Assistant/Office Assistant, 
Bangalore, 0 - 2 years, Job ID: 7133307 
Person should have knowledge about 
accounting practice of a company. Should 
maintain company accounts viz, debtors, 
creditors, Sales & Purchase Ledgers, Sales tax, 
Bank reconcilliation etc. 

Scope T & M Pvt Ltd, Accounts Officer 
/ Sr. Accountant, Delhi, 1 - 3 years, Job 
ID: 7135605 

He should have minimum experience of 1 year 
in handling overall accounting, handling cash 
transactions. He should be able to audit overall 
transactions going on in the office, have good 
knowledge in Banking transactions. 







or 


Login & access your Monster account through your GPRS - enabled mobile 


Everest Industries Ltd, Accounts 
Manager , Roorkee, 8 - 8 years, Job ID: 
7133787 

You will be holding one of the important 
portfolio of the organization for which as a 
HOD your role and responsibilitilies will 
include: Finalization of accounts & 
maintenance of accounts in an computerized 
environment. 


GTS e-Services Pvt Ltd, Asst. Manager 
- Accounts, Mumbai, 4 - 5 years, Job 
ID: 5387948 

Duties:Managing the day to day Accounts and 
MIS. High end capability in spreadsheet 
Applications, MIS Reporting, Accounts. 
Managing Statutary Compliances. 


Perfect House Ltd, Asst. Manager - 
Finance & Accounts, Mumbai, 8 - 10 
years, Job ID: 7132844 

Tasks will be:finance and accounting operation, 
banking operations, statutory liasioning, 
person must be well versed with customs, VAT, 
Excise, ROC, Income Tax procedure and 
necessary follow-up. 


SourceEdge Software Technologies 
Pvt Ltd, Senior Executive Accounts, 
Bangalore, 3 - 6 years, Job ID: 7129342 
Candidate should know all statutory 
compliances in PF, P Tax, TDS, STPI, and 
Customs. Should know Accounting 
thoroughly. Good communication. Should be 
good in MS Excel. 


Gitanjali Lifestyle Limited (Gitanjali 
Group), Officer Accounts, Mumbai, 2 - 
3 years, Job ID: 7129839 

Applicant must be a Bcom with 2-3 yrs 
experience. Will be responsible for Making 
Payments of vendor and expenses in SAP, 
Vendor and Bank Reconciliation on date today 
basis, etc. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 
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The Face-Value Irap 


Small investors sometimes unwittingly fall into it. But while the uniform face 
value debate rages on, it's best for you to do your homework. CLIFFORD ALVARES 





Lookalikes That Aren't 


Two equally-priced stocks 
in the market can have 
very different face values, 
or vice versa 


onsider this: Suppose you are 
planning to invest in stocks 
and if you had to choose be- 
tween shares of two equally 
good companies from a par- 
ticular sector, one priced below Rs 
100 and the other at Rs 500, which 
one would you pick? Common sense 
will dictate you opt for the first one 
simply because it's cheap compared 
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Retail investors often 
tend to ignore this fact 
when making price 
comparisons 





to the second one. There lies the pitfall: 
what looks cheap at first sight may 
not actually be so. The first company 
could well have a face value of just 
Re 1 compared to Rs 10 for the latter. 
Most investors end up getting the raw 
end of the deal simply because they 
do not bother to check the face value of 
their stock or simply take it to be Rs 10. 
Out of 5,228 listed stocks, 4,600 have 


Face value of your stock 
is mentioned in nearly 
all investing websites, 
including BSE 


a face value of Rs 10. In other words, 
one out of every 10 stocks has a face 
value of less than Rs 10. No surprise 
then, many small investors face the 
brunt of this simple miscalculation. 
Indeed, it's a growing problem as 
more small investors warm up to in- 
vesting in equities. Retail investors usu- 
ally buy stocks in small quantities. 
Often, they compare the stock price of 


a company to the price of its peers and 
make buying decisions. This can some- 
times prove disastrous. Let's take real ex- 
amples now. Infosys Technologies. 
Tata Consultancy Services (Tcs) and 
Wipro have different market values 
and are among the top-tier software 
companies. Investors would be tempted 
to compare their stock prices of Rs 
1,803, Rs 781, Rs 432 respectively 
(as on June 10) and conclude that 
Infosys is more than four times expen- 
sive than Wipro, or that tcs is the 
second-cheapest stock. 

In reality, that's just not the case. If 
you adjust the face value of these stocks 












an investing decision, retail investors 
usually make a price comparison first. 
At first glance, at its price of Rs 4 32, 
Wipro might appear to be more than 
400 per cent cheaper than Infosys, 
but in reality Wipro is 40 per cent 
cheaper. Such confusion is rare at the 
institutional investors' end. Experts 
like Prithvi Haldea, Chairman & 
Managing Director, Praxis Consulting, 
have been calling for a uniform face 
value for shares. "Face value is not 
an issue for well-informed investors 
and institutions. But it is for the small 
investor who buys at market price, 
and not at the real value. There should 
be a uniform face value so as not to 
confuse him," he says. 

It's not as if no effort has been 
made at the policy level to address 
this issue. In the early '80s, the 
Ministry of Finance came out with a 
guideline fixing the face value of shares 
in the denominations of Rs 10 and 
Rs 100 to sort the maze—the Tata 


a pice! share then used to have a face 


Experts, including those 
on SEBI panels, argue for 
making face value uniform 
across all stocks 





to their market price, there's a re- 
markable difference. Infosys' 
adjusted stock price is just 1.6 times 
more than Wipro, and TCs, it turns out, 
is actually the most expensive stock. 
That's because Infosys has a face value 
of Rs 5, rcs Re 1, while Wipro's at Rs 2. 

Although, investors should study 
other parameters like earnings per 
share and growth potential to arrive at 


| valuc of Rs 75 while it was Rs 125 for 
many Ahmedabad-based companies. 









ince many companies then chose to 
tave a face value of Rs 10, this stuck 


— on most investors’ mindset. 


In fact, in 1999, the Securities and 
Exchange Board of India (sept) briefly 
toyed with the idea of completely doing 
away with the concept of face value 
of shares, taking a leaf from the us 
where companies only have a speci- 
fied number of shares that change in the 
event of bonus or rights issues. 
However, in June 1999, sesi in a bid to 
broaden the investor base allowed com- 
panies to fix their own face value sub- 
ject to a minimum of Re 1. Since then, 
companies have had varying face val- 
ues. For instance, RPG Life Sciences has 
a face value of Rs 8, while it's Rs 4 for 
[Gate Global Solutions. This has led to 
further confusion at investors' end. 

Companies since then came out 
with initial public offerings at a face 
value of Re 1 and other denomina- 
tions depending on the market con- 
ditions. Companies also split their 


Getting it Right 


STEP 1: Ascertain the face value of 
the stock and the dividend inh 


STEP 2: Check it the dividend is 
declared in absolute rupee terms 
or as n— 


STEP 3: If the dividend is in 
percentage terms and you want to 
calculate it on a per share basis, 
use the following formula. This 
will compare dividend between 
companies in absolute terms 


EXAMPLE 
Dividend 60% 
Face value Rs 10 


Dividend on face value 10 x 60/ 100 
Answer Rs 6 


STEP 4: To compare between 
different companies, standardise 
the face value to facilitate 
comparison, and divide the 
dividend per share by face value 


EXAMPLE 

Dividend per share Rs 5 
Face value Rs 2 
Dividend per share on 

adjusted face value Rs 2.5 
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“Face value is not an issue for well-informed investors.... But it is for 
the small investor who buys at market price, and not at the real value " 
Prithvi Haldea, CMD/ Praxis Consulting 


shares to improve liquidity, increase de- 
mand of their shares from the retail in- 
vestor and improve the company's 
valuations. Says Rajesh Krishnamu- 
rthy, Managing Director, iFast Finan- 
cial, an integrated wealth-manage- 
ment solutions company: "The general 
reaction from the Indian investor has 
been to buy more if there is a split. So, 
a stock split most often leads to an up- 
swing. But a stock split is akin to giving 
someone a Rs-100 note and asking 
for two Rs-50 notes. Investors tend to 
behave as if the two Rs-50 notes are 
more valuable than Rs 100. But it isn't 
logical, is it?" A concomitant area of 
confusion for investors relates to divi- 
dends. Companies so far had been de- 
claring dividends as a percentage of 
their face value. srBi recently issued a 
notification that companies must de- 
clare dividends in rupees and not in 
percentage format. For example, as- 
sume company XYZ's face value is Rs 
10 and it declared a dividend of 1,000 
per cent last year. From now on, if it 
maintains the same dividend rate, it 


The Dividend 
Rigmarole 


Bi Dividends are paid on the face 
value of individual shares 


Bi Face values of shares are in the 
denominations of Re 1, Rs 2, Rs 3, 
Rs 5 and Rs 10 

E Most investors are concerned 
with the actual price than face 
value of shares 


B Financial portals do not 
prominently display the face 
value of shares 

B Different face values render 
calculating dividend in percentage 
terms cumbersome 


Bi A dividend of Re 1 per share, for 
instance, on face values of Re 1-Rs 
5 would mean a dividend of 100, 50, 
33.33, 25 and 20 per cent 


VAUVHS HSHAIM 


should report dividend per share as 
Rs 100. This step will help investors 
know what is the actual dividend re- 
ceived in their hands. But Haldea con- 
tends that this will further confuse lay 
investors. For example, when a com- 
pany declares a dividend of Rs 100 
on a face value of Rs 100, it is the 
same thing as a dividend of Re 1 ona 
face value of Re 1. That's where the 
confusion lies. "Small investors will 
not be able to distinguish between the 
face values and then compare the div- 
idend per share. Further, it will mean 
more calculations to rework their per- 
centage values," says Haldea. 

Financial advisors are all for having 
uniform face value (UFV), say, of Re 1, 
which used to be the case in the "90s. 
Says Krishnamurthy: "I am all for urv. 
It brings absolute clarity in determining 
returns and simplifies comparison of 
any scrip, any dividend declared." But 
implementing the same might get a 
tad difficult. There are many stocks 
with a face value of Rs 10 that are 
trading at prices that are in single dig- 
its. Says Amar Pandit, a financial 
planner: "It's good to have a standard 
face value, but I am not sure whether it 
can be practically implemented." The 
world over, too many countries fol- 
low a standard practice to standardise 
comparison among companies. 

In the complex world of financial 
products, it just does not get any sim- 
ple for the retail investor. If all goes 
well and if the uniform face value be- 
comes a reality, then things might get 
a little easier. For now, it's always bet- 
ter to do vour homework before buying 
a share, and the best place to start is by 
knowing your company’s face value 
and how it affects the finances of your 
company. Another area to focus on 
is to compare the dividends paid to 
the face value. This will determine 
what the company is paying to you. 
You can also compare it to the market 
price of the stock, to find your invest- 
ment's true dividend yield. © 
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India is the Bright Spot 


A survey by Barclays Wealth reaffirms the faith of 
overseas investors in the India story. 


hen it comes to investing, the 
W key is to understand investor 

behaviour. And in recent 
times, the fear of uncertainty is pre- 
venting most high net worth indi- 
viduals (HNIS) to make the best use of 
this opportunity, says a recent survey 
done by Barclays Wealth along with 
the Economist Intelligence Unit. The 
survey of 2,100 affluent investors 
indicated that when it comes to the 
fear of investing Indians are no dif- 
ferent from the rest of the world. 
Among Indians, while 80 per cent 
see this opportunity, only 16 per 


cent are willing to take more risk. 
Says Satya Bansal, Chief Executive, FDI 


Barclays Wealth India: "There's 







a clear dichotomy between investors’ 
belief and action.” 

As the survey was conducted in 
April and May 2009, many ofthe 115 
HNIs responded before the central 
government elections. Overseas 
investors are more bullish about India's 
growth than Indians themselves. 
About 45 per cent investors in the UK, 
25.2 per cent the us and 28 per cent 
Chinese investors are confident on 
India as compared to 22 per cent 
Indian nis. Says Bansal: "It's the over- 
seas investors' confidence in India 
mbined with ample liquidity and 
global interest rates that will drive 
nd ri investments in India." © 

CLIFFORD ALVARES 


A Spook inthe Guarantees 


ULIPs with capital guarantees come at a steep price. 


(uurs) with a guarantee of pre- 

mium are catching investors’ 
fancy. These uurs promise the safety of 
your capital, and some even promise 
an extra return over the long haul. 
But dig deeper and it turns out there's 
no real bonus. Many uLips charge you 
an additional administration and fund 
management fee than the plain vanilla 
variety. In some cases, the extra fees 
add up to a substantial amount. 
Consider this: an insurance company 
charges you administration fee of 3 
per cent on sum assured of Rs 10,000 
on a premium of Rs 2,000 per year. 
Over a 20-year period, the total charges 
work out to Rs 19,200. On your total 
investment of Rs 40,000, that's close 
to 48 per cent. If the company gives 


U nit linked insurance products 
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you a 30 per cent addition on the cap- 
ital investment, it's merely returning 
yourchargesback. | 

On the other hand, the com- 
pounding effect also does not really 


Say No to Guarantees 


€ Guaranteed plans have far higher 
costs than regular ULIPs, and do not 
work out to your advantage. 


haderi da ODA AA ADAE AS MAAA Ag aga ua Ay A VAA E ra m no Mee NM be Mesh den rods rh n 8 ne Phe BA MI e MIA AR v ri (I Mr Ve e e yy Mat 


& |f you allow your ULIPs to play out 
their term of 10 to 15 years, you will 
hardly face a loss of capital anyway. 


te Ne rag a RL A om aa a aat maat ER ANUS — —— E Aae dar y ad EE 


@ A regular ULIP can be monitored at 
intervals and you can switch between 
plans to optimise returns. 
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Indian respondents weigh the 
prospects of various sectors. 


AVERAGE (%) POOR (46) 
IT, Telecom 


217 410 191 


.; Construction, Real Estate 


—— 87 365 478 
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* Energy and Natural Resources 


- 226 409 217 
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_ Health Care, Pharma & Biotech 
- 2l. 8 41.7 130 
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; Consumer Goods 


- 243 539 — 


GOOD (96) 


15.7 


Source: Barclays Wealth 


work to your advantage. Say, insur- 
ance xyz offers a 50 per cent addition 
for a 10-year premium paying term. 
Assume you pay a total premium of Rs 
2 lakh, a 50 per cent bonus will take 
your final return to Rs 3 lakh. Over a 
20-year term, that amounts to à CAGR 
of 2.6 per cent, which is lower than 
your 3.5 per cent bank fixed deposit. 
What investors can do instead is to 
opt for a normal uur. A policy having 
close to zero or minimal overhead 
charges as a percentage of premium af- 
ter five years is the best, but check how 
much of your premium is being in- 
vested in the initial years. In times of 
uncertainty, it's best to use the switch- 
ing facility to maximum effect and 
move to debt from equity. © 
NITYA VARADARAJAN 
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In love with mink, burburry, 
bubbly and caviar? 

Find a house that matches your 
taste. If luxury, class, comfort 
and high end quality living is 
what you desire, we give you a 
complete one stop shop guide 
to the poshest new addresses in 
the time to come. Find the 
house of your dreams that will 
define your stature and match 
your ambitions. Comfortable, 
cozy and contemporary, these 
addresses nestled in the lap of 
luxury will bring your dream 
house to life. 
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Jog your memory back to the early ninety nineties and 
remember the sights of Delhi, NCR, Mumbai, and Bangalore 
from an aeroplane. One could see clean and clear areas 
with a little splutter of high rise buildings here and there. 
Back to the present you will be greeted by a sudden spurt of 
sky scrapping buildings most of them marvels of 
architecture. Welcome to the new and improved real estate 
savvy India. While the 90's witnessed fresh construction of 
flyovers and shopping malls, the SMS generation having 
grown up with them cannot imagine life otherwise. Luxury 
housing, tall office buildings, swanky hotels and hospitals 
are a reality today. If predictions are to be believed India 
will soon become a property driven stock market more like 
Hong Kong and Singapore during the nineties. India Real 
Estate market has been seeing multi level rise in the past 
few years and this upward graph has no sign of coming 
down for few more years to come. 
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he market for luxury housing has considerably increased. They say that a 

lot can be told about a person from where he/she lives. Their address 

becomes a reflection of position and personality. A lot of people desire to 
live in a posh locality to add to their stature. Urbanisation and heavier pockets 
have made it possible for the people to be able to afford quality living. The 
popularity of the residential properties in India has been phenomenal. 


Luxurious Apartments, Premium quality Flats, Independent homes, farm 
houses, Penthouses are some of the projects which are getting a lot of 
importance in the residential sector. New constructions in this field are 
experiencing phenomenal growth. Builders in India or property developers are 
buying plots in large number for construction of townships and residential 
complexes. 


Today, modern residential areas and townships are designed with various 
facilities and amenities to suit the needs of the buyers. From one room to 
penthouses these townships offer health centres, shopping complexes, 
educational, medical facilities and entertainment centres to name a few. 
Every possible need is fulfilled by these complexes without having to venture 
outside the vicinity saving time and energy. 


These residential complexes have become synonyms of comfort, luxury and 
convenience 


anl TMPAC Treature 


Residential areas are being built, centred on themes like a golf resort. Jaypee 
Group's integrated township, Jaypee Greens in Noida is one such example. 
Jaypee Greens brought about a revolution in the concept of golf centric real 
estate development in India. The main idea was to give the residents a feel of 
resort living at the Jaypee Greens residential community. They offer 18 + 9 
hole Graham Cooke designed Golf Facility, Social Clubs with a range of Health 
and Recreational facilities, Town Centre with facilities like art galleries, 
restaurants & cafes, high-street Retail, International Standard Medical 
Centre, Educational facilities from Kinder crib to Pre-University levels.etc. 
Their path breaking innovation Jaypee Greens has received Best Golf 
Development’ and ‘Best Apartment’ award by CNBC Asia Pacific Property 
Awards 2008. 

Their world-class residences include, The Kallisto Town Houses. These are 
exclusive independent fully finished two storey Town homes set ideally amidst 
the golf facility; these homes offer breathtaking views of the golf course, lakes 
and greens. Carefully planned for maximum privacy, these five bedroom 
suites include a spacious master living room, a boutique-style dressing room, 
amenities fitted modern kitchen, lavish lounge area. The outside space 
features a landscaped terrace, gazebo, a private garden and a private pool 
where you can enjoy and relax. 

The Kalypso Court, are masterfully crafted apartment towers that celebrate 
the high efficiency of modern lifestyle with special emphasis on the excellent 
views of the landscaped green from all key spaces of each unit. 

The Imperial Court, at Jaypee Greens Noida is dedicated to modern lifestyle. 
Each unit is a rare combination of inspired architecture that maximises views, 
privacy and the resort style amenities creates a soothing ambience. 

Jaypee Green's, Wish Town Klassic Duplex offers for the first time Duplex style 
apartments, redefining modern design through optimum space utilization and 
elegant interiors. 

The Pavilion Heights one of the towers at Jaypee Greens, Noida assures 
optimum space utilization, comfort and stylish living. Pavilion Heights are the 
fully-finished, modern, hi-efficiency apartments with maximum comfort and 
luxury. 

Not very far away in Greater Noida, Jaypee Greens has another of its golf 
centric real estate development stretching over 450 acres of nature which 
includes a 18 Hole Graham Cooke's designed championship level Golf Course, 
Golf Resort& Spa, an Integrated sports complex, 60 acre nature reserve, lakes, 
landscaped parks, Independent homes, Luxury Apartments and Penthouses 
The element of earth, air, fire, light and water are beautifully symphonized in 
the Estate Homes, Villas, Town Homes, Penthouses. Priced at 4 crore, Earth 
Court, Sun Court, Sea Court collectively form a hybrid that resonates with 
inherent beauty as well as essential functionality. 

Earth Court is a 12 floor apartment offering 4 bedrooms with a fantastic view 
of the golf course. The penthouses perched on the top floors have large 


terraces and wide spaces. To add to its luxury, the earth court is complete with 
a private elevator lobby for each apartment. 

Estate Homes which are especially built to suit your needs is located on a 
private cul-de-sac adjacent to the golf course. These gracious homes are built 
on nearly 1000 sq. yards offering breathtaking views of the golf course and 
lakes. Each home offers luxury space with large living and dining area, 
spacious bedrooms, a playroom, spa suite, courtyards and a gourmet dressed 
up in individualistic style. It is offered in 4 or 5 bedroom options 

Another property built to suit the needs of the owners is the Golf Villas. This 
maintenance free Villas offer a choice of street front or reserve-front views 
Each Villa offers an exclusive living on a lot of over 500 sq yards with 
courtyards specifically designed to serve as extensions of the indoor living 
spaces. In the Golf Villa you can; unwind in a large bedroom, spend quality 
time in the family room with your loved ones, enjoy a sumptuous meal cooked 
inthe gourmet kitchen and enjoy the scenic view of the landscaping 

Designed by world class architects, the Sea Court apartments are a result of 
elegant style and good aesthetics. This 15 floor apartment takes care of your 
maximum comfort and needs for which it has a swimming pool, an 
entertainment area comprising of a café and a games room, a 24 hr concierge 
service and easy access to the international standard integrated sports 
complex complete with professional coaches who would provide training for 
soccer, cricket basketball, volleyball, tennis and squash. Doing its bit for the 
environment it also undertakes rain water harvesting at the entire project level 
and has an environment friendly waste management system. The Sea Court 
caters not only for you and your family's comfort and convenience but has also 
gone the extra mile to conserve energy. 

Saving best for the last, the award winning Sun Court has ushered in a 
revolutionary new concept in urban living. Imagine living in a complete glass 
cylindrical masterpiece with the panoramic view of the lush green golf course 
with the state of the modern facilities right at your doorstep. That is Sun Court 
for you. The Sun Court has been discreetly sculpted in wood and Italian 
marble that makes it merge in the golf course seamlessly. This enormous 30 
story apartment building houses a swimming pool, a steam and sauna room to 
rejuvenate your senses and massage parlours. The entertainment area 
includes a convenio, a games rooms and private dining space. A jogging track 
for the fitness freaks, 24 hour concierge facility and a step away from the 
integrated sports complex. Awarded the ‘Best Apartment — India’ by CNBC 
Asia Pacific Property Awards, 2008 the Sun Court is worthy of every bit of 
praise showered on it. 

Jaypee Greens with their premium Golf centric development have left their 
mark as the first and the finest. At Jaypee Greens, prepare to be transported 
away from the hustle-bustle of everyday life. Indulge your senses in the infinite 
glory of nature. Retire in the lap of luxury and give in to the serenity. That is 
called living life King Size! 








NO DREAM TOO BIG 
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Presenting Sun Court — A spectac 


ASIA PACIFIC 
PROPERTY 
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Toown an apartment at Sun Court is a matter of pride in itself. Locatec 
Noida and awarded the Best Apartmentin India* with a 180" view of lt 
thatone gets the feeling of truly living amidst the best that life has to ofi 
30 floors of complete glass facade giving you uninterrupted 180 degree view of the 18 hole ( 


by 452 acres of greenery and complimented by a resort cum spa. e Sun Court's exclusive Clubhous 
and Italian marble. e Centrally controlled air conditioning. ¢ Valet parking. ¢ State-of-the-art Sec 





Sales Office: Jaypee Greens, G-Block, Surajpur Kasna Road, Greater Noida - 201306 (U.P), India. Call: +91 120 2326533/34/3! 
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THEY SÀY LIFE 

COMES A FULL CIRCLE, 
JERE THAT TT TAKES 
XTRAORDINARY TURN 


Mí-living experience with an all-round view of the golf course 








dia's Best Golf Development, Jaypee Greens - Greater 
3en 18-hole Greg Norman signature golf course, it'shere 


SUN 
man Signature golf course. e Two 3BHK apartments per floor. e Surrounded : 


“dents. e Grand lobby and podium entertainment terrace. e Sculpted in wood U R T 
tem. © 24 hr Concierge service*. e Gymnasium and swimming pool facility. A P ART MENTS 





wile: +91 9871183930, 9999863342, Fax: +91 120 2320150. E-Mail: response@jaypeegreens.com. website: www.jaypeegreens.com 


*The layout and design are indicative and tentative and are subject to variations and modifications. Additional charges extra for Concierge service 





al MPL 


Unitech's residential development throughout the country is very much 
evident. Their latest venture in Noida, Unitech Grande is already the talk of the 
town. It is being touted as India's first super luxury residential project. Unitech 
Grande will offer a varied selection of upscale residential typologies 
overlooking a Greg Norman Signature Golf Course. 100 acres of landscaped 
greens with 12 specially conceptualized, themed gardens, an Integrated 
Sports Complex with indoor volleyball squash courts, indoor all-weather 
swimming pool, spa & gymnasium and a nutrition centre. It will also include a 
Habitat Centre that would comprise a convention centre and conference 
rooms, F & B outlets, Multi cuisine food courts, bowling alleys, an art gallery, 
and a library among others. Various clubs and fitness centres comprising 
lounge bars, cafeterias, theatres, spas and gymnasiums in addition to other 
facilities that set a new benchmark for all other leading clubs in India. A 
hospital and 3 schools add to the lustre to this unique project. Taking luxury to 
another level, this prestigious neighbourhood will be counted as one of the 
best addresses in town. 
Now consider travelling towards Gurgaon, a fine example of real estate 
development. The offices and residential complexes have established their 
very own unique identity.DLF's luxury residential properties "Aralias" and 
"Magnolias" follow The "Special-By-Invitation" allotment enables the owners 
to live amidst a community of like-minded residents — a community that 
appreciates quality living, fine tastes and refined lifestyles. With a panoramic 
view of the DLF Golf and Country Club and a separate 9 hole Golf Course, 
Magnolias is a self-sufficient complex with all modern amenities like 
an exclusive club with swimming pool; steam and sauna facilities; tennis 
and squash courts. The project also conforms to all safety standards 
ibus c inem rg lai id ed 
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Park Grandeura.These residences offer clubs, swimming pools, landscaped 
greens, water bodies etc. The Resort, also a part of the Park Lands, going a 
step further provides elegant furnished flats, tennis and badminton courts for 
maximum entertainment. But the greatest advantage of these residences 
remains their close proximity to the malls, hospital and schools, all a part of 
the premier township. This fully integrated township also has an international 
standard Club, IT parks, SEZs & a 5 Star Hotel. A visit to Park Lands will make 
you realise its all sizzle along with the steak! 

Besides with Noida and Gurgaon, Ghaziabad is also not too far behind. This 
can be credited to builders like the SVP group, who have transformed the area 
into a dream location. Beautifully furnished flats equipped with modern 
amenities in the midst of mesmerizing landscaped greens being their 
speciality. SVP group's, Gulmohur Greens is soon coming up as one of the high 
end luxury residences in Ghaziabad. Designed by architects of international 
repute, equipped with state of the art technology, ultra modern amenities, 
facilities and features it houses 1200 residential units, which include flats, 
villa apartments & 3-tier pent houses with terrace garden & pool. One of the 
biggest upcoming projects in Ghaziabad, Gulmohur Greens serves you with 
luxury and convenience in the lap from Mother Nature. 

Pioneer Urban's, Pioneer Park is the first of its kind Mixed Use Development in 
Gurgaon that is a distinctive place to live, work, shop and play, today and in the 
future. Located less than 8 kms from central Gurgaon, Pioneer Park is just 
minutes away the DLF Golf Course. Mabe resol ciel ein | 
swimming pool, club house, fitness centre, roof tops greens etc, This vibrant — 
centre of urban life, will offer a. jeriect m dub nether wen EA 
pisna 1 exclusive corporate add 2 
round etal and e ae ee 
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PREMIUM RESIDENCES & PENTHOUSES 
FOR A SELECT FEW. 





oing in mind the needs of the discerning buyer, Brigade Group offers spacious and well-designed homes 


give you privacy and exclusivity. Available across a wide range of prime locations in Bangalore and Mysore 


ose from six different projects that promise the finest in luxurious living. 
igade Gateway, Penthouses, Malleswaram-Rajajinagar, Bangalore 

igade Petunia, Jayanagar-Banashankari, Bangalore 

igade Lakeview, BTM Layout, Bangalore 

igade Odyssey, Convent Road, Bangalore 

igade Crescent, Nandidurg Road, Bangalore 


igade Citadel, Yadavagiri, Mysore 





BRIGADE ENTERPRISES LIMITED, ——* 
: Hulkul Brigade Centre, 82, Lavelle Road, Bangalore - 560001 ———* 
| Ph.: +91-80-40467600 (weekdays), Mob.: +91 98804 05245 BRIGADE 
SMS BRIGADE to 56767 | enquiry@brigadegroup.com | www.brigadegroup.com GROUP 


For a better quality of life 
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ECONOMY-SNAPSHOT 


The Pre-Budget Hope 





The big difference between Finance Minister Pranab Mukherjee's February and July Budgets isn't in the 
state of the economy, but in the state of sentiments. The post-election euphoria is fuelling the hopes of 
a sooner-than-previously-predicted economic upswing. 


IP ©) 

A faint revival, but expect only a slow 
and halting recovery. 

15 - 
12- 





Apr. '09 


% annual change in industrial production 


INTEREST RATES (=) 


6.91% was the yield on the one- 
year government bond on June 18, 
representing a hike over previous 
month's rate. Is a rebound in the offing? 


OIL PRICE (=) 


98.13 A further sharp rise in oil prices 
could cloud all hopes of an early 
global economic revival. 


[i 





40.3 
Sept. '08 Dec. ‘09 
Figures for Average Brent prices (S/barrel) 
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SPOTLIGHT ON INFLATION 


The historical fall in wholesale price index is 
precursor to a rebound in a few months time. 


WPI 





April '09 0.77 
May '09 0.45 
-1.61 June '09 
CPI 
February '09 9.63 
March ‘09 8.03 
April '09 8.70 
Figures are in 96 
FORECAST 


Most economists predict that inflation will 
climb up again over the next 9-12 months. 


RBI 4 

NCAER 5.2 

Edelweiss 6-7 

Citi 4 

HSBC 1-8 


Figures are in % for March 2010 


Possibility of overheating in prices, 
despite a global slowdown, have put 
policy makers across the globe in a fix. 
Premature monetary tightening may 
prolong slowdown, while delayed 
tightening could increase future 
inflationary expectations. 


a JA 


CREDIT GROWTH =) 
Rs 18,571 crore was 


the amount by which non-farm credit 
fell during the fortnight ended May 
22. That's not good news for 
investment revival. 


FDI & FII 2. 


70- |n 2008-09, FDI and FII 

. flowed in inverse directions. 
50- With FII having revived, it's 
40- all positive on this front. 
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-" Compared to the Asian 
8- Tigers, India's growth 
10 - looks stellar 


e A mix of reductions and hike in tax rates in the 
@ End to monetary easing by the RBI, and even a probable 


e Aslow and gradual appreciation in the rupee value 


GOVERNMENT REVENUES 
Every head of income was below the ica 2008-09. WATCH OUT FOR 
Revised Estimates Provisional % of Actuals to 

2008-09 (Rs cr) 2009 (Rs cr) | Revised Estimates ina Bu dget 
Revenue Receipts 5,62173 | 544,651 | 96.9% iii 
Tax Revenue (Net) 465,970 441,126 96.1% , 
Non tác Rena 96,203 96,925 100.8% tightening around August. 
Other Receipts 2,561 546 21.3% l 
Total Receipts 574,438 551,355 96.0% against the US dollar. 


BT SMILEY METER P (OOS) - CCS HOOP 
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Result: More smiles than frowns means 
economy is set to get better 


PERSONAL TECHNOLOGY 


The King Is Dead. 
Long Live the King! ETET 


Apple launches the third-generation 
iPhone 3G S, but this device faces tougher 
competition than ever before. KUSHAN MITRA 


$ 


he 'S' we are told stands for 'speed' and you can cut, copy, 
paste and even send a multimedia message from this phone. 


; 
1 


$ 
: 


> 
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The camera has been improved (to a measly 3-megapixels) 
and the software upgraded (also for older users of legal iPhones). 
Sadly, there are no indications of when or if the iPhone 3G S will 
be launched in India as yet. but expect it to be pricey. If Apple's 
“commitment-tree” pricing is any indication, the iPhone 3G S 
will be priced between Rs 33,000 and Rs 37.000 depending on 
capacity. As for older iPhone 3G devices becoming cheaper (in the 
Rs 23,000-27,000 range), neither Apple nor iPhone operators in 
India (Airtel and Vodafone) are forthcoming. The biggest plus 


37^19'55"N, 122"1'46"W 


lor Apple remains its successful ‘App Store’ where you can even buy 
the Hanuman Chalisa. © 





The iPhone Substitutes 


Nokia N97: Nokia's first ‘touch 
enabled’ Nseries device may not have 
the sleek look of the iPhone, but it 
comes equipped with a flip-out 
keyboard. Axel Meyer, Chief Designer, 


Samsung Jet: This touch device is 
the latest in Samsung's armoury and 
features Samsung’s new touch user 
interface. It also has a Samsung- 


Nokia Nseries, told BT that perfecting 
the ‘click’ sound the device makes 
when it is opened, took them three 
months. Meyer and his team also 
worked on improving Nokia's outdated 
user interface and have given the N97 
a customisable home page. The device 
is priced at Rs 35,000 in India and is 
available for all GSM networks. 





developed mobile internet browser, 
‘Dolfin’, which, it claims, is the best 
mobile browser in the worid with the 
ability to view multiple pages and 
conduct multiple downloads 
simultaneously. Available for 

Rs 24,150. 





Sony Ericsson Aino: Expected later 
this year, this is a very attractive, 
full-touch device from Sony Ericsson, 
which will have, among other features, 
the ability to connect to the 
Playstation 3 game console. Sony 
Ericsson has been suffering faltering 
sales of late despite having good 
devices, but this is one we 

are looking forward to. 





BOOK 





Are Singurs Avoidable? 


In Transitional Puzzles, Amlan Datta tackles socio-political problems 


and warns against buying into simplistic concepts of industrialisation. 


JAYANTA SARKAR 


rofessor Amlan Datta has worn 

several hats over the past few 

decades. He is a well-known 
university teacher with special interest 
in the economic histories of major 
countries. He is an activist of sorts, 
who, even to this day, participates in 
protest marches and rallies. He is also 
a firm believer of radical humanism 
and is a former Vice Chancellor of 
Visva-Bharati University. Such varied 
experience has led him to chronicle 
the main issues that, he believes, lie 
behind the basic social, economic and 
political dilemmas that confront 
humanity today. He views these as puzzles rather than 
problems in an attempt to explain or unravel them. 
The difference is not just semantical. It conveys an 
overarching interest to go deep into the maze of situations 
that has created a crisis, instead of simply trying to put 
on the apron of a spin doctor and prescribe instant 
medicines to cure all the ailments. 

One of the issues close to the author concerns the 
course of industrialisation best suited for India. Referring 
to what had happened in Singur, which has come to 
epitomise the confrontation of two schools—one 
aggressively supporting industrialisation and the other 
favouring a more people-oriented approach—he warns 
that a "simple affirmation of the need for industrialisation 
does not take us far in the actual formulation of a correct 
policy". He cautions that one should not be carried away 
by the argument that industry offers higher productivity 
and higher earnings. These do not clinch the issue. 

When a plot of agricultural land is transferred from 
farmers for industrialisation, it hurts not just the farmers 
who work there, but also a large number of marginal 
cultivators, who toil in that field without owning the 
land. It would also be naive to imagine that the displaced 
farmer can be put in an industrial establishment just like 
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PUBLISHER: SAGE Publications 
PAGES: 287 
PRICE: Rs 395 









that. Ind- 
ustrial emp- 
loyment is a dif- 
ferent cup of tea 
altogether. It calls for a dis- 
tinct set of skills and habits, which can- 
not be acquired or imbibed overnight. 
Quite often, it also involves a paradigm 
shift in the cultural perception of an 
entire community. 

An interesting discussion in the 
book concerns the qualitative differ- 
ence between what the author calls 
the first and second revolutions in con- 
temporary history. The first, occupy- 
ing the first 6-7 decades of the last century in the form of 
socialism and communism, was marked by its stress on the 
"conflict of interests of two opposing classes". The staple 
for the second, which struck towards the end of the cen- 
tury, has been the "indivisibility of the interest of the 
whole of mankind". This can be said to be a natural 
corollary of the new mantra of globalisation when viewed 
from an idealistic plane. The author hopes that globali- 
sation can deliver on its promises. Yet, as it increasingly 
becomes a one-way model, which benefits just a few 
while creating new challenges for many, one wonders if 
it would ever deliver on its promises. 

A number of chapters deal with great personalities 
of Indian history and some eternal issues that mankind 
has faced. Datta tries to interpret Tagore, Gandhi, 
Ambedkar and Kumarappa, amongst others, just 
as he offers his own opinions on issues that range from 
religion to sex, corruption and idolatry. This is the 
work of a roving mind that is bound to engage anyone 
interested in the wide expanse of issues confront- 
ing the developing world on its march towards 
industrialisation. © 


COMMENTS & FEEDBACK AT 
btfeedback@intoday,.com 


The New World 
of Money 


Five new books to better understand 
stocks, finance and the meltdown. 





100 Minds That Made the Market 


By Kenneth L. Fisher 

PUBLISHER: Wiley India 

PAGES: 424 PRICE: Rs 395 

The juggernaut that is Wall Street has dominated much 
of global finance since inception, and Ken Fisher— 
celebrated columnist at Forbes magazine and cro of Fisher 
Investments, a money management firm—is the ideal 
person to chronicle it. Fisher has written mini-biogra- 
phies of a 100 pioneers of American finance. Some 
such as Vanderbilt or J.P. Morgan—are famous. Others, 
such as Evangeline Adams, a fortune-teller who churned 
out market predictions for the wealthy. are not. An entire 
chapter is devoted to "Crooks, Scandals, and Scalawags." 





Inside the House of Money 
By Steven Drobny 


PUBLISHER: Wiley 
PAGES: 414 PRICE: Rs 850 


The world of hedge funds is a secretive one—where fund 
managers use arcane, complex strategies incompre- 
hensible to you and me—to mint money for investors. 
Drobny—Co-founder of Drobny Global Advisors, a macro- 
economic advisory firm for several global hedge funds— 
makes this world accessible through several interviews 
with high-flying money managers such as Clarium 
Capital Management's Peter Thiel and Jim Leitner of 
Falcon Management who reveal their investment strate- 
gies and insights into markets. 


The Bull Inside the Bear 
By Robert Stein 

PUBLISHER: Wiley 

PAGES: 203 PRICE: Rs 1,500 


The best investment strategy today is one where you 
buy sound stocks for the long haul and hold them. right: 
Wrong. Or so says Rob Stein—dubbed one of the best, 
unknown investment managers by BusinessWeek. Stein 
says that the recent meltdown has ushered the world 
into an era of great economic uncertainty and that old 
investment strategies no longer work. Instead, investors 
need to be nimble and go in and out of sectors depending 
upon economic and financial market performance. 


: THE BULL. INSIDE THE BEAR | i 





The Essays of Warren Buffett 


By Warren Buffett and Lawrence Cunningham 
PUBLISHER: Wiley 
PAGES: 314 PRICE: Rs 1,025 


Lawrence Cunningham has assembled a feast from the 
many letters, writings and essays penned by the greatest 
modern-day investor alive—Warren Buffett. Topics include 
managerial accountability, valuations and accounting 
shenanigans. Buflett is also a treat to read for his homespun 
homilies. Here's one: “...working with people who cause 
your stomach to churn seems much like marrying for 
money—probably a bad idea under any circumstances, 


- 


but absolute madness if vou are already rich.” 


Dear Mr. Buffett: What an Investor Learns 
1,269 Miles from Wall Steet 


By Janet Tavakoli 
PUBLISHER: Wiley 
PAGES: 282 PRICE: Rs 1,250 





If you were lucky enough to be invited to lunch by 
uber investor Warren Buffett, what in the world would 
you talk about? This is what confronted Janet 
Tavakoli—called "The Cassandra of Credit Derivatives" 
by BusinessWeek—when she sent Buffett her book on 
credit derivatives. Tavakoli lucidly navigates the mess 
that led to the meltdown and intersperses her narrative 
with the many unique conversations she began to 
have with Buffett at his dining table. © 
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SMART EXECUTIVE 








How to Make Meetings Work 


What distinguishes collective boredom from 


HVNHVS NAWVH 


ow often have you 
chaired a meeting 
that has gone on 
for a painfully long time and com- 
pletely lost focus? Across countless 
organisations, meetings start late, erupt in con- 

flict, lose focus and accomplish little. Are there any golden rules to make them more 
effective? "Have a plan. It may be a bad plan, but it's better than having no plan." 
This was the advice to young Asim Handa from his athletics coach in college. While 
his days as an athlete are long over, the advice has stuck, more so while conduct- 
ing meetings, says Handa, Country Manager, Futurestep, a Korn/Ferry Company. 
A successful meeting takes thought and planning. 
says communication expert and author of Working the 
Room, Nick Morgan. So, plan all that vou wish to cover 
in the meeting in advance so that there is far less chance 
of getting sidetracked. Plus, preparation will give vou 


"MOST OF 

THE INDIAN 
BUSINESS 
LEADERS ARE 
TASK-FOCUSSED 
AND LESS 
INTERACTIVE" 


Asim Handa 
Country Manager, Futurestep 


clarity on what the meeting is all about. Be absolutely 
clear on what the agenda is and what you want to 
achieve (see What Goes Into an Agenda?). If communi- 
cation experts are to be believed, that's half your task 
accomplished. According to Morgan, every group 
meeting goes through three phases—a warm-up, a 
work phase, during which tasks are accomplished, and a closing phase, when the 
matter of the meeting is summarised and next steps are determined. 

Begin the meeting on time even if a few participants are missing. When 
they arrive and discover that they have missed some important points, they will 
know not to be late the next time around. The prime objective is to follow the 
agenda. Says Morgan: “For a small meeting, your agenda can be relatively 
loose, but for a larger group, the more structure you provide, the more effective 
the meeting will be.” While you are in the midst of discussion, make sure that 
everyone gets a chance to speak and ask for feedback regularly. “Most of the Indian 
business leaders are task-focussed and less interactive. It inhibits people from open- 
ing up in meetings," says Handa. But, what about a good meeting that goes astray 
because of interruptions? If some participants disturb the meeting, try asking a 
question. “Be sure to include the transgressors among people you would like to 
hear from,” says Morgan. © 
COMMENTS & FEEDBACK AT btfeedback@intoday.com 
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an effective meeting of minds? 


SAUMYA BHATTACHARYA 





1 Don't meet if the same 
e Information could be covered 
in an e-mail or a brief report. 


Begin the meeting on time 
e even if a few participants 
are missing. 


3 Be absolutely clear on what 
e the agenda is and follow it. 


4 Make it interactive. Don't 
e dominate the discussion. 


Bring the meeting to a clear, 
e constructive close. 





@ The purpose and the desired 
outcome of the meeting. 


e Who the participants are. 

e The date, time and place. 

e The length of the meeting. 

@ A list of the topics to be covered. 


@ A list stating who will address 
each topic and for how long. 


€ Any background information 
participants will need to know. 


FIRST AID FOR 
MEETINGS 
Quick Fixes and 


Major Repairs for 
Running Effective 
Meetings 


OV LNarNe HAWKINS 


QUIZ 


The company was started 
under the name of MacRae 
Hosiery Manufacturers in 
Sydney. The brand name 
is now almost generic. 
NASA helped develop 
the products. Which 
company/brand? 
| a. Speedo 
C] b. Wonderbra 


| €. Velcro 
] d. Lycra 





In 1952, Reader's 
Digest published 
Cancer by the Carton, a series 
of articles that linked smoking 
with lung cancer, considered 
by many to be the first serious 
examination of the bad effects 
of smoking. How did the 
tobacco industry counter? 





A printed quiz, in a world of 
Google? Yes, that's the beauty of 
the Internet: there's no knowing | 
how much more interesting | 
information you could stumble | 
l 


.] a. It launched an advertising campaign 

| b. It took the magazine to court 

c. It launched filter cigarettes 

upon as you browse from site-to- .] d. It began in-film advertising 
site looking for the right answer. 
Those who have the answers even 
as they read the questions 
could find themselves lucky winners 
of a one-year subscription to the 
new, revamped BT. (OK, we thought 
of that one, too: if you are reading 
the quiz in your issue of wr, then 
gift the subscription to a friend!) 


J.F. Queeny founded it in 1901 
and his first product was 
saccharin, which he sold to 
Coca-Cola. Which company? 
C] a. Zsa Zsa Sweety (after Zsa Zsa 
Gabor) 
| b. Monsanto (after Olga Monsanto 
Queeny) 
C] €. Mountain Dew 





E-mail us the right answers at 
btfeedback@intoday.com or log 
on to www.businesstoday.in 

to take the quiz online. Correct 
answers in the next issue of BT. 


What kind of cuisine did Nawab 





the workers to build the Bara 
Imambara during the famine 





ANSWERS to the questions in of 1784? 
nee is eee C a. Dum Pukht 

b Le epa C b. Mughlai 
2 d: Philips L] €. Chettinad 
3 b Dove (| d. Aahaar 
4 a: Infosys 
5 d: password This English food brand is the 
6 b: Kuwait only one promoted by Sir W.G. 
Tb h rowing Mipdows Grace. It was founded in 1814 
8 b: FCUK and has been used by the Royal 
9 c: Juventus FC — n since 1866. It is now 
10 a: Fede 

ee y Unilever. 

Name it. 











Asaf-ud-Daulah of Awadh serve 





In 1953, Baskin-Robbins hired 
Carson-Roberts Advertising, 
which recommended adop- 
tion of the famous “31” logo, 
the "31 flavours" strategy. 
What did Carson-Roberts 
eventually merge into? 

a. Ogilvy and Mather (O&M) 

| b. Leo Burnett 


c. J Walter Thompson 
| d. Saatchi & Saatchi 


The first of these was estab- 
lished at Shannon Airport by 
Dr Brendan O'Regan in 1950. 
| a. Escalators 
] b. Air bridges 
| €. Duty-free shops 
| d. Executive lounges 


The famous Belgian premium 
chocolate brand Godiva 
co-produces a line of 
chocolate/coffee blend drinks 
called “Godiva Belgian Blends" 
in collaboration with which 
global giant? 

a. Cadbury Schweppes 

b. Coca-Cola 


C. PepsiCo 
d. Unilever 


About what did 
Ronald Reagan say 
that it did not worry 
him as it was “big 
enough to take care of itself"? 

a. The US Budget Deficit 

b. NASA 

| €. The Soviet Union 
d. The automobile industry 





Coke once determined its 
market share by the total 
ounces of liquid an average 
person has daily and what 
percentage of it that can be 
filled with Coke. What fanciful 
app did they coin for this? 
. Share of stomach 
[ ] x Coke ownership 


|| c. Water World 
L] d. 24x7 ballast 
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People Places Products 





PRATIMA KOPPOLU 


Fresh-baked Entrepreneur 


It is close to achieving the impossible. In a city known for its biryani lovers, 


PRATIMA KOPPOLU, 41, has got people to appreciate the virtues of authentic 
European food. To sT readers, Koppolu is wife of Srini Koppolu, Corporate 
ve & MD, Microsoft India Development Center. Together with Mamatha 
Mallipudi, wife of M.M. Pallam Raju, Minister of State for Defence, she set 
up Sweet Nirvana in Hyderabad eight months ago. "From 15 people in the 
lirst month, we now get around 100 a day and around 200 on weekends," 
says Koppolu. She does not need to look far for the growing acceptance. 
Hubby Koppulu, who failed to convince the duo that a restaurant in 
Hyderabad should serve his favourite biryani, has today taken a liking for 
Penne (pasta) Arrabbiata. Never mind, if the reason is "because it is spicy!" 
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UMA GANESH 


She's Got 
Talent 


This unassuming lady has 
chalked out an ambitious path 
lor her fledgling company. UMA 
GANESH, 50, cro, Global Talent 
Track (GrT), wants to make 
500,000 people employable in 
the next five years. And how 

will she achieve this humongous 
task? “crr will help create the 
ecosystem for the same by 
building partnerships with gov- 
ernment and industry,” she says. 
GTT is an employable skills assess- 
ment and training company. Last 
fortnight, it opened its Global 
Educentre in Delhi that was pre- 
ceded by launches in Pune, Jaipur 
and Chandigarh. Besides India, 
the company is looking at China 
and other parts of Asia. "There's a 
huge opportunity looking at us in 
the face," she says. The expansion 
is on the back of fund infusion by 
Intel Capital, Intel's global invest- 
ment organisation. Ganesh has 
been a training industry veteran 
and her last assignment was at 
HSBC Global Resourcing as Chief 
Corporate Development Officer. 
With her new venture, this one- 
time classical singer is surely on a 


sound footing. 





MIHSOVN HSLLYS 


All Mine and 
Mettle 


ANIL AGARWAL, 54. the founding 
Chairman of Vedanta 


Resources, is perpetually on the 


move in the mining and metals 


space. He added one more 
leather in his cap when group 
firm Sesa Goa (purchased in 
2007) acquired the Goa mining 
assets ol VS Dempo group in an 
all-cash deal worth Rs 1.750 
crore. “The integration of Sesa 
and VSD VS Dempo) operations 
will achieve great synergy. 
savs Agarwal. He has now set 
his eves on the world’s biggest 
market. the us. His competitor, 
Grupo Mexico, better watch out: 


\earwal never plays to lose. 
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PLACES 


Yekaterinburg 


When Prime Minister 
Manmohan Singh went to 
Yekaterinburg to attend the 
BRIC Summit recently, a lot of 
people struggled to find it on the 
map of Russia. Nestled in the Ural 
mountains, Yekaterinburg is Russia's fifth-largest city and a major 
cultural centre. It was here at the Church of All Saints that the last 
Russian royal dynasty, the Romanovs, were assassinated. 

Yekaterinburg is famous for its legendary Yekaterinburg 
Academic Ballet and Opera Company and the Sverdlovsk Academic 
Theatre of Musical Comedy. The city has more than 30 museums, 
one of which hosts the oldest wood sculpture in the world—a Shigir 
idol estimated to be made about 9,000 years ago. There are several 
daily flights connecting Yekaterinburg with Moscow. 
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New Browser on 
the Block 


Safari 4 

Amid the hype surrounding the 
iPhone 36 s, news about this 
browser got lost. But the late 
iteration of Apple's Safari browser 
does make it a strong player. There 
is too much competition in the 
browser market, and they are all 
free. But the clean lavout of Safari 
and its fast loading time should help 


it reach out to Windows users 


Phone for a Steal 


MicroMax Q3 

The brand isn't half as famous as 
many others, but a full-Owert 
keyboard and dual-siM support for 
Rs 6,500 is just awesome. Bring 
on Chinese imports, if this is th 
case. The user interface does leave 
a lot to be desired and build-quality 
is nowhere near that ol a 
BlackBerry or a Nokia. But at 


this price, do you 






really care? This 
is possibly the 
first mass 
market 
enterprise class 


mobile device. 
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The political leader A book or movie Worst thing a leader 
| admire the most | would recommend can do 
John F. Kennedy. on leadership Is to back out in the 
Power of Intention face of a crisis. 
: by Wayne W. Dyer. 

ur —M * What I think is the 
esson i remember i difference between a 

: My biggest test 
best is that — as a leader was manager and a leader 
Too much delegation One who focusses on present 





In my initial years, when people 
| trusted were actually serving 
their own interest with an 
intention to sabotage the 


The business leader company and | had to take 
charge of the situation, throw 


| admire the most them out and rebuild the All good managers 
J.R.D. Tata. organisation. aren't good leaders 


Yes M No 


and too little monitoring 
leads to disaster. 


performance is a manager and 
one who thinks far ahead of 
his time and sets goals for the 
next 10-15 years is a leader. 





K. ANJI REDDY 


Chairman Dr Reddy's Labs 
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wife ; 


vi Delegative 
m Participative 
w Authoritative 
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Introducing the all-new BMW 7 Series. The statement. 

An exceptional car for the definitive leader. The BMW 7 Series defines the benchmark for automotive style, luxury 
and driving experience. It's never about how far you've come. It's about taking the next step. From the average to 
the avant-garde. From powerful engines to dynamic, efficient engineering masterpieces. From car body design 
to an appearance that moves passengers and passers-by. From ambitious to successful. From exclusive materials 
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From the Editor 


hat happens when the perceived impor- 

tance of an event rises as fast as its rele- 

vance falls? The event is overanalysed 
and subjected to far-fetched conclusions. Greatness 
is first thrust upon the event. And if the event fails to 
live up to its perceived value, doom and gloom is 
predicted by the very same people who had created 
the perception-reality mismatch. 

The annual Budget exercise fits this description aptly. If all the economic 
policy decisions taken in a year are listed and compared with the decisions taken 
or announced in the Budget of the same year, the former will outweigh the 
latter by a huge margin—and rightly so. The modern day economy isn't—and 
shouldn't be—held ransom to decisions announced on one single day out of 
the 365. So, when Finance Minister Pranab Mukherjee says that his Budget 
was a victim of overexpectation, he was right. Yet he, like his predecessors in 
the North Block, is guilty of feeding the misconception. The Finance Ministry 
becomes out of bounds for journalists weeks before the Budget presenta- 
tion. The Economic Survey—which increasingly has nothing to do with 
the Budget—is released only on the eve of the Budget. The Finance Minister 
of the day reads out every word of his speech (the latest one had 11,700 words 
across 139 paragraphs) with an unmistakable sense of self-importance. 
Worse, they don't even bother making the speech elegant, interesting and com- 
prehensible. It is left for the analysts to trawl through the dry and dreary prose 
for relevant points. So, if Mukherjee wants to break out of the expectation trap. 
he should deliver no speech on the last working day of February. He should 
table only a simple income and expense account, which, too, can subse- 
quently be broken into four quarterly installments. Till—and if—this happens 
we, like all other publications, do what we can attempt to do best: give you a 
smart and simple assessment of the Budget (pages 42-56). 

What does it take to transit 
from a highly successful career 
in the corporate world to the 
world of policy? Find out 
through the profile of one 
person who is best equipped to 
make this transition—Nandan 
Nilekani (page 74). Check out 
the insider account of one of 
the less celebrated successes of 
2009—the swift and clean sale 
of Satyam (page 86). The state of infrastructure continues to be a national 
disgrace. Yet, there are a handful of projects under way that hold out hope for 
a better future. We capture six such projects between pages 106 and 114. 
Private initiatives, even if small, can be much more efficient and effective in 
helping the poor than big Budget public schemes—see A Bolero Scheme 
(page 64) and Digital in Devanahalli (page 94). Thankfully, there is so much 
more to business than the Budget. Hopefully, we and the rM will remember this 


when the next Budget is presented. 


ROHIT SARAN 
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India Inc. Discovers Social Media 


From Facebook to LinkedIn, Twitter to Orkut, businesses and companies are using 
social networking sites to reach out to consumers, employees and partners. In this 
issue's cover package, Br throws light on this new phenomenon. 
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CASE STUDY: REAL BUSINESS, REAL SOLUTIONS: 

If you run a successful business but have a nagging doubt or problems 
relating to any aspect of your business, 87's panel of experts can help. 
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We are a management consulting firm with a difference. Founded in 1991 on the principle of "concept to "commissioning", we are in the top 5 consulting f 
in India by revenues. We are strategic advisors to our clients during the ideation phase, implementation guides through start-up phase, and trusted advi 
overall. The industries we serve include Retail, Consumer Products, Fashion (Textiles & Apparel), Healthcare, Hospitality & Tourism, Leisur 
Entertainment, Food & Agriculture and Education. 


Our clients are leading Indian and international businesses, entrepreneurs, investment houses, multilateral development bodies and governments. Our 6( 
clients include Aditya Birla Group, Apollo Hospitals, Arvind Limited, Asian Development Bank, Asian Paints, Bill & Melinda Gates Foundation, Essar, ( 
Group, Godrej Group, Gujarat Government, Hospital Corporation of America, ICICI Limited, Hindustan Unilever Limited, International Finance Corporation, Ler 
International, Mahindra Group, Marks & Spencer, Mother Dairy Foods, Ministries of Food Processing, Textiles & Commerce, Raymond, Reliance Indus! 
Samsung, Sequoia Capital; Starwood (Sheraton), Tata Group, United Nations Development Program, Walt Disney, Warburg Pincus and many other Indian 
international leaders 


At Technopak, we foster innovation and creativity which challenge conventional thinking and generate practical and far reaching solutions for our clients. In 2! 
we worked with over 130 clients across 180+ projects, in 20 countries besides India, across 5 continents 

Our key services are: 

Business Strategy. Assistance in developing value creating strategies based on consumer insights, competition mapping, international benchmarking and c 
capabilities 

Start-Up Assistance. Leveraging operations and industry expertise to ‘commission the concept’ on turnkey basis 

Performance Enhancement. Operations, industry & management of change expertise to enhance the performance and value of client operations 

businesses 

Capital Advisory. Supporting business strategy and execution with comprehensive capital advisory in our industries of focus 

Consumer Insights. Holistic consumer & shopper understanding applied to offer implementable business solutions 


foleydesigns 


Insights and innovation led product, packaging, space and strategic Holistic consumer understanding applied to offer implement 
design, including design research, concepts, engineering and business solutions revolving around shopper insights, trend insit 
prototyping. A blend of unique, contemporary and relevant concepts design and innovation insights, marketing communication 
and solutions. www.foleydesigns.com measuring customer delight. www.indiamindscape.com 
VERTEBRAND Engineering 

olrategizing, planning and managing creation, development and Planning, implementation and project management of ple 
growth of brands through a scientific, transparent and process-driven warehouses and entertainment centers with a focus on modernizal 
methodology. www.vertebrand.com process improvement, technical valuation, power & water audit 


environmental engineering 
www.technopak.com/engineering 
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www.envirosell.com 
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‘team currently comprises 300+ skilled professionals, from leading International and Indian engineering and management institutes. Most of our consultants 
e hands-on industry experience in their fields of specialization and represent a wide variety of functional backgrounds. This enormous knowledge and talent 
il enables us to create customized teams for each project based on client requirements. 

»xpand this talent pool, we are looking for professionals across levels and industry verticals. 


corporate culture and quality of work tender innovative ideas, high performance and sustainable results. Our approach to work is through continuous learning, 
?bining problem-solving, analytical orientation using dynamic and collaborative team structures with knowledgeable and well-informed practice leadership. 


provide ample opportunities for learning and growth aligned to both business and personal goals. It is this culture that strengthens our belief on continued 
wth of our economy, as each project brings with it fresh ideas, areas and innovative ways to work on. 


are looking for talented, exceptionally intelligent, creative, and ambitious freshers and experienced professionals (0 to 15 years experience) with all-round, 
asant, and impressive personality to join our team in Technopak and other companies in our group. We invite you to become a part of, and contribute to the 
Id of opportunities that exist in our environment. Positions are based out of our offices in Gurgaon, Bangalore and Mumbai. 


detailed job descriptions and information on our hiring process, please visit the careers section of our website al 


ww.technopak.com/careers 


a discussion, please contact 
jhav Gupta, President (rqupta@technopak.com) 
oni Nangia, Vice President (snangia@technopak.com) 


Jaon Office: +91 124 4541111 (Board Number) 
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The Hot New Trend 

The economic downturn is making it increasingly difficult 
for businesses to find new customers. Your cover story 
(ar, July 12) rightly points out that social media has emerged 
as the latest tool in the armoury of business and marketing. 
Companies looking to retain existing customers and win 
new ones are finding social media an invaluable tool in 
building customer relationship. V. Shantaram, through e-mail 


Business and Social Media 

Thanks for presenting a really good cover 
story on social media (BT, July 12). 
Grabbing customer's eyeballs and enga- 
ging them in a two-way dialogue through 
social networking sites is a good strategy 
for companies. This type of engagement 
will surely take company-customer in- 
teraction to a higher and more satisfy- 
ing level. It will pave the way for fewer cus- 
tomer complaints and quicker redress of 
grievances, besides helping companies to 
build on their branding and visibilty. At the 


end of the day, as your article points out, FOAMING 
there's nothing to substitute the adage WITH 


that the customer is king. ACTION 


J.P.S. Broca, from aT online Scrapbook 


Survival of the Smallest 

Grocery corner shops today are facing the 
heat from hypermarkets and superstores 
sprouting in their neighbourhood (Thriving 
in the Shadow of Big Retail, Br, June 28). By 
improving on delivery, quality and put- 
ting innovative practices in use, like monthly 
credit systems, many small-shop owners 
have so far been able to ward off competition 
and hold their own. But the question is—for 
how long? Will they be able to protect their 
business from going under in the long run? 
If stores like Subhiksha could not weather 
the onslaught of Big Retail, do mom-and- 








Thanks for the New Look 


As a regular reader of Business Today, 
| find the new look of your magazine very 
intersting and informative. The exclusive 
Harvard Business Review feature (7, June 
28) was especially rewarding in terms of 
its rich content and valuable informa- 
tion. I am sure readers like me would like 
the magazine to carry more such exclusive 
features in the future. 

B. Rajasekaran, through e-mail 


Give Beer a Break 

Foaming with Action (Br, June 28) had 
one statistic to make me feel proud of, 
even though it was meant to project a 
contrary effect. At a time when people are 
becoming increasingly sensitised to the 
harmful effects of smoking and drink- 
ing. it sure comes as a relief to know that 
there is only one liquor outlet for every 
20,000 residents in our country as 
compared to the global average of one 
outlet for every 250 residents! Why do we 
have to ape the Westerners in drinking 
beer? In a country that has earned the 
dubious distinction of being the diabetes 
capital of the world and where an 
increasing number of [Indians are over- 
weight, we are certainly better off 
without guzzling beer. 

Arun R. Nagarajan, through e-mail 


Corrigendum 

In Top Recruiters 2009, (sr, July 12) the 
name of srr Mesra, Ranchi was given as 
Brrs Mesra, Ranchi. 

We regret the error. 


BT Scrapbook 


> React to articles in BT 

Suggest story ideas 

Share your experience as consumer or SME 
>See what others have to say on our stories 











pop stores stand a chance: On scrapbook at www.businesstoday.in 
Marutpal Bhattacharya, through e-mail 
HOW TO WRITE TO: l FOR SUBSCRIPTION ASSISTANCE WRITE TO: | 
CONTACT The Editor, Business Today, Videocon Tower, 5th Floor, Customer Care, India Today Group, A-61, Sector-57, | 
E-1, Jhandewalan Extension, New Delhi-110055. Noida (U.P.) — 201 301 | 
E-mail: /etters.bt@intoday.com Phone: (95120) 2479900 from Delhi & Faridabad; (0120) 2479900 
BI Website: www.businesstoday.in (Monday-Friday; 10 am-6 pm) from Rest of India; | 
Unsolicited articles will not be returned or acknowledged. Toll free no. 1800 1800 100 (from BSNL/ MTNL Lines); 
Business Today reserves the right to edit letters for brevity Fax: (0120) 4078080 | 
and clarity before publication. E-mail: wecarebg@intoday.com 
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> Gambling Games 
18 Md inc. 





5 Al's Nosedive 
Tax e-Filing FAQs 
Megaplex Ahoy! 














RAMEN SARKARK 


What really is a normal monsoon? And how does it affect our economic fortunes? 
The answers reveal some surprises. 


he entire nation is consumed by intense anxiety that 

the current monsoon rainfall will fall short. The fear 

is not unfounded, but somewhat exaggerated. Here 
are some reality checks: 


Fact #1: A June Shortfall May Not Be Serious. 


According to the Indian Meteorological Department's 
(imp) figures, the monthly break-up of the monsoon 


rainfall shows that the country normally receives 18 per 
cent rainfall in June, 33 per cent in July, 29 per cent in 
August and 20 per cent in September. What this means 
is that the mid-monsoon months of July and August are 
crucial—together contributing around 62 of the mean 
seasonal rainfall. Even if June has been a bad month, as 
long as the rains are on target in July and August. 
sowing activities can be on schedule. 
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FOCUS 


The 
Slowdown 
Trail 





SO uUvsVS NINVM 





Long after the current global 
recession is over, its impact on 
- consumer behaviour will linger. 
Here's what a study found. 






. have cut down on 
“i newspaper and TV 
subscriptions. Rely on Internet 
for information. 


' have changed their 
purchasing habits. 









consumers are likely 
* / Uto buy a cheaper 
brand for household products. 


f of consumers, 

# ‘however, still treat 
themselves to expensive meals 
and holidays. 









*£* / say they plan to 
‘continue with most 
of the changes they have made. 


The study, by Initiative, covered 3,200 
respondents in the UK, Germany, France, 
Spain, italy and the US 


zu Think Out of the Box imaginative way." 
TER What the dictionary Oxford Advanced How it’s used: 
(co says: Learner's Dictionary, it The corporate world 
eq Edward de Bono is said means to “think about loves the idiom. An an- 
- to have coined this how to do something alyst was quoted by 
term. According tothe in a new, different or Reuters on the sudden 


14 BUSINESS TODAY July 26 2009 





Fact #2: Spatial Distribution of 
Rainfall Matters. 

While the rainfall is predicted to be 
sub-normal this year, "the impact 
of poor monsoon at this point in time 
is only a theoretical exercise because 
in the end what matters is the spatial 
distribution of rains," says Pradeep 
Kashyap, Founder & CEO of MART, a 
rural marketing consultancy firm. 
In other words, even if it rains less this 
year, as long as the right areas get 
rain—say the rice belt plains in Tamil 
Nadu rather than rocky, unarable 
land on the Deccan plateau—crop 
production won't be at risk. 


Fact #3: Rabi Crop-Requiring 
Less Rain-ls on the Rise. 

India today produces far more Rabi— 
a winter crop which is far less rain- 
reliant —than it ever did. The share of 
Rabi crop has spiked 57 per cent from 
70 million tonne in 1989-90 to 110 
million tonne in 2008-09, while na- 
tionwide acreage of Rabi has risen 
12 per cent. Correspondingly, Kharif— 
a rain-intensive crop—has reduced its 
acreage bv 10 per cent in 2007-08 
alone while its productivity has in- 
creased by 37 per cent. This shift, 
from being more Rabi heavy, and less 
Kharif dependent, means that a short- 
age in rainfall will not affect Indian 
food production as severely as, say, 
10 years ago. 


Fact #4: 54 Per Cent of Rural 
Incomes Are Non-farm. 

This means that more than one in 
two people in rural India is engaged 
in non-agricultural activity such as 


Average — Rainfall 





SEPTEMBER 


© 2008 S Normal average "figures in mm 


“AUGUST 
M2006 18200] © 


construction, carpentry, jewellery 
production, handloom and handi- 
craft-making, oil processing, and 
fishing, amongst others. Moreover, 
“the dependence of non-farming 
income on farming income has been 
minimal, So, if there is a poor mon- 
soon tomorrow, the rural economy 
will not collapse,” says Kashyap. 
Not surprisingly, corporates, 
such as telecom companies—many 
of whom have experienced a stu- 
pendous growth in subscribers in 
rural areas in the last 6-8 months, 
and that too despite the downturn— 
don't seem fazed about a monsoon 
shortfall. “I don't think bad mon- 
soons will impact new subscriber 
additions because of the availabil- 
ity of affordable handsets and cheap 
tariff rates,” says Pradeep Shrivas- 
tava, Chief Marketing Officer, IDEA 
Cellular. This is good news for those 
betting on a year of bad rains. 
MANU KAUSHIK 
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Wonmie says 


P" ors gie E fi gu ji. mune d aar 
Cricket’s Runs Per Gyer 


ete kash wi al 
hangs forever TXT Gam e MN 


YOU CAN PLAY VIA TXT 
ON YOUR MOBILE 


The Game: Cricket itself can have nail-biting 
momenís, but even a mobile game on cricket is not 
short of controversies. This is what PLAYU? Interactive 
Entertainment, the ux-based promoters of the mobile 
game 6u», discovered when they launched their 
sms-based game in association with the Indian 
Premier League (PL) in May. The skill-based game 
| offered cash prizes to participants, charging them 
Rs 5 for an sms to guess the correct sequence of runs scored in 
an over. However, faced with accusations that the game promoted 
gambling, the promoters had to withdraw it. 

Playing by the rules: The promoters had complied with international 
guidelines to ensure a litigation-free turf. They had classified the game as 
a mobile entertainment with "uniqueness" built into its mix, hence 
qualifying under tighter copyright law protection. They had also agreed 
to contribute a portion of their collection to Steve Waugh's Charity 
Foundation and ensured there were no loopholes around commitments 
and payoffs with commercial vendors. 

So what went wrong? Perhaps the company didn't realise how opaque 
the legal aspects in the gaming space are. The firm now needs to ensure 
that a "provable level of skill" is built into the game. 

Moral: Never be sure of avoiding controversy when launching a game that 
requires mass participation. IPLAYUP is now gearing up to re-launch the 
offering after tying up loose ends. SHAMNI PANDE 

















B hirty-four out of 
78 thermal 
power stations in 

the country have a 
coal stock that barely 
can last a week, And 
in 12 of them, the 
position is worse-the 
stock will suffice for 
less than four days. 
The Central 
Electricity Authority 
(CEA) terms the 
stock position 
"critical" if it falls 
below the seven-day- 
requirement and 
"super-critical" if 
reserves are for less 
than four days. CEA's 
weekly report on 
June 25 blames the 
crisis on low supply 
of coal and inade- 
quate coal linkages. 
KR. BALASUBRAMANYAM 


KEY STATES 


rise in wheat prices fast not predict? Sadly, of-the-box solutions" 
year: "Wheat shot out Indian politicians also to the global energy 

of the box limit-up...". ^ latchontotheterm. problem. 

Does he mean wheat Jitin Prasada, Minister 

prices were moving ina of State for Petroleum What to say instead 
way that even "out of and Natural Gas, appar- Just say: “Think 

the box thinking” could ently wants some "out- — differently" Dump the box. 
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FOCUS-CORPORATE 


Q&A 


‘It's a Great Time to 
Start a Company' 


Wayne Williams, CEO of 
Embarcadero, a provider of 
software development tools, 
spoke to Rahul Sachitanand on 
new tools and competition. 


This is a great time if you have 
seed funding. If you are 

going to VCs to get some 
funding, good luck! 


There are too many applications 
and platforms at organisations 
to conform to a standard. In 
operating systems, for example, 
Windows was the only option 

till Linux and Apple came. 
There's nothing better than 
more choice. 


We cover all platforms and roles 


software development, including 


architect, developer and data 
base architect. We have 19 prod- 
ucts and support 16 computer 
programming 

languages. 
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omes 
Why Are They Selling? 


s stock prices of most firms rose post the 
Lok Sabha results in May, market plavers 
kept their eyes on the rising numbers and 
inflows of funds from ris. What they may have 





overlooked was the sale of their holdings by top 
K. Anji Reddy 
company: Dr Reddy's 


DESIGNATION: Chairman 
no. oF shares soto: |, 00,000 


PRICE PER SHARE: Rs 735 
TOTAL VALUE OF SALE*: RS 7.35 cr 


executives of various companies, also called 
insiders. Those who sold off holdings included 
L&T's A M Naik, uprc's Deepak Parekh and 
Renu Sud Karnad, K. Anji Reddy of Dr Reddy's 
and Apollo Hospitals’ Prathap C. Reddy. 

This is by no means an unimportant event 
as insiders are always in the best position to 
know the true value of the company they are 
associated with. So far the stock prices of the 
companies, where insiders have sold their 





stake, are still trading close to the sale price. Does 


A M Naik this mean the market is yet to react to the 
COMPANY: L&T event or was it just an usual round of selling by 


DESIGNATION: Chairman and MD 
No. OF sHARES soto: 95,000 
PRICE PER SHARE: Rs 1,496 


TOTAL VALUE OF saLE*: RS 14.21 cr 


these men and women to meet fund require- 
ments? Watch this space. 


VIRENDRA 


\ | R M \ 









Deepak Parekh 
COMPANY: HDFC 
DESIGNATION: Chairman 

NO. OF SHARES SOLO: 25,0 
PRICE PER SHARE: Rs 2,300 
TOTAL VALUE OF SALE™: 


Rs 5.75 cr 


Dr Prathap C. Reddy 
company: Apollo Hospitals 
DESIGNATION: Executive Chairman 


no. oF SHARES soto: 11,/5,000 


PRICE PER SHARE: Rs 512 
TOTAL VALUE OF SALE*: 


Rs 60.16 cr 


Renu Sud Karnad 
COMPANY: HDFC 


DESIGNATION: Executive Director 
NO. OF SHARES SOLD: 25,000 
PRICE PER SHARE: Rs 2,300 


TOTAL VALUE OF SALE*: 


Rs 5.75 cr 


In 


00 


Source: BSE *Trade value based on the closing price on the date of transaction 


an't afford to buy a Merc? Then book yourself a seat on the 
brand new Merc bus that the Karnataka State Road Transport 
Corporation (KSRTC) has got, the first state transport utility to use 
a Merc. It is currently operating on the 144-km stretch between Bangalore 
and Mysore-doing two trips a day on a trial basis. The coach will also operate 
services from Bangalore to Mumbai and Chennai during the 90-day 
trial period. The 12 metre-long vehicle comes with 
four emergency exits and plush interiors com- 
plete with twin LCD TV screens. If the trial run is 
successful, KSRTC may order a fleet and ask 
Merc to retrofit the buses with special features. 
K R BALASUBRAMANYAM 
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CRISIS HAPPENS 
TO OTHER PEOPLE. 
WHO THEN PASS IT 
ON TO YOU. 


Get Credit Risk Insurance 
for your Exports. 





In today's global environment, what happens to your buyers, happens to you. Exporters today are 
walking on a business minefield where financial giants are going bust, banks are collapsing, massive 
companies are evaporating and even countries are falling severely sick. Interestingly, with high 
currency exchange value, the time is lucrative for exports. 


Get credit risk Insurance from ECGC and take advantage of the situation 


(C2 ISO 9001: 2000 Certified < >>> 


insurance is the subject matter of solicitation E C G C 


You focus on exports. We cover the risks. 








FASTER, 
HIGHER... 


The NSE and BSE recorded 
highest growth among the 
global peers in May 2009. 


VALUE OF TRADING (Growth 
month-over-month) 


"Includes growth in index futures, 
options, stock futures and options 
Source: World Federation of 
Exchanges, Trade Byte Report of 
IDFC-SSKI 


FOCUS-TRIBUTE 


Michael Jackson Inc. 


The King of Pop built and lost a fortune. Here's the Jacko' story. 


According to Forbes, at age 32 in 1991, he 
was already earning about $1 million a week, 
second only to Bill Cosby. In 1991 and 1992, he 
earned a combined $200 million (Rs 960 
crore), second to Cosby's $230 million. 


Compare this with the Indian music 
industry's total earnings for 2008- 
(according to a FICCI-KPMG Report)- 
less than MJ's earnings in two years alone! 


His "Thriller" was the biggest 
selling album of all time, with 
over copies 
sold worldwide till date. 


The Guinness Book of World 
Records recognises his $890- 
million deal with Sony Music in ^ 
1989-1990 as the single- ^" 
biggest music deal of all time. 


He also became the 
highest-paid commercial 
spokesperson (another 
world record), when Pepsi 
Cola paid him $12 million 
to do 4 TV commercials. 








-a 














His legendary "Bad Tour” from 
September 1987 to December 1988 
brought in a world record gross 
revenue of over 


His cumulative earnings in 
2006 stood at 
though he had also run into a 
debt of $200 million. 


By the time of his death, his total debt 
was estimated to be $500 million and 
his total assets value $700 million. 


Even in death he broke 
records—Google's list of top 
100 search trends in the 

hours after his death 

was composed almost 
exclusively of Jackson- 
related phrases, rang- 
ing from “Michael 

Jackson died" and 
"Thriller lyrics" to 
"Neverland ranch". 


COMPILED BY DHIMAN CHATTOPADHYAY 
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'egd. Office: LG Electronics India Pvt. Ltd., Plot No. 51, apis Vihar, Surajpur Kasna Road, Greater Noida- 201 306, U.P 
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FOCUS-GLOBAL 


How the Rich Deal with Recession 


The slowdown may have hurt lesser mortals but two of the world’s richest men 
have just gone ahead and splurged millions on a new aircraft and a yacht. 


WHO: A garage 20 guest A boardroom that A special cylindrical 
Saudi Prince onboardto œ Suites has a touch screen elevator at the 
al-Waleed bin Talal park cars. EN TV and a holographic bottom of the plane. 


projection system. 









WHAT HAS HE BOUGHT: 
A flying home that costs around 
Rs 2,300 crore. He is reportedly 
awaiting delivery of a ‘made-to- 
order' Ai 380 (see 


illustration) t the 
most ex private plane 
ever put together. Just for the 


sake of comparison-one of the 
most popular private planes in 
the world is the Boeing Business 
Jet, which starts at a mere $42 
million (around Rs 201 crore). A steam room, Turkish bath, A well-being room with the floor 
concert hall and king size beds made from a giant screen, showing 
in five private quarters what the plane is flying over. 
A massive pool with — A5,000squarefoot ^ 20jetskisstored 550 feet long with WHO: — uda: 
multiple bars, a master suite inside the shipto two helicopter Russian billionaire 
movie theatre, overlooking a go ashore landing decks Roman Abromovich 
library and a private garden WHAT HAS HE BOUGHT: 
restaurant His passion for yachts is 
r legendary but this jumbo 
A private submarine and ay (see illustration) beats them 
missile detection system : X; all. Its 9-deck mega-yacht, 
installed in the yacht p wa costing around $450 million 





(Rs 2,160 crore) to build, 


makes it the most expensive 
yacht till date. 
Source: www.cnbc.com, www.huffingtonpost.com and www.english.pravda.ru 
-— INCOME FROM 
> Asians buy more life insurance than per cent of total premium, but Asia acco- «v COUNTRIES 
others with the ageing country of Japan Unts for 75 per cent of total premium. 300 - 
alone buying over $300 billion worth of ^ — The main reason is the focus on life 2 
ASIANS life insurance premiums annually. insurance in Japan (78 per cent of 100 - 
FEAR > Indians, too, buy nearly $60 billion premiums are life premiums). Other CÍ-?7Ts522T3 
FOR LIFE "orth life insurance premiums ageing nations such as China, Hong $52583*23 
MOST annually, the fifth-largest among Kong and South Korea, too, invest heavily 5 3 A^ 
the 12 Asian nations. in life premiums. ——À 


. n ms Property & Casualty Insurance Premium 
EN OGlobally, life premium accounts for 60 Source: Celent study, Trends in Asian Insurance ‘09 Figures in $ billion 
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How do you 
communicate? 


» Solutions for the New World 

* World's Farthest Reaching Network 
» Data Centers and Managed Services 
» Emerging Markets Intelligence 


It's a new world, new opportunities, new revenues. You need emerging markets 
intelligence and leading solutions on the world's farthest reaching network. 


In the new world, you need a trusted partner. Tata Communications 
delivers services across Network, Data Center, and Managed Solutions 
for Telepresence, Security, CON and Applications. We provide unequaled 
global expertise and vertical intelligence to take your business farther. 
It's a new world. It's yours to conquer. 


(^ 2009 Tata Communications Ltd. Tata is a registered trademark of Tata Sons Limited used under icense by Tas Communications Lid 


How far do you have to go 
to unite your world? 


Bring together the people, 


data and opportunities that w 


ive you the advantage it 


new world. 





TATA COMMUNICATIONS 


TAKING You FARTHER ` 


Succeed in the new world with 
www.tatacommunications.com/unite 


FOCUS-BT POLL 


Have you felt 
the effect of low 
inflation on your 
sw family budget? 
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“It's a Great Time to Expand When 
Other Players Are Scaling Back” 


Johan Van Zyl, Group cro of South Africa's second-largest 
insurer Sanlam Ltd., was in India last month to announce 
expansion of Shriram Life Insurance, a jv between Sanlam and 
the Shriram Group. He spoke to Shalini S. Dagar on a range 


2% Can't Say 


qM of issues. Excerpts: 
There's hardly any The negative inflation 
commodity which has seen has had little effect on my Has the financial crisis forced you to change your 
a fall in prices. The costs household budget. To be business plans? 
of health and education 


honest, we have cut our 
budget by 15-20 per cent 
but that is largely because 
we have cut back on 
discretionary spending 


Our aim is not about coming in with huge capital and 
showing a growth of 200 per cent. Even in good times, 
we prefer measured growth. Shriram Life is the lowest 
cost insurer within the life space in India. These are 
values that we embrace in our own country. We set 


services, which don't come 
under the WPI (wholesale 
price index), have gone up 
in the last one year. Only 
fuel costs had dipped, 


| | : : ; 
which meant a 5 per cent SUCH as XUI trave up the business not just for the good times, but also 
Saving. However, with and delayed the 
| lor the tough times. 
the prices up again, purchase of : 
things are back to high-ticket items. What are the targets for the Indian market? 
square one. 


The target will be to grow into as big a company as the 
one in South Africa. This market is 50 times 

bigger, so we have to be bigger here. In the next three 
years, we want to do about Rs 500 crore of business. 
The effort will be to target the higher end of the market. 
It is a great time to expand when other players are 
scaling back. 


Karan Bhagat 
CEO, IIFL Private Wealth 
Management 


Rajesh Krishnamoorthy 
MD, iFAST Financial India 


What is your position on the growth versus 
profitability trade-off? 

In insurance, it is always a trade-off. There is a big 
expense and cost base that you incur in the early 
years but you get the benefits over time. We have to 
grow but we will take it relatively slowly. We have 





Results of BT Online poll. No. of respondents: 246. 
Next Poll question: Will the introduction of several non-stop AC trains 


affect low-cost airlines? Log on to www.businesstoday.in to cast your vote 


COMPILED BY MANU KAUSHIK 
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longer term plans. 


( For full version, log on to www. businesstoday.in) 
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FOCUS-WELL SAID 


“If you start prohibiting people, 
they will find underhand ways” 


Union HRD Minister. on allowing FDI in higher education, in The Economic Times 


“There are a lot of excesses 
to be wrung out, and that 
process is still under way, 
and it looks to me it will be 
under way for quite a while. 


You can t produce a baby in 
one month by getting nine 
women pregnant" 


V'IMVHO JLNVIN3H 
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“We have clients who not only stuck on but 
even advanced the payments to a company 
that was sliding into oblivion because they 
wanted that quality of work to continue” 


Executive Vice-chairman, Mahindra Satyam, 
on getting new customers for Satyam in The Economic Times 


“We don t like this 
kind of situation 
where we are stuck 
with the approvals. In 
our steel businesses, 
we are still awaiting "All I can say is 
some of the approvals, that we have a 


and mining licence; robust balane 
clearly this has st Dalance- 





G. KESHAV RAJ 


i sheet. I don’t have 

delayed the progress L | 

: ?* r y 
by at least two years any level of 

. ‘$ 

a discomfort 
CEO, ArcelorMittal, expressing his 
disappointment over delays in se uring 
regulatory approval for his proposed Managing Director, Ford India, on the 
Rs I-trillion steel project in India, financial soundness of Ford Motors, in 


in an interview to CNBC-TV 1 8 Business Standard 








Now across the table 


from you. 





IOGETRHER FREE TOUR ENERGIE 


With over 20,000 employees in India and 90,000 across 30 countries, 
Capgemini is a worldwide leader in consulting, technology and 
outsourcing services, earning revenues in excess of $13 billion. 


Our 40 years of global expertise have helped us evolve the Collaborative 
Business Experience - a way of working that partners with clients to 
transform their energies into tangible results, giving them greater room 
to manoeuvre in global markets. 


Over the years, we've earned the trust and respect of clients across the 
world. What can we do for you? 





@ Capgemini 


visit us at: http://www.in.capgemini.com/win "ONSULTIN 








FOCUS-FLASHBACK 


A CHRONOLOGY OF 


Air India's Rise and Fall 


From a record profit of Rs 333 crore to employees being asked to forgo 
their salaries for a month-here is the story of how to kill an airline. 





The 
Maharaja 
fli h: 





manship of Y.C. Deveshwar. 

However, trouble looms with 
IA's entry into lucrative Gulf 
sector hurting Al. 





Hope Floats: Al becomes a 
limited company. Buys 4 
Boeing 747-400 aircraft. 






White 

account for 
almost à fourth of 
Air India's total expenditure. 





Maha Mess: Al is the oldest, 
most international 


New Hues: Civil Aviation 
Minister Praful Patel 
unveils colours of soon- 
to-be-merged Air India and 
Indian Airlines. 


Empty Words: Despite 
Patel's promises, Al ends 
fiscal year with a loss 

of Rs 448 crore. 





COMPILED BY SOMNATH DASGUPTA 
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Non-executive 
Chairman Russi Mody 
sets up committee for 
merger of Al and IA. 





Trouble in Paradise: 
Union problems 
heighten as loss 
mounts to Rs 331 cr. 


surplus 

of Rs 15 
crore, The 
Govt. raises 
FDI limit in 
aviation 
from 40 

to 49 per 
cent. 


The Final Cut: Cash 
flow problem forces 
delay in salaries by 15 
days for senior staff 
and three or four 
days for juniors. 












Is Indian Railways 
on the Right Track? 
Business Today, June 7-21, 
2000 


"We are going to run like 
Rajdhani” — Mamata Banerjee 


Empty coffers are forcing the 
Railways to stoke the engines. 
Says Mamata Banerjee, 45: 
"We are going to run like the 
Rajdhani.” A cash-strapped 
Indian Railways is wooing the 
private sector arduously, with an 
eye on the megabucks. Rolling 
out of Delhi's Rail Bhawan are 
ambitious plans to build a broad- 
band backbone, develop tourist 
resorts and plantations on 
railway land, and get private 
firms to construct railway lines. 
But the Railways track record of 
implementation doesn't inspire 
much confidence. That, says 
Banerjee, will change: "We are 
not talking. We are acting." 
SEETHA 


hhh hhh LTE ELE 


Postscript: Nine years after BT noted 
that she had announced a slew of proj- 
ects and promised “action,” it's déjà vu 
time. In her current Rail Budget, Mamata 
Banerjee has announced a number of new 
measures. Projects such as developing 
cold storage cargo handling facilities that 
will prevent wastage of food and vegeta- 
bles and setting up of land banks for 
commercial and industrial use of railway 
land may develop markets and create 
demand. Last time she spoke of ‘action’, 
though, her sole action in the next 18 
months was to resign as Railway 
Minister! Will we see some real action 
this time? We will keep you informed. 
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FOCUS-GRAPHITI 


ARE YOU FILING 


T@X online? 


The Right Click 


Different stages of submitting e-returns. 





«t Choose an e-filing package (an illustrative list below). 
It'S quick, 
convenient 


«© Follow the steps by keying in the required information and precise. 


(The portal will prompt you on where to get the 
information). Enough reasons for 


«i Review return, pay charges and click on e-file. Or, save e-filing to be popular 
return offline and upload on the IT Department website. with taxpayers. The IT 


< Register by creating a user ID. 








Department figures say 

«Æ Add digital signature if you have one. Or take a printout 

of TRV (which is an Misi slip), fill the 16.65 per cent of the total 
details to post it. returns filed in 2008-09 were 

ag If you have signed e-returns, a 10096 Jump 


digitally, take a 

printout of the ITR-V 

with the signature. 
— 


E from the previous year. 


lg 


íi- 


«t Post the ITR-V to IT 
Department*, CPC, 
Post Box No-l, 
Electronic City Post 
Office, Bengaluru- 
560100, Karnataka 


*Only office to accept e-returns 




























































































Choose Your Online Tax Consultant 
INCOMES COVERED THE CHARGES 
SALARY, CAPITAL GAINS, BUSINESS | T 
CATEGORY OF PENSION — RENT, OTHER TAX 
PORTAL | TAXPAYER — | | INTEREST INCOME PARTNERSHIP [CALCULATIONS | BASIC MEDIUM PREMIUM | 
Taxsmile.com | Individual | / P d xX Yes — Silver: Rs 250+taxes | Gold: Rs 400+taxes | 
Paisawaisa.com | Individual, HUF) v/ — v/ X | Ye | Fe | R5199 
Taxshax.com Individual | A Sf X | ve Rs 181 | Rs 324 Rs 524 
pic - + idus | | | sie — 
Taxplanner.com ‘Individual | 4 — v/ — v/ | Ye | R% Rs 449 Rs 749 | 
Incometaxindia.gov.in | All taxpayers | y "4 No | Free | Free || free T 
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FOCUS-ENTERTAINMENT 


Coming Soon: 

A dozen screens and a new movie 
every 30 minutes- Fridays will never 
be the same. 

Imagine walking into a megaplex, 
screening 10 or more films at the same 
time! One will probably finish off the 
first bag of popcorn deciding which 
film to see. 


Mexican giant Cinepolis, the world's 
fifth-largest movie exhibitor, is all set 
to launch a chain of megaplexes in 40 
cities, including Pune, Hyderabad, 
Chennai, Kolkata, Mumbai and 
Bangalore. “It made sense to wait out 


the slowdown rather than rushing in,” 
says Milan Saini, Country Head and MD, 
Cinepolis India, explaining why the 
group waited two years after setting up 
base in India, to open its chain. 


50, what really is a megaplex? “It 
comprises a complex with more than 14 
screens, though for India anything above 
10 screens will be a megaplex. The idea is 
there should be a new movie starting 
every 30 minutes. No one will have to 
wait,” says Saini, 


The initial thrust would see 110 screens 
by 2010. By 2016, though, Cinepolis plans 
500 screens with an investment of 
$700,000 per screen. 


TEJEESH NS. BEHL 





NUMBERS OF NOTE 


S 


36% — $872m 84000 





The percentage of The total value of Total number of HNIs 

employees in India who private equity (PE) (high net worth 

feel threatened by the deals struck by India individuals) in India in 
JPMorgan's position in economic slowdown, Inc. in May, the highest 2008, a drop of 3796 
the annual list of the compared to 34% of since September from 2007, making 
world's strongest banks, | North Americans and 32% 2008, according to India the second 
according to The Banker | of Chinese, according to data compiled by worst-performer in 


magazine 
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a McKinsey survey 


Grant Thornton 


Asia-Pacific region 


be positive 24 
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CEO OF THE MONTH 





The leading CEO for the period (May 21-June 20), 0. P. Bhatt of SBI, was 
also the leading CEO in the previous 30 days. Bhatt's decision to consoli- 
date SBI’s six associate banks and cut lending rates ensured widespread 
coverage in the media. While K. C. Chakrabarty of PNB was the most 
favourable Indian CEO with 19 positive stories, Steve Ballmer of 
Microsoft received the most favourable coverage among global CEOs. 


TOP 10 INDIAN CEOs 


TOP 10 GLOBAL CEOs 
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> XFR: If looks could kill, the XFR would kill ‘em 
all. This V8-engine Jaguar competes with BMW 
M5 and Mercedes AMG E63. Cost: Rs 90 lakh. 


Þ XF: With a top speed of 250 kmph, this V8 
petrol engine costs a mere Rs 65 lakh. It's 
competition? The BMW 5-series and Mercedes 
Benz E-class. 


» XKR: The Jaguar sports saloon with a super- 
charged V8 engine reaches O-100 kmph in 4.6 
seconds. It costs around Rs 1.18 crore, and is in a 
class of its own in India at present. 


XF 
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Figures are no. of appearances 












RANGE ROVER 





Airways 32 
tro 31 
sler 30 
osoft 30 


Figures are no. of appearances 












> Range Rover: This is the iconic car from the 
JLR stable. Its on-road capabilities are pretty 
impressive, considering it can crawl down a flight 
of stairs or caravan to rugged mountainous 
terrains. It costs around Rs 90 lakh. 


> Discovery 3: Driving this beauty is sheer pleas- 
ure, This beast can go almost anywhere, from the 
most treacherous wilderness to the barren desert. 
With a diesel-powered V6 engine, Discovery 3 
costs around Rs 65 lakh and competes 
primarily with the likes of Merc M-class SUV. 


COURTESY m 


DISCOVERY 3 


How do we make our production 
plants fit for energy savings? 
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Energy-efficient drive technology and intelligent software tools 
reduce energy costs by up to 70%. 

The fitness training for your plant: First, make the energy flows in your plant transparent. Then, analyze the 
cost-saving potential. And finally, replace existing technology by energy-efficient components. We'll support 


you during every single stage of this process, offering a complete range of products, systems and tools for 
efficient up-to-date energy management. 


siemens.com/answers SI EM ENS 


OPINION-INFRASTRUCTURE 


NIKHIL GANDHI 


CHAIRMAN, SKIL INFRASTRUCTURE 


Why the SEZ 





n February 2006, when the disparate pieces 

of executive orders, press notes, government 

regulations that formed the basis of the sez 
framework from April 2000 were all consolidated 
and given effect as a cogent piece of legislation 
called the sez Act, 2005, there was great hope. 
Finally, a comprehensive regulatory framework 
was available that simplified tax laws, adminis- 
trative procedures and also provided necessary 
incentives for industries and services to grow. The 
policy visualised sgzs as large integrated 
infrastructure complexes, with hassle-free 
environment for business. 

The faith in this new regulation was evident 
from the large number of applications that the 
Board of Approval was required to deal with in 
every meeting. Hundreds of sezs were approved 
in a span of a few months and large investments 
were committed. Unfortu- 
nately, somewhere down the we 
line, the sez policy lost focus S ad 
and started drifting. > 





There was a mad rush for = = 
sez approvals and many non- = = 
serious players entered the % = 
fray. They primarily saw sis 3 3 
as a real estate play. sez * G 
applications became a tool M, 


for acquiring land rather than 

for creating infrastructure. This cast a shadow 
over the entire sez policy. Soon, there was a 
raging debate on the incentives structure. The 
allegations that the government was protect- 
ing corporate big wigs forced the authorities to 
make the first set of amendments to the sez rules. 
This had two effects—it emboldened critics on the 
one hand and created uncertainty amongst 
investors on the other. One of the great gains of 
the sez Act and its rules had been a robust regu- 
latory framework. But with the government 
changing rules almost as soon as the first set 
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LUPO WSS 


Policy Failed 


was given effect, the promise of a stable policy 
framework proved to be a mirage. 

Then came Nandigram. It provided critics 
with the most potent weapon yet: The rationale 
for depriving the fledgling sezs with the most 
important ingredient they needed to succeed— 
land. The aftermath of Nandigram saw the Land 
Acquisition Act itself being questioned, and ex- 
ecutive instructions were issued that barred 
state governments from assisting sEz developers 
from acquiring land. It proved to be the final 
nail in the sez coffin. Industrialists had enough 
problems due to the financial meltdown without 
adding the sez baggage to their woes. So, today we 
have reached a situation where the queue of 
developers waiting to get their szzs denotified is 
almost as long as the queue made by the same de- 
velopers just two years ago to have their sEzs 
notified. 

In all this, I believe the 
country has suffered. China 
/ 74 has demonstrated that srzs 
A can ensure large scale 
economic development. 
Shenzhen is one such exa- 
mple—from a less than 250 
sq. km region, it exports goods 
and services worth over $90 
billion. Why can't India repli- 
cate the China success story? Indian sezs, if 
well managed, could easily add 1.5-2 per cent 
to the country’s GDP. 

I firmly believe there is still hope, provided we 
retain our original vision of skzs as large-scale int- 
egrated infrastructure projects. This would nec- 
essarily entail that the authorities get a clear 
commitment from interested parties that the 
land acquired for sezs would be utilised only for 
economic activities. This would give an imp- 
etus to industrial activity, create vast employment 
opportunities and give a fillip to growth.© 





The queue of 
developers 
waiting to get 
their SEZs 
denotified is 
almost as long 
the queue mai 
by the same 
developers jus 
two years ago 
have their SEZ 
notified. 























OUR SINCERE APOLOGIES TO 
SHAKESPEARE, CHARLES DICKENS 
AND LORD TENNYSON. 


Big is an understatement. 
There's big and then there's Dainik Jagran big. The sheer 


! force of our numbers led The World Association of 


Newspapers to declare Dainik Jagran as the largest read 
daily in the world. And that’s not all. With a circulation 
encompassing 1] states, 500 million individuals and 102 
million households, Dainik Jagran alone accounts for 43% 
of the total Market Potential Value 
(MPV) in the whole of India. After 
having tapped marketing potential 
over such a large canvas, there’s little 
wonder that we have been the No.1 
daily for 12 consecutive IRS rounds. 
And at the rate we're going, there 
might be a fight: but only for the 


second spot. 
Trust is our middle 


name. 
In the business of print we have left 
an indelible mark on the hearts of 


, 
our readers. There aren't too many 


| , places people turn to when they need to find the truth. If 








the BBC Reuters poll is anything to go by, Dainik Jagran 
is the most trusted source of news in the press media in 
India. Our readers place their trust in us everyday and we 
live up to it year after year. After all, it's trust that makes 
great relationships stand apart. 

N ewspaper or trendsetter? 

At Dainik Jagran, we don't follow trends. We set them. We 


were the first to start a voice service - 57272 for the latest 





World! s Largest Read Daily 


news and information on mobiles. The credit for coming 
up with the first e-edition of a Hindi daily goes to Dainik 
Jagran. Our official site www.jagran.com gets 42 million 
page views and 2 million plus visitors every month, with 
an average visitor session time of more than 44 minutes 
daily. J9, a division of Jagran Prakashan Limited GPL), 
adds value to people's lives hy redefining consumer connect 
through mobile and online platforms. 
Every morning Dainik Jagran releases 
36 editions with supplements that 
cater to every strata of society. Still 
catching your breath? Here's more. 
Affirming our popularity with the 
youth is the fact that we reach out 
to the highest number of students 
and graduates in India. Precisely 14.8 
million and 6.8 million respectively. 
For us being first is all that counts. 
After all, who remembers the second 


person to climb the Mt. Everest? 


Up, up and away, 

In the last few years, there's only one direction we've looked. 
Up. Qur exponential rise has meant that we are the only 
Hindi daily to have both Consumer and Business 
Superbrand status. From household alleys to corporate 
streets we have created landmarks in an attempt to provide 
the hest. 

Qur popularity has touched heights such that the name 
Jagran is now synonymous with success. So fasten your 


seat belts. The lagran flight has only begun. 








OPINION-POLICY 


KIRIT PARIKH 


FORMER MEMBER, PLANNING COMMISSION 





he government is pushing ahead with its 

'aam aadmi' campaign with the President 

promising a National Food Security Act. 
Providing food to the poor is inherent to effectively 
combating poverty and, therefore, I feel the 
intention ofthe government is laudable. 

However, there are some basic questions 
that need to be answered. What are the financial 
implications: How can the programme be made 
effective? How can it be ensured that it will 
terminate at some date? Let's take a closer look. 

As the President said, "Every family below the 
poverty line in rural as well as urban areas will be 
entitled, by law. to 25 kg of rice or wheat per 
month at Rs 3 per kg." At present, the Centre 
provides 35 kg of rice or wheat per month to 
the four crore prt. families. Wheat is supplied at 
Rs 4.15 per kg while rice at Rs 5.65 a kg. Thus. 
around 20.6 million tonnes 
(mt) of grains are distributed 
to BPL households. Witha Ss 
smaller amount of 25 kg, 
the total distribution will be 
only 12 mt. 

However, the number of 
persons below the poverty 
line is being re-calculated 
by an expert committee 
constituted by the Planning 
Commission. It is generally believed that the 
existing figure for BPL families in rural areas is 
an underestimate. If we take the data on mal- 
nutrition as an indicator, the head count ratio of 
poverty could be around 40 per cent in rural 
areas and around 25 per cent in urban centres. In 
this case the number of set families could double 
to eight crore. The amount of grain to be distrib- 
uted would be 24 million tonnes. It still means that 
the Centre has enough food grain in its buffer 
stock to implement this law. On the back of higher 
minimum support prices, the government has pro- 
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How to Ensure 
Food Security 





cured a record 24 mt of wheat and nearly 30 
mt of rice till the middle of June 2009. 

The amount of subsidy required would depend 
on the price at which government procures 
wheat and rice. The present Minimum Support 
Prices for wheat and rice are on an average 
Rs 10.6 per kg. The subsidy burden thus comes to 
Rs 7.60 per kg. The cost of distributing 24 mt at 
Rs 3 per kg would be Rs 18,240 crore. This is 
some what larger than the present cost of giving 
20.6 mt at Rs 4.90 per kg of Rs 1 3,800 crore but 
is manageable. 

The critical question, then, is how to 
minimise leakages to ensure that the deserv- 
ing get their full entitlements. The solution 
could be in giving a unique iD card to every- 
one for an effective and better targeted distri- 
bution system. A BPL family can buy subsidised 


food grains from any shop, 
1 fi My 


including ration shops with 


f its smart card. The shop- 
A keeper collects Rs 3 per kg 
>æ from the cardholder and if 
= the sale price is Rs 13, the 
- difference of Rs 10 per kg is 
= transferred from the gover- 


nment account to the 
trader's account. This sch- 
eme would require that the 
government estimates market prices of wheat 
and rice and announces the per kg subsidies 
that traders would be entitled to every season. 

The big task would be in ensuring that the 
scheme winds down as the number of ppt families 
goes down. An effective system of periodic 
identification of pet families needs to be initiated. 
This is not easy, but one can think of certain 
disqualification criteria—such as when a member 
of the family gets a job and so on. This remains the 
main challenge and should be thought out before 
implementing the scheme. 
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LEGEND SAYS ONE SPARTAN WAS 
EQUAL TO TEN MEN. 


WITH US, IT'S FOR REAL. 


Big is an understatement. 

There's big and then there's Dainik Jagran big. The sheer 
force of our numbers led The World Association of 
Newspapers to declare Dainik Jagran as the largest read 
daily in the world. And that's not all. With a circulation 
encompassing 11 states, 500 million individuals and 102 
million households, Dainik Jagran alone accounts for 43% 
of the total Market Potential Value 
(MPV) in the whole of India. After 
having tapped marketing potential 
over such a large canvas, there’s little 
wonder that we have been the No.1 
daily for 12 consecutive IRS rounds. 
And at the rate we're going, there 


might be a fight: but only for the 


second spot. 


Trust is our middle 


name. 

In the business of print we have left 
an indelible mark on the hearts of 
our readers. There aren't too many 
places people turn to when they need to find the truth. If 
the BBC Reuters poll i is anything to go by, Dainik Jagran 
is the most trusted source of news in the press media in 
India. Our readers place their trust in us everyday and we 
live up to it year after year. After all, it's trust that makes 
great relationships stand apart. 

N ewspaper or trendsetter? 

At Dainik Jagran, we don't follow trends. We set them. We 


were the first to start a voice service - 57272 for the latest 





news and information on mobi les. The credit for coming 
up with the first e-edition of a Hindi daily g goes to Dainik 
Jagran. Our official site www. jagran.com gets 42 million 
page views and 2 million plus visitors every month, with 
an average visitor session time of more than 44 minutes 
daily. J9, a division of Jagran | 'rabashan Limited (JPL), 
adds value to people's lives by redefining consumer connect 
through mobi le and online platforms. 
Every morning 3 Dainik Jagran releases 
36 editions with supplements that 
cater to every strata of society. Still 
catching your breath? Here's more. 
Affirming our popularity with the 
youth i is the fact that we reach out 
to the highe ^st number of students 
and graduates i in India. | 'recisely 14.8 
million and 6.8 million re :spectively. 
For us being first i is all that counts. 
After all, who remembers the second 


person to climb the Mt. Everest? 


Up, up and away. 


In the last few years, there's only one direction we've looked. 
U p- Our exponential rise has meant that we are the only 
Hindi daily to have both Consumer and Business 
Superbrand status. From household alle 2ys to corporate 
streets we have created landmarks in an attempt to provide 
the best. 

Our popularity has touched heights such that the name 
Jagran is now synonymous with success. So fasten your 


seat belts. The Jagran flight has only begun. 
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OPINION-WTO 


BIBEK DEBROY 


ECONOMIST 





ommerce Minister Anand Sharma has 

stated that he wants to take the stalled 

Doha process forward at the wto. Clearly, 
it will be a tightrope walk for him. After all, there 
have been major differences over agriculture, 
non-agricultural market access (NAMA), intel- 
lectual property rights and services. Of these, 
the most intractable were agriculture and NAMA. 
There is a broader point here about reforming 
agricultural subsidies (domestic and export) in 
developed countries. Unless these are dismantled, 
markets are distorted and developing country 
agri exports become artificially uncompetitive. 
Clearly. one can't liberalise imports if markets are 
distorted. While this is a valid proposition, am- 
bitions had already been “lowered” for agri libe- 
ralisation. At wro, we weren't going to do much 
about agriculture export sub- 
sidies till 2013 and significant 
domestic agricultural reform = == 
. would be post-Doha, perhaps 
in the next round. Let's try 
and understand its implica- 
tions for India. 

For relatively weaker / 
countries, multilateral agree- 
ments are preferable. India, thus, wants a suc- 
cessful Doha Work Programme (pwp). Reactions 
to wro (and other external) liberalisation are 
functions of degree of domestic reforms, which 
ensure competitiveness. Our problem is agri 
reforms has been virtually non-existent since 
1991, with a specific issue for dry-land and 
small-farmer agriculture. Now that pwr is get- 
ting off the ground, our first task should be to 
push this agenda, remembering that pwr imp- 
lementation commitments won't be overnight. 
That is, wro provides a trigger for reforms that 
are in any case required. 
Second, tariff reduction commitments work 

on bindings, not actual tariff levels and there is 
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a large gap between bindings and applied tariffs, 
both for agriculture and NAMA. Beyond rhetoric, 
which are items where we might need special 
exemptions, remembering that tariffs are also 
being reduced through rras (regional trade 
agreements)? Commerce Ministry may have 
such a list and imports of “sensitive items” are 
monitored. But there is need for greater trans- 
parency and analysis in this identification. 
Both these issues concern marrying internal lib- 
eralisation compulsions with what's likely at 
pwp and this is also true of services. 

Third, every economist will say liberalisation 
(even if unilateral) brings welfare gains. However, 
WTO is about reciprocity. What has the country 
got in return for greater flexibility on special 
safeguards mechanism (sm) and NAMA, especially 
from the us? Unless that's 
clear, marrying what Kamal 
Z Nath said with what Anand 
RD 
e: 





Sharma is doing is difficult. 
^ The government must exp- 
zm lain what's going on. 

= But why has the Indian 
SS government suddenly 
showed renewed interest in 
breaking the impasse at wro? Until Cairns Group 
meeting in Bali in June 2009, and some agree- 
ment between India and the us, Doha had been 
pushed into the background. I believe there 
were several reasons for this relative dis-interest. 
First, high food prices (pre-dating financial cri- 
sis) made both agri exporters and importers 
chary of agricultural liberalisation. Second, fin- 
ancial crisis made countries turn inwards (pro- 
tectionist tendencies don’t always violate wro- 
law, even if wro-spirit is violated). Third, there 
were elections in the us and India and when 
talks broke down over July 2008 package, it 
was primarily a result of differences between 
India and the us over ssm. © 
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especially from 
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OPINION-RAILWAYS 


V.K. AGARWAL 


FORMER CHAIRMAN, RAILWAY BOARD 








fter presenting two Budgets in 2000 & 
2001 during NpA's tenure, Railways 
Minister Mamata Banerjee presented her 
third Rail Budget on July 3, 2009. In spite of 
the very short time available for Budget 
preparation, the Minister did show a good 
understanding of the challenges before the Indian 
Railways. Consider this: the minister promised 
50 "world-class" stations, construction of 
53 new lines, 12 doubling projects and one 
coach factory. Allocations for new lines were 
also increased. It was a development-oriented 
Budget taking into account the financial and 
other constraints before the Railways. Of course, 
one could see that the effort was to keep everyone 
happy. especially the poor. Therefore, there was 
no increase in passenger 
fares and freight rates. 
However, this is just 
the beginning and, I feel, 
the Minister has a dau- 
nting task before her. Sev- 
eral areas require her 
urgent attention, inc- 





A 
- 
zZ 


W 


} 


i 


sil 
4 


WW 





luding maintenance of ZY —— 

8: ne ó a ". C 
existing assets, moderni- H, inti 
sation and expansion of d Í li 


network (new lines; dou- 

blings). I'll focus here on the biggest task before 
Mamata—increasing capacity and ensuring 
network expansion. 

The capacity constraints of the Railways 
remain a problem area. In the past, capacity 
constraints have been overcome by giving up 
traffic. In the last few years, the traffic generated 
by the booming economy has been handled by 
loading the wagons beyond their carrying cap- 
acity. The yearly incremental traffic because 
of this was about 90 wr, fetching about 
Rs 6,000 crore annually. It will have to be ens- 
ured that adequate financial allocations are 
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made to the Indian Railways to add to its cap- 
acity to meet the growing demands. Additional 
Budgetary allocation of Rs 5,000 crore by the 
government is a welcome step. 

The Railways will be able to generate its 
own resources for all other activities, provided it 
is supported by the government in its endeavour 
to develop its capacity at an accelerated pace, 
especially for the Golden Quadrilateral and its 
diagonals. It may be worthwhile to consider 
taking up the construction of dedicated freight 
corridors on these routes (about 11,500 km 
double line; approximate cost Rs 1,50,000 crore) 
as a national project funded by the Government 
of India, to be completed in 10 years. It may 
not be out of place to mention that the rural 
roads are being con- 
structed through gov- 
ernment funds and 
viability-gap-funding, up 
to 40 per cent of the proj- 
ect cost, is being provided 
for the national high- 
ways. Then why not an 
oe Accelerated Capacity 

Development Fund for the 
WSs Indian Railways? 

The Minister also 
needs to focus on expanding the Railways net- 
work. Since 1950, the road network has grown 
by eight times (national highways by 2.75 times), 
while the rail network has grown by just 1.18 
times in terms of route-kms and 1.5 times in 
terms of running track-kms. Clearly, the growth 
of rail network has been very slow. Severe con- 
gestion is visible on several rail sections, causing 
delays and irregular traffic movements. Traffic is 
increasing and in the last two decades it has 
grown almost three times. Future traffic growth 
will necessitate accelerated development of rail 
networks on priority. © 
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Finance Minister Pranab Mukherjee risks it all in his gamble for growth. 
He does have a few aces up his sleeve, but they may not be enough. 
PUJA MEHRA 


ay 19, 2009. Parliament's Central Hall. 

Three days after the Congress-led United 

Progressive Alliance (uPA) was re-elected 

at the Centre without much ado, Prime 

Minister Manmohan Singh got down to 
addressing the newly-elected Congress Members of 
Parliament. However, Singh wasn't exactly in a self- 
congratulatory mood. "While the mandate to the UPA 
has largely come from young voters, it is in the nature of 
youth to be impatient. They will not tolerate 'business as 
usual," he warned his party members. 


Spend, Spend, Spend 


How expenditure doubled in 
just four years. 


It took 54 years for the Centre's expenditure to reach the Rs 5,00,000- 
crore mark, but only four years after that to cross Rs 10,00,000 crore. 


Singh appeared to be setting the pace when he laid 
down a 100-day agenda for his Cabinet after being sworn 
in as Prime Minister. Riding a wave that only a government 
firmly in the saddle with a clear-cut majority can, many 
ministers seemed ready to make some brave choices. Kapil 
Sibal, Union Minister for Human Resources Development, 
for instance, went out on a limb when he boldly called for 
the scrapping of Class X board exams and rot in education. 

By the time Finance Minister Pranab Mukherjee was 
ready to deliver his first Union Budget after 25 years, the 
tone was set. The stock markets had rallied by 11 per 
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cent between May 16 (the day the vPA won the elections) 
and July 6 (Budget Day) on the back of the UPA's sweeping 
victory and the pro-reform noises that followed. What 
followed. however. was a bit of an anti-climax. Mukherjee's 
100-minute speech was more like a B-grade Bollywood 
movie: A frayed, mind-numbing. immensely predictable 
script, with zero suspense, zero drama and no common 
strand holding it together from start to finish. The punters 
on Dalal Street were quick to play the part of box-office spoil- 
ers. The benchmark Sensex duly crashed 5.83 per cent by 
the end of trading on Budget day. Singh, Mukherjee and 
company, it would seem, had flattered to deceive. 

In the Finance Minister's defence, it must be said that 
Union Budgets cannot be one-time fixes or platforms for a 
government to come out with all guns blazing. Yet, it's an 
important event because the language and the tenor of the 
speech indicate in which direction and at what speed the 
reforms bandwagon is moving. One way to not just pacily 
the punters, but to also show how serious the govern- 
ment is on moving ahead in key areas like infrastructure, 
rural development and disinvestment, would have been for 
the rM to back his speech up with some broad numbers. 

As Kamesh Goval, Country Manager, Allianz, and 
cro, Bajaj Allianz Life Insurance, puts it: “(The FM) could 
have done a few things to show the seriousness of this 





ndia's economy has been presided over for years by 

technocrats. Since Madhu Dandavate in V.P. Singh's govern- 

ment in the late 1980s, there hasn't been a single unadulter- 
ated politician in the office of the Finance Minister, barring the 
short stint of Jaswant Singh in A.B. Vajpayee's government. 

Pranab Mukherjee's predecessor in the same government, 
P. Chidambaram, too, wasn't really a true-blue politician. This 
was a worrying trend because technocrats are known to be 
squeamish when it comes to biting the bullet, thanks to their 
rule-based controls. Mukherjee as FM marks the return of the 
politician to North Block. 

When it comes to PC vs PM head-to-head, the comparison 
couldn't be starker. Chidambaram's arrogance was a deterrent 
to meaningful consultation; he may have had some great ideas, 
but didn't exactly approve if the rest of the world disapproved 
of them (FBT, anybody?). Mukherjee, on the other hand, isn't 
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PC vs PM 


Politicians may be more effective finance 
| ministers than technocrats. 


ritual." One, he could have identified 10 infrastructure proj- 
ects with timelines for project clearance before the bidding 
process, says Goyal. Two, he could have outlined a few steps 
to monitor the impact of outlays to the rural sector and to 
reduce leakages; three, he could have named at least five 
public sector undertakings where disinvestment could 
have started in four months. And, four, concludes Goyal. 
Mukherjee could have announced a few concrete steps to 
reduce the size of government and, thereby, its expenditure. 

Instead, Mukherjee chose to devote most of his speech 
to upping allocations across sectors—rural employment, 
roads & bridges, water supply, education, and defence. 
They're all doubtless noble proposals; however, the only 
problem with such no-holds-barred largesse is that it sits un- 
comfortably against a backdrop of a higher budgeted fiscal 
deficit of 6.8 per cent for fiscal 2010 (against 6 per cent last 
year and 2.7 per cent the year before). This may not quite 
be the best time to be tom-tomming record-level expendi- 
ture, what with the rm proudly declaring that for the first 
time the government's Central Plan has crossed the 
Rs 10 lakh crore mark. He seemed to be unmindful of the 
lack of efficiency of the expenditure. 

Clearly, India's finances need to be tackled on a war foot- 
ing. The vPA's five years of blockbuster aam admi spend 
have burned a gaping hole in the fiscal position, which the 





emotionally attached to any proposals, and he also displays the 
humility that fits in nicely with the aam aadmi proposition. The 
politician in him ensures that hiking public expenditure will 
always matter more to him than fiscal modesty. 

A technocrat draws on knowledge, but a politician has a 
finger on the pulse of the people. And Mukherjee clearly fits in 
the latter category. When he was the Deputy Chairperson of the 
Planning Commission, Mukherjee asked his team to redraw its 
macro forecast since it appeared too pessimistic. When the 
actual picture came to the fore, he was proved right and the 
economists wrong. PC would build a revenue platform before 
committing allocations. 

Mukherjee, being a politician, is more expenditure-driven. 
He has gone ahead and committed himself to large expenditure, 
which will put pressure on the revenue-generating machinery 
in government. 
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The Urge to Splurge Isn't Borne Out By the Revenue Growth 
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9 Rising share of direct @ But the sudden and 9 It is hoped tax cuts will 
taxes is making the tax steep fall in indirect taxes spur growth and revenues 
fairer is alarming will eventually revive 


slowdown-hit tax revenues cannot cover. Last year, the UPA 
had to borrow to foot the bill for the Sixth Pay Commission 
award to government servants and to pay for subsidies. This 
year too, the government will be a net borrower from the 
markets to the tune of a little over Rs 3 lakh crore, thereby 
playing a big role in distorting interest rates. This, in turn, 
may throw a spanner in the stimulus packages being rolled 
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out by the rM. For, as Suman Bery, Director General, 
National Council of Applied Economic Research (NCAER), 
points out: “What happens to interest rates will determine 
the urban consumption demand growth. So far the RBI 
has toed the line sufficiently. It remains to be seen if it will 
continue to do so." 

What Mukherjee delivered on July 6, without a concern 


for the rapidly deteriorating fiscal position, is a repeat of a typ- 
ical UPA big-spend Budget. This time round, the government is 
counting on a clutch of assumptions to just keep the deficit at a 
high 6.8 per cent of Gb». Some Rs 35,000 crore is expected to be 
raised by auctioning 3G spectrum and arrears of Rs 10,000 crore 
are expected to be collected from direct taxes. If any of these as- 
sumptions don't pan out, the fiscal situation will only get more 
precarious, "I don't mind the 6.8 per cent fiscal deficit, but I 
would have liked an explanation in the Budget on how it will be 
financed, how much will be monetised," says economist Bibek 
Debroy. To be fair, Mukherjee has been more truthful in revealing 
the true size of the deficit (See interview, page 48). 

What has come as a big dampener is the uPA's reluctance to 
push the envelope—this despite being at the vanguard of five Union 
Budgets, being freshly re-elected, and having a Prime Minister who 
himself was rw when India set sail on the reforms voyage 18 years 
ago. Ajit Ranade, Group Chief Economist, Aditya Birla Group. feels 
Mukherjee didn't take advantage of this being the UPA?'s first 
Budget to lay down a long-term strategy and spell a vision. “It's 
a Budget just for six months," quips Ranade. Adds Ashima 
Goyal, Professor of Economics, Indira Gandhi Institute of 
Development Research: "Manmohan Singh's Budget in 1991 and 
all of the uPA's Budgets had a lot of energy. This Budget doesn't do 
enough on saying anything about implementation." 

No mention of a disinvestment target is an oddity when 
compared with the Rs 25,000 crore target mentioned in the 
Economic Survey. Under the current provisions, none of the 
disinvestment proceeds is supposed to come into the government 
collers. The Finance Ministry intends to ask the Cabinet for a review 
of this provision. On fuel subsidy, one of the biggest spoilers in the 
past two years, reform will await an expert committee's recom- 
mendations, as will the new direct and indirect tax code. 

Mukherjee has assumed a 7 per cent cpp growth rate 
for his Budget calculations for 2009-10, which is not very 
aggressive, given that GDP grew 6.7 per cent in 2008-09—a 
difficult year by any yardstick. But for his grand bargain to 
fully play out over the next couple of years, the spur in 
growth will have to be much steeper. Trouble is, despite his 
big buck push, few are willing to bet on growth much beyond 
7 per cent. “GDP growth depends on factors such as the mon- 
soons and the global economy,” warns Bery. 

The Finance Minister has been at pains to point out that “a 
single Budget cannot solve all our problems". What's more, 
setting disinvestment targets, relaxing FDI caps and de-regulating 
oil prices could be done outside the Budget in the days ahead. If 
not anything else, the less-than-expected welcome to the 
Budget may prompt the Finance Minister to deliver on these 
reforms in the months ahead. In doing so, he might lower the 
risk of going broke and improve the prospects of reaping a 
bounty of revenues in 2010-1 1. But living within means will still 
be a lesson left to be imbibed. © 
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Market-Mukherjee Equation 
his Monsoon Budget is not a 
T downpour, instead it is more 
like a drizzle. After the decisive 
Lok Sabha elections, there was hope 
that the Budget would reflect equally 
decisive reform steps. However, the 
Budget has largely taken a gradualist 
approach to structural reforms. 
As a result, it is unlikely that 
valuation multiples for the Indian market will be re-rated 
higher immediately. Market levels will largely be driven by 
earnings growth, and it does not appear that the Budget will 
materially impact earnings growth for the broader market. 
Earnings growth will have to be assessed on a company- 
by-company basis. 

For market participants, no news can also be good 
news! There were no negative statements in the Budget 
that would make it seem that divestment and reforms will 
not continue. The fuel price hike happened a few days before 
the Budget. Similarly, other reform-oriented policies can 
also happen through the course of the next few months. 
Many UPA ministers have indicated that they will be 
pursuing structural reforms that could also provide a big 
boost to the economy. For example, the HRD Minister has 
suggested that FDI should be allowed in higher education. 
FDI liberalisation in other sectors such as insurance and 
retail may also happen eventually. 

The Indian market could have expanded its valuation 
premium relative to other emerging markets. Unfortunately, 
that does not seem possible now since the Budget has not 
been able to show a clear path to accelerated earnings 
growth. Since the early 1990s, India has traded at a 
premium to emerging markets as well as Asia ex-Japan. 
The highest premiums were in the early 1990s after the 
first generation of reforms. At that point, India traded 
at a 100 per cent premium to Asia ex-Japan. Today, India 
trades almost in line with these markets. If the 
government had announced far-reaching reforms in this 
Budget, the Indian market would have re-rated to higher 
premiums relative to other markets. Now that can only 
happen over the next few months as incremental positive 
news flow on reforms trickles out. Until then, the Indian 
market is likely to move with other Asian markets and 
remain dependent on foreign inflows. 

If India is able to grow at 9 per cent in the next few 
years, then valuation multiples could also increase because 
India would be one of the few high-growth countries in a 
slow growth global economy. 





Punita Kumar Sinha, 
Senior Managing Director-Blackstone Asia Advisors 
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Why doesn't the Budget provide 
even a ballpark figure for the 
disinvestment target or set the 
road map for fiscal correction? 
The Budget gives the policy approach 
but does not spell out the numbers 
because the information is not available 
right now on the list of companies or 
the timing of their disinvestment, the 
valuations and the amounts they will 
fetch. A ballpark figure is neither pos- 
sible nor desirable because technically 
the proceeds go to the National 
Investment Fund (NIF) and 


COVER STORY 


We Have Revealed It All” 


Given the Budget's silence on a number of key issues, Finance 
Secretary Ashok Chawla has had to spend most of his time 
after July 6 explaining the unstated details of the Budget 
stratequ. thereby making him the ideal interview candidate 
instead of the FM himself. In this candid interview with BT's 
Puja Mehra, Chawla elaborates on the Budgets growth 


gamble. Excerpts: 


table to the government, we can lay 
down another road map in Parlia- 
ment in the next budget in February 
2010. It's true that the fiscal deficit 
(rb) is perhaps more than twice of 
what's an acceptable level, but tho- 
ugh we may have erred on the side of 
caution for the rp, we have revealed 
it all. There are no off-Budget items. 


Is it a good strategy to allow 

government expenditure to rise 

so quickly and so much? The 
Budget doesn't even put on 


cannot be put down as record the need to im- 
Capital Receipts in the We to prove the efficiency of 
Budget. The Cabinet ! = i deficit spending. 

Committee on Eco- to 5.5 a cent of GDP The government can't 
nomic Affairs will in next year and 4 per stop doing what it thinks 
the next six weeks or cent by 2011-12 is its responsibility or 


so review whether dis- 
investment proceeds 
need to go to the NIF, 

About the fiscal deficit, as 
required under the FRBM Act, we have 
laid down a three-year road map. It 
aims to reduce the fiscal deficit to 5.5 per 
cent of GbP next year and 4 per cent by 
2011-12. It's a realistic target. There 
will have to be a gradual reduction. 


Why didn't you wait for the 
Thirteenth Finance Commission's 
recommendations on the path 
for fiscal correction? 

We have said what we feel is feasible. 
We will get the Finance Commi- 
ssion's recommendations on fiscal 
consolidation—that will not be bind- 
ing—in October. If they suggest an 
approach that's different and accep- 
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what it thinks is necessary 

for economic growth and 

welfare of the people. It is true 

that efficiency of spending has to im- 

prove and the government has been 

broadly saying that governance needs 

to be re-engineered to do that. The 

Budget says the fertiliser subsidy will 

become available directly to the user. 

The biometric cards will address the 

problem of the administration ma- 

chinery. This is a problem that the 
government has to solve. 


The Budget seems to bet on 
growth resulting from high 
spending to deliver the revenues 
the government needs to repay 
the debt it has incurred. What 
could upset this equation? 
Theoretically, if we don't get to that 


growth (the equation could get up- 
set). It probably seems remote at 
this point, but the clear indication is 
that manufacturing is back on track. 
Exports, though, have to recover. 
There are some signals of domestic 
consumption riding on the pump- 
priming and public expenditure that 
should see us through to a 7 per 
cent growth. 


You seem to have exhausted 
your fiscal leverage. With what 
levers will you manoeuvre the 
economy further? 

We don't see the need for stimulus as 
the normal spending is reasonably 
high. If a programme needs addi- 
tional funding and there is a supple- 
mentary demand for grants, the only 
recourse would be higher taxation 
or borrowings. 


The government's high borrow- 
ings have effectively shifted the 
focus, therefore, to the RBI, 
which will have to decide 
between high inflation and 

high interest rates... 

Inflation will not be an issue, 
though. Of course, CPI may continue 
to be high due to food prices because 
of the rising rural purchasing power. 
Headline inflation, wrt, which has 
been negative, should at best be 3 per 
cent by March 2010. Interest rates 
are where the concerns are about 
liquidity. So far, the RBI has handled 
the government borrowing pro- 
gramme well and indications are it 
will remain comfortable. © 
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The Finance Minister is confident of introducing a uniform goods & services tax (GST) 
across states by April 2010. Whilst the benefits are plenty, the task is a challenging one. 


— WHATIS - 


GST? 





The Benefits 


@ Taxes will be equitably redistributed between 
manufacturing and services 
& Tax base will broaden, allowing for 
a reduction in rates 
@ Distortions will reduce, as will compliance costs 
& Investment decisions will be made purely on 
economic concerns, independent of tax considerations 
$ Exports will get a leg up; will grow faster 
than imports 


& Will promote employment 


& Will spur growth: gains of $15 billion annually 
have been estimated 


Addressing the concerns 
A number of issues remain to be resolved, which are cur- 
rently under the consideration of the Empowered 
Committee under the chairmanship of Dr Asim Dasgupta, 
Finance Minister of West Bengal. These include: 
@ The rate structure and value 
The primary concern of all state governments is protection 
as well as enhancement of existing revenue services. There 
are three parameters that need to be balanced: 
one, the range of taxes being levied, which 
will be subsumed into the csr. This 
will determine the tax base of 
à  thecsr. The other parame- 
ters are the number of 
rates and the numerical 
value of these rates, 
which will be applied 
to this base. All indi- 
rect taxes on the sup- 
ply of goods and serv- 


TAXES on goods and passengers and duties on 
electricity, entertainment tax, entry tax, luxury 
tax, taxes on lotteries, betting and gambling, — 
purchase tax and all state cesses and surcharges 
will also be included in the state GST 
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A dual tax with both central and state GST components levied on 
the same base. Thus, all goods and services barring a few exceptions 
will be brought onto the GST base. There will be no distinction 
between goods and services for the purpose of the tax. 






ices would need to be subsumed into the 
GST. VAT, stamp duty, vehicle tax, taxes on 
goods and passengers, taxes and duties — KM 
on electricity, entertainment tax, Jawa ag) ERA 
entry tax, luxury tax, taxes on lot-  & GST zt 
teries, betting and gambling, pur- — ' CET 
chase tax as well as all state cesses and “=a” 
surcharges will be subsumed into the state 

GST. Central sales tax (cst) will stand abolished. From the 
Centre's side, central excise, additional excise duties, serv- 
ice tax, additional customs duty and all cesses and sur- 
charges (other than educational cess) will be subsumed into 
the central cst. The best option would be a bare minimum 
number of rates, at best two, preferably one. 

€ Rules of supply for goods and services 

While cst will be abolished in the csr regime. the treatment 
of inter-state sales will need to be carefully thought 
through. It would be necessary to guard against tax 
arbitrage where local sales that will be taxed could be 
shown as inter-state sales. The csr Act provided for doc- 
umentation to attest the inter-state nature of the sales. A 
number of models are being examined by the Empowered 
Committee which will serve as alternatives. 

Putting in place the Rules of Supply for the inter-state pro- 
vision of services will be demanding. Some services may be 
supplied from one state, consumed in another and paid for in 
a third state. A set of rules to determine the taxation juris- 
diction and appropriation would need to be worked out. 

@ Operational issues: Sharing of information 
Recent experience suggests that local sales under the vat 
regime are being shown as csr sales (which is a lower tax), 
leading to revenue loss. Apart from putting in place a com- 
prehensive rr network, sharing of tax-related information 
and coordination amongst states will be crucial. 

@ IT infrastructure 

The present Tax Information Exchange System (riNXsvs) 
does not appear to be fully operational across all states. © 


Edited excerpts from a recent speech by Dr Vijay Kelkar, 
Chairman, Thirteenth Finance Commission. at ASSOCHAM 
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COVER STORY-BUDGET IMPACT 


A BT-EY 





Real Estate & Hospitali - 
NR pitality yeaah 


A Increase in outlay under Jawaharlal Nehru 
National Urban Renewal Mission (JNNURM). 


A. Allocation of Rs 2,000 crore to National Housing Bank 
for Rural Housing Fund. 


DOWNSIDE 


Y CENVAT credit denied on specific goods used for construction. 


FRETRESTTETSEMTATRTETATETATRRTEATTRRTRRWARTWATRRARTRTARTTETENTTTTERSETTTETTTERTTSETTSRRTESMTMTARTTTRATTT"ARAATWTRRTFVATPRRARTRRARSr""»* 


Media & Entertainment 


UPSIDE 
A Abolition of FBT and extension of stimulus 


LI 


"5" package to print media till December 2009. 


Neutral ^ couwsior 


Y MAT hiked to 1596 from 1096. 
Oil & Gas 
UPSIDE 
A Tax holiday on natural gas production for 
blocks proposed to be offered under = 
NELP Vill round. Neutral i 
DOWNSIDE GaS 


Y Silent on tax holiday for existing blocks. 


KRRERSSERTREWATETATREVRARRATWATRRARERNATVRERRTTNRENETRETTETENTENTTERERSETTESESEATATSASTVATATATATAETATATARTRRT TR" RBysSTrLPrrTs»Tr 


Auto & Auto Ancillary 


UPSIDE 
A Large passenger cars to become marginally 
cheaper due to reduction in excise duty. 


A Commercial vehicles to become cheaper due 
to reduction in basic excise duty. 


Lhe PPE Le Te Te TT eT ee Tee ee eee Pe TT." ee eee 


UPSIDE 
A increase in the threshold limit for taxation 
and removal of 10 per cent surcharge for 
individual taxpayers will boost 
purchasing power. 


DOWNSIDE 
Y No indication of FDI in retail. 
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Sector Snapshot 





FMCG 


UPSIDE 

A. Abolition of FBT would reduce the overall 
cost of marketing and promotional spends 
for companies. 


A Abolition of IT surcharge and increase in IT exemption 
limits could give a fillip to consumer demand. 





ih hhh LL EEE Le Te TEL ee LEAL Lt 


Pharma 
UPSIDE 
um A. Basic customs duty on specified drugs 
Neutral - vaccine is reduced from 10% to 5%. 
DOWNSIDE 
Y MAT hiked to 1596 from 1096. 
Infrastructure ` 
UPSIDE pr 
A Highways to be the primary beneficiary aaa ad 
of IIF CLs refinancing. Neutral 
DOWNSIDE 
Y Cash flows to be adversely impacted on account 
of higher payment of MAT. 
IT 
UPSIDE 
A Extension of tax holiday for STP/EOU 


units by another year. 
A To benefit from the scrapping of FBT. 


MT VFTRRVTSRRERTARRTARTVARARRARARTARARRRRATATATATSTRTA T LITLE LT EE TET LETTE Te ETT Tee 


UPSIDE 
A Hike in por allocation for NHAI, Rajiv Awas 





Yojana, JNNURM & Commonwealth Games. 


DOWNSIDE 


Y Budget ignored the industry's demand for 
rationalisation of indirect taxes. 


S*RETTATARATWAMTVATARAARAAAT*"TTWATATTARTTRTTTERTRTRTRTRARRRSARARRAARARATRVAR RAT RT Te LEE TT ELT Ee 


Metals & Mining 


UPSIDE 
A Companies can get tax breaks for qualified 
research and development expenditure. 


A Excise duty on branded articles of jewellery has been 
reduced from 2% to Nil. 
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COVER STORY-DIRECT TAXES 


by Srinivasa Rao 





tis becoming increasingly clear that tax pol- 
icy will pay a pivotal role in resuscitating 
the global economy, as we see governments 
across the world unveil streams of tax reforms to 
revive economic sentiment, stoke capital inv- 
estments and aid job creation. Budget 2009 
was presented against this backdrop. 

The government acceded to the request of the 
export sector, and tax holiday benefits under 
Sections 10A and 10B of the Income Tax Act, 
1961, which were set to expire on March 31, 
2010, have been extended by a year. The Budget 
also seeks to amend and broaden the tax base on 
which units located in a Special Economic Zone 
(SEZ) are entitled to claim income tax holiday 
benefits. The much-awaited amendment to 
Section 10AA(7) of the Income Tax Act logi- 
cally provides that profits of a sez unit are to be 
computed with respect to the proportion of its 





The Tax Stimulus 


The Budget proposes to increase the 
Minimum Alternate Tax (MAT)—introduced to 
ensure there is no total tax avoidance by firms— 
rate from 10 per cent to 15 per cent. While the 
MAT credit period has been extended to 10 years, 
the increase in the rate will impact the cash 
flows of the rr/rres and infrastructure sectors. 

The Budget has provided that LPs would be 
taxed at par with partnership firms. This would 
mean that the Lips will be taxed at an “entity” 
level and not be accorded a “pass-through” sta- 
tus. This may provide for tax planning opportu- 
nities such as mitigation of dividend distribu- 
tion tax, and reduction of maximum marginal tax 
rate, while according benefits of limited liability. 

Transfer Pricing—price at which merchandise 
is sold between related firms—has been a subject 
of much litigation since its inception in 2001- 
2002. The Budget seeks to amend provisions on 
the manner in which the arm's length range— 


price charged by unrelated firms—needs to be 
determined. The Budget also proposes the intro- 
duction of "safe harbour" rules—that allow 
automatic acceptance of transfer pricing—to be 
introduced by the Central Board of Direct Taxes. 
In addition, the Budget provides for the creation of 


The commitment to introduce the 

new Direct Tax Code signifies the 
government's vision to keep tax laws 
simple and promote tax certainty and 
improve the quality of tax compliances. 


export as well as total turnover. This amend- 
ment would put stp and sez units at par with 
respect to the computation of exempt profits. 
The Budget also seeks to spur research & 
development (R&D) activity in India. Section 
35(2AB) of the Income Tax Act provides a 
weighted deduction of 150 per cent for expen- 
diture incurred on in-house R&D in select man- 
ufacturing activities such as computers, tele- 
com equipment, drugs, etc. The Budget pro- 
poses to extend this benefit to other sectors. 
The Budget seeks to abolish the much- 
despised Fringe Benefits Tax (ret) regime. This 
meets a long-standing demand of industry, 
which perceived rer as imposing a huge cost of 
tax compliance and collection, without propor- 
tionate results in terms of actual tax revenues. 
Taxation of Esors and specific employee benefits 
will now revert to the classical perquisites system. 
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a Dispute Resolution Panel (orp), which will review 
orders proposed to be passed by Assessing Officers. 
DRP's directions will be binding on the Assessing 
Officers. These amendments are very welcome 
and likely to reduce the enormous volume of 
transfer pricing litigation and provide tax cer- 
tainty to multinationals. 

In summary, despite the burgeoning fiscal 
deficit, the decision of the government to keep 
most income tax rates stable reflects a prag- 
matic approach towards providing impetus to 
growth, and deferring fiscal consolidation to 
"better times", consistent with the approach of 
most other countries. The commitment to int- 
roduce the new Direct Tax Code for public com- 
ments in the next 45 days also signifies the gov- 
ernment's vision to keep tax laws simple and, at 
an overall level, promote tax certainty and imp- 
rove the quality of tax compliances. 9 

The author is Tax Partner & National Tax 
Director, Ernst & Young, India 
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COVER STORY-INDIRECT TAXES 


by Vivek Mishra 


In Helping Mode 


indirect taxes unchanged, highlight- 
ing its objective of continuity. The peak 
rates of customs duty, excise duty and serv- 
ice tax will remain at 10, 8 and 10 per cent 
(against 10, 14 and 12 per cent, respectively, 
in the corresponding period last year). Since 
most of the reduction in the rates was done 
by the government as part of the stimulus 
packages, it was felt that the lowered rates 
were at best temporary and would ultimately go 
back to their earlier levels. At least for now it 
seems that the government is convinced that 
the lowered tax rates are the way to go. 
Moving towards the concept of a single 
rate of duty. the government has increased 
the central excise duty on various items that 
were subject to duty at the rate of 4-8 per cent. 
Although exceptions have been made for 


B udget 2009 has left the peak rates of 


industry. Now, royalty paid on import of a 
Master cp for commercial exploitation would 
not be subject to both customs duty and service 
tax. This change has been implemented by 
exempting central excise duty/countervail- 
ing duty on supply of rr software in physical 
form for commercial exploitation. However, 
another anomaly created by the last Budget 
due to the introduction of service tax on sup- 
ply of software electronically (i.e., through 
e-mail, etc.) still survives. The sale of pack- 
aged software, being treated as "goods", was 
already subject to sales tax (vAT/CsT) and the 
levy of service tax resulted in double taxation. 
The rr industry may need to wait for resolution 
of this controversy because it involves interplay 
of central and state laws, which can be 
resolved only by a major legislative action or 
Supreme Court verdict. 

Finance Minister Pranab Mukherjee also 
granted relief to exporters of goods by propos- 


Whether GST is implemented in 2010 or 
gets delayed further, the momentum 
seems to be building irreversibly towards 
its introduction. This would be by far the 
biggest story on the indirect tax front. 


ing a simpler mechanism for grant of refund of 
input tax credits, but remained silent on the 
demand from exporters of services who have 
been suffering similar hardships. 

Although the Budget declared the govern- 
ment's intention of implementing Goods & 


certain specified food items, pharmaceuticals, 
paper, footwear etc., still daily use items such as 
toothbrush, contact lenses, mp3 players and 
certain industrial chemicals will become dearer 
due to this change. 

Another significant proposal is the 
introduction of service tax on transportation 
of goods by railway, coastal cargo and through 
inland water. However, exemptions will be 
given to rail freight on account of essential 
commodities so that prices of these remain 
unaffected. 

Lawyers and doctors have now been 
brought within the ambit of the service tax 
net. But legal services provided to individuals 
are exempt and only cosmetic/plastic sur- 
gery will be taxed. 

The Budget has addressed some of the con- 
cerns of the Information Technology (rr) 
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Service Tax (Gsr) in 2010, it did not provide 
details of its design and implementation. The 
Finance Minister announced that the draft 
Direct Taxes Code will be released in 45 days for 
comments, but no such announcement was 
made for csr. Even the much-anticipated 
reduction in the rate of Central Sales Tax (csr) 
has not been implemented, and the same 
continues to be levied at the rate of 2 per cent. 
Phasing out csr was considered essential for the 
introduction of GST. 

However, whether csr is implemented in 
2010 or gets delayed further, the momentum 
seems to be building irreversibly towards its 
introduction. This would be by far the biggest 
story on the indirect tax front, and one on 
which industry is waiting impatiently for the 
next concrete step to be taken. © 

The author is Leader (Indirect Tax), 
Ernst & Young, India 
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cei AM | ECONOMY IN CHARTS 


As GDP growth fell, so did growth in | 
people's income and consumption- 
the latter plunging faster. 
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Figures in per cent 


What is the most effective anti-poverty 
programme in India-even better than the 
NREGS? Anything that ensures sustained 
high economic growth. It would take just 
12 years for an average Indian's income to 
double when per capita income grows by 
5.996 a year (as it did between 2002 and 
2009). Compare that to 57 years that it 
would take to achieve the same when per 
capita income grows by 1.2% (1972-1982). 


Investment Surge 
Investment's contribution to 
GDP growth more than doubled, 
as consumption and exports 
lost steam. 


59.5 58.1 










1998-2003 


2003-08 
Se Government 


consumption 
P |. 4194 
Il Private consumption 


E investment — ll Net exports 


Figures are 96 contribution to GDP growth 
and don't add up to 100 





The Growth Skew 


Services sector, which accounts 
for only 2096 of population, 
generates 5096 of national income. | 
For agriculture it's vice versa. 


Agriculture's contribution 
to GDP growth 


BE 17% (502) 


Industry's contribution 


EE 26% 020.4) 


Services’ contribution 


YAVAN (20.4) | ES 6 
Figures in brackets show 96 of population — | 3 
occupied in the sector in 2006-07 | GDP growth 


« 1/ 
|. 
Source: Economic Survey 2008-09 Per capita 
| GDP growth GDP and per capita income growth figures are annual average for the period (in %) 
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ECONOMY IN CHARTS 


The Rise and Fall 
of Consumption 


The growth in private consumption that fuelled 
much of the dream run of economic growth 
between 2005 and 2007 fell dramatically in 
2008-09. That's not surprising given the 
crippling impact of job insecurity, wealth erosion, 
high inflation and high interest rates. The 
July 6 Budget aims to reverse some of these. 


Source: Economic Survey 2008-09 
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| What People Are 


Consuming 

Share of necessities like food is 
falling while that of discretionary 
consumption is rising. 


Food, beverages & tobacco | 
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| Gross rent, fuel & power 
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| Recreation, education & 
| = services 





Miscellaneous goods & 
services 





Figures are % shares of the private 
consumption basket; items showing small 
changes not shown 


. Food Prices on Fire 


| Food prices are ruling high- 10 
| making the low headline 
inflation a farce for 
consumers. 
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| Share of Food in 
Different Types of 
Inflation 


Food is least represented in WPI, 
_ which is the inflation index 
_ tracked most frequently. 
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è HotFix™ Satellite Prediction 


e Bluetooth" Hands-free Calling 
e Ability to Add Maps 
(Micro SD™ Card) 


e india Street Map 
e HotFix™ Satellite Prediction 
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9815160546 


Mumbai 
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ECONOMY IN CHARTS 





The Worst Hit 


The worst victim of global 
slowdown was world trade | 
which plummeted EN, 
dramatically (top graph). Me 
Consequently, India's 
trade too-having grown 
by over 20% a year for 
four consecutive years 
since 2003-04-plunged in 
2008-09 and continues to 
fall in 2009-10. Though 
trade is a very small part 
of the Indian economy, it 
accounts for a large share 
of informal jobs-many of 
which are lost. 
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Economic Survey 2008-09 -3 8 
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GOOD Overall Assessment Forex Reserves 


A look at both the current performance šči 

and future direction of the 15 economic Services Sector Growtl 
indictors plotted on this chart will help 
understand the state of the Indian 
economy. Things are getting better, 
but there are wild cards. 
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There are many players. 
Only few masters.  . 
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Aircel is proud to associate with Professional Golf Tour of India (PGTI) 


Aircel, India's fastest growing telecom brand with pan-India presence has always been known for 
its innovation and creativity. Precisely the reason we chose to associate with the gentleman s 
game. With PGTI, we plan to take golf to the next level. 


e PGTI Players Championship, August 12-15, Eagleton Golf Course, Bengaluru * Tamil Nadu Open, August 19-22, Guindy Race Course, Chennai 


e Global Green Bangalore Open, August 27-30, Karnataka Golf Association Course, Bengaluru 


=~ 


z wwe ee 


AIRCEL 





REPORTER'S DIARY 


| was almost not going to answer the unfamiliar 
number flashing on my phone. I'm glad I did. It 
was à senior bureaucrat from Madhya Pradesh, 
who had read a piece I'd written recently —NnEGSs: 

i The Game Changer (Business Today, June 14)— 
which spoke of the future pathway for this one-of-a-kind 
social security scheme. This is what he said to me: 
The Chief Minister of Madhya Pradesh, Shivraj Singh 


Chouhan, had apparently toured the tribal district of 

Mandla a few weeks ago and much to his surprise—and 

the embarrassment of the accompanying bureau- 

crats—an entire village complained of not getting 
o o © their NREGS-wage payments. 


How can a whole village not have received its 
dues even though funds are transferred into 
each worker's account with the nearest coop- 
erative bank? (Central Government barred cash- 
wage payments since October 2008 to prevent 
fraud.) According to my caller, the bank manager 
was simply unable to make these payments. 
Evidently, handling 500 accounts—where 
villagers would deposit and withdraw small 
sums of money—required more than a Herculean 
effort from a two-man operation. It was also not 
a particularly profitable venture. Clearly, NREGS, 

like most social schemes, is vastly different on 
ground from what is conceived, debated and prescribed 
in the Capital. I thanked the official for the call and 
extracted an invitation to go over and check out the 
Rs 35,000-crore scheme up close. 

A week later I was in Bhopal, the capital of mp, chat- 
ting up a top bureaucrat about the scheme. He dubbed 
it the “Bolero Scheme”—a nod to the suv that has seen 
a big surge in sales in rural India in the last couple of 
years. “Sarpanchs and panchayats in villages now com- 
mand huge funds and the discretion to issue jobs, which 
has made them pretty well-off’ (with many of them 
buying Boleros), he elaborated. Villages that used to 
get Rs 20,000-30,000 a year got up to Rs 3 lakh last 
year. Bureaucrats in other states had told me about 
Delhi's generosity. "All I need to send them are certificates 
of utilisation of the previous tranches of funds; no ques- 
tions are asked; no audit reports sought. In 20 years of 









„was a Casual description of the government's 
flagship anti-poverty scheme-NREGS-by a 
bureaucrat. But the description does point 
to a fundamental disconnect between 
policy makers who devised the scheme 

and what actually transpires on the ground 
as BT's Puja Mehra finds out on a trip to 
rural Madhya Pradesh. 










BARRAI VILLAGE IN DISTRICT BHOPAL 


"This village has about 100-plus people who would like to work 
in NREGS but never get to, as the sarpanch doesn't allot work to 
us. The Secretary and sarpanch of this village decide what 
NREGS-works should be taken up and who amongst the card 
holders should be called for work" is what villagers told me. 


64 BUSINESS TODAY July 26 2009 


my IAS career, it's never been so easy to get funds from the 
Centre,” an official told me. Digesting this information, 
I set out for the villages. 

My first stop: Bhojpur village, District Raisen. This 
is a semi-urban village that has a rich 1,000-year-old 
heritage and a Shiva rock temple that’s a key source of 
income to some of the villagers. The village's dalit 
sarpanch Prem Narayan Kakodia lives in a neat hut 
with posters of film stars Shahrukh Khan and Salman 
Khan wall-papering it. He wasn't in, however, so T 
ended up chatting with panchayat Secretary Sudhir 





BHOJPUR VILLAGE 

IN DISTRICT RAISEN 

Villagers said they are happy to sell flowers 
and assorted curios at the temple even if it 
entails earning just half the NREGS daily 


wage of Rs 91. 





Goswami, son of the mahant of the heritage temple 
and a pretty sharp fellow. I asked Goswami: "Is NREGS 
changing the people's lot around here?" 

Goswami told me that the village has not provided 
a single NREGS-job or taken up any works, or spent a 
- single paisa of the Rs 20,000 allotted to it, despite 
200-250 job cards issued so far. Reason: Villagers 
here are simply not interested in working hard. 
Many of the villagers said they are happy to sell 
flowers and assorted curios at the temple even if it en- 
tails earning just half the nrecs daily wage of Rs 
91. I checked with Goswami why his people don't de- 
sire better lives, higher incomes. He blamed it on the 
mindset: "The feeling here is that the money from the 
. government would be spent on them anyway— 
whether through one scheme or another—then 
why work hard for it?" , 

I then travelled to Bagroda village in District 
Bhopal, where a largely poor community farms onions, 
soya and wheat five months of the year and lives in 
mud huts. An open drain overflowing with gooey 
sludge runs through its centre. The sarpanch 
Harinarayan Patel wasn't home but his son sat me in 
a room that had a run-down Tv set and a cot. He 
darted out and reappeared with a cup of coffee and a 
Nokia mobile phone with his father on the line. Patel 
had a very different story to tell—the village has already 
spent about Rs 3 lakh on NREGS-jobs and works and is- 
sued job cards. About 200 people show up for work. 
Working on an average of 100 days (the maximum 
that NREGS guarantees), they have dug out a pond 
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REPORTER'S DIARY 


and participated in Nirmal Vatikas Pictorial Evidence Villagers dig ponds and plant sarpanch of this village decide 
(digging required for planting saplings; others prefer to sell flowers for half what Nrecs-works should be taken 
of the daily NREGS wage. Meanwhile, tools 
purchased for the programme lie unused. 


saplings). The NREGS-payments are 
supplementing their farm incomes 
and are made, by and large, on 
time through the Canara Bank 
branch near by. 

Outside, some villagers were 
chatting and playing cards. I 
checked with them if the scheme 
was picking up. A dhoti-clad old 
man confirmed: "Everybody has 
planted saplings. The women are 
saving half their earnings in the 
bank accounts." At the end of the 
row of houses, there is a freshly- 
dug pond just outside the village. It 
will, perhaps, take a shower or two 
to fill up. This was a glimmer of 
good news. But the question bug- 
ging me was, while planting 
saplings is both desirable and easy. 
shouldn't these villagers be build- 
ing productive assets to secure 
their financial independence: 
Can't the scheme be taken to the 
next level and include more skill- 
intensive works that will eventu- 
ally reduce and, in time, elimi- 
nate the workers' dependence on 
NREGS? Shouldn't the demand for 
NREGS-jObs rise, peak and then drop 
like a bell curve over time? 

| then moved on to Barrai 
village, also in District Bhopal. 
Located near an industrial belt, 
it's a prosperous-looking village, 
but most of the villagers I met 
were pretty poor. I ask a middle- 
aged man in trousers: "What's 
your name? Are you a NREGS- 
worker?" This villager, Madan 
Lal, said he doesn't have a job card. 
so he can't work: "They had pho- 
tographed me. But I haven't got a 
card yet. Even the village chowki- 
dar Amar Singh doesn't have one." 
Did these villagers realise that the unique feature about NREGS 
is that they can take the Government to court for the non- 
provision of jobs? I asked both Singh and Lal if they knew 
this. Singh said: "No. This village has about 100-plus 
people who would like to work in NREGS but never get to, as 
the sarpanch doesn't allot work to us. The Secretary and 
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up and who amongst the card 
holders should be called for work." 
Clearly, the sarpanchs have 
hijacked the scheme. 

When I checked the Ministry of 
Rural Development's website for 
data on villages I had visited, Barrai 
has no pending requests for job 
cards. Though it lists both Lal and 
Singh as villagers who have been 
issued job cards. it doesn't give 
any details about the work they 
might have done or demanded. 
The website would have been an 
effective tool for tracking the 
scheme, but clearly, it isn't being 
updated, rendering it useless. 

| returned to Delhi with a lot of 
questions. And the conclusion 
that it will take another 1-2 years 
for the rural poor to have truly 
benefitted from NREGs. This will 
not happen if the programme does 
not gear up fast. For example. 
banks and post offices must read- 
ily service the villagers' accounts. 
Sarpanchs are now the overlords, 
making money off the scheme. 
Many of those wanting to work 
are still waiting for their job cards. 
two years after MP declared it has 
issued one to every rural person. 

Ultimately, for NREGS to really 
make a difference, New Delhi has 
to realise that its paper-driven 
objectives and goals can, in many 
places, be fundamentally dis- 
connected from the ailments the 
scheme is experiencing on 
ground—tfrom transparency 
issues to monitoring inefficien- 
cies to long-term questions of 
empowering rural workers with 
real skills. Unless there is an 
administrative will to tackle these 
issues expeditiously, NREGS will remain yet another amb- 
itious—but ultimately flawed—scheme continuing with 
India's hoary tradition of sucking taxpayers' money 
into a black hole of corruption and unaccountability. 
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Adani Power Limited (the "Company") is proposing, subject to receipt of requisite approvals, market conditions and other considerations, a public issue of 
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(night, DENNIS M. NALLY, Global changes in regulations not kept pace? 
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Whose responsibility is it to detect 
fraud today? 
NITET NN TIT 


lly spoke tO PUJA MEHRA 


CEO, CFO al 
Is it more difficult for an auditor to 
do its job well in India? But it must make the auditor 
We've been through a very challenging uncomfortable to express an 
vears. First Enron. then WorldCom unqualified confidence in a 
eeulatory changes came oul financial statement of a company 
| lher and see that company’s promoter 

continues to be a lot of debate around confess within months to an 
what changes really need to be put in accounting jugglery... 


ih 
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we've just been through. regardl 
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Satyam was compliant with these 
post-Enron regulations. Have 





INTERVIEW 


“THERE ARE A LOT OF FRAUDS THAT OUR WORK DOES 
DETECT THAT NEVER GET PUBLICISED” 


provide a 100 per cent assurance 
that there have been no material 
mistakes and no frauds have been 
committed, that would require au- 
dit firms to significantly increase the 
amount of work we do today and 
have much more forensic and differ- 
ent types of auditing. 


Is verifying the existence of bank 
deposits (as in the case of 
Satyam) not elementary? Is it 
part of a forensic auditing? 
Based on facts audit professionals 
exercise their judgment as to what 
procedures should be utilised in a 
given circumstance. 


How do you feel about two PwC 
partners, one of whom was already 
being investigated in another case 
of a professional lapse, pretty 
much sleeping through Satyam? 
Obviously, whenever a situation like 
this takes place, we regret what has 
. happened and we are trying to 
understand exactly what transpired 
there. But we are not commenting 
specifically on a client matter. We 
have an investigation going on. We're 
cooperating 100 per cent. 


What do you want to tell investors 
in other companies that your 
partners in india are auditing? 

We believe this is an isolated situation. 
We have new leaders of our assurance 
and risk and quality practice. We have 


formed an outside advisory council of 


individuals that are advising us on 
how we're doing and what we can do 
better. We're learning from that and 
that is the key: what can you learn 
from a situation like this so that you can 
mitigate this type of situation taking 
place in future. 


Is it isolated? Just about every 
major fraud that came into light 
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in last few years around the 
globe has had PwC as one of the 
auditors-in Japan, Satyam, 
feeder funds of Madoff... 

With due respect, I think that is a 
total mis-characterisation. 


Are you saying it is a coincidence? 
I would offer to suggest that maybe 
there are a lot of frauds that our work 
does detect that never get publicised. 


If a promoter does decide to 
perpetrate a fraud, how difficult 
is it for an auditor to detect it? 


As has been demonstrated, when 





there is a significant effort at the top of 


an organisation to falsify financial 
statements it could be very difficult for 
an auditor to detect that. 


Is it sound practice for the 
Institute of Chartered Accountants, 
a body comprising members 
elected from the profession, to 
also be the regulator? 

In the post Sarbanes-Oxley world, ind- 
ependent organisations have been 
formed to provide the oversight and 
regulations of the auditing profession. 
We will encourage as a best practice 
having a group of individuals that are 
not a part of the profession whose job is 
to protect the investing public and to 
help strengthen the world of auditors. 


Your predecessor (Samuel A. 

DiPiazza, Jr, see interview, BT, 
March 23, 2008) who was in India - 
a few months back, talked of PwC 
being a victim of Satyam as much 
as anyone else. is PwC a victim? 

[ think what Sam was referring to as 
being misled was the fact that even 
the auditor is duped into a process. 
(Being) a victim means the knowl- 
edge we had at that stage was no 
different than that many others had. 


An auditor is surely in a better 
position than anyone else... 

As we all know, when there is a desire 
at the top of organisation to commit a 
massive fraud. individuals in the orga- 
nisation that have participated in the 
fraud can do a lot of different things to 
keep it away from individuals, incl- 
uding auditor firms, the Board of 
Directors and the analyst community. 


PwC's ratio of audit to non-audit 
services is 33 per cent. Doesn't 
that construct-that goes for all 
the Big Four-a conflict of interest? 
Certainly, there are services where 
there is an inherent conflict. On the 
other hand, there are other services 
that are beneficial to a company and 
help in the audit process. 


In India, promoter groups, being 
major shareholders, appoint 
auditors. Would it be better if 

stock exchanges set up a body for 
appointing auditors to put a distance 
between promoter and auditor? 
The real issue is: who is the group 
that is providing good governance 
over both parties? The promoter 
group, minority shareholders and 
the Board of Directors represent the 
interest of all shareholders—and not 
just of one versus the other. © 


Complete interview at 
www. businesstoday.in 
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DUMPING 
ALLOWED? 





Who's dumping and what? 
Ukraine, Russia, Spain, Belgium, 
France and others are dumping hot 
rolled (HR) coil in India. 


How much? 

India's total HR coil imports went up 
by 55 per cent in the last six months 
and imports of steel, priced below 
$600, by 400 per cent between 
December ‘08 and Feb. '09. 


Who is importing? 

Big names like Hyundai, Toyota, 
Maruti, HPCL-Mittal and 
re-rollers of steel. 


Who's complaining? 

Essar Steel, Ispat Industries, Steel 
Authority of India and others want a 
dumping duty. They have appealed to 
the Director General of Safeguards. 


Why is such dumping happening? 

There is a global slump in steel industry 

but demand is growing in India. 
SUMAN LAYAK 


A DIFFERENT 
FILM FESTIVAL 


'Reels' of fun & festivity, the 
Ist Ahmedabad International 
Film Festival is here. 
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Chinese Imports 
Bully Indian SMEs 


ndian Small and Medium 
| Enterprises (SMES) are 

caught in a vice-like grip 
of monumental proportions, if 
a recent FICCI survey is to be 
believed. They are up against 
rising imports from China which 
are reaching Indian markets at 
prices lower by 10-70 per cent of 
their Indian counterparts. Over 
two-thirds of the surveyed firms 
have reported serious injury to 
their businesses. India has not 
offered the “market economy” 
status to China, as there are 
serious distortions and lack of 
transparency in the pricing of 
products that come out of any 
Chinese factory. 
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Other Products Cheaper by (%) 

Rice processing machinery 40 Electrical and lighting 
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Pipe fittings and flanges 35 4 30% 
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Indian intelligence and talent has been applauded worldwide. Without power, neither education nor 
development is possible. We, at Adani Power Ltd., understand this clearly. It is this appreciation that 
has inspired us to set up power projects with aggregate capacity of 9900 Megawatt*. Only inspiration 
is notenough. It needsto be coupled with capacity, will, determination and commitmentto do it. 


Adani Group has coal mines in India and Indonesia, it operates a port, a railway line and have ordered 
cargo ships for coal logistics. Allthis, so that there are no barriers to our dream of lighting up lives. 


Illuminating lives with light and power and moving towards a brighter future. 


ô ws c E Adani Power Ltd. 


ADANI Power Projects 


www.adanigroup.com 


‘6600 MW underdevelopment, 3009 under planning = 
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INTEGRATION WITH YOUR EXISTING NETWORK 


The Next Generation Intelligent Network from 3Com is here. 
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Unique Sense of 








Nilekani makes the move from the most prestigious 
position at India's most prestigious company to bagging his most 
prestigious—and most challenging-contract, yet. nau. sacHiTaNann 


Nand an N 


E he year is 1977. The General Secretary of the 
students union of irr Bombay is burning midnight 
oil preparing for the institute's annual college 
cultural fiesta in December. However, it's a year in 





SAE mmm season V a Reim I eva aie P m Vr Tita ra I a, Rar) 


CURRENT DESIGNATION: Co-Chairman, 
Infosys Technologies 
DESIGNATION FROM JULY t5: Chairperson, 


- which a cyclone has ravaged Andhra Pradesh, Unique Identification Authority of India 

killing thousands and rendering millions homeless. Many at the PAST INITIATIVES ASSOCIATED WITH: 
Powai campus feel it would be unwise to go ahead with the — Bangalore Agenda Task Force, 
festival. The General Secretary, however, is convinced that Jawaharlal Nehru National Urban 
the show must go on. More importantly, he galvanises his Renewal Mission, ug 
persuasion abilities to win over the doubters. The show does go Commission, National Skills Mission, 
on, by the end of which irr Bombay is in a position to donate a Karnataka's E-governance Mission 
chunk of the earnings to the cyclone victims. CLOSEST HIGH-PROFILE FRIENDS: — 

Teamwork, collaboration and consensus have been faithful Ramachandra Guha, Montek Singh 
companions of Nandan Mohan Nilekani—the dogged General Ahluwalia, Thomas L. Friedman 
secretary in the tale above—for four decades now. On July 9, —— AL50 CO-FOUNDED: Beer Drinkers’ 
Nilekani will turn up at work for the last time at the Bangalore Association of Information Technology 
headquarters of Infosys Technologies, the company he andsix oth- FAMILY: Wife Rohini runs Arghyam, a 
ers co-founded 28 years ago with seed capital of $250 public charitable foundation, and has 
(Rs 12,000 at current rates). After seeing the company grow from written a medical thriller. Two children 
just the seven co-founders to over 100,000 people and to over Jahnavi and Nihar study at Yale 
$4 billion (Rs 19,200 crore) in revenues, the self-confessed OTHER PASSIONS: Rock music of the '60s 
accidental entrepreneur, once called a “passionate democrat” by and "Os (Jethro Tull, CSNY), sea food 
close friend Ramachandra Guha, is now set to take the next FIRM BELIEVER IN: Philanthropy 
big step in his life when he becomes the Chairperson ofthe RECENTLY ACQUIRED TASTE: —— 
Unique Identification Authority of India. Italian suits and shoes 
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GIREESH G.V. 


“| am going from an area 
of comfort to unchartered 
territory and | will be 
working on fundamental 
strategy for a game- 
changing initiative” 
-Nandan Nilekani 





PROFILE 


Can a man who has worked for nearly three decades 
in and around the rr industry and Infosys take the step up 
to a public service role? Nilekani himself believes that he has 
built a new set of skills over the last decade that will help 
him in his new role. “For 10 years I have been on the 
fringe of public bodies and initiatives including the 
Bangalore Agenda Task Force (BATF), the Jawaharlal 
Nehru National Urban Renewal Mission, the Knowledge 
Commission, the National Skills Mission and Karnataka's 
E-governance Mission," he says. "People are aware of 
my interest and capabilities in public service and policy." 

As Chairman of the par, Nilekani was in the thick of 


Nilekani's unique 
challenges... 


€ Get used to the languid pace of 
decision-making in government 

€ Judge results achieved with a new, 
‘non-corporate’ barometer 

€ Slip virtually seamlessly from a corporate 
work culture into totally different mores 


Power in a government-led initiative — 
may not necessarily rest with the 
Chairperson, as it would in a corporation 


things again, building consensus across politicians, 
bureaucrats and corporates on the ideal path to fix brand 
Bangalore. “My new role involves a lot of consensus build- 
ing across local, state and union government bodies and 
I must be prepared to build these bridges,” says Nilekani. 
Transitioning from India Inc, where the pace of decision- 
making is relatively rapid, Nilekani will also have to quickly 
get acquainted with a different pace of life in the government. 
"Results in the government are beyond the measuring rod of 
money," says Srivatsa Krishna, who has worked with 
Nilekani in the Andhra Pradesh government, "It is impossible 
to put a value on say the improvement to the external habi- 
tat due to the easing of traffic congestion, or the impact on sub- 
sidies due to the existence of a good m card for every citizen." 
While many people see the Unique D system as IT- 
driven issuing of smart cards, people close to its rollout say 
that technology will be just one part of the overall package. 
"This is not an rr project but the world's biggest systems 
re-engineering, process redesign and linkage-creation 
exercise," says Krishna. However, his legacy in tr can be 
handy, others argue. "Nandan sees technology as an 
enabler and not as the fix-all cure for public problems," adds 
V. Ravichander, Chairman & Managing Director, Feedback 
Consulting, who worked with Nilekani at BATF. 
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Besides the fairly routine rr component, Nilekani will 
need to figure a way of creating a database of over a million 
people, ensuring it is accurate and giving the correct data 
out to citizens. To understand the scale of the problem, 
Nandan points out that the us Government will spend 
$19 billion (Rs 91,200 crore) on just an electronic health 
records system, while a much smaller country like the 
UK is yet to come to grips with its own ID system. 

One of Nilekani's biggest challenges, say observers, is 
adapting to the radically different work culture within the 
government. At Infosys, Nilekani is used to working with 
reams of data and a team that can meet tough deadlines. This 
won't always be the case within the government. He can 
expect information voids, incomplete processes and (relatively) 
slow-to-react officials bogging down plans for a national roll 
out by 2011. To try to work around some of these hurdles, 

observers suggest that Nilekani hire the best hands 
available within and outside the government, to catalyse 
the execution of the project. "Nandan has one of the 


_...and why he may be well-placed 
to take them on 


~~ @ Known for teamwork, collaborating and 


consensus-building 


| € Has worked on a host of public bodies 


. and missions 
. € Accustomed to using technology as an enabler 


EELEE leith hid LL LEELA TRTE 


Known to lead by consent rather than 
by command 


most powerful rolodexes in the world (and) is a tough 
negotiator,” quips Krishna. 

Nilekani may also discover that power outside the 
corporate cocoon takes on a totally different hue. Co- 
Chairman of Infosys, which is a vertically-structured 
entity like any corporation, would have made him the 
second most-powerful person at the rr major, but being 
Chairperson of a government-led initiative may not nec- 
essarily mean that he is numero uno there. 

While Nilekani and his wife Rohini are preparing for 
the intricacies of running two active houses—both have 
thriving interests in philanthropy, which keeps them tied 
to Bangalore—he isn't underestimating the scale of this 
project. “The professional upside is huge if this project is 
executed well,” he admits. “But, this is a full-time job 
with great benefits for the country.” While he’s built some 
complex systems during his three-decade stint at Infosys, 
the Universal D card project will perhaps be his most 
prestigious contract yet. © 
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Can This Man 
Save GM India? 


Karl Slym, the General Motors India MD, is 

a tornado of activity, delivering vehicles to 
consumers and starring in media campaigns. 
Will this be enough to save his company? 


KUSHAN MITRA AND RISHI JOSHI 


he five-year business 
plan is over,” says 
Karl Slym, Managing 
Director of General 
Motors (GM) India. 
“Nowadays you make 15-minute 
business plans and hope you don't 
get another surprise later,” jokes 
Slym. What Slym is obliquely refer- 
ring to is an event that is no laughing 
matter for GM subsidiaries world- 
wide—namely, the bankruptcy of 
the Us operations of General Motors, 
once the world's largest carmaker, 
recently bailed out by the Obama ad- 
ministration to the tune of $14 billion 
(Rs 67,200 crore). The car maker 
has been forced to spin off its 
European operations to a consortium 
led by Canadian parts manufacturer 
Magna, flogged Saab to Swedish 
supercar maker Koenigsegg and is 
trying to sell sports utility vehicle 
brand Hummer to the Chinese. As 
part of its settlement, GM will not be 
able to send any 'rescue funds' to any 
of its international operations. 

This begs the next most obvious 
question: Can GM India survive with 
an ailing parent? "The Indian car 
market is still an exciting place and 
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honestly we are fully insulated from 
the troubles in the us," adds Slym. 
Are they though? After all, Indian 
consumers still carry raw wounds 
from being burnt by Korean car maker 
Daewoo, which was forced to retreat 
from the Indian market—along with 
its immensely popular Matiz—because 
of a bankrupt parent, leaving behind 
loads of Matiz owners who couldn't 
service their cars or purchase parts. 
Anyone surfing the Web for infor- 
mation on cars, as today's consumers 
are wont to do, will instantly un- 
earth a pile of unflattering articles 





SHEKHAR GHOSH 





peating the gospel that despite a broke 
parent, GM India is here to stay. “Last 
week I was in Bangalore and 
Ahmedabad. The week before that I 
was in Pune, Halol and Jaipur. I must 
admit, driving to Jaipur was a bad 
idea," he laughs. Slym's focus is now 


GM India sold 61,000 cars in 2008-09- 
and plans to sell 10% more this year. But its 


capacity has ramped up a whopping 165%. 


that link GM with bankruptcy—and 
raise, in their minds, the spectre of 
holding onto a car whose manufac- 
turer has already fled the country. 
Slym himself confesses that “Indian 
car buyers are a bit jittery, after the 
Daewoo Motors incident”. 
Consequently, Slym has been on 
a non-stop whirlwind tour of GM 
India's various constituencies, re- 


on customer service with a personal 
touch. Slym recounts how he per- 
sonally delivered a vehicle to a cus- 
tomer in Ahmedabad who was the 
first in his family to look beyond a 
Maruti. “We feel that we make cars 
that people want to own,” he says. 
Even if that were the case, Slym— 
and GM India—would be on much 
more solid ground if GM were a block- 


buster seller of cars in India. That, un- 
fortunately, is far from reality. The 


company was able to sell only 61,524 
vehicles in 2008-2009 at a 70 per 
cent plant capacity—ess than a tenth 
of market leader Maruti Suzuki, which 
sold 7,22,000 vehicles. “We are the 
upstart here,” Slym concedes. “When 
people wake up and decide to buy a car 
they automatically think of Maruti, 
which has the advantage of experi- 
ence, brand and reach. But we are 
trying to change that by oflering Indian 
consumers a new set of experiences. " 
Curiously, the problem with GM 
India today seems to be its ambition. 
The company has considerably 
ramped up capacities at its Talegaon 
and Halol plants near Baroda, Gujarat 
to produce 2,2 5.000 vehicles today— 
a whopping 1,60,000 more than last 
vear. Even if it runs at the current 
70 per cent capacity utilisation, it 





roadshows. The firm's advertising 
blitz comes with the punchline "There 
for you, there for India" with Slym 
featured as the firm's brand ambas- 
sador. It doesn't end there. Slym has 
been meeting with suppliers, em- 
ployees, dealers, business partners 
and above all, customers, to allay 
their fears about a dving company. 
Has it worked? According to the com- 
pany, there has been no significant 
drop in bookings in India so far. In 
fact, GM India's recent performance 
will give Slym and his team a boost: 
While the company didn't share any 
numbers with sT except to say that it 
was profitable, the company's unit 
sales grew 10 per cent last fiscal 
despite what was an annus horribilis 
for the industry. It expects to sustain 
that growth in 2009-10 as well. 
This may not save GM India. What 
could, however, is a varied and boun- 
tiful product line. Its small car, the 
Spark, has had moderate success 
Slym says that the car is profitable 
despite massive discounts (upwards 
of Rs 50,000) 


vehicle. Tavera, is the wheels of choice 


and their utilitv 


A current plant capacity of 2,25,000 units 
means it needs to sell about 250% more cars 
than in 2008-09 to justify its investments. 


absolutely must sell 2.5 times its 


current unit sales to justify its 


investments of well over $1 billion 
(Rs 4,800 crore) up to now. This will 
be like pulling a rabbit out of a very 
small hat. Moreover, when cM decides 
to invest in the Talegaon plant's 
second phase, it will then need to be 
able to put 3,85,000 cars on the 
road—a trick that even Houdini 
would be proud of considering GM's 
current market position. 

Naturally, Slym has realised that 
he better roll up his sleeves and get to 
work—and he's done so with the 
brio of consummate salesman. GM 
India's MD has become the firm's star 
campaigner on the company's media 


for call centre transport operators and 
the tourism industry. In September, the 
company plans to launch the Rs 1 2-15 
lakh Chevrolet Cruze, followed later 
this year by another small car, Still. 
these products will go nowhere with 
out niggle-free owner experiences and 
top-notch servicing. 

Despite the considerable 
challenges that GM faces in India. 
Slym says he would rather be here 
than anywhere else. "Would you 
want to be in a stagnant market or 
one that is really exciting? Given the 
situation, | am very happy where | 
am and with what I am doing and | 
love India," he says. Will Indians feel 
the same way about his cars? © 
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NOT NUMBER ONE, 











Adi Godrej's consumer portfolio has gained scale without having 
a presence in mass categories. The secret? Pockets of leadership, 
innovation and an eclectic mix of categories. suman Layak | 


GODREJ'S FMCG SPREAD 


It's diverse, but there's nothing random about it. 
Godrej Consumer Products (GCPL) 


status The flagship 


PRODUCT RANGE Soaps, hair colour, 
toiletries 


n— 


Godrej Sara Lee 
STATUS Godrej Group transferred its 
LLL 49 per cent stake to Godrej Consumer 
PRODUCT RANGE. Household insecticides, 

shoe shine, hair ci cream 


Godrej-SCA 
STATUS Joint venture partner SCA bought out 
PRODUCT RANGE Feminine hygiene, 

Mlapetsy2 auut incontinence 


Godrej Hershey 
STATUS Joint venture with Hershey's of the US 
PRODUCT RANGE dad eli | syrup cay 


Godrej Tyson 
status Meat products JV with Tyson Foods Inc. 
PRODUCT RANGE Processed poultry 


Godrej Industries 

STATUS Originally Godrej Soaps; renamed when 
~ Consumer Products division was demerged 
PRODUCTRANGE Edible oils, juices 
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| {Henry Ford was keen that customers of his Model T — 
the world's first affordable automobile—buy cars that 
are black, back home, Adi Godrej, 67, Chairman, 
po Group. appears to have a similar fixation with 
! that shade. His fast-moving consumer goods (FMCG) 
company, Godrej Consumer Products (GCPL), is a leader in hair 
dyes, riding high on sales of mainly the black variety. 
Perhaps, what helps make Godrej's range of hair dyes a 
Rs 225-crore brand in a Rs 600-crore category is that—as 
the company s own feedback indicates—a sizeable tonnage 
of this black dye is used on buffaloes going up for sale in the 
countryside—the darker the buffalo, the better the price! 
Yet, Godrej is not resting assured on bovine intervention 
to keep the growth coming. After all, consumers today 
are demanding more colours and cert has to respond by 
making the shift from just dye to colour—many of them. 
Brands like L'Oreal and Garnier have captured a chunk of 
the rapidly-growing premium fashion end. So, like Ford — 
who had to relent to customer preference and sell Model Ts 
in greys, reds and greens—Godrej, too, is going the whole 
hog in hair colour in a bid to be relevant to all consumers. 
The hair colour initiative illustrates intelligibly what 
Godrej is attempting to do across his &Mco portfolio— 
to milk existing categories for what they're worth (and 
they're worth a lot), take them into newer markets, both rural 
and international (via niche acquisitions in developing 
economies) and stretch these power brands into adjacent 
categories. At the same time, he's bringing brands that 
are currently ensconced in other group companies onto one 
platform. thereby getting into a position to put GCPL's 
financial and marketing muscle behind the entire range. "Our 






o Hd 


- 
- 
= 
> 
- 
= 
^ 


JS HSIN AM 


“We can go up to half a billion, but we'd be 
happy to make acquisitions in the $100-200 
million range, in developing countries” 


ADI GODREJ, Chairman, Godrej Group 
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portfolio is not like Hindustan Unilever 
(HUL), we have our specialisations and 
there is considerable scope to increase 
market share in these areas,” he says. 
The top team working along with 
Godrej on this mission include daugh- 
ter, Tanya Dubash, Executive Director 
& President (Marketing), Godrej Group, 
and Dalip Sehgal, a veteran of 25 
years at HUL, who was recently app- 
ointed MD of GCPI.. 

The flagship category for Godrej is 
doubtless soaps, with Godrej No 1 and 
Cinthol accounting for Rs 7 50 crore of 
revenues, the former being a Rs 500- 
crore powerhouse on its own. Beyond 
soaps, however, the portfolio is a mot- 
ley mix of categories that includes— 
other than hair dye—household ins- 
ecticides, shoe polish, confectionery 
and processed meat. Godrej, who 
flagged off ccrL eight years ago by 
carving the FMCG business out of the 
erstwhile Godrej Soaps, has made 
steady progress on expanding the port- 
folio, via an astute combination of 
acquisitions (for instance, of confec- 
tionery brand Nutrine back home and 
hair colour brands likes Kinky in South 
Africa), and joint ventures (JVs). 

To be sure, jVs—within and with- 
out FMCG—have been an integral ele- 
ment of Godrej's evolution over the 
years (see Godrej's Jv Jaunt). Right 
from the big-bang ones with Procter & 
Gamble and Gr Appliances in the '90s, 
to more recent ones with Pillsbury 
and sca, each partnership served a 
purpose, Up to a point. “Joint ven- 
tures are started to gain advantages. 
When the advantage is achieved, you 
restructure it. It is a tool to enhance the 
value of our business," says Godrej. 
Ongoing jvs with Hershey's (confec- 
tionery) and Tyson (meat processing) 
are yielding benefits, in terms of access 
to brands and technology. 

Another equity alliance, with Sara 
Lee, has been restructured, with Gcpt. 
buying out the Godrej Group's 49 per 
cent in the venture. This comes at a 
time when Sara Lee Corporation is 
trying to sell off its global household 
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TANYA DUBASH, Executive Director & President (Mar! 


"We want to make it 
H2 soap in India in tr 


and body care businesses; back home 
Godrej has a right to first refusal on the 
stake, and GcPL may be in no mood to 
refuse if the terms are attractive. The 
1 4-year joint venture—now in the 
GCPL fold—is the leader in household 
insecticides, with brands like Hit and 
Good Knight. It also has a strong over- 
seas presence in markets like South 
Africa and Indonesia. A. Mahendran, 
cap, Godrej Sara Lee, says that the com- 
pany is looking for acquisitions of strong 
local household insecticide brands in 
markets like China and Indonesia. 
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75 per cent after diluting some equity 
in favour of other group firms for acq- 
uiring the Sara Lee jv stake. That gives 
Godrej a lot of ability to leverage. “We 
can go up to half a billion, but we'd be 
happy to make acquisitions in the 
$100-200 million range, in develop- 
ing countries," he says. 

For the moment, however, GCPL 
is facing rough weather with some 
overseas acquisitions. In South Africa, 
its hair extension acquisition Kinky 
reported a loss of Rs 23 crore in the 
March quarter. Another South African 
acquisition, Rapidol ux's South African 
subsidiary, reported a 3 per cent drop 
in sales, whilst the UK-based Keylines 
reporting an 8 per cent drop in sales. 
"This is the most irritating bit about 
GCPL—its foreign acquisitions neither 
have the ability to add to sales in a 
big way nor can they be game chang- 
ers for the company in India. The 
products cannot be introduced in 
India, while Indian products can not 
work in those markets," says Amnish 
Aggarwal, an equity analyst at Motilal 
Oswal. Godrej, for his part, appears 
to have a longer-term plan in mind. He 
sees potential to use the know-how 
built over decades in pioneering cate- 
gories like hair dyes and household 
insecticides in developing countries. By 
acquiring brands there, he can lever- 
age India's low-cost manufacturing 
capabilities and Godrej's technology 
edge in these categories. 

Perhaps, there's little option but to 
go international, in developing mar- 
kets where some of his niche prod- 
ucts are pretty relevant. It could prove 
more value-enhancing than building 
brands from scratch in India in heav- 
ily penetrated and highly competi- 
tive categories like shampoos and 
toothpaste. Godrej says an option 
would be to acquire a #3 or #4 brand 
in such categories, but there's not 
much on offer in the domestic market. 

If international is an option for 
growth, so is rural, an area in which 
GCPI. might have barely scratched the 
surface. Godrej may have just found 


the right man to spearhead that effort 
in Sehgal, who was at the vanguard of 
Project Shakti—which made entre- 
preneurs of women in villages—at 
HUL. "HUL rural markets contribute 
50-55 per cent to sales. In Gcpt, it is at 
38 per cent and there is a lot of scope 


GODREJ'S JV JAUNT 
He's learnt a lot from them. 
YEAR SV PARTNER STATUS 


1993 - Procter & Gamble Er Endedin1996 
1993 -General Electric Ended in 1999 


1995-96 Pillsbury - Ended in 2001 
1995 Sara Lee -May be bought out 
2007 SCA —— SCA bought out 
2007 Hershey's s Board m managed JV 
2008 Tyson Tyson manages it 


THE FRUITS OF CONSOLIDATION 


With Sara Lee in the fold, Godrej' s sales mix 
gets a leg up. 


Sales mix before 
acquisition 








Sales mix after 
acquisiti 


am Soaps s international business 

ga Hair Colour and toiletries as Others 

am Household insecticides — ss Shoe polish and others 
wee Hair cream 


THE GODREJ WAY TO SCALE 


$ Avoid well-penetrated 
categories like detergents 
and shampoo. 


e Make niche acquisitions 
overseas and leverage 
know-how gained i in India. 


è Spread more into rural 
markets; currently 38 per cent 
of sales comes from here. 


e Take indigenous technology 
to global markets where they 
can be successful (like Africa). 


e Extend brands like Cinthol 
into new areas. 





Source: Nomura 


there," says Sehgal. It's clearly an 
anomaly of sorts. For instance, Godrej 
No 1 is the top soap in five states— 
Gujarat, Punjab, Haryana, Himachal 
Pradesh and Uttarakhand, But in all 
these states, the share of this soap is 
higher in cities than in rural prod- 
ucts. To sort out this mismatch, acp. 
has launched smaller sizes of this 
value-for-money soap at a price point 
of Rs 5. Tanya Dubash adds that cert. 
is now targeting states where Godrej 
No 1 is number two, "We want to 
make it the #2 soap in India in the 
next 2-5 years,” she says. Currently 
Godrej No 1 is the third-highest selling 
soap and nuv's Lifebuoy is top dog. 

To get there, the rural push will 
need to play a huge hand. And Sehgal 
has a blueprint for the next three 
years: He hopes to increase GCPUs 
reach from 3,500 small towns and 
18.000 villages to 7,000 small towns 
and 40,000 villages by 2012. cpt is 
also increasing the number of super 
stockists from 150 to 400 and the 
sub-stockists will go up from 1,200 to 
2,500 in the next two years. 

There's plenty of midnight oil being 
burnt to figure out how to extract 
more value from the existing brands. 
Cinthol is positioned as a male soap. but 
as Sehgal points out for a large number 
of households, it is a family soap (since 
it is the only bathing bar in the bath- 
room). The brand has been extended to 
deos and talc-—the former being a 
massively under-penetrated category, 
at less than 5 per cent, and a fast- 
growing one, at 50 per cent. 

Clearly, the challenge for Godrej is 
to keep growing faster than his coun- 
terparts. Besides relying on his top 
team. he's keeping a keen eve on his 
consumers. Godrej also wants more 
feedback from his workforce. Perhaps, 
that's why he presented all employees 
with miniature megaphones last year. 
encouraging them to speak out and 
bring new experiences and perspec- 
tives to the table, © 
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The Untold Stor 





How the IT services major was rescued against all 
odds. Business Today reconstructs the events of 
the 14 crucial weeks that led up to the sale. 


n Wednesday, Janu- 
ary 7, 2009, ona 
not-so-wintry mor- 
ning in Mumbai, 
Ranu Vohra, Mana- 
| ging Director & CEO, 

Avendus Capital, a boutique inv- 
estment banking firm, and his team 
are huddled in a routine meeting 
with a private equity client. Amidst 
debate on possible acquisitions tar- 
gets, Vohra proposes Satyam 
Computer Services as a good can- 
didate. The iT firm has been on the 
radar of Avendus after Satyam's 
outrageous decision in mid- 
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December to acquire non-related 
group businesses (Maytas Infra and 
Maytas Properties). That made it a 
veritable sitting duck—the stock has 
plunged 22 per cent since the ann- 
ouncement of the proposed acquisi- 
tions. The Pe client asks: "Do you 
trust their numbers?" The Avendus 
team is guarded. And the rz client 
shows the confession letter of 
Satyam's promoter, B. Ramalinga 
Raju, in which he admits to cooking 
the company's books to the tune of 
Rs 7.800 crore, which had flashed 
on his BlackBerry just a few min- 
utes ago. The meeting breaks up 


abruptly. The Avendus honchos ret- 
urn to their office in the iL&rs 
Building at Mumbai's commercial 
Bandra-Kurla complex. Little do they 
know that they will get a chance to 
review Satyam's hazy numbers a 
few weeks down the line. 

Raju's confession spreads like wild 
fire. Around the time that the con- 
fessional statement is put out on the 
stock exchange websites after it is 
duly confirmed by officials of the 
Securities & Exchange Board of India 
(SEBI), back in the capital, Corporate 
Affairs Secretary Anurag Goel is 
briefed on the fraud by sest Chairman 


C.B. Bhave. Prem Chand Gupta, 
Minister of State for Company Affairs, 
who isn't in Delhi, and the Prime 
Minister's Office are also filled in. 
Even as the audacity of the confession 
is settling. the wheels have started 
moving at the Shastri Bhawan office 
of the Ministry of Corporate Affairs in 
Delhi. The Registrar of Companies, 
Hyderabad, is given a verbal order 
to mine more facts. "That was out 
almost in the first hour itself," recol- 
lects Goel. 


Tsay TT 3 or + 
IA | 


Fighting 
the Fire 


The government has to act quickly 
in deciding its role, other than order- 
ing an investigation, and getting the 
Company Law Board into the picture. 
To its credit, the government doesn't 
waste too much time in deciding to 
supersede Satyam's existing Board. 
HDFC Chairman Deepak Parekh is co- 
opted as a member of the govern- 
ment-appointed Board three days after 
Raju's confession. 

But the government role was 
to be constrained. Gupta explains: 
“I was very clear that the govern- 


short-te 
A 





Chairman, HDFC 


Played a crucia | | 
irm funds for the scam-hit company 


rt 


Also led the effort for thi 
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‘We did not know the level we would be involved or what did it entail. 
We just went on a blind call to Hyderabad to see what was in store for 
us. (Looking back), 100 days of our lives can be written off" 


ment's involvement in Satyam has to 
be limited. There were class action 
suits in the us, and if it was proven 
that government was party with 
Satyam and (if) any sort of negli- 
gence on the part of government 
would have been established in us 
courts, the penalty could have been 
billions of dollars." 

So, clearly the government needs 
to act, but as a catalyst. Goel points 
out that "even on the first day, it 


was clear that there were two tasks 
here that needed to be dealt with 
separately. One was the investiga- 
tion, and the other was the enor- 
mous task of saving the company." 
In steps the Fraud 
Investigation Office and other gov- 


Serious 


ernment agencies to examine the 
fraud; and a government-appointed 
Board takes over the task of resus- 
citating the company. This distinc- 
tion is the first master stroke that 


enables the conduct of a smooth 
and successful sale of the scam-hit 
company in less than 100 days. “As 
far as the investigators were con 
cerned, they were looking back, and 
we were looking forward. Some over- 
lap was inevitable, but it was mini 
mal," says Kiran Karnik, the former 
NASSCOM chief, who is called on to 
the Board as Chairman. 

Indeed, the hunt for members for 


an alternative Board begins the day 
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Kiran Karnik 


ner President 


MACCÓÓM 
IA S31 M 


Knew many of the firms clients 
and helped assuage their fears. 


the ensuing months. The night-before 
informal session is a practice that con- 
tinues after the Board is expanded 
later that weck to include Tarun Das, 
S.B. Mainak and T.N. Manoharan. 
Says Shroff: "It was unique and bril- 
liant combination—a banker, an 
insurer, an accountant, a former 
President of NASSCOM, Chief Mentor of 
cu and a former regulator. Each of 
them divided their tasks exactly as 
per their disciplines." 

In all, between January and April 
(till the company is sold), the Board 
has some 1 3 meetings in Hyderabad 
every weekend. And the Board mem- 
bers not just attend the meetings, but 
make sure that at least one of them 
stays back in the city. 

The three-member Board takes 
over on January 12 (Day 5) and the 
top three immediate tasks are cut 
out. Salaries have to be paid to the 
us employees on January 15. 
Simultaneously, there are reports 
that there are as many as 10,000 


“This 1s like vegetables or fruits. They are worth something today. Tomor- 
row, they are halt the value. Day after, | have to pay someone to take them" 


after the scam comes to light. Goel. 
who makes many of the calls, says 
some agreed immediately, "while 
some others had to be persuaded". 
Former Presiding Officer of Securities 
Appellate Tribunal, C. Achuthan, 
who is among the first to be app- 
roached, says: "You do not say no to 
such a call." Parekh concurs: "What 
do you do when someone senior in 
the government calls you and says: 
'Please help us'?" Sure there are con- 
cerns about conflict of interest and 
immunity, but the clear intent of the 
government carries the day. 

Speed is of essence. By the fourth 
day, the names of the first three Board 
appointees—Karnik, Parekh and 
Achuthan—are made public. Within 
hours of their assent, their tickets, 
cabs, hotel rooms and all other travel 
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arrangements are taken care of and it 
is discreetly communicated that the 
joard's presence the same night in 
Hyderabad would be helpful. The 


three firefighters have to switch off 


their mobiles and use new numbers to 
communicate as they are flooded with 
calls from the media. 

The same evening, a Sunday, 
Parekh, Karnik and Achuthan are 
ensconced at Taj Krishna in 
Hyderabad. The three meet informally 
around 9.30 p.m. and discuss the 
major issues threadbare till midnight. 
An informal call to corporate lawyer, 
Shardul Shroff of Amarchand 
Mangaldas, is made the same night. 
The next morning, the same issues 
are discussed formally at the Satyam 
corporate office in the first of many 
Board meetings that are to follow in 


fictitious employees. That needs to 
be verified. And at the same time, a 
restatement of the accounts is an 
imperative to save the company and 
to comply with sept and us regula- 
tion. For this, external as well as int- 
ernal auditors have to be appointed. 
The first test is to find the money 

to pay salaries that are due in three 
days. “Not only would it have been a 
regulatory default, above everything 
it was integral to maintaining confi- 
says Karnik. Achuthan 

agrees: “The story would have been 
completely different if we had not 
been able to bring in the funds.” 
While the company apparently has 
no money, it has large receivables 
for work already done. But there's 
a hitch. “We were not sure whether 
accounts receivables were genuine or 


dence,” 


Introducing 
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C. Achuthan 


Former by i Officer, 
Securities Appellate 
Tribunal 

ROLE PLAYED 

Knew all the 
regulatory aspects. 





whether the numbers were fudged,” 
says Parekh. What's more, how does 


one persuade a bank to lend money 
to a fraud-hit company? 

The Board discovers that Satyam 
has two major campuses in 
Hyderabad that haven't been pledged. 
But it's not smooth sailing yet; in order 
to mortgage that land, a no-objection 
certificate has to be obtained from the 
APIDC, which had sold the land to 
Satyam at concessional rates, A seem- 
ingly simple task takes five days; 
Karnik believes that was a low point in 
the whole saga when even his opti- 
mism and faith took a beating. 


WEEK 3-9: 
Stabilising 
the Ship 


Towards the end of January, the 
crucial steps of coopting more pro- 
fessionals are taken. Boston 
Consulting Group (BCG) is formally 
appointed. Around the same time, 
Homi Khusrokhan, a former 
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When you go to the battlefield, you don't 


worry about scratches’ 


Managing Director of Tata 
Chemicals, and Partho S. Datta, a 
former cro of the Murugappa group, 
are roped in as advisors, They take a 
lot of load off the Board members in 
terms of operational issues. Says BcG 
partner Abraham James: "We had 
three priorities before us when we 
joined in early February: Cash issues, 
employee and customer relation- 
ships." Satyam had an unusual 
management structure with 
B. Ramalinga Raju having 23-25 
heads reporting directly to him. 
"Without him, the company had 
ground to a halt. There was a real 
vacuum in decision-making. In the 
first 48 hours, we did a quick ass- 
essment of how to get the engine 
moving again," adds James. 

In those turbulent weeks, the 
quality metrics as far as customer 
satisfaction is concerned actually 
go up. "We were impressed by the 
commitment of the employees to 
their clients during such traumatic 
times," says James. A hot list of 
clients was prepared and they were 
actively reached out to. Most decided 
to wait and see, which under the 
circumstances was the best out- 
come. The critical employees for 
every single account are approached 
directly by the Board and many are 
assured of job security for a year, 
no matter what happens. In early 
February, a company veteran of 
1 5 years, A.S. Murty, is appointed 
ceo. What works in his favour is that 
he has the largest number of peo- 
ple as direct reports, has worked his 
way up through the company and, 
crucially, is known for his integrity 
and dedication. 

Towards the end of January, 
Goldman Sachs and Avendus Capital 
are appointed to sell the company 
in the shortest possible time. A dead- 


line of three months has already been 
set. Both I-bankers get their calls from 
Parekh and make their presentations 
to the Board on January 27. Though 
there are offers from buyers for parts 
of the business, it is decided early on 
that the company will not be sold 
piecemeal but lock-stock-and-barrel. 
The former option is ruled out as the 
process could be long-drawn-out. 
There are other critical questions, 
too: How does one value a fraud- 
struck company? And how much of 
its stake should be sold? 

It is decided that a floor price 
need not be set. But now the invest- 
ment bankers have to ensure that 
there are no ridiculously-low bids. A 
formula is worked out: In case a bid 
is within 90 per cent distance of the 
highest offer, the auction process 
will be repeated. "This is a good exa- 
mple of a creative and bespoke sol- 
ution that could have applicability in 
other complex transactions across 
the world," says Brooks Entwistle, 
MD & CEO, Goldman Sachs (India). 

Meantime, February is also about 
receiving necessary approvals from 
SEBI and Company Law Board for 
Satyam to be able to deviate from exi- 
sting laws. For instance, the company 
needs to be exempt from holding a 
general body meeting to raise capi- 
tal; also, to enhance borrowing pow- 
ers and authorised capital have to be 
increased. "It was clear that prece- 
dents were being written," says James. 


WEEK 9-14: 
The Final lap 


By mid-March, Larsen & Toubro, B.K. 
Modi's Spice Corp., Cognizant, Tech 
Mahindra, iGate, wi. Ross, amongst 
others, throw their hats into what 
many consider an obscure ring. A 
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‘We thought this was such a game-changer 
that players like the Tatas and Cognizant 
would be interested in it (Satyam)" 


few, like iGate, get cold feet as some 
key clients had moved out. To ensure 
transparency and rigour, retired 
Supreme Court judge Justice 
Bharucha is appointed to oversee the 
process. Though Spice Corp. did make 
an issue about transparency—B.K. 
Modi says “the rules of the game were 
suddenly changed" —Parekh calmly 
says: "Our conscience is clear." 

As D-Day, which is April 13, app- 
roaches the bankers and Board mem- 
bers are tense. On the night of April 
12, the pressure is palpable. The same 
questions are running through most 
minds, although no one's voicing them 
aloud: What if no one turns up for the 
party? What if the bids are below the 
prevailing market price? Accepting 
such a bid would be an unpalatable 
solution, and would send the com- 
pany careening on an uncertain path. 
The tension peaks when Cognizant 
sends in its letter withdrawing from 
the race that night. 

Yet, the stress-packed days leading 
up to D-Day create something rarely 
seen in India Inc.—an unfailing sense 
of a mission and of solidarity. Says 
Entwistle: "There was a special 
camaraderie of being in the trenches 
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together here.” 

April 13. Venue: Taj President. 
At breakfast, the entire team is doing 
a quick check to see who all had 
turned up. Starting 9 a.m., the bid- 
ders are called in one by one to pres- 
ent their technical bids at the 
Presidential Ballroom. It starts with 
the representatives of L&T coming 
in at 9.15 a.m., followed by Tech 
Mahindra and lastly the wi. Ross 
team. Each has come with either 
2-3 envelopes in anticipation of the 
auction process. When the bids are 


finally opened, it proves to be a bit of 


an anticlimax. Tech Mahindra is 
the winner, with a bid of Rs 58, 26 
per cent higher than that of the L&T. 
The deal is cut and it doesn't take too 
many days to dry. The Save Satyam 
team has pulled it off. 


Epilogue 

Did it have a Plan B if the sale hadn't 
worked out that day? Perhaps. but 
not a very attractive one—not for the 
Board members for sure. "We would 
have had to shift our houses to 
Hyderabad," quips Parekh. © 
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THE OTHER PLAYERS 








Prem Chand Gupta 
Minister of State for 
Company Affairs 
ROLE PLAYED 
Lubricated the 
government 
machinery for 
faster approvals. 
"| was very clear in my mind that 
the government's involvement in 
Satyam has to be limited" 
Brooks Entwistle 
MD & CEO, 
Goldman Sachs (India) 
ROLE PLAYED 
Brought its global 
networking to bear 
to ensure good 
response to the á 
sale from bidders, A 
"There was a special camaraderie of 
being in the trenches together here" 
Ranu Vohra 
MD & CEO, 
Avendus Advisors 
ROLE PLAYED 
Brought the 
perspectives of 
Indian and 
European buyers 


to the transaction. 


Abraham James 
Partner, 
Boston Consulting Group 


ROLE PLAYED 
Helped put the 
a Dack 
on its feet 
operationally. EK WEE" - 


"During all this time (from 
start to sale), it was clear that 
precedents were being written" 





ROLE PLAYED 
Was the point 
person for the 
Board to sort out 
glitches from the 
regulatory 
perspective. 

SEBI Chairman CB Bhave and CLB Chairman 

$ Balasubramanian too played a critical role. 


H 








x ad ped ee ^ 
TM E "^x. 





The 106 Canton Fair | 


Smart entrepreneurs are always ahead of others in finding business opportunities. From October 
15 to November 4, you will find solutions to all your business in the 106" session of China Import 
and Export Fair. With 55,000 stands, an exhibition area of over 1.1 million square meters, anc 
business turnover of tens of billions of US dollars, it's a perfect match for your ambitions. 


Phase 1 (October 15-19) 
Electronics & Household Electrical Appliances; Hardware & Tools; Machinery; Vehicles & Spare Parts; 






Medical Devices, Health Products; Food & Native Products 


Lol 
J 








CPt Oren d esse 





sk TN a iy 


. Digital in Devanahalli 


The first in a series profiling entrepreneurs that look beyond the 
metros, BT features Comat Technologies, which gives rural people 
quick access to digitised documents and also trains them for jobs. 


RAHUL SACHITANAND 


alf an hour from Bangalore’s airport, 
villagers line up outside a nondescript shop 
in Devanahalli village to get a copy of 
government records ranging from birth, 
death and caste certificates, to land records. 
Until three years ago, they did not have this option: 
residents who wanted to buy land or get certificates to enrol 
in college had to trek to Bangalore city and the government 
department concerned, and dodge or deal with waiting 
touts to get their records. 

Today, they can just walk up to a rural business 
centre (RBC) set up by Comat Technologies, pay Rs 15, 
give them the relevant number (survey number, in the 
case of land records) and walk away with a document. 
Two years ago, when real estate prices rocketed as the 
airport neared completion, Comat's centre in Devanahalli 
was jammed by locals who needed these land records to 
make a quick buck. 

If Devanahalli now blurs the line between urban and 
rural India~—with the rr capital just an hour's drive 
away-—the attraction for Comat's services lies in the 
smallest of villages. For example. in Shanboganahalli, 
some 30 minutes from Ramanagaram town on the 
Bangalore-Mysore highway, Comat's centre is located 
next to a cow shed and its customers often come straight 
from the fields—feet bare, dressed in dusty kurtas and 
frayed striped shorts. Land records are the most popular, 
but at this time of the year, with college admissions under 
way, caste certificates are chart-toppers. 

Comat, which services 60,000-70,000 customers a day 
across 800 centres in Karnataka alone, has spread to five 
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COMAT TECHNOLOGIES 


RATER oe ERA VE EEE AER REE RERKR AREER ERD RE 


Focus: Gives rural people doorstep access to 
critical data such as land records, birth, death 

and caste certificates 

Scale of business: Revenues not available, but 
Comat runs 800 service delivery centres in 
Karnataka, and deals with 60,000 customers daily 


KOR ERE PR ARAREER EAE RE RAKEREE EERE EKER ERE REE 


Presence: Mainly in Karnataka, but slowly growing 
into other states such as Haryana and Sikkim 


EHR EHM RHE ELEY ERE HATA AEEA EE ORE AR 


Investors: Omidyar Network Fund, 
Unitus Equity Fund, Avigo, Enam 


other states with mixed success. 

“The government may be the largest service provider 
to citizens, but its services are often tagged as bureaucratic 
and inefficient,” says Sriram Raghavan, Co-Founder of 
Comat. “We provide services only where the citizen has 
direct contact with a government department... we want 
to provide competition and improve the quality of serv- 
ice delivery.” | 

Comat's business model hasn't happened overnight; 
the company can trace its roots back to 1992 when two 


friends, Ravi Rangan and Sriram Raghavan, started 
Comat in the us to develop software. Version 1 of Comat 
lasted only a couple of years. It was reborn in 1996, 
with a focus on government technology projects, and 
offices in the us and India. 

In 1995, the Union Government kicked off the revo- 
lutionary voter ip scheme and Comat was one of the com- 
panies selected for this project. It started small, with just one 
district, Shimoga in Karnataka, but it expanded across the 
state, before eventually covering 1 1 other states. 

In 2001, Raghavan decided to sell the us operations to 
Dallas-based Worldwide Employees Inc. and returned to 
India to fashion Comat's next evolution. This time, the duo 
decided to look beyond just rr and focus on enhancing 
delivery of citizen services as its business. "We started as a 


Providing citizen services: Sriram 
Raghavan, Co-Founder of Comat 





technology solutions provider and leveraged some early 
projects such as the Bhoomi electronic land records 
initiative to graduate into services delivery." says Raghavan. 
Since then, Raghavan has taken a more central role, 
with Rangan being more hands off. 

The graduation didn't happen overnight; the compam 
spent years working on the back-end work flow fot 
government departments, which were paper-based and 
difficult to digitise. It was only in 2006 that the company 
launched its first services delivery centre and it has been à 
slow, tough climb to its current size. "Delivering thes 


services has been a monopolv of government depart 
ments and the lower levels of bureaucracv didn t openh 
welcome us,” admits Raghavan. "Our goal is not to kee 
the local bureaucracy happy.” 


UPCOUNTRY ENTREPRENEUR 


Each of these centres is around 
200 sq. ft, costs Rs 1.5-2 lakh to set up 
and is manned by Comat employees. 
Since sensitive personal data is handled, 
the government is wary of letting fran- 
chisees into the business. The centres 
use VSAT satellite connectivity often 
backed by a broadband Internet line to 
access government records. 

There were (and still are) other 
teething problems: often, it is hard to 
find a suitable location, and infra- 
structure, especially electricity, is a 
bugbear. The day sr visited Comat's 
Devanahalli centre, the power had 
been turned off at 10:30 a.m. and 
would return at 6:30 p.m. While the 
back-up lasted for a few hours, staff 
were eventually rendered, literally, 
powerless. “We have tried other so- 
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e Digitise the government's 
paper-based documentation 


@ Focus on departments that 
interact with citizens 


by April 2007, added another 40 by 
January 2008, before taking its total 
to 800 operational centres, even 
though there are around 2,000 in 
various stages of development. 
Eventually, Comat hopes to reach 10 
lakh customers daily. 

To achieve this goal, Comat 
needs to shave costs, expand its net- 
work and deliver more services 
through them. Even as it expands 
its presence in Karnataka, the com- 
pany has already rolled out similar 
units in five other states and is also 
expanding the bouquet of services on 
offer. "We already have 45 centres in 
Sikkim for example, but there we 
deal more with NREGA applications 
and various types of government 
dole, unlike in Karnataka," says 


lutions such as solar power, but the 9 Issue certificates & Raghavan. Elsewhere, the company 
capex required is Rs 2 lakh per centre, government documents on the spot has also set up centres in Haryana as 
which doesn't work," says Raghavan. — it seeks to expand. 

While Comat's business model is 3 Expand number of services Besides looking to expand its 


reliant on the government giving it a 
fee, some layers in the bureaucracy are 
throttling its cash flows. Centre man- 
agers typically give all their collections 
to a local government office, which in 
turn returns the fee due to them. “We 
are in effect providing working capital 
to the state administration,” says 
Raghavan, “the government almost 
never gives us our dues on time.” 

The long-term potential 
of Comat's business model seems to 
have attracted investors in droves. In 
three rounds of funding. investors 
including eBay Founder Pierre 
Omidyar's Omidyar Network (its first 
direct investment in India), Unitus 
Requity Fund (first investment outside of microfinance), 
Enam and Avigo have pumped in Rs 80 crore. "The 
capital intensive nature of its business is a big chal- 
lenge and Comat's centres need to generate enough 
revenues to be self-sustainable," says Maya Chorengel, 
Managing Director of Unitus Equity Fund. 

Despite these operational hurdles, there is a viable 
business to be built around social enterprise, Raghavan 
contends. "Building a social enterprise is a lot more 
challenging and fulfilling than a conventional business. 
There is a compelling business case here, but the road is a 
lot steeper,” he says. Comat, for example, set up 7 30 RBCs 
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offered and the user base 





footprint, Raghavan also believes that 
Comat can improve its "vertical" 
presence by offering more services to 
citizens (life insurance premium pay- 
ment and mobile phone recharge. for 
example) and target newer consumers 
including women and children. 

Then, Comat recently announced 
plans to train around 15,000 rural 
people to run its RBCs and says it will 
ramp this up. According to Raghavan, 
Comat sets certain minimum 
qualifications (education, ability to 
attend daily tutorials for people already 
holding other jobs) and imparts on- 
the-job training to rural youth. "We 
were approached by the Karnataka 
Government for some training programs six months ago,” 
says Raghavan, "we've decided to impart some basic 
training to about 2,500 people per month for a year and 
then consider its future." 

Besides employing them in its own centres, these peo- 
ple can also look for employment on government offices or 
where rudimentary computer skills are needed, he reckons. 

With the rural economy expected to be the next growth 
engine of the Indian economy, Comat may play an 
important role in catalysing its growth. © 


COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 
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Harvard Business Review Exclusive 


A pick of articles from HBR in every alternate issue of Business Today 


STOP KISSING 


Frogs 


Growth opportunities that hold 

out real promise for mature companies are rare. Success 
comes from careful selection and a willingness to reject all 
projects until a good one emerges. ANDREW CAMPBELL AND ROBERT PARK 






















ature companies attempting to grow by entering 
new businesses fail far more often than not, 
as numerous studies confirm. Clayton 
Christensen estimates the failure rate to be 
over 90 per cent, and a study by the Corporate 
Strategy Board suggests it may be as high as 99 per cent. No 
matter how the terms are defined (what can be called a new 
business, what's considered core versus non-core, and what 





constitutes success), the finding still holds. 

The explanation most frequently offered is that companies 
mismanage the venturing process. They are too risk-averse, 
their cultures are inappropriate, they fail to provide sufficient 
incentives, and they involve the wrong managers. As 
experienced venture capitalists point out, you have 
to kiss a lot of frogs to find a prince. If corporations 
would only copy more of the best practices from the 
venture capital industry or from serial new-business 
creators like 3M, they could reduce the failure 
rate to an acceptable level. 

Our findings suggest that this argument 
not only misses the real reason behind the high 
failure rate, but may also promote practices # 
that make things worse. Stemming from a proj- 
ect at Ashridge Strategic Management Centre, the 
research involved three studies: shadowing managers 
responsible for developing new businesses in large compa- 
nies, gauging the success rates of various corporate-venturing 
units, and looking for patterns in a database of success stories. 

The shadowing research included companies like Shell, 
McDonald's, and Whitbread. In every case, the real problem we 


PETER O. ZIERLEIN 
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found was a shortage of opportunities 
rather than a shortage of courage or venturing 
skills. Given the companies’ strengths and 

weaknesses, few, if any, of their projects had a 
reasonable chance of success. In one company, 24 separate 
ideas were considered, and 11 were launched as new 
ventures. However, when our team applied a screen based 
on the principles of good strategy, only one of the ideas 
showed an honest chance of succeeding; two others were 
marginal. (The screen consisted of reasonable questions as 
to whether the proposed venture offered attractive market 
potential, was in a realm where the company held sufficient 
advantages to cover the learning costs, would be supported 
with an effective leadership team, and would complement, 
not undercut, the core businesses.) Three of the 
11 ventures are still alive, but the total write-offs from 
failed projects exceed $750 million. 

Our research into corporate venturing units also pointed 
to a lack of suitable opportunities. Many units were launched 
with gusto in the second half of the 1990s to mimic the 
processes and methods of the venture capital industry. 
Corporate financing and third-party venture funds were 
available for all promising projects: in other words, normal 
rules of corporate risk aversion were suspended. Yet only 
a handful of the more than 100 such units in our survey 
developed any significant new business. More to the point, 
the total costs exceeded even optimistic forecasts of the 
potential value of the few successes. Corporate venturing 
units do have their uses, but they don't solve the growth 
problems of mature companies. 

Finally, our database of success stories also suggests that 
frog kissing is not the way forward. Fewer than 5 per 
cent of the successes in the database were launched as part 
of a new-businesses development process. The majority 
resulted from more deliberate strategy decisions that led 
managers to select one or two promising candidates and 
commit to them heavily. 

A good example is a venture launched by the 
Prudential, one of Britain's largest insurance companies. 
Insurance customers, when their policies mature, need to 
put the money they receive somewhere—-and in the 
mid-1990s, the Prudential decided to create an option 
within the company itself called the Prudential Bank. At 
about the same time, senior managers, led by a new CEO, 
became concerned about the rise of direct-to-consumer 
channels such as telesales and the Internet. So, they decided 
to build the Prudential Bank into a significant new direct- 
to-consumer business. They hired the founder of First 
Direct, at the time Britain's leading branchless bank, to head 
the project. Over the next few years, they invested around 
£500 million in the venture, renamed Egg, which is now, 
despite a setback in France, one of the world's more 
successful Internet banks. 


HBR EXCLUSIVE 


The conclusion that most mature companies have few 
new opportunities worth investing in might sound deleatist. 
("You are asking me to commit premature suicide," one man- 
ager complained to us.) If, however, the problem is an 
opportunity shortage rather than a lack of courage or 
venturing skills, the implications for managers are important. 

First, firms should institute much tougher processes for 
screening out wild ideas and new venture suggestions. 
Most business books encourage managers to take more risks, 
fly more kites, and launch more ventures. The opposite is 
probably what's needed. 

Second, some companies must face up to a future of 
lower growth. A successful company with zero top-line 
growth can still produce an average return for investors. 
Making this the target and using cash to increase dividends 
and buy back shares is the easy part. Much harder will be 
learning how to communicate with shareholders and 
motivate managers in a low-growth organisation. Most 
mature businesses have more mileage in them than their 
managers presume. Continuing to drive the existing businesses 
forward is often the option that will create the most value. 

Third, just because a company has few opportunities for 
new businesses today doesn't mean it will never have 








Most business books encourage managers to take 
more risks, fly more kites, and launch more 
ventures. The opposite is probably what's needed. 


good opportunities in the future. Rather than pushing 
water uphill with new business initiatives, companies may 
have to learn a much harder skill—patience. A company 
may have to wait five years or more for the right new 
growth platform to come along. 

Fourth, managers may need to develop a deeper 
appreciation for the grow-mature-die cycle of business 
and let go of the seductive grow-grow-grow view of business. 
Companies grow when they have a unique proposition 
that enables them to outperform competitors. During 
this phase, management's duty is to exploit that advantage 
as fully as possible. But in the mature and die phases, the art 
is to return as much money to the financial markets as 
possible while still keeping a watchful eye out for other 
unique propositions. (9 
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HVNHVS NHINVWH AH SNOLLVOLLSTITI 


What Every CEO Should Know About 
Creating New Businesses 


Decades of research agrees-growth ultimately means starting 
new businesses. That's not easy, more for cultural than economic reasons. 


ome problems." wrote 
Laurence J. Peter, the busi- 
ness humorist, "are so com- 
plex that you have to be 
highly intelligent and well 
informed just to be undecided about 
them." Top-line growth is one of 
those, especially when it comes to 
creating new businesses within large, 
complex companies. The challenges 
are vast, and it's difficult to know 
how, or even whether, to move for- 
ward. Most ceos would benefit from 
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having a few rules of the road. 
Fortunately, scholars have stud- 
ied the problem for decades. And 
whether they ve called it "new busi- 
ness creation”, "corporate venturing”, 
"corporate entrepreneurship”, “cor- 
porate innovation”, or "intrapreneur- 
ing”, their observations have been rem- 
arkably similar. Yet these findings have 
seldom been summarised or presented 
in an easily accessible form. Here, then, 
is a primer on the topic—the 10 things 
every corporate venturer should know. 


BR Vitimately, growth 
means starting new 
businesses. 

Most firms have no alternative. 
Sectors decline, as they did for 
Pullman's railroad cars and Singer's 
sewing machines. Technology 
renders products and services 
obsolete—the fate Polaroid suffered, 
as digital cameras decimated its 
instant photography franchise. 
Markets saturate, as Home Depot is 
now finding, after establishing more 


+ 


than a thousand stores nationwide. 


Ei Most new businesses fail. 
New businesses may be necessary for 
long-term growth, but successes are 
hard to pull off. The numbers are 
downright depressing. In the 1970s 
and 1980s, 60 per cent of small- 
business start-ups failed in their first six 
years. Large companies did only a bit 
better. A study of sizable corporations 
during the same period, which 


included such household names as 


DuPont, Exxon, BM, Procter & Gamble, 
Sara Lee, 3M, and Xerox, found that 
they divested or closed 44 per cent of 
their internally generated start-ups 
and 50 per cent of their joint ventures 
in the first six years. 


Ef corporate culture is 

the biggest deterrent to 
business creation. 

New ventures flourish best in open, 
exploratory environments, but most 
large corporations are geared toward 
mature businesses and efficient, pre- 
dictable operations. When a com- 
pany's leaders recognise and support 
mavericks, encourage diverse per- 
spectives, tolerate well-reasoned mis- 
takes, and provide resources for exp- 
loratory ventures, employees are apt 
to embrace entrepreneurship. When 
leaders reward conformists and rule 
followers, insist on acceptance of the 
party line, demand error-free per- 





formance, and tightly ration resou- 
rces, employees are likely to shun 
exploratory projects. New ventures 
whose operating sponsors are close to 
the action and know their businesses 
intimately tend to do better than 
those championed by the cro alone. 


Ef Separate organisations 


don't work-or at least not 
for long. 

If new ventures require a new 
environment, the reasoning goes, 
they should be in a separate unit. 
Accordingly, from the 1960s through 
the 1980s, such companies as Boeing, 
Exxon, GE, Gillette, Levi Strauss, and 
Monsanto set up separate internal 
venture divisions. In the 1990s, 
companies like Bertelsmann, Chase, 
Intel, and urs favoured corporate 
venture funds that would act like 
Silicon Valley venture capitalists, 
nurturing nascent businesses by 
offering managerial oversight, funding 
in stages, and technical advice. 

But allowing a different culture 
to flourish in either type of separate 
organisation eventually leads to 
repeated power struggles and culture 
clashes, which members of the 
mainstream organisation invariably 
win. Interest in the new ventures 
tends to be cyclical. Brief surges of 
enthusiasm, triggered by abundant 
resources and the desire to diversify, 
are followed by sharp declines. The 
life spans of both internal venture 
units and corporate venture capital 
funds, therefore, tend to be short.— 
on average, only four to five years. 





Ef starting a new business 

is essentially an experiment. 
New ventures can go wrong in so 
many ways. They can encounter 
customer failures (insufficient demand 
or unwillingness to pay for the product 
or service), technological failures 
(inability to deliver the promised func- 
tionality), operational failures (inability 


to deliver at the required cost or qual- 


ity levels), regulatory failures (insti- 





tutional barriers to doing what's 
desired), and competitive failures (a 
competitor s entry changes the rules 
of the game). These setbacks are 
unavoidable, and no amount of TOM or 
efficient management will anticipate 
them all. There's usually no alterna- 
tive: A new venture simply has to 
prototype its initial concept, get it inte 
the hands of users, assess their reac- 
tions, and then repeat the process 
until it comes up with an acceptable 
version. IBM calls these efforts "in- 
market experiments": scholars call 
them “probe-and-learn processes.” 
It follows that perfectionist cul- 
tures (and planning-oriented man- 
agers) are in for a rude awakening, 
since it's seldom possible to figure out 
product designs or business models 
fully in advance. Repeated invest- 
ments in rigorous, fact-based plan- 
ning or quantitative research inev- 
itably produce diminishing returns. 
Motorola found this out the hard way. 
In the mid-1970s, when cellular tele- 
phones were in their infancy, man- 
agers mailed out a survey to several 
hundred thousand potential users 
and then ranked the leading market 
segments; salespeople ranked 31, way 
down the list. Yet when prototypes 
were handed out, salespeople proved 
to be among the most devoted users, 
leading the adoption process and pur- 
chasing phones in large numbers. 
The need for speedy feedback is 
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not, however, an excuse for sloppi- 
ness. Managers must think hard about 
the design of their experiments. 
Scientists like to talk about an exper- 
iment's “discriminating power”—its 
ability to distinguish between two 
competing hypotheses. All too often. 
in-market experiments do not. 
Managers manipulate too many vari- 
ables at a time: A computer 
manufacturer simultaneously changes 
a product's features, marketing, and 
pricing and then struggles to deter- 
mine which was the critical success 
factor. Or they fail to build in con- 
trols: A retailer tries out four differ- 
ent store formats, in four different 

locations; because each location has a 
diflerent socio-economic profile, there's 
no baseline for comparing profitabil- 
ity from store to store. Or they fail to 
agree on the definition of success: A 
bank tries out a variety of branch lay- 
outs and finds that some increase traf- 
fic. others attract new customers, and 
still others increase the sales of more 
profitable services. Executives can't 


decide which layout to choose because 
they had not previously ranked the 
value of each outcome. Good experi- 
ments begin with clear, explicit 
objectives; they're designed to pro- 
duce targeted insights and rapid feed- 
back; and they generate measurable, 
actionable results. 


Ka New businesses proceed 
through distinct stages, 
each requiring a different 
management approach. 
Experimentation is only the first step 
in an extended, multistage process 
of business development. Each stage 
introduces a different set of questions 
and challenges (see The Right 
Questions). 

Each stage also demands differ- 
ent talents and perspectives, and new 
leaders usually have to be brought 
in as businesses progress. The vision- 
ary, who is well-suited to leading a 
new business through its early exp- 
erimental stages, is often poorly 
equipped to guide the venture through 


THE RIGHT QUESTIONS 


New businesses go through three main stages, and in each, the critical 
questions executives need to answer are very different. 


EXPERIMENTATION Stage 


& What products or services should we offer? 
& Are they technically and economically feasible? 


€ Can we make money? 


EXPANSION Stage 


æ How rapidly should we expand the business? 


€ How should we grow? By expanding into new offerings? 
New customers? New geographical areas? 


@ What financial and human resources are required? 


& How will they be obtained? 


& How should the new business be organised and managed to ensure 


short-term success? 


INTEGRATION Stage 


& How do we link the new business to the old processes? 
@ How do we ensure continued growth and profitability? 
æ How should the business be organised and managed for the long term? 
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the expansion and integration stages, 
when sales and organisational skills 
become more important than bold 
thinking and creativity. Nor can per- 
formance measures remain imm- 
utable. Because new businesses are 
seldom profitable in their early, form- 
ative years, financial metrics make 
little sense as a starting point for eval- 
uation, Instead, milestones of vari- 
ous sorts—the number of prototypes 
in customers’ hands; the number of 
times analysts mention a hot, new 
technology; the number of salespeople 
bringing in leads—are more useful 
indicators of early progress. During 
expansion, measures of market pen- 
etration and market share become 
important; as the business becomes 
established, traditional financial meas- 
ures can be installed. 


WA New business creation 
takes time-a lot of time. 

In most cases, the three stages of busi- 
ness creation take years to unfold. 
Experimentation, in particular, is 
extremely time-consuming: New con- 
cepts are difficult to validate, and cus- 
tomers' first reactions are not always 
good predictors of long-term sustain- 
ability. Home Depot opened its first 
Expo Design Center in 1991, built 
seven additional stores over the next 
few years to explore different formats 
and layouts, and didn't roll the concept 
out on a large scale until late in 1998. 
Managers hoping for quick returns 
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G0/NO-GO DECISIONS should seldom be based on whether a new 
business has large initial returns or has met its budget targets. 


are certain to be disappointed. The 
best study on the subject, which 
examined nearly 70 corporate ven- 
tures in the 1960s and 1970s, found 
that new businesses took an average 
of seven years to become profitable. 
None of the businesses had a positive 
cash flow in its first two years. 


ET New businesses need help 
fitting in with established 

systems and structures. 

Probably the greatest concern of new- 
business leaders is that they and their 
ventures will become organisational 
orphans. Especially when they com- 
bine offerings from several divisions or 
target markets that fall into the white 
spaces of the organisation chart, ven- 
tures find it difficult to secure an 
organisational home. They frequently 
find themselves shunted from one 
division head to another, as report- 
ing relationships constantly change. 
The trick, says one experienced ven- 
turer, is "to achieve the right balance 
between identity and integration." 
Too much independence, and the 
business will be an orphan; too tight a 
link to established divisions, and the 
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business will fail to differentiate itself. 

On other occasions, support fails 
to materialise because of a perception 
that the new business will never bec- 
ome big enough to "move the needle" 
and make a substantial contribution to 
revenues or profits. The problem is, fi- 
nancial predictions are tricky because 
of high levels of uncertainty. Large 
forecast errors are common—in one 
study, first-year sales forecasts were 
off 80 per cent and first-year profit fore- 
casts were off 116 per cent —making 
new businesses easy targets for crit- 
ics. Go/no-go decisions should seldom 
be based on whether a new business 
has large initial returns or has met its 
budget targets. 


KNThe best predictors of 
success are market knowl- 
edge and demand-driven 
products and services. 
When you launch a new venture, 
pick a product or service close to the 
ones you already offer. Success rates 
rise substantially when new busi- 
nesses target familiar customers and 
are staffed by people well acquainted 
with the market. New businesses 
launched simply to commercialise 
research findings rather than meet 
market needs are best avoided. 
Unfortunately, most engineers pre- 
fer working on the latest and greatest 
technology. It's therefore wise to ask: 
"What's the pain point for customers, 
and how does our offering overcome 
that pain?" Without such discipline, 
new ventures are likely to end up as 
solutions looking for problems. 


KAn open mind is 
hard to find. 


The biggest hurdle for new businesses 





is mental. —the way senior managers 
think about products, services, tech- 
nologies, customers, and competi- 
tors. Every established company is 
based on an implicit theory—a largely 
unstated view of how the business 
works and money is made. 

Polaroid is a telling example. 
As my Harvard colleagues Mary 
Tripsas and Giovanni Gavetti have 
reported, its powerful business 
model was based on the concept of 
razors and blades. Cameras (the ra- 
zors} were viewed as a necessary 
evil; the real money came from 
sales of film (the blades). Digital 
cameras looked like razors. Senior 
managers kept asking: "Where's 
the film? There's no film?" recalls an 
employee in Polaroid's electronic- 
imaging division. “So, what we had 
was a constant fight with the senior 
executive management in Polaroid 
for five years." 

Sadly, many executives view all 
new businesses through the same fil- 
ters and judge them on how well they 
conform. But few new businesses can 
meet that test—nor should they. If 
they do, every new business will look 
just like the old. (9 
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Enjoy ultimate sleeping comfort in the new SWISS Business Class. Sink into your full-length bed, 
adjust the seat's air cushions to your preference, turn on the massage function and let yourself drift into 
sweet dreams. You can personalise your space aboard our brand new aircraft on flights to Zurich from Mumbai 
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n 1995, Denmark and Sweden began working 
on building a bridge to connect the two 
countries. In five years, the 16-km road and rail 
link—which includes an undersea tunnel— 
connecting Copenhagen in Denmark and 
Swedish city Malmo was thrown open for 


* 


traffic. The Oresund Bridge is Europe's longest 
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INDIA'S LARGEST 
- AIRPORT IN THE MAKING 


COST: Rs 8,990 crore (Phase |, which includes new 
DN einen domestic terminni; 





TIME TO BUILD: 40 months from the start of construction. 


DATE OF COMPLETION: Scheduled 
saa tb Mte darkeria 2080) 


UNIQUE ELEMENT: A covered area of 5.6 million 
feet will make 
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rail-cum-road link. In mid-2007, just four years 
after construction began, China built what it 
The 
35.6-km six-lane Hangzhou Bay Bridge connects 
Shanghai and Ningbo in Zhejiang province. The 
bridge was thrown open to the public in May 
2008, after 11 months of testing and evaluation. 


claims is the world's largest bridge. 


"hen you approach Delhi's new Terminal 3 once it is 

V operational, you will do so on an eight-lane expressway 
V and will be greeted by a huge behemoth of a building 

with aircraft on either side. There will be ample space to drop off or 
pick up relatives and friends, or if you are flying yourself. you will be 


able to put your car into a massive fully-automated multi-level 


parking lot with space for 4, 300 cars. The days of struggling to get 


3 through to the terminal will hopefully be over. But that day is still 
some time away, although I. Prabhakar Rao, ceo (Airport 


Development), Delhi International Airport (DIAL), explains: “We 
are building this at an almost world-record time of 40 months 


-since we started construction. No other airport in the world has been 
— built this fast. London Heathrow's new T5 took 75 months, And we 


have been doing all that while trying to improve the existing 
terminals of an operational airport." When the airport is complete, 
it will have 48 all-aerobridge gates, an integrated international and 
domestic terminal, and over 20,000 sq. m. of retail space. 
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'-km sea link 


Last fortnight, the much-touted 4. 
connecting Mumbai's suburb of Bandra with 


Worli was thrown open to the public, 10 years 
after work began. The Bandra-Worli sea link is 
proof, along with the other landmark projects 


showcased in this feature, that India is capable ol 


building world-class infrastructure 
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New Delhi Airport 
Express 


CHECK IN FROM 
A DISTANCE 


COST: Rs 2,885 crore. 


EXECUTOR: DMRC (Civil Engineering), 
Reliance Infrastructure (Fit Out, 
Rolling Stock and Operation). 


TIME TO BUILD: Under 48 months. 


DATE OF COMPLETION: Originally 
scheduled to open in July 2010, but 
now delayed to September. 


The 22.7-km 
line will be the first 
Public-Private Partnership 
in urban rapid transportation 
in India to go live. 


IMIT KUMAR 


he Delhi Metro Rail Corporation (bMRc) is building a and these fliers will be able to spend some time shopping and 
unique ‘Airport Express’ to complement the city's eating before they have to pass through immigration and 
brand new airport. Come September 2010, air security. At least that is the idea. The first city in the world 
travellers will be able to go to New Delhi Railway station, by with such an integrated system was Hong Kong in 1998. 
train or by the metro, take an escalator down and check in (his will also be the fastest train in the pMRC network. 
lor their flight. Half-an-hour and two stops later, thev will with a maximum speed of 1 35 km per hour. The Rs 3,000- 
be at Indira Gandhi Airport's brand-new Terminal 3, their crore project is also the first Private-Public Partnership 


luggage already checked in would go through security rapid transport system to go live in India. 
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tanding on 328 tiers (or pillars), the 11.6-km P.V crore) began in October 2006. It is meant to cut dow! 
Narasimha Rao Expressway, six metres above the commuting time through some ol the most congeste 
ground, will be the longest elevated expressway in the parts of the city. To avoid air pollution and traffic congestion 
country, once it is ready on October 2 this year. Apart during construction, the developers are resorting to wha 
from being a four-lane divided carriageway (for two-way tral- is known as “pre-cast segmental construction , with the us 
fic), the project also includes an underpass and a trumpet of overhead launchers. The Hvderabad Metro] tal 
shaped interchange. Work for the project (total cost Development Authority has spent Rs 450 crore so far an 
Rs 600 crore. of which the expressway cost alone is Rs 439 is tying up with banks for the balance Ks | 50 crore 
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Hyderabad Growth Corridor (Outer Ring Road) 


FAST-TRACK TO SATELLITE TOWNSHIPS — 


COST: Rs 6,900 crore (total) ade ans Cnty teint trie E 
acquisition costs and radial roads). 


EXECUTOR: Hyderabad Growth Corridor. 


TIME TO BUILD: Started in July 2006, first 84-km eight-lane road to b 
(currently, a 22-km four-lane road linking the city's IT hub to the air 


DATE OF COMPLETION: Total project of 160 km to be ready uiu Jecemt or 2 as 
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ore commonly referred to as the Outer Ring clearances. Result? The first phase of 84 km, which was to 

Road, the Hyderabad Growth Corridor is a road- be ready in 30 months, will take another 16 months to be 

cum-development project that will give the city ready (by May 2010). The final phase, of another 74 km, is 
a 160-km eight-lane access-controlled expressway (and slated to be ready by December 201 2. Currently, a four-lane 
yes, it will be a toll road). The project encircles an area of close road link has been connecting the city's rr hub to the new 
to 2,000 sq. km around Hyderabad. Started in July 2006, international airport. The project, which is meant to cut 
it has had to deal with issues of land acquisitions, protrud- down commuting time, is billed as a futuristic venture 
ing hillocks, shifting of religious structures and environmental that keeps in mind the city's growth needs. 
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INFRASTRUCTURE 


jc, id 
Vallarpadam Intel "ous nal 
Contaitief Transhipment Terminal 


LOWERING SHIPPING 
COSTS 


COST: $500 million (Rs 2,400 crore approx.). 
EXECUTOR: DP World. 
TIME TO BUILD: Four years. 


DATE OF COMPLETION: Phase IA (1.2 million TEUs) by 
November 30, 2009; Phase IB (1.8 million TEUs) by 
2012; and Phase II (2.5 million TEUS) by 2015. 


UNIQUE ELEMENT: An 8-km long electrified railway 
line and a national highway connects the 
terminal to the mainland. 


- 


early 70 per cent of the containers from India 
reach their final destination after transhipment 
either at Colombo, Dubai or Singapore. That will 
change soon once the Vallarpadam International Container 
Transhipment Terminal (vicrr) begins operation on 
November 30 this year. Located in Kochi on the main 


east-west global shipping route, vicrr can handle the 


biggest of the mother vessels. An 8-km railway link and a 
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NANDA KUMAR 


four-lane national highway connect this island terminal to 
the mainland. The terminal is being built by pp World at a 


cost of $500 million (Rs 2,400 crore aprrox.) and the first 


phase (Phase 1A) will have container handling capacity of 

.2 teus (20-foot equivalent units). When fully completed 
by 2015, it will be the largest single operator container 
terminal in India (2.5 million rEUs) and will be the first 
container terminal to operate in a SEZ. 
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INFRASTRUCTURE 


APP/HCC 


he 4.7-km Bandra-Worli sea link, now dubbed 
Rajiv Gandhi Setu, will be known as one of India's 
most breathtaking infrastructure projects with the 
least utilitarian value. The sea link is supposed to save 
commuters 25 minutes (vis-à-vis the conventional route). 
But that number means little in a city that doesn't have an 
integrated blueprint to solve its traffic woes. A standalone 
project —which no doubt is the coolest piece of engineering 
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wá 
Rajiv Gandhi Setu 


EXPENSIVE 
PIECEMEAL 
SOLUTION 


COST: Rs 1,643 crore. 


EXECUTOR: Hindustan Construction Co, 
and China Harbour Engineering Corp. 


TIME TO BUILD: 10 years. 
DATE OF COMPLETION: May 2009 
(four 


lanes; another four lanes by year-end). 





this side of the Arabian Sea—is hardly an end-to-end sol- 
ution that Mumbai badly needs, The city authorities are stil] 
grappling with options to ease the bottlenecks that have 
worsened with the opening of the sea link. Are more sea 
links, or more cost-effective flyovers, the answer—nobody 
seems to have a clue. Till then, the Bandra-Worli sea link, 
which sucked in Rs 1,643 crore and took 10 years from start 
to completion, will be a showpiece for tourists. 
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Long range, excellent climb capability and high cruise 
speeds are just a few of the criteria that were set and 
surpassed as the G200 was designed. With an hourly 
operating cost that is lower than that of many mid-size 
jets and flexible cabin layouts where comfort and space 
abound, this large-cabin super-mid-size business jet 
is an incredible example of how Gulfstream is not only 
redefining performance, it's setting The World Standard 
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BT-TEAMLEASE EMPLOYMENT OUTLOOK SURVEY 





WORST IS 


Hope returns on the hiring front, reveals 






the survey. But it will be a while before 
intention to hire translates into action. 
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Figures in per cent for Net Employment Outlook 
Source: TeamLease Employment Outlook Survey 


he past four months have been arduous for 
38-year-old lawyer Srinivas Subramani. In 
February this year, he found his plans to move 
to the UK operations of Wockhardt stymied by 
stringent work permit regulations. Within 
days, Subramani discovered that not only were his overseas 
aspirations shattered, he was out of a job, too. "I got just four 
interview calls in the four months I spent on the sidelines and 
even they were fruitless," says Subramani. Instead, it was 
a prolonged set of interviews with BPO operator Firstsource 
that finally gave him a break. 

Three months after the first interview, Subramani 
finally got his appointment letter and began work at 
Firstsource on July 1. "I have never faced a tougher job 





market in my life... but some of those hardships seem to be - 


easing now," he says. Optimism is back; not just for 
Subramani but for recruiters and i heads across India Inc, 
says the nr-TeamLease Employment Outlook Survey for the 
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(uh Sept 9) 


ON WAY UP 
As hiring intentions increase, — 
net job outlook rises after 
hitting rock bottom last quarter. | 


34 
(Jar March '09) 









(April-June '09) 









July-September 2009 quarter., 

The employment index, which depicts the difference 
between the percentage of respondents reporting an in- 
crease in hiring and those expecting a decline, has risen 22 
points from the previous quarter to reach 46 index points. 
Hiring sentiment is positive for all the nine sectors 
(Manufacturing & Engineering, Financial Services, rr, ITES, 
Infrastructure, Retail, Media & Fwcc, Telecom, Healthcare & 
Pharma) covered and in all the eight cities (Mumbai, Delhi, 
Bangalore, Kolkata, Chennai, Pune, Hyderabad and 
Ahmedabad) where the survey was carried out. But are good 
intentions enough to turn around the job market? 

Bangalore-based executive search firm Stanton Chase 


has noticed a sudden pick-up in numbers and improvement 
in sentiment over the last six-to-eight weeks. Many con- 
versations that stalled back in August or September last year 
have recommenced in the past couple of months. “We 
have seen companies across industries, ranging from real 
estate to technology, recommence the hiring process. 
However, it would be pre-emptive to call this a full-scale 
revival, since there is little mass hiring, for example, by rr 
services companies at the entry level," says Venkat Sastry, 
Partner, Stanton Chase. 

According to Surabhi Mathur Gandhi, General Manager. 
Permanent Staffing, TeamLease Services: "We are 
observing a slow and steady upsurge in hiring intent across 
sectors." Who is hiring? Companies in the core sector, in 
metal and commodities, and in rr companies catering to tele- 
com and legal process outsourcing. The advent of new 
players and aggressive expansion of telecom giants has 
seen a bullish outlook for the industry with the promise of 
exponential growth. 


IT, ITES Perk Up 

A flurry of hiring activity across rr and tres companies 
bears out the increase in hiring intentions (See table: IT's 
Back). Genpact, wNs Global Services, Firstsource, Cognizant 
Technology Solutions, UnitedLex, Perot Systems and iYogi 
are all scouting for talent. 

"Things are looking up, but it is not one-size-fits-all," 
says Piyush Mehta, Senior Vice President, HR, Genpact, that 
is "intensively picking up mid and senior level talent". 

Hiring at wNs is driven by client demand. At the agent 
level, it is hiring for customer service roles across domains 
in addition to select skills and managerial talent. Karthik 
Sarma, Chief People Officer, wNs, however, cautions, "The 
current financial year will be a challenging one for the BPO- 
rr industry, and as NAssco has indicated, the impact of that 
will be felt on hiring as well." 

While pro has started to warm up, legal 
process outsourcing (LPO) is certainly hot. 
Legal consulting player UnitedLex has 
grown from a 95-odd workforce in January 
2008 to 550 in June 2009. By March 2010, 
the firm plans to hire 450 more. Around 75 
per cent of these openings will be in legal and 
para-legal. 

Says Rakhi Sharma, vp, ug, UnitedLex, “Cost reasons 
apart, bankruptcies, risk assessment, personal solvency 
and litigation have all added to the growth and resultant 
ramp-up.” The surge in rres has also galvanised Delhi to the 
top (at 67 index points) in terms of employment outlook. 

But Aashu Calappa, Executive Vice President, HR, 


NISHIKANT GAMRE 


Mumbai 





Hired! Out of a job for four months, Subramani 

finally joined BPO operator Firstsource in July. Though the 
period proved testing—the lawyer landed just four 
interviews-he says the hardships now seem to be easing. 


Firstsource, is a bit surprised by the noticeable improvement 
in sentiment. He believes much of this is being influenced 
by a sudden improvement in the stock market and hopes 
that growth is on the horizon. "I think we are some distance 
away from a full recovery and therefore hiring will be 
muted, even if momentum is improved. Companies in the 
IT-BPO segment are no longer building large benches like they 
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EMPLOYMENT OUTLOOK SURVEY 


IT's Back 


So are retail and 
financial services. 


(Employment 
Outlook-Sectorwise) 





IT 
53% 0 13% 


ITES 
33% 22% 


Financial Services 


49% 40% 


Retail, Media 
& FMCG 
46% 21% 


Infrastructure 
53% 38% 


Manufacturing 
gineering 


& En 
36% 5% 


Telecom 
55% 39% 


Healthcare 
44% 22% 


Pharma 


42% 12% 


Figures show positive intention 
to hire among respondents 
across sectors 

Source: TeamLease 


used to and everyone's hiring fewer people and 
taking inordinately long over each hire,” he says. 

Most companies will hire only for specific 
business requirements now, says Calappa. Take, 
for instance, Cognizant Technology Solutions, 
which has still not completed taking on board 
campus hires it recruited last year. However, it 
continues to hire for its business demands. 

Last fortnight, Cognizant had walk-in inter- 
views at its Chennai techno-complex for hiring 
engineering graduates with over four years ex- 
perience. "We saw over 3,000 footfalls in just 
these two walk-ins and made over 250 offers to 
candidates,” says Bhaskar Das, vP-HR, Cognizant. 

Little wonder then, hiring outlook for entry 
level is down 15 index points to 24 per cent for July- 
September quarter as against the last quarter. 

Perot Systems, an [TES player in healthcare 
and insurance, is spreading its footprint and 
is hiring. In March this year, it set up a new 
350-seater office in Chennai. "We are now 
evaluating if we need another floor or squeeze 
in more at this facility," says a company 
spokesperson. Nonetheless, this hiring activity 
in Chennai substantiates an increase of 37 
index points over the last quarter in employment 
outlook for the city. 

With hiring on an upswing, is the worst over 
for rr and tres? According to Pratik Kumar, 
Executive Vice President, HR, Wipro, 
some firms are going to the drawing 
board and dusting off their plans to 
see if there is scope for at least 
incremental hiring in niche areas, 
perhaps in specific domains where 
companies want to build expertise. 
Besides that there are few signs to show that 
there is a broad-based revival in the market. 

At Wipro, there has not been any significant 
increase in hiring over the last quarter. For now, 
there is a significant bench that needs to be 
absorbed before it can make fresh commitments 
both laterally and on campus. 


Surprise City 

While most cities have sprung back to action 
due to positive sentiment, the rise of Hyderabad 
(up 28 index points compared to the previous 
quarter) is unexpected given that city-based 
Satyam Computer Services, or Mahindra Satyam 
as it is now called, is saddled with excess staff of 
around 9,000 people who have been put into a 
unique format of a virtual talent pool that could 
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INDIA CALLING: Formerly a Hewlett- Packard 
executive based out of Singapore, Chatterjee 
was headhunted to be the new MD of CA in India 


be tapped as needed. 

So, has the city beaten the Satyam blues? 
Perhaps. While the business sentiment for the 
city remains low at 13 index points, employment 
outlook is upbeat thanks to infrastructure and 


pharmaceutical companies. 


Leading pharmaceuticals player from the 
region, Dr Reddy's Laboratories, is busy rolling out 
its capacity expansion plans for two vears in a 
row. It hopes to add 1,300 people by March 
2010 (almost matching the 1,500 additions 
last year—a year when it incurred capex for 
plant and facilities expansions of over Rs 450 
crore). Says Prabir [ha, Senior Vice President & 
Global Chief, ur, Dr Reddy's Laboratories: "We 
have not had a freeze on talent also because we 
have never hired blindly.” 
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SCMS-COCHIN is an accredited and iSO 


consultancy and training jobs in hand now and 
expect more in the coming months. Many 
assignments are from overseas clients including 
the United Nations. 


age group of 30 - 45 with excellent credentials 


Exposure to international consultancy 


Compensation package will be commensurate 
with track record and will not be a constraint. 
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EMPLOYMENT OUTLOOK SURVEY 


Delhi On 
A Roll 


Chennai rebounds 


July-Sept 09 Apr-June 09 
Mumbai 


49% 30% 


Delhi 
67% 34% 





Bangal 
AB% 39% 


Kolkata 
34% 30% 


Chennai 
53% 16% 
Pune 


13% -20% 
Hyderabad 
33% 5% 


Ahmedabad 
25% 18% 


Figures show positive intention 
to hire among respondents 
across cities 

Source: TeamLease 





HIRING 1,300 BY MARCH: PrabirJha, Senior Vice President 


A. PRABHAKAR RAO 


& Global Chief (HR), Dr Reddy's Laboratories, with new recruits 


Dr Reddy's is mostly hiring at the entry or 
junior level, into R&D operations, technical 
trainees and management trainees. The com- 
pany made use of the downturn to try and hire 
some top talent abroad and apparently has 
added half-a-dozen senior level talent in loca- 
tions abroad in the last few months. 


Top Moves 

Hiring intentions for senior level rose five index 
points to 22 from last quarter's record low of 17 
index points. As companies across the spectrum 
prepare for a revival or at least flat growth in 
the market, they are cherry-picking business 
leaders to steer their operations. 

In February, Amit Chatterjee, a Hewlett- 
Packard executive based out of Singapore, 
received a call from a headhunter looking to 
hire a managing director for the India opera- 
tions of management software vendor CA. CA 
had shortlisted Chatterjee and half-a-dozen 
others for this search, and over the next three 
or four months, they were put through six 
rounds of interviews to shortlist a candidate. 
After weeks of gruelling interviews, Chatterjee 


120 BUSINESS TODAY July 26 2009 


was finally selected. "Hiring people during 
the downturn is a good way to be prepared for 
a recovery," argues Chatterjee. CA is at present 
recruiting in India. 

For its part, Stanton Chase recently wrapped 
up a CFO search for a Mumbai-based real estate 
company in 30 days, since the company's trying 
to leverage an upturn in the stock market to 
launch its ipo. “Evidently, the rationalisation of 
employees that we saw in the previous two 
quarters is a thing of the past,” says Sastry. 

One notch down at the mid to senior level 
as well, sporadic hiring activity is taking place. 
According to Asim Handa, Country Manager, 
Futurestep, a Korn/Ferry company, the dem- 
and for middle managers is rising, specially 
in rr. Companies had shed most flab at the 
mid-level. However, the intention to hire still 
remains a low 32 per cent, down six points 
from the last quarter. 


Business Turns Positive 

Unmistakably, the pace of recruitment has picked 
up over the last couple of months. That's be- 
cause the business sentiment has turned positive 





“We are'some distance _ Miata he Business Today-TeamLease Employment 
away from.a full recovery | 4 ss Outlook Survey, which follows a rigorous, 
and therefore hiring will statistically-validated process adhering to the 
be muted, even if d highest standards in market research, was 


momentum is improved" 
Aashu Calappa/ VP, HR/ Firstsource 


conducted among 495 companies selected 
from the Kompass Directory, which lists 70 per 
cent of all registered companies in the 
organised sector, from Nasscom for ir companies, 
from companies registered with the website 
www.bpoindia.org for ires companies and from 
the nse. A combination of database and random 
sampling as a technique has been used. Care 
was taken to ensure a good mix of large, 
medium and small companies as also an 
equitable representation across industries to 
remove any bias or variation that might be 
attributable to a particular industry. The target 
respondents at these companies were the ur 
heads or decision makers in the hiring process. 
The questionnaire used for the survey collated 
information on overall business improvement 
(last three months and next three months); 
overall recruitment needs (last three months 
and next three months) and recruitment trends 
(across age, geographies, cities, functions and 
levels). A total of 495 interviews were 





INVMSOD LIHOVM 


after two abysmal quarters. The net business outlook for July to conducted during May and June 2009 and 
September quarter is 24 per cent, up 26 per cent from last quarter's responses obtained were coded at the time of 
-2 index points. data collection. The information was analysed 

Says Anish Singh, cro, Techbridge Networks, an HR consultancy, using the Computer Aided Telephonic Interview 
“Organisations at least have a hiring plan in place, even if they (cati) methodology. Surveycraft software was 
won't commit a firm timetable to meeting it, at least they're willing used for data collection and tabulation. Given 
to talk to us. The pace of lay-offs also seems to be slowing as compa- the concentration of companies in Mumbai, 


Delhi, Kolkata, Chennai, Bangalore, Hyderabad, 
Pune and Ahmedabad, the study was restricted 
only to companies with a presence in these 
cities. A random sampling was drawn from each 
city with due weightage to size. Two indices, 
the Employment Outlook Index and the Business 
awaited thaw in the job market? Watch this space. 9 Outlook Index, were computed to elaborate and 
analyse the trends that emerged from the data. 


nies come towards the end of their performance-based firing that was 
on over the past few quarters." Corroborates Sanjay Modi, Managing 
Director, Monster India, South East Asia and Middle East: "As far as 
employers are concerned, the worst is over across the spectrum." 
Hope is surely back on the horizon. Will this turn into the long- 


BY SAUMYA BHATTACHARYA, RAHUL SACHITANAND, E. KUMAR 
SHARMA, NITYA VARADARAJAN AND ANUMEHA CHATURVEDI Breakup of respondents across cities and 
sectors available on request 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ceilidh Technologies, Nursing 
Head/Nursing Director, Delhi, 10 - 20 
yeats, Job ID: 7150794 

Individual's current CTC should be more then 
20 Lakhs. At least 10 years of nursing 
experience. Graduate from a recognized 
nursing school/Bachelors degree in nursíng. 


TATA Projects Ltd, Asst General 
Manager ( Engineering ) - 
Mechanical, Hyderabad, 20 - 25 years, 
Job ID: 7083475 

Graduate in Mechanical Engineering with 
experience in Power Projects / Industrial 
Water Systems and proficiency in basic 
engineering, process design, calculations, 
equipment sizing, etc. 


3 Samvith Technologies, Manager 
Quality, Bangalore; 8 - 12 year Job 
ID: 7175062- f 
Looking for Diploma : in tabchaniedl 
‘candidates for Manager Qualtiy - uio 
experience from sh eet metal industries. . 


Syntel Inc, ‘Delivery Manager - 

| Insurance, Chennai, 10 - 20 years, Job 
T 7175186, ES 
_Establi : develop an execution 
| fits the: strategic. direction 











chave- been. projected for the account in 
‘conjunction’ with Delivery Director, Sales 
Team & BU Head. | 


Everest Industries Ltd, Regional 
| Manager/ DGM - Projects, Delhi, 
"Mumbai, 8 - 15 years, Job ID: 7178637 
 Aspirant must have 8-15 years of experience 

in planning, scheduling, tracking & 

monitoring of projects involving Steel and 
civil structures for industrial and commercial 


‘buildings. 


Yahoo Software Development India 
Pvt Ltd, Principal Engineer - QA - 
Whitebox, Bangalore, 9 - 13 years, Job 
ID: 7179140 

‘Incumbent must have: Bachelor's degree in 
Computer Science, EE or Mechanical 
Engineering degree, 3+ years in testing large 
scale (10+clusters of 30+ machines) 
distributed enterprise or Internet systems. 





Magic Search" 


DADA 


teilt 


en enables to meet its growth . targets that 


Hitachi Data Systems, Technical 
Consultant, Mumbai, 8- .12 years, Job 


ID: 7178092. . 


Person must have 8-12 years storage hands on. 
experience (experience on Hitachi storage 


preferable). Basics of servets, operating 
system, storage and networking. 


Vatika Limited, Sr. Managet/ Head - 
HR (Change Management), 
Gurgaon, 8 - 14 years, Job ID: 7167548. 


The candidate will be responsible for playing 
ida. role. in 1 OD activalies and would be. 





Wipro Infotéch, ; 
R 10- 50) year 





experience wide 
REN develo 


Executive > seer T 
yeats, Job ID: 7170624 


Ro: Checking all Inward & ‘Outward 






oe. for the. ‘Co! g ‘statutory won: 
Monitoring the day to day. activities of. the 


Accounts with Finance Dept. 


Barclays Technology Centte India 


(Pvt) Ltd, Data Migration Managet, 
Pune,8-14years,Job 1D:6868680 
Will be responsible for Data Mapping between 
the source and the target systems. Should be 
able to explain and write specifications for the 
transformation layer. 


IPsoft India Pvt Ltd, Senior Manager- 
Intetnational Sales, Bangalore, 8 - 18 
years, Job ID: 5425505 

Looking for an Engineer/MBA from a school 
of repute with strong commercial and 


negotiating skills and also be. able to. 


demonstrate success in coaching - high- 
achieving teams. | 







HVAC, fire hydrant, 





‘expereince i 









Ahi ada I ndustries, Branch Mane 
Ahmedabad, 10- 20 years, Job 


7177410 


You will be inch of total: sales of 
‘products in the state of gujarat. You w 


resposible for colletions. You wil 
supported wih 4 BD officers and 


| customer relation executive. 


Wings Pharmaceuticals Pec 
| Regional Sales Manager, Mumba 


ears, JobID:6829096 
ould be e graduate in the e 












uus iiy Mangini Pvt 


Facility Manager, Hyderabad, 7 


years, Job ID: 6587312 

Key tasks: Carrying out the responsibilit 
the maintenance & Utility area which incl 
Responsible 
operation and maintenance. of all fa 
equ and mote. 


I Pride Solutions, Tech Archit 
Mumbai, 8 - 12 years, Job ID: 71809 
Architect with expertise in J2EE technolo 
Designed and impleme 
ystems; Excellent with RDI 
iodeling; Strong exposure 
servers, etc. i 
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No matter what 





For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or visit 

www.monster.com. We'll get you 


the right candidate,  monstrercom 


no matter what. 
No matter what 
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Read i in the following orders Comgany Nate Position, Vacadói EXmcHencm Job ID ; Job Descridon 


Zelle Biotechnology Pvt. Ltd., Sr. 
Sales Executive, Bangalore, 1 - 4 years, 
JobID:7178369. 

The hired individual will be responsible for 
sales and. marketing of products such as cell 
culture media, tissue culture plasticware, kits 
for contamination control in the biotech 
industry. : 


Indica Chemical Industries (P) Ltd, 
Sr. Marketing Executive, Norda, l 1-2 
year, Job ID: 7177058 

Incumbent should have 2 vears experience in 
institutional sales of. medical products: like 
: Electro Surgical Forceps, Soft Consumables 
een Delhi /NCR Area to reputed hospitals. 


: Wings. Pharmaceuticals Pvt Ltd, 
‘Territory Sales Manager, Mumbai, 6 - 
12 years, Job ID: 6789391 EE 

Incumbent should be graduate in. the. age 
group of 28+. yrs having 6+ years of 
“successful exp. in selling Pharma-OTC 
{FMCG as Medical - 'Rep./Sales Rep. or 
n working as Sales officer ~ /ASM for mote 








: Role: Running. 
operations & accountable for i increasing sales 
growth and driving sales initiatives in order to 
-achieve business goals. 


Medi Analytika India Pvt Ltd, Senior 
Sales Engineer, Chennai, 2 - 5 years, 
Job ID: 7176214 

Applicant must have at least 2yrs experience in 
selling medical and scientific equipments and 
other electronic camel 


2Soft Solutions, Marketing 
Executives, Mumbai, 1 - 5 years, Job 
1D: 7176161 

Role & responsibilities: Direct selling, Selling 
internet to the end users. Must have sales 
experience of 4-5 months any product 
preferably Internet Competencies, 
Presentable, good communication skill, etc. 


.. To know how to apply for the: 


de ‘sales. and o 


Infocom Network Ltd, Assistant 


Manager - Marketing, Delhi, ae ? 


years, Job ID: 5850497 | pases 
Candidate with 2-3 yrs exp. in Marketing 
Should posses leadership qualities. Excellent 


communication & presentation skills with 


pleasing personality. Convincing attitude and 
passion to chase the revenue ‘targets, — 


E Solution India, Sales Managers, 


Kolkata, 2-12 years, Job ID: 7176031. 


Key responsibilities: Sale of DACX Dialer 
Contact Center Suite to Call Center from lead 


genetation to closing the sales. Networking 


with sales-force of. minutes providers & 
bandwidth: providers, and call center 





consultants. oT 


software, to handle road shows. Eases 


Elgiva | Business Solutions Pvt Led, 
Marketing Manager, Pune, 7- e yea, 
Job ID: 7172775 | 

Key functions: Develop marketing strategies 
to build consumer preference and drive 
volumes through Retail. Planning initiatives 
and ensure adherence to planned expenses. 


Vital lüstrünientation: Pvt L Ltd, 
Marketing & Sales Executives, 
Chennai, 0-5 years, Job ID: 7174102 


Person should be able to generate leads, follow 


up sales enquiries and capture as much market 


share as possible within the stipulated time. 
Will be responsible to plan & faal all sales se 
collection targets. | 


Tata Teleservices Limited, $ 


Bonanza Portfolio Ltd, Territc 
Manager/ Area Sales Manag 
Coimbatore, 2. - 5 years, - Job s 
7174430 . s 

Duties includes Development of busin 
plan, marketing | strategy and. busin 
promotional activities as per the requirem 
of the: c region Pem andr motivate eher tear 


Minilec I India Pvt Ltd, Sales B 
/Marketing Engineer, Delt 
Mumbai, 0-5 years, Job ID: 7174554 
B. Sc/Diploma/BE Electronics m: 


candidates. Should be fluent i in "written. a 


spoken English. Handle techno commen 
discussions with o customers, igr to tra 





Manager-Sales, Karnal, 9- 2 yen 
Job ID: 7054816 | 

Responsibilites will: be Acquiing ne 
customers-Gross, Net, Churn. Increase t 
revenue-ARPU Increase, Unique rechat; 
Zero depletion. -To focus on areas : 
improvement eng to channel iespansion. 


Asit € Mehta. davcstme, 


Intermediates Ltd, Sales Executi 
(Mutual Fund), Mumbai, 1- 3 yea 
Job! ID: 7172121 | uem 

Candidate should be gogetter, a team ply 


should have a a pleasing personality and | posse 


excellent.  FORUBUNICAROIL, presentanon a 
leadership skills. We cq S E 


) finance Jobs listing page. 















No matter what 





Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


njali Lifestyle. Limited, CA, 
Mumbai, 3-5 years, Job ID: 777402. 
Incumbent should have post CA 3-5 yrs af 
‘experience. He/ She should have worked in a 
m acturing or fmcg kind of companies. 
W é * responsible for: finalization “of 
4 ccounts, and more. 

Makhteshim-Agan India Pvt Ltd, 
Accounts Executive, Hyderabad, 3 - 6 
years, Job] ID: 7178457 


Person should have worked with SAP Business 
go year minimum). Responsibilies inlcude: 





















Maintaining E Books of accounts, etc. 





Decon Engg (HRD), Accountant, Pune, 
: years, Job ID: 7176709 

ust have: done. B.Com/ M. Com 
relevant work experience in 








r Systems Pvt Ltd, 
33 Job ID: 7172643. 

t with minimum 1.5 yrs of 
ence of exposure in Assurance 


ing audits of all kinds namely, 
ry nets Internal Audit and Tax Audit 













Akke n "Technologies Pvt Ltd, Accounts 
Executive, Hyderabad, 2 - 3 years, Job 
ID: 7173481 

Tasks inlcude: reconcile and maintain balance 
sheet accounts, general ledger operations, 
prepare journal entries, assist with monthly 
closings and preparation of monthly financial 
statements, etc. 





Jobseekers - To apply for above jobs 





|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the "Go" button 


Login & access your Monster account through your 


; Preparing. Vouchers and Entering into system, 






Raj Group, Accounts Executive, 


Mumbai, 7- 9 years, Job ID: 7166609. 
Candidate should possess. knowledge of 


accounts upto finalization, sales tax, service 


tax, excise, VAT, TDS, compliance of statutory 
requirement, Analysis of vodor and customer 
accounts payable, etc. 


Nexsus ‘Techno Solutions Pvt Ltd, 
Senior Accountant, Mumbai, 4-5 
years, Job ID: 7174281 


Duties will be:compile and analyze Brands 
information to prepare financial statements 
including monthly and annual accounts, ensure 


financial records are maintained in compliance 
with accepted policies and Procedures. 










bea commerce ce praduate. Must 
have’ complete knowledge of Finalization, 
Depth knowledge of Balance sheet and 
capitalization. 


Ambika Refinery, CA, Ujjain, Indore, 3 
- 5 years, Job ID: 7162063 | 

Key tasks will be:Filling of Periodic Returns 
and handling assessments as per Sales 
Tax Income Tax, Excise, Customs and Service 
Tax Act; Finalization of Accounts as per 
Company Act and Income Tax Act. . 








or 


GPRS . 


enabled mobile. 


of Business and Management, 


1D: 7162736 | 
‘The candidate should have aie 
Industry experience with sound kr 
usage of subject concepts. / wok 





Employers - To buy Monster products and services 


email us at sales@monsterindia.com 


Master Trust Ltd, Aceountant, Noida, 


2- 3years, Job ID: 7162027 — z 
Person should have knowledge of Bade book 
‘keeping and follow up with clients, Manage 





client funding accounts, Following up with. E 
clients on day to i basis. S 


Di Survapalli Radhakrishna € Colle; eg : 










Accountant, Nagpur, 2. 2. 5 qum "m 





and methods. He/She should mal 
responsibilities all account sectio. 







the books of; account and 


to the management, 


Gili India Ltd, Manager/ Senior 
Manager- Accounts, Mumbai, 3- 5 
years, Job 1D: 6307249 Nm 
Looking for CA with knowledge of India 
Gems & Jewellery market would be an added 
advantage. Excellent intellect. with the 
capability to lead and interact independently 
within and outside the team. 







Call us at 1800-419-6666 
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For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or visit 

www.monster.com. We'll get you 
the right candidate, 


monster.com 


Ain matter what 


Think luxury, comfort and world-class 
amenities and the name you can 
reckon with these attributes is BPTP 
Limited — India’s fastest growing 
realty company. A success report. 


eaving behind a trail of success stories, BPTP since its corporatisation in 

2003, has come a long way. Rapidly changing the face of modern-India 

real estate, BPTP is undertaking a wide range of projects including 
integrated township, residential and commercial complexes, retail spaces, IT 
parks, SEZs and hospitality ventures. BPTP has focused itself in Delhi — NCR 
and has major presence in Faridabad, Noida, Greater Noida and Gurgaon. 


Today, the company has a high quality developable land-bank comprising 
more than 2,000 acres adjacent to existing social infrastructure. 


















Delivering Their Word 

The new punch line of the realty giant is Delivering Promises. With many 

projects ready for possession, it's time for conscientious buyers to live their 

dreams! In the last fiscal year, the company sold over 2,000 flats and offered 

1,500 plots for possession. In addition, another 2,500 plots are further ready 

for possession. 

Let's have a quick look at the various illustrious projects of BPTP that are ready 

for possession or are likely to be operational soon — 

RESIDENTIAL 

FARIDABAD 

* Park Grandeura — Promising a luxurious urban lifestyle, close proximity to 
entertainment zones, hi-tech commercial spaces, schools, restaurants, 
and markets, these apartments in Sector 82 of BPTP Parklands are ready for 
possession. 

* Princess Park — Offering possession by December 2009, the exquisite 
designs, modern amenities and 75 per cent splendid green stretch in Sector 
86 of BPTP Parklands. 

* The Resort — Offering semi-modular kitchen, state-of-the-art designs and 
excellent amenities, this residential project in Sector 75 of BPTP Parklands 
is progressing towards completion. 

GURGAON 

* Freedom Park Life — With three of its towers (G, H and J) already ready for 
possession, this beautifully constructed residential project in Sector 57, 
Gurgaon is already creating a buzz in the realty bazaar. 

* Park Prime — The project offers luxurious and opulent two, three and four 
bedroom apartments in pollution-free environment in Sector 66. While 
foundation of two towers is complete, layout of other towers is in progress. 


COMMERCIAL AND RETAIL 


ah Door — The one-of-its kind neighbourhood shopping complex to 
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ELIVERED 


GURGAON 


e Park Centra - Inspired by the changing work environment, BPTP has 
developed Park Centra — a 5.1 acres of work place, designed and dedicated 
to the specific requirements of the growing IT and ITES organisations, right 
in the heart of the IT hub, Gurgaon. It is a self-sufficient complex with 
broadband connectivity, advanced security system with complete access 
control, open area for rejuvenating the spirits, ATMs, restaurants, wi-fi 
connectivity and a lot more. All floors of the work place are occupied by 
leading companies, MNCs and corporate houses. 


e i Park — This seven-storied IT Park on NH-8 near IFFCO Chowk, lavishly 
spread across 4.51 acres, is conceptualised by Hong Kong based 
international renowned architect firm, M/s. Benoy. Equipped with all Grade- 
A building specifications this park, being developed in joint venture with 
Merrill Lynch, is ready for being housed by blue chip corporate clients. 


BPTP Park Elite Floors: A Seal of Trust 

The level of reliance that buyers show in BPTP Projects can be 
gauged by the fact that received an overwhelming response to 

its recently launched independent floors, BPTP Park Elite 
Floors. As against the set target of 1,000 units, the residential 
project, launched on May 9, 2009, received a hooking of 5,000 
units within 15 days. The demands were mainly seen for 250 
and 300 square yd apartments. A marvel of new-era design 
that enthuses independent living in conjunction with offering 

unparalleled lifestyle, BPTP Park Elite Floors is located 

in BPTP Parklands. 

Speaking about their recent success story, Director BPTE 
Sudhanshu Tripathi asserts, "Park Elite Floors is a hit among 
buyers. They found this as an affordable housing in the 
National Capital Region. It is easily accessible from one’s work 
place and is close to all essential social infrastructures 
including schools, hospitals, markets, entertainment centers 
and public transport facilities.” 





How has the year been so far for BPTP Limited? 


Frankly, this fiscal year has begun with a big bang for us. 
We received over 5,000 bookings for one of our 
residential projects. In fact, following this robust 
response, we have just launched another residential 
project Park Elite Premium at Parklands, Faridabad 
which again is showing a similar response. 


What are your forthcoming projects? 

We are coming up with an integrated business district at 

Noida — Capital City — which will house in the first 

phase, a 5-star hotel of 500 rooms; a built to suit 
corporate office and high-end retail shopping complex. 





— — —  alTIPÁCTrento 


Dream dwellings at BPTP Parklands 
BPTP Limited's flagship project — BPTP Parklands - is a massive 1,500 
acre township. Already the talk-of-the-town, it is just eight kilometres 
from South Delhi situated in Faridabad on NH-2. This self-sufficient 
township is complete in all respects. Security, water and electricity 
problems will actually become a thing of the past because this 
integrated township is dedicated to maximise your comfort and 
minimise the pain. it has an added advantage of being close to all 
essential social infrastructures like schools, hospitals, markets, 


entertainment centers, public transport facilities 
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JPTP Parklands’ star residential project — Park Grandeura — iS specially 
:reated for urban and luxurious lifestyle. Spread on an area of 17.25 acres, it 
YXfers 768 units of two, three and four bedroom apartments and four, five 
yedroom penthouses 
Princess Park 
Another premier residential complex, this is a home that yo 
Jesired and deserved. Spread on an area of 17 97 acres and propo 
inits with two, three bedroom apartments, Princess Park is detinin 
The Resort 
Nestled in Sector 75 is The Resort. It's spacious and comfortable two, three 
yedroom apartments come with air-conditioned bedrooms and wooden 
loorings 


have always 
ng 1.108 
AT style 


— Park Grandeura, Princess Park and The Resort are all a gated 
community with 24x7 security, power back-up. basement parking, a club and 
8 shopping complex 
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Keeping space and privacy in mind, Villa targets at offering 449 units of 
independent one, two and three bedroom villas 


The level of reliance that buyers show in BPTP Projects can be gauged by the 
fact that it received an overwhelming response over 5000 bookings to its 
recently launched independent floors, BPTP Park Elite Floors. A marvel of new 
era design that enthuses independent living in conjunction with offering 
unparalleled lifestyle, this residential project sums up the concept of budget 
housing offering a 3 BHK apartment for Rs 16.08 lakh! 


Quality apartments with modern facilities like Club with Swimming Pool; 70% 
Open and Green area; Children Play Area; Joggers Park and Barbeque Pits, etc 
It is a gated complex with 24X7 security and pollution free environment with 
high capacity lifts and power back-up. Its price range starts at Rs. 17.98 lakhs 
for 3 BHK of 906 sq. ftarea 


Situated in Sector 77, it is offering two, three bedroom apartments and is 
suitably priced at Rs. 19.93 lakh which has taken many by surprise 


= 
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A ground plus three freehold floors project sold out over 1,500 floors the 
moment it was announced in mid-2008 during this global meltdown! Located 
on main sector road, has 100 per cent power back-up and 24x7 guarded 
securities. Itis another reasonably priced product from BPTP at Rs 20.80 lakh 
only 
Next Dooi 

Commercial project — Next Door — is a neighbourhood shopping centre located 
in Sector 76. Expanded on an area of 1.72 acres ytfic 
spaces, ATMs and restaurants to complete your day-to-day 
requirements and also has a three level basement 


t houses shop: 


Park Squ 

Spread on an 

Square if Sector 76 comprises retail 
al spaces. An 

enjoyable evening out with family to the 

multiplex showing the fresh releases at 

the box office, rounded off by a 

sumptuous meal in the food court — Park 

Square is indeed a dream come true 





Upcoming Prestigious Projects 


Building its market in Delhi-NCR, overshadowing other realty giants, BPTP is 
paving its way to development in the National Capital Territory. From high-end 
luxury residences, affordable housing, integrated townships, commercial 
outlets, IT parks, and even SEZs, BPTP is strongly making its presence felt in 
realty sphere in the region. 


RESIDENTIAL 


BPTP has recently launched two new ultra-modern residential complexes in 
Gurgaon. Park Serene and Fortune Towers in Sector 37D. Park Serene is 
spread on an area of 24 acres and supports 17 blocks with 1,048 units of two, 
three, four bedroom apartments and penthouses. Fortune Towers is an 
affordable housing option at Rs. 27.94 lakh for a 2 BHK of 1,050 sq. ft. 


COMMERCIAL & RETAIL 


APITAL CTI 
Delhi, NCR 


Capital City is a unique integrated business district, strategically located at 
the intersection of Noida, Gautam Buddha Nagar, Expressway and Delhi. 
Spread on an area of 21.17 acres, itis poised to be India's premier commercial 
business hub attracting international and national business occupiers. Given 
to its excellent positioning, it is all set to serve as a nodal destination for all 
future and upcoming developments in Delhi and NCR. In the first phase, there 
will be a 5-star hotel of about 500 rooms; a built to suit corporate office of 
three lakh sq. ft. and a high-end retail shopping complex of one lakh sq. ft 
Centra One is a high-tech business centre located on extended Golf Course 
Road in Sector 61, Gurgaon. It has a dedicated space for retail and office. 
Mixing business with pleasure has a new meaning here at Centra One. 
Additionally, Shop In Park North offers a superlative shopping experience in 
Shalimar Bagh. Central air-conditioning, lush green landscaped surroundings 
and a musical fountain in atrium add to the mall's beauty. Shop In Park East — 
located on main Surajmal Vihar Road, Delhi — is designed to perfection by none 
other than architect Hafeez Contractor. The mall has magnificent exteriors and 
efficient interiors. 

IT PARKS — BPTP has undertaken construction of two IT Parks, i park and 
Park Centra in Gurgaon. They are designed and dedicated to the specific 
requirements of the growing IT industry. 

SEZs — The Company is in progress for setting up of IT Special Economic Zones 
(SEZ) in Noida, Greater Noida and Faridabad in joint venture with CPI. It will 
provide an ultra-modern workspace to IT/ITES companies, clubbed with many 
recreational facilities and a state-of-the-art business centre. 


With a grand futuristic vision in mind and 
driven by the motto of delivering their 
promises each and every time they perform, 
BPTP has come up as one of the most 
prominent real estate developers in India. 
Promises delivered, hopes fulfilled and dreams 
realised, BPTP have indeed kept their word. 
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2003 


[| 
Inception ol Limited as a real estate 


BPIP 
development company with aTocus on residential 


commer ial iTA Sand SI Z DIOJC€t E 


2004-05 


Acquired land in Faridabad and Gurgaon. 


Launch of one of the largest integrated township 
BPTP Parklands. 


projects in northern India 


2006 


Launched group housing projects in Faridabad and 


(,urgaon 
2007 


Merrill Lynch invested Rs. 1120 million (USD 27 
million) in a joint venture with a group company of 
BPTP to develop an T project in Gurgaon. 


Citigroup Property Investors (CPI) invested in BPTP 
to acquire 5.89 per cent stake in the company for 


Rs 32? ^0 crore 


Stepped out to Hyderabad to acquire land tor 
mixed use development 


2008 


tOr TOUI |] 
Noida and 


GOt toOrmal approval trom the Centre 


SEZ projects if) f ‘yridabad Gurgaon 


Greater Noida 


SEZs at Faridabad, Noida and Greater Noida have 


been notified by the Central Government! 


2009 


Noida Authority allotted fully paid land of 21.17 
acres in sector-94. 
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IM O Mutual Funds vs ULIPs 


in the Best of Health 


Health insurance products are mushrooming and it's getting tougher to 
discern the best option. Here's what you should know. NITYA VARADARAJAN 


G. KESHAV RA] 





ou have probably got dozens 
of cold calls from insurance 
agents selling the latest health- 
insurance plans. With life 
insurers also offering health- 
insurance products, your options to get 
yourself a health plan have increased. 
Besides, there are many policies in the 
market covering individuals, families, 
senior citizens and a host of separate 
illnesses, even those that are critical. 
Essentially, most plans have a basic 
structure covering some common ill- 
nesses, but what matters is which type 
of plan has the most advantages. Which 
plans work best with the least cost? 
The sheer number of plans means 
trying out a few of them will cost you 


— The Ravishankars 

Age: 39 (husband) City: Chennai 

fenis status: Married with two kids 

- i policy cover: RS 5 lakh 
um: Rs 6,000 


Ravishankar’ s health policy covers his 
-wife and kids and also includes critical 
Ane riders in a life insurance policy 











L. - policy/Reimburses medical expenses 


money. You also lose the advantage of 
continuity and cover on existing ail- 
ments when you switch between in- 
surers. But begin your search for 
health insurance keeping in mind 
your family's medical history, like 39- 
year-old Ravishankar did when he 
took a Family Health Insurance plan 
from icici Lombard, covering himself 
and family (wife and two children) 
for Rs 5 lakh in 2003. Critical illness is 
partly covered through an added fea- 
ture in his normal life insurance cover. 
He plans to increase cover in the com- 
ing years after analysing various poli- 
cies. Says Ravishankar: "Anu and I 
have diabetics in our family tree, 
though at the moment none of us has 
any problems. We need to add more 
cover in the future." 








Basics First 

For starters, begin with a simple 
Mediclaim policy from a general 
insurer for about Rs 3 lakh, which 
covers a range of ailments. At about 
the age of 28, this amount of cover 
should suffice, but you may want to 
increase it as you grow older. Medical 
costs have increased and a bypass 
will set you back by around Rs 2 lakh, 
while complex surgeries cost more. 
Most ailments are covered in a basic 
Mediclaim plan, though certain 
conditions such as cosmetic surgery, 
existing war injury or dentistry are 
not covered, mainly to prevent misuse. 

Insurers don't usually cover pre- 
existing diseases you already have. In 
some cases, insurers insist on a claim- 
free period, during which you cannot 
make any claims for your existing 
diseases. Therefore, it's advisable to 
take a policy at a younger age when 
your health is better. General insurers 
reimburse medical expenses you 
incur provided you have given accu- 
rate data of your medical history. Some 
general insurers may refuse reim- 
bursement if pre-conditions are not 
met. With his earlier insurer, 
Ravishankar had run into some 
problems on claims. 

After a few years, when you have 
children, include them into the policy 
cover. Diseases like hepatitis, typhoid, 
malaria may affect children and could 
result in higher premiums when you 
make a claim against medical ex- 
penses. Here's where a family floater 
helps, although you may not want 
to go overboard. A usual Rs 5-lakh 
floater cover is best when covering 
your children-——but individual cov- 
ers with separate insurance limits are 
the best. Premiums for floaters are 
more expensive than warranted and 
could result in disproportionate load- 
ing on renewal for any one claim. 

A value-for-money alternative is 
Star Health’s family-floater policy that 
costs Rs 3,811 for a Rs 2-lakh cover and 
it covers a 35-year-old male with wife 
and two children. On the other hand, 


THE WAY TO HEALTH 


Plan your health insurance at 
ulia iia p bte e 





Age26 
Family status: Married 


Best policy: A basic Mediclaim 
policy from any general insurance 
company that covers hospital- 
isation expenses 


Cover: Rs 5 lakh 
Age 35 


Family status: Married with two 
children 





ategy: Include your children 
in your Mediclaim policy at a lower 
premium cost or go for a family 
floater in the absence of a 
health plan 


Cover: r Rs T lakh 


: Married with two 





children 





policy: Invest in a health plan 
from a life insurance company 
that sets an investment corpus 
for medical expenses, to co-exist 
with Mediclaim 

Cover: Minimum Rs 10 lakh 
Age 65 

Family status: Retired 


Best strategy: Opt for a senior 
citizen policy offered by Star 
Health, if your existing Mediclaim 
cover is not renewed 


Cover: Minimum Rs 10 lakh 
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MONEY 


HDFC Ergo General Insurance 
charges Rs 8,413 for the same. 
On average, premiums are around 
Rs 6,000. But the advantages ofa 
family cover are enormous. Each 
member of the family can get med- 
ical costs covered to the maximum 
of the policy amount. Insurers also 
allow for part claims within a floater 
policy, say, for two or more family 
members as long as the overall pol- 
icy limit is not exceeded, But a floater 
may not be ideal for all situations. “A 
floater is fine for a young family that 
doesn't travel," says J. Karthikeyan, 
certified financial planner with Finerva 
Financial Solutions. 


Advanced Cover 

Of late, life insurers have introduced 
unit-linked health plans. Earlier, life 
insurers bundled critical illness rid- 
ers with their normal lite covers, which 
provided a lump sum payout if the 
insured fell critically ill and made a 
first claim. Thereafter, the additional 
benefit, also known as rider, lapses. 

Life insurers also introduced daily 
hospital payments along with a stan- 
dard payout during any critical illness. 
When you are admitted to hospital, 
these plans reimburse the expenses on 
a daily basis to the hospital. Lic was 
the first to introduce this product with 
its Health Protection Plan and was 
later followed by Reliance Life’s Wealth 
Plus Health policy. 

Though the premium is higher 
(the minimum is usually Rs 10,000), 
these policies offer a huge value propo- 
sition. The sum assured is calculated 
after determining the daily hospital 
cash benefit you require. Critical illness 
payouts are made as a part per cent of 
sum assured, with a 100 per cent 
payout for serious illnesses. Life 
insurers, however, decrease the pay- 
out for less serious health problems. 
The maximum cover used in one’s 
lifetime can be three times the sum 
assured. However, there’s a cap on 
the maximum daily hospital cash ben- 
efit one can get. | 
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LIFE INSURERS 


Both life and general 
insurance companies 
offer health plans, — 4» 
but the difference gay” 
lies in the ^d 
detail. 







@ Their unit-linked — / 
health plans combine 4 
health-risk cover and 
investments 


A Ja a Apte A NINTH HD SM 4 NIRE Ph MAL no A Hide SB nd AN AN HE n A in ANGE AN Hn A 


@ The products target future health 
expenses largely through savings. 


mi Cashless facility is is available th through 
a tie-up with different hospitals 


Ar po atom abe m ee Bat a 


S Premiums are ‘higher than 
general insurance policies 


IA ON DROW RH nA A MeN cn s HA A parme rs 


GENERAL INSURERS 


æ They are not bundled with savings 
plan and o only reimburse expenses. 


Mone ah d rele rim 


m The policies don't cover pre-existing 
diseases, but can be included later 


nip Hear o sd qe n 


9 Individuals can claim only actual 
expenses | incurred during. an illness - 


ü Policy may ‘not be renewed if 
health prospects reduce with age 


Your premium is divided into two 
parts—health insurance cover cost 
and other administrative charges, 
with the balance invested as per your 
asset-allocation plan, much similar 
to a unit-linked insurance plan. Most 
life insurers offer a choice of asset- 
allocation plans to build a healthy 
medical expense corpus for you. The 
only hitch is that the cap on daily 
medical expenses does not work to 
your advantage in the long run. Says 
Anil Rego, Founder and cro, Right 
Horizons, a personal finance com- 
pany: “As the daily allowance is fixed, 
inflation may result in an individual 
funding daily hospitalisation expense 
from his own pocket.” 














Special Situations 

Life insurers may allow you 
* to increase your premium, 

but if you have a history of 
making claims, they may reject your 
proposal. icict Prudential Life's Health 
Saver has got an interesting 
Mediclaim plus investment plan (unit- 
linked health plan) combination. The 
Mediclaim portion works like a typi- 
cal reimbursement policy (with, of 
course, the cashless option) but you 
have to provide original bills. The 
premium charges deducted from the 
plan is at par with other general 
insurers. But if you take a family plan, 
a large outlay is towards premium, 
which leaves little for investments in 
your corpus. Yet there’s a small 
advantage. Unlike general insurers 
that don't renew policy after you are 
60, unit-linked health plans can be 
renewed till the age of 75. 

Some special policies by Star 
Health and icici Prudential allow for 
such pre-existing diseases like 
diabetes. While Star Health's diabetic 
policy is more affordable, it has placed 
caps on sum assured. With Icici 
Prudential, you pay a large premium, 
but the policy encourages you to man- 
age your health better through 
incentives such as a reduction in pre- 
miums. "Further, it provides finan- 
cial support and a lump sum payout in 
case the policyholder is diagnosed 
with critical illnesses like heart dis- 
ease, stroke, end-stage renal failure, 
coronary artery bypass graft, major or- 
gan transplant," says Binay Agarwala, 
Senior Vice President and Head, 
Health Products, tcict Prudential Life. 

By comparison, policies of public 
sector general insurance companies 
are cheaper, but the private sector 
scores on service. An individual plan 
has more options and choice of cover 
as compared to a floater. Besides, each 
individual's medical history and 
requirement may differ. Hence, shop 
around for the best deals. © 
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MONEY 


The Price of 








As mutual fund entry loads are out, distributors could switch 
to selling ULIPs. But really, what's better for YOU? CLIFFORD ALVARES 


cross the country, hundreds 

of investment distributors are 

facing a big dilemma: should 
they sell mutual funds or Unit-linked 
Insurance Plans (ULIPs)? sEBI's recent 
abolition of entry loads on mutual 
fund investments has distributors 
toying with the idea of selling the 
lucrative uus. After all, urs fetch 
distributors a huge first-year upfront 
commission from 15 per cent to as 
high as 25 per cent. By contrast, mu- 
tual funds now can't dole out up- 
front commissions. Fund houses used 
to pass on a big chunk of the entry 
load ranging from 1.5-2 per cent as 
commissions to distributors. 

Now, chances are investors will be 
sold more gurs, while mutual fund in- 
vestments take a back seat. Further, 
distributors are likely to avoid giv- 
ing advice on fund investments to 
investors. But while this problem may 
not pose a challenge to savvy in- 
vestors, experts say that retail fund in- 
vestors relying on distributors for in- 
vestment advice will now be left with 
no choice but to take their own deci- 
sions and invest time in researching 
mutual fund schemes. 

But distributors don't stand to 
lose too much. They will still con- 
tinue to make a decent living selling 
mutual funds. Fund houses pay dis- 
tributors a "trail fee" if their investors 
stay with a fund for more than a 
vear. This trail fee ranges between 
0.40 and 0.60 per cent of the fund's 
accumulation. The longer the in- 
vestor stays with the fund, the higher 
the trail fee that accrues to the dis- 
tributor. Assuming a growth rate 
of 15 per cent per annum. a distrib- 
utor can easily pocket Rs 26,407 





The Cost of Investing 
Load or 
commission | 


Vim TURIS MSIE LO SUN Ici? i & i s: 
Trail Fee 


EERE 


When ULIPs Turn Profitable 


(Corpus in Rs at year end ) 


eh 


® Mutual funds DEL 

Assuming a return of 15 per cent after deducting 
mortality charges 

"Total trail fees paid to MF agents and 


| commissions fo insurance agents over ID-vears 


iltustrative example: ULIPs have different cost 
structures 





(see table The Cost of Investing). more 
than what he would make selling 
ULIPS. So, if distributors can convince 
investors to stay in a fund for the 
long haul and build wealth, it’s a 
win-win situation for both. 

Investors, meanwhile, rarely 
hear about the different cost struc- 
tures in mutual funds and uLips, 
and what really is hest suited for 
them. After the new commission 
structure, mutual funds will now 
deduct only 2.25 per cent fund man- 
agement from the net asset value. 
Qut of this deduction. they pass on 
the trail fee to distributors. On the 
other hand, distributors of ULP prod- 
ucts get a 15 per cent commission 
up front in the first year. This may 
vary between different schemes and 
life insurers and could go as high 
as 25 per cent. From the second 
year onwards, the commission 
structure changes a tad (see table), 
ULIPS also charge a fund manage- 
ment fee of 1.5 per cent and a mor- 
talitv or life insurance charge. which 
depends on one's age. 

To get a picture of what scores on 
costs, investors have to look at the in- 
vesting time frame, and deduct the 
various costs attributed to the prod- 
uct. Back of the envelope calcula- 
tions, after factoring administrative 
costs, life insurance and surrender 
charges, show that uups take around 
11 years to recover their costs over 
a mutual fund. In other words, if 
vou redeem your ULiPs in 11 years, 
you lose the investment cost that's 
bundled into the product and passed 
on to you. So, unless you are in Urs 
for the long haul, it's better to con- 
sider mutual funds first. (9 
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PERSONAL TECHNOLOGY 








Look Ma, No Wires! 


Tired of the wires that you need to hook up to your TV? 
The new Sony Bravia ZX series will ease the pain. KUSHAN MITRA 


he not-so-nice part about buying a new flat panel 
tv is not that you have to find out how many 
audio-video and nomi inputs it has. Almost all 
high-end flat-panel displays have far too many input 
ports. The problem really is attaching all those inputs. 
Mount your Tv on a wall and the rear inputs become 
useless. Use the side inputs and it looks like your fancy 
new display is crying tears of connection cables. 
Essentially, your new display ends up looking nothing like 
how they show it in the adverts. 

This is why we like the new Sony Bravia Zx series. 
They have made the entire wireless system far, far eas- 
ier. You don't need a degree in applied electronics any- 
more, Sony's latest baby includes a wireless trans- 
ceiver box with the display. The zx only has one wire— 
which is the power cable coming out of it. Everything 
else—your audio-video connection from your TV re- 
ceiver, the upMI cable from your disc player, the com- 
ponent-Hp input from the game console and the vea in- 
put from the computer-—goes into the box. The box 


E 
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can be placed in the other corner of the room rather 
than clog up space around the Rs 1.99 lakh display (the 
price includes the box). 

Now, you might argue, that the zx has an insane 
price tag. It is a fantastic display, though, using LED side 
lighting to achieve an impossibly thin form factor. It has 
a 100 uz refresh rate. which makes images less jittery, 
though on standard-definition direct-to-home signals, the 
picture quality was a bit fuzzy when we tried it. Still, 
this wasn't the tv's fault since it happens (on any TV) 
when you blow up standard-definition signals into a 
large high-definition screen. Plug in a high-def input 
such as a game console, and the Tv is brilliant. 

It is just that the 1v is very expensive, but with not hav- 
ing a tangle of wires near the tv and the ability to add new 
components anytime, this might be a price worth paying. 
You could also stream audio from the wireless set-up to 
wireless speakers, but the speaker system is an extra. 
The zx might be the top-end of the spectrum. but expect 
such systems to become mainstream by next year. © 
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Global Leaders 
in Insurance... 


ONLY INDIAN 
NON-LIFE INSURER 
RATED AS 
"A-EXCELLENT’ 

BY A.M.BEST COMPANY 





Keeping the world secure with a network of 1052 Offices in India : 26 Regional Offices, 
389 Divisional Offices, 637 Branches and a presence in 27 countries. 


Providing security to clients is what we at New India 
Assurance do best. And our clients will vouch for it. That's 
because we understand their needs. And provide solutions 
through innovative products and services. With a rapid speed 
of response. So, it isn't surprising why clients in India and 
abroad depend on us totally. 





The New India Assurance Co. Ltd 


India's Largest Non-Life Insurance Co. 
Head Office : New India Building, 87, M. G. Road, Fort Mumbai - 400 001 INDIA 
Insurance is subject matter of solicitation http://newindia.co.in 


























f you agree with 
Michael Porter that 
innovation is the 
central issue in economic 
prosperity, Porus Munshi's 
Making Breakthrough 





dp — Innovation Happen will pro- 
PRICE: Rs 295 vide some hope for India's 


next phase of growth. This 
book is a compilation of "India Shining "-type en- 
trepreneurship and innovation stories: 1 1 examples 
extracted from extensive research by the Marico 
Innovation Foundation and profiled in detail. For 
far too long, Western, Japanese and now Chinese 
examples have been the stock-in-trade for most 
academics, journalists and other broadcasters. 
It's not that Indian examples didn't exist, but 
finding out about them was more difficult. For 
that reason alone, this book and the underlying 
research will be most appreciated by the growing 
tribe that rejects the pessimism of the "China's- 
doing-everything-right-and-we 'll-never-catch- 


up” brigade. These examples show our way of 


letting a thousand flowers bloom. 

The range of examples is extensive, spanning 
start-ups such as Aravind Eye Hospital and 
Su-Kam: public services such as Trichy Police and 
Surat City; and technology-led firms like Titan 
and Shantha Biotech. These examples have a 
number of common threads: they feature men 
who dreamt big. took on unreasonable 
challenges. energised others around them and 
blended the qualities of inspirational leader and 
benevolent dictator. 

Shantha Biotech's story illustrates the power 
of innovative approach across a project life cycle: 
Varaprasad Reddy's passion in empanelling 
specialists in the vs and in India to work for a truly 
ambitious cause of eliminating Hep-B, combating 


3'S aq ving 


Innovation Nation 


Despite considerable hurdles, many Indian companies devised radical, 
innovative ways to grow their businesses. Emulating them requires 
being subversive and thinking differently. NIKHIL PRASAD OJHA 


naysayers in bureaucracy and banks, and 
rejecting conventional wisdom in marketing to 
'go-direct' through mass-vaccination camps 
were all necessary to keep the torch burning. 
Similarly, the Dainik Bhaskar example describes 
a radical approach to attacking well-entrenched 
incumbents. Combining the surveying and sell- 
ing functions in a large, well-trained and well- 
managed team meant that, in each new city, 
Dainik Bhaskar could immediately reach 
200,000+ households with a relevant product. 

However, in focussing on mindsets and 
philosophies, the book shortchanges distill- 
ing the other key aspect of such major inno- 
vations: hard, focussed, purposeful work of 
which Peter Drucker wrote in his Discipline of 
Innovation. This is an enduring feature of every 
example, but isn't called out proportionately. 
In another aspect, the repeated use of some 
tags— orbit-shifting' being the most favoured— 
detracts from the stories. Simpler memes will 
help the cause better. 

What next, then, for innovation in India? 
Given the size of the challenges, the number 
and scale of successful innovations is still too 
small. We need to identify the unique features in 
our institutional context that most impede the 
rapid adoption of demonstrably better solutions. 
Almost 15 years have passed since S.R. Rao led 
Surat's transformation, but even today his 
methods and results are far from the standard 
constructs in city governance. To propagate 
innovation as a way of life for a larger part of 
society, we need to create conditions where 
innovation success stories are less arduous than 
"pulling off the impossible". 

The author is consulting firm Monitor Group's 


Managing Partner in India. He can be reached at 
nikhil_ ojhaíamonitor.com 
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Eating the Big Fish 
By Adam Morgan 
John Wiley 

Pages: 336 

Price: Rs 1,467 


Adam Morgan, a 
brand and 
marketing 
consultant, sizes 
up 40 "challenger 
brands"-second 
tier ones-that find 
themselves in 
vulnerable 
positions. Morgan 
lays out eight 
credos that could 
transform them 
into A-list ones. 





Jeff Immelt and the 
New GE Way 

By David Magee 

Tata McGraw-Hill 
Pages: 264 

Price: Rs 295 


When Jeff Immelt 
took over at GE in 
2001, he had the 
oversized shoes of 
Jack Welch to fill. 
He did so with 
aplomb, says author 
David Magee, who 
has also written 
books on Toyota 
and Ford. Immelt 
proved himself an 
innovation pioneer, 
pushing key 
advancements in 
medical 
technologies and 
infrastructure. 


While the global markets are down, the search for expertise and talent is on 
itis time to rediscover your core strengths and add value to your portfolio that 
will give you an edge in the competitive business scenario. With the 
Executive Education Programmes for Managers from T A Pai Management 
Institute (TAPMI) 


education 


TAPMI is an autonomous b-school offering management 
executive training and consulting services. The Institute offers high quality 


long and short duration programmes for practitioners and academics. With a 
history of more than 25 years, TAPMI has been ranked among the top 1‘ 
b-schools in India. It has thus grown in stature and has become synonymous 
with innovative pedagogy. Over the years, its cutting edge, knowledge- 
centric Executive Education Programmes have been successfully 
conducted for the Executives and Managers of such highly reputed firms as 
Mangalore Refinery and Petrochemicals Limited (MRPL) 
Packard, Wipro, Ashok Leyland and BHEL, among others 


Oracle. Hewlett 


These Executive Education Programmes are designed to address the 
immense need for clear and concise insights that will drive different business 
models, through incorporation of critical managerial elements 
is managed by industry and academic thought leaders who 
decades of experience in their respective fields 
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EXECUTIVE EDUCATION PROGRAMME CALENDAR 


(July to September, 2009) 















Programme Title | Target Group 


Location 















































Project Formulation with special 
emphasis on Project Report 
Preparation for Government & NGOs 


For details please contact 


Prof. Satyajit Majumdar, Chairman - EEP, 

T A Pai Management Institute, 

80, Badagabettu, Post Bag No.9, Manipal 576 104 (Kamataka) 
Telephones: + 91 820 2701000-Extn. 1040 (Board); 2701040 (Direct) 
Fax: + 91 820 2570699 Email: majumdar@tapmi.edu.in 


Mr. Nanjunda K 

TAPMI Center for Executive Education 

Plot No. 2, Mahayogi Vamana Road, (100 Feet Road), 
Koramangala, Block IV B, Bangalore 560 034 (Karnataka) 
Telephones: + 91 80 41501900-02-Extn.1900 

Fax: + 91 80 41501634 Email: nanjunda G tapmi-blr.org 


Middle Level Management 


Project Management Middle Level Management 
Statistical Process Control Middle Level Management 










Methods of Risk Management Middle Level Management | August 03 to 04, 2009 Manipal 

Supply Chain Management Middle Level Management | August 05 to 07, 2009 Bangalore 
Higher Level Management | August 05 to 07, 2009 Bangalore 

Positive Psychology for Lower and Middle Level August 10 to 12, 2009 Bangalore 

Performance Excellence Management Le — IBN m 

Indian Ethos in Management Middle and Higher Level August 25 to 28, 2009 | Bangalore | 
Management 

Marketing Strategy Middle and Higher Level — | September 02 to 04, 2009 | Banglaore 
Management | 


| 
| 
| | 
September 09 to 11, 2009 | Manipal | 





. 





September 16 to 18, 2009 | Bangalore | 





A Lu 


September 21 to 23, 2009 | Bangalore 


—— — —À 








TAPMI 
T. A. PAI MANAGEMENT INSTITUTE 


Manipal 576 104 (Karnataka) 
www.tapmi.edu.in 


SMART EXECUTIVE 


How to Grab Audience Attention 


Powerful presentation skills are a career asset. saumya Bhattacharya 





















hen Ninad Karpe prepared a 
business plan for what was 
then known as Computer 
Associates (CA now) in 1997, he did so 
sans any fancy presentation tools. 
Karpe, who was a strategist for foreign 
companies, prepared a few slides of 
what he thought should be the 
blueprint for cA's entry strategy into 
India. The cA brass soon realised, after 
watching slide after slide roll by, that 
Karpe's India plan for the company 
was exactly the reverse of what they 
had in mind. Still, so convincing was 
Karpe's argument and presentation 
that cA promptly offered him 
the job of becoming 

their India CEO. 
"When I presented my plan to cA, it was the power of ideas,” says Karpe, who has rec- 
ently joined Aptech as its CEO & MD after 12 years at cA. 

What was a cinch for Karpe can be a daunting task for many. Preparing and giv- 
ing presentations—which in today's business environment often entails using 
PowerPoint—can be a tough challenge. Karpe calls presentations an art, “You 
should spend 80 per cent time on content and 20 per cent on tools," he advises. And 
don't start making a presentation until you have content in place. Do a storyboard 
first. "You don't start a movie before having the story in place," says Karpe. 

First define your objective and then set out to achieve it. According to commu- 
nications expert Nick Morgan, you often know your objective, but don't know 
which combination of arguments, data and examples could achieve that objective. 

The way out, Morgan says, is to divide the task into three stages. In the first stage, 
focus on the key message. Next, identify the arguments that support the key message 
and ask—why should the audience care about it? The third stage is to locate places 
where it is important to get audience participation. 

Morgan says knowing what to say should guide the length of your presentation. 
The basic principle: make fewer points and make them well. And use visual aids to 
keep your audience glued. "A picture is three times as effective in conveying infor- 
mation as words alone," says Morgan. 

Before showtime, it's a good idea to rehearse what you are presenting to your 
audience, large or small. Rehearse until the presentation does not sound memorised. 
Anticipate the questions and objections most likely to arise. Also, prepare mentally: 
visualise yourself delivering a successful presentation, says Morgan. © 
COMMENTS & FEEDBACK AT btfeedback@intoday.com 
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1 Use graphics, icons and 
e Symbols to reinforce or 
communicate a concept. 


Use a single idea with no 
e more than six lines per 
slide or page. 


Be selective with your 
e words. Use keywords, 
not full sentences. 


Use a maximum of two 
e Sizes of type per page. 


5 Use uppercase only for 
e titles and acronyms. 


€ Make your presentation 
conversational. 


@ Avoid the use of jargon or 
terms that may be unfamiliar 
to the audience. 


@ Watch the audience for 
non-verbal clues about 
their response. 


@ Breathe. It helps you relax 
and reduces filter language 
such as "um" and "er". 


Source: Giving Presentations (Harvard 
Business School Press) 


STAND & 
DELIVER 
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dia's Largest Read Dally 


The soil that’s always 
led the call to arms. 


From Meerut to 
Tiger Hill. 


UP. did not stop with a Mangal 


Pandey, a Rani Laxmi Bai or a 
Chandrashekhar Azad. Nor did it 
stop with the 147 brave hearts who 
gave their lives at the Kargil war 
Born in a culture that nurtures 
heroes, Dainik Jagran feels the rush 
and reflects this spirit. The No. ! 
newspaper of UP is ready to charge 
into the future as fearlessly. After all, 
we were and will continue to be the 


voice of U.P 


RISING UP 





QUIZ 


Kevin Roberts of Saatchi & 
Saatchi devised a marketing 
technique to replace the idea 


; & Lovemarks 

| b Trademarks 

C. Halo Effect 
.] d Sticky Factor 





* Philanthropist Samson Daniel 





was the Indian branch named? 


Tia CRY. 

b. Cheshire Homes 
|) € HelpAge India 
|| d UdayanCare 


So there! Quizzing has its fans even 
in the world of Google: The sr quiz, 
launched in the issue dated June 28, 
2009, is drawing hordes of online 
participants. Of all those who 
responded with all correct answers i a 
to the first quiz, R. Varadharajan 3 The founder of Kalinga Airlines 
of Chennai was the first to hit holds the distinction of having 
our site. So, as we promised, he landed the first battalion of 
wins a year’s subscription to BT. troops into Kashmir during 

the 1947 war. Who? 


[] a J.B. Patnaik 
b. J.R.D. Tata 


E-mail us the right answers at c. Biju Patnaik 


btfeedback@intoday.com or log 
on to www.businesstoday.in 

to take the quiz online. Correct 
answers in the next issue of BT. 


a In the 1950s and early ‘60s, 





of brands and build "loyalty that 
goes beyond reason". What was 
this concept to replace brands? 


organised a sponsored walk with 
schoolchildren in Delhi on behalf 
of an international organisation. 
In 1975, he opened branches. What 


6 Local tradition in the UK names 
Adil's Restaurant as the inven- 
tor of this kind of food in 1977. 
_| a Balti food 
|] b Kadhai food 
[] € Curry 
(14 Stir Fry 





T Founded in 1761 in Nuremburg, 
this company invented the 
pencil, of which it is the 
largest manufacturer today. 
_| a Faber-Castell 
.] b Derwent 
L]€ Koh-i-Noor 
|| d Staedtler 


n Which aviation company 
significantly altered the 
course of WWII by building 


the Mosquito, made entirely 
from wood? 


a De Havilland 
|_| b. Hawker Aircraft Co. 
|j € Bristol Aeroplane Co. 
| d Vickers Armstrong 





E Which is the only award given 
to corporates in the US by 





which upstart gained critical the President himself, and 
success by selling the Whopper is named after the Secretary 
burger for 29 cents, when others of Commerce during the 
se p plo e in the were 15 cents? Reagan administration? 
| a: Speedo | " onn King a : Malcolm Baldrige National Quality Award 
a ig C ing Priz 
2c filter _| € Subway Submarine — 
3 b: Monsanto (after Olga d Wendy's 
Me Monsanto uem) 10 With which national foods 
5  Colman's Mustard 5 Jesse Owens won four Golds at brand would you associate 
6 a: Ogilvy & Mather (O&M) the 1936 Olympics and his success the Maiyya family of Bangalore, 
7 c Duty-free shops cemented the reputation of whose first enterprise began 
8 b: Coca-Cola which company? : in 1924? 
9 a: The US Budget Deficit a. Adidas a MIR 
10 a: Share of stomach y C b. Nike C] b. Aashirvaad 
|] € Reebok |] € Kohinoor 
| d Power || d MDH 
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For comprehensive LCL solutions from DHL, e-mail: Icl.inedhl.com 





Even when your consignment is less than a container, you can ship it anywhere across the 
world. With LCL Ocean Freight from DHL. What's more, you pay only for the space 
you use. Add to that DHL's global network systems, first-class IT solutions and tools to 
monitor cargo and information flow. We have everything to keep your business moving. 
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ANITA ARJUNDAS 


Contrarian Woman 


While she's quick to play down that she's probably the first woman heading 

a listed real estate firm, ANITA ARJUNDAS, 42, the mint fresh mp and cro of 
Mahindra Lifespace Developers, admits to coming across the odd surprise 
moment in corporate boardrooms. Being in the hot seat at a time when the 
real estate industry has been battered by one of the worst downturns in recent 
history is a challenge, she concedes. Which could explain why she is adopting 
a contrarian growth strategy. "This is an excellent time to build a land bank, 
the focus being to expand the 





so we will be looking at asset opportunities 
scope of the company's operations geographically," she says. 
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HIN Y MSOD HSIINII 


NISHIKANT GAMRE 





NITIN VAIDYA 


In Top Form 


When he took over as the 


business head of Zee Tv in 
October 2008, his priority was to 
ensure more and new eyeballs, 
In a little over eight months, 
NITIN VAIDYA, 47, COO, Zee 
National Channels and Business 
Head, Zee tv, has not just accom- 
plished his task with panache, 
but has garnered viewership that 
was enough to surpass market 
leaders Colors and srar Plus last 
fortnight. As recent as six 
months ago, the channel's pro- 
gramming underwent a facelift 
that changed the way 'prime 
time' has been perceived. "Zee's 
new content and communica- 
tion strategy has been successful. 
It can be seen in the increasing 
Gross Rating Points and the 
creation of a whole new ‘prime 
time' segment," says Vaidya. 
However, GRPs is not what drives 
Vaidya, who says that the proof 
of the channel's strength is the 
respect that Zee rv has won 

over the years. 













PRODUCTS 


The Cool Camera Phone 

SonyEricsson W995 

à This is se's latest Walkman series phone and 

À features one of the best cameras that a 

Walkman phone has at present, complete 

MÀ with an autofocus 8.1 megapixel shooter. 

The phone also has a regular headphone 
jack and comes with a set of small loud- 


A speakers. It lives up to sE's classy, small 
@ 






look and great graphical themes. 
Expected price: Approx. Rs 25,000 
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All New Firefox 


Mozilla Firefox 3.5 
Firefox gets a much-needed upgrade with its latest 
iteration, which takes on Internet Explorer 8, Safari 4 


and Google Chrome 3. The feature set has a whole new series of upgrades 


over Firefox 3. The browser also supports HTML5, the next generation 
webpage writing language which will support integrated graphics. 





PLACES 


Wayanad, Kerala 


Finally it's raining. Before it floods large parts of the country, head off to 


God's Own Country, Kerala, for a quick trip. It's perhaps the best place to be 
during the rains. In particular, check out the hilly region of Wayanad. This 
green paradise is nestled among the mountains of the Western Ghats 76 km 
from Kozhikode. It is one of India's largest spice producing regions (black- 
pepper, ginger, turmeric, arecanut, etc.) . A short drive from Kozhikode, the 


district capital of Kalpetta has a good choice of hotels such as Wynberg 


Resorts, Green Gates, The Woodlands and the Royal Palm Holiday homes. 


CONTRIBUTED BY TEJEESH N.S. BEHL, ANAMIKA BUTALIA, SHAMNI PANDI 
KUSHAN MITRA AND DHIMAN CHATTOPADHYAY 





The 
Newsmaker 


Of course, debuting the 
premium facsimile edition 
of Financial Times is his top 
agenda, but there's much 
else ON KHOZEM MERCHANT'S 
plate that's making him zip 
through tier I| and tier Ill 
towns across the country. 
Merchant, 50, now heads 
india operations for the 
Pearson Group, the UK- 
based media and education 
company, as Deputy 
Chairman and his mandate 
is to build the company's 
presence in education serv- 
ices. This means the former 
FT journalist is trying to 
scope out opportunities 
beyond the recently 
announced association with 
Educomp and TutorVista. 
"We are world leaders in 
education services and we 
hope to have a significant 
presence here,” he says. 
Last we checked, Merchant 
wasn't complaining about 
the business alliance offers 
that were 

drifting his 

way. 
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GV. KRISHNA REDDY 
Chairman | GVK Group 


My leadership 
e 


~~) Authoritative 
C All of them 


The political leader 
| admire the most 
Dr Manmohan Singh. 


The leadership lesson | 
remember best is that 
It's important to listen to a wide 
variety of people, but ultimately ' 
have to listen to your own thoug 
and feelings to decide what's the 
right thing to do. 


The business leader | adr 


; the most 


A book or movie | would 
recommend on leadersh 
The movie Lagaan-on team-buil 


—What | think is the 


difference between a 
manager and a leader 

A manager “does the thing right’ 
and a leader "does the right thing 


- The worst thing a leader 


can do 


My biggest test as a lead 
was 


The execution of Jegurupadu 
Phase, India's first IPP, under 


the liberalised policies. 


All good managers aren't 
good leaders 


1. PRABHAKAR RAC 


China Good for | GSK India: Only the | 'raful Pate | 
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UdayKotak used a combination of timing 
and talent to build atinanciall powerouse: 
He's got plenty going for Aim in a market 
ttratevery.global major wants a piece of. 
Can he make the big leap needed to 


fake on mightier competitors? 
they 
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The Power of Dreams 


ne size fits alll. 
Lema 


Why So serious? 





The versatile new Honda Jazz fits In all that you can imagine and more So why no! in me mag | 
toss in a bean bag. Why not aive them down into long mode and roll out a seeping DOO. Why no! aro 
utility mode and shove in a mountain bike Why n t make the most of Nhe Spar 

Ahu not place surprises for each other in the thoughtful nooks and compartments G T 

with loads of luggage and take off. Why so serious wher you cal jo MaGiC with y 
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Making those big moves 
look easy after 40. 





Looking and feeling young is as important to you, as it is for us. Especially after 40. Which is k 
VARILUX Foy 


why we recommend Varilux 3-in- | Progressive Spectacle Lenses. They allow vou to see RPR 
only from essilor 


far and in-between, without the embarassing dividing line of bifocals. Plus with Varilux 
lenses you don't just get back the vision of your youth, but also start h oking smarter. And World No. 1 in spectacle lenses 


since life clearly begins after 40, you need to be ready, isn't it? Visit vour optician today. WWW.essilorindia.com 


Call toll - free ] 800 425 8383 Only trom BSNL numbers) or visit w ww.essiorindia.com. Ask for an authenticity card 


A A 
Now, introducing Varilux India. A lens customized for Indian VARILUX Ir) | EU 


eyes. According to their eye anatomy, facial anatomy and ergonomics. Customized Lens for Indian Eyes 


Look out for this mark Fii of authenticity on the lenses. 





SAMSUNG 


Samsung LED TV 


Is this the future of television? 
Or is this the next generation? 
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The all-new Samsung LED TV uses Light Emitting Diodes Showcase it like a Painting 

(LEDs) as the light source. These LEDs consume less The Samsung LED TV can be showcased , 
power and produce deeper blacks along with incomparable as a masterpiece in your living room 

colour reproduction. So, you get the brightest and the most with an Ultra Slim Wall Mount. 

vibrant images. 


Samsung LED TV 
LCD TV 


Reduces space between TV & wall by 70° 
Requires only two screws for wall mounting 


= a Entertainment with Content Library (flash) 
jent rang jjeng Art. Games. Yoga. Recipes. Enjoy it all on your 
Fluorescent light LED ight Samsung LED TV with a built-in Content Library 
You can also expand your library by downloading 
new content. 


Crystal Design ^ 

Breathtaking crystal design lends an f A forts 2 =, 
aesthetic appeal to your living room, a 
Also, its myriad shades come alive T ! 7 | p- 
under different lighting conditions. à | l z | v^ 


Deeper Blacks m tas 2 | s ] 


Mega contrast and deeper [MEC Meme 

blacks are realized by intelligently ^ wv n" 

adjusting LEDs brightness levels Play Multimedia files with USB 2.0 

Simply connect any portable digital media device to 
the LED TV via USB 2.0 input and watch all your 
movies, photos and music on the big screen 
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Children 


Wellness 


Brighter Colours 
| A large colour palette adds greater 
pi depth and richness to your viewing 


experience. | 
Camcorder 
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Sharper Images s * 


| E 
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response time ensures even faster | | Razor Slim GARAIO ai we 
moving pictures are crystal clear. | with built-in tuner 
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From the Editor 


heir numbers are overwhelming—as it always 

was. Their importance is ever increasing—as 

it has always been. The surprise was the spirit. “Zou 
While interacting with entrepreneurs from what is E 
called the sme (small and medium enterprises) 
sector—courtesy the first 87-vEs Bank sme study and 
awards—we didn't get a feeling that we are living 
through one of the worst-ever global economic 
crises. It's not as if SMEs are too insignificant to be 
shaken by the global economic turbulence. They 
account for 45 per cent of India's industrial production, employ 42 per 
cent of the workforce and produce 40 per cent of its exports—the last one 
being the worst hit by the global recession. Yet, if the SmE entrepreneur 
sounds unputdownable—if not outright upbeat—it's because of the raw 
entrepreneurial energy that is so unique to them. Their nimbleness, 
agility and higher risk appetite is helping them make the most of the 
downturn. Many among the 30 smes that made it to the final round of 
our selection are acquiring companies around the world and are set to 
double and treble their turnovers in the next two to three years. Get a 
taste of their infectious enthusiasm between pages 80 and 98. 

Actually. the divide isn't 
between small and big 
businesses—it is between 
smart and non-smart 
businesses. A smart 
business, however small. 
will grow big and outlive 
several downturns, One 
such smart entrepreneur 
is on our cover this issue. 
Uday Kotak's journey 
from bill discounting in 
1984 to creator of a 
financial conglomerate with a market value of close to Rs 20,000 crore is 
one example of running a smart business (pg 52). That he carved out a space 
for himself in a market dominated by some of the biggest Indian and foreign 
financial institutions proves that a smart entrepreneur can spot and exploit 
opportunities in any market. It's another matter, though, that the next few 
years will test Kotak's ability to transform himself from being a hands-on 
leader into a broad strategist and let the institution he created thrive and 
grow out of his shadows. Several first-generation entrepreneurs find this 
difficult to implement. 

One good example—though in a different context—is Nandan Nilekani. 
N.R. Narayana Murthy's article (pg 46) tells us why Nandan was always 
keen on working for the country, even as far back as in 1989. You don't 
have to own a business to do what entrepreneurs do. Zubair Ahmed of csk 
India proves this (pg 72). And, for a most unique business initiative hot 


from the God's Own Country, turn to pg 134. 
ROHIT SARAN 
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At YES BANK, we have gone the last mile to deliver the finest Banking Experience across all our 

branches. Right from RFID & Wi-Fi enabled branches, customer-friendly YES for YOU helpdesks, uniquely 

designed Knowledge Cafés, efficient Business Lounges to dedicated Relationship Managers, a comprehensive 

product suite and world-class ATMs, we have spared no effort in offering you a superior service 
Years 


experience. Walk-in to any of our |17 branches, today! 
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Going for Broke 


This issue's cover story looks close and hard at Budget 2009-10, analysing the risks 
and ramifications involved in the FM's gambit for growth. Read about the impact on 
various key sectors apart from an exclusive interview with the Finance Secretary. 
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growing imports from China may 

be helping the Indian industry and 
the economy. Expanding Sino-Indian 
trade relations could be beneficial 

for both nations. 


UTILITY AND LEISURE 


JOBS 

121 Walk on Splinters to 

Be Employable 

‘Employability’ is the next big market 
for the new-age education players. 
And there are no full stops here. 


MONEY 
130 Post-Budget Game Plan 


133 One SIP at a Time 


PERSONAL TECHNOLOGY 

140 Finally, a Navigator That Works! 
Check out MapMyiIndia's new 
Personal Navigation Device, first 

of its kind in India. 


BOOKS 

143 Is Your Company Dying? 
How the Mighty Fall charts the 
demise of big companies and finds 
that in most cases indisciplined 
growth, and big bets without 
empirical validation are culprits. 


SMART EXECUTIVE 

144 The Power of Feedback 
Effective critiques can go a long way 
in changing the face of organisations. 


QUIZ 
145 Bid: Get the quiz right to win 
a subscription of Business Today. 


PPP 
146 Focus on people, products, 
places in news. 


Leaderspeak 


148 Venu Srinivasan, CMD, TVS 
Motor Company. 
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READERS’ FORUM 


The FM's Fix 


Clarification 


Pranab Mukherjee's Budget shows a lack of appreciation With reference to a story titled Why Are 


for the principles of both capitalism and socialism (Br cover, 
July 26). He forgets that one needs capitalism to finance 


They Selling (Br, dated July 26), the focus 
of the story was on the sale of holdings 
by top executives of various companies. 


socialism. Capitalism is the unequal distribution of wealth. There is no implication that the 
socialism is the equal distribution of poverty. By opting eminent personalities, mentioned in the 
to spend big on public schemes, the FM seems to have story. have offloaded their stakes as they 


opted for the latter. a. Mathur, from et online Scrapbook 


Budget Posers 

Unlike the previous Budgets, this Budget 
raises more questions than it answers. 
While I have no beef with government 
financing of big social schemes, I won- 
der whether deficit spending is good for fis- 
cal management. What also surprises me 
is why in spite of such a good mandate the 
FM has been so shy to declare definite 
measures to pump prime the economy? 
Amitabh Varma, from er online Scrapbook 


An Aam Aadmi's Budget 


Spending on social schemes by running a 


fiscal delicit may not be such a bad thing if 


the government monitors its spending pro- 
gramme well. What 1 like particularly 
about this Budget tabled by Finance 
Minister Pranab Mukherjee is the fact that 
it keeps the aam aadmi at the centre of all 
programmes and schemes. 


Rustam, from wr online Scrapbook 


The City Chromosome 















are privy to inside information. 
Also, Renu Sud Karnad's correct designa- 
tion is Joint Managing Director, nore, 


Make NREGS Transparent 


In A Bolero Scheme (ar, July 26). you have 
rightly pointed to the recs’ shortcomings 
as well as its potential to turn around 
the lives of the rural unemployed. In 
order to reap the maximum gains from 
the scheme, it is important that NREGS is 
implemented transparently. Otherwise, 
cases like those of Barrai and Bhojpur 
villages will become one too many. 

Bal Govind, through e-mail 


EEG tU 


Best Cities to Live, Work and Play (sr, June 28) was cot npletely off the mark. 
How could you gloss over Gurgaon's weaknesses so completely? The city 


has 4-5 hours of power outages daily and public transport is non-existent. 
As far as the fun element is concerned, your reporters should venture out 


: BT Scrapbook 


l ; Soto" - D React to articles in B7 

in the night and ask women whether they find it safe to travel without : Suggest story ideas 

an escort. A few fancy high rises does not a city make. A closer under- ; DShare your experience as consumer or SME 
standing of cities like Mumbai and Kolkata would've helped to draw your . DSee what others have to say on our stories 


conclusions better. 
Ajay Rao, through e-mail 
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The first phase of the government's employment exchange 
portal project is set to roll out in a year. sauwva BHATTACHARYA 


hen Finance Minister Pranab Mukherjee was 
delineating the future of employment exchanges 
in India in his Budget speech on July 6, 2009, 
the project to modernise employment exchanges had 
already started taking shape. As you read this. the man- 
darins in the ministry of labour and employment are 
busy poring over the report that details the basic tech- 
nology and solution architecture along with the com- 
mercial aspects of the project. This report was submitted 
to the government in second week of July, according to 








officials who did not wish to be named. 

The em in his speech had announced the moderni- 
sation of employment exchanges in Public Private 
Partnership (PPP) so that job seekers can register on- 
line and approach any employment exchange across 
India. Under the project, a national web portal with 
common software will be developed. This will contain all 
the data regarding availability of skilled persons as well 
as requirements of such skilled people by the industry. 

Says Manish Sabharwal, Chairm ; 








an of staffing firm 


















SURF MORE 
TO BE PRODUCTIVE 








Workers who 
tweet or visit 
social networking 

: sites at work are 9% 
more productive than those 
who don't, according to a 
study by Prof. Brent Coker at 
the University of Melbourne. 


SAREE REO TR RESET ERROR 


9% 


Peete 





The study warns that 


' spend more than 


20% of their time do- 
ing “workplace Internet 


leisure browsing or WILB". 

But why are such people more 
productive? People apparently 
need quick breaks in order to 
maintain a high level of 
concentration at work. 





TeamLease Services: “I think the 
modernisation of employment ex- 
changes is an overdue idea. The ge- 
ography of work in India is skewed 
and of the three problems in our labour 
market (matching, mismatch and 
pipeline) this (matching) is the low- 
est hanging fruit.” 

The matching problem (connecting 
a worthy candidate to an available 
job) sabotages efficient and effective 
labour migration for better opportu- 
nities and the emergence of a single 
Indian labour market, he says. 
According to the Employment 
Exchange Statistics 2008 report, 968 
employment exchanges in India had 
placed just 2.64 lakh job-seekers out of 
almost 4 crore people registered 
with them. 

The seeds of the new project were 
sown with the award of a contract to 
National Institute for Smart 

;overnment (Nisc), Hyderabad, in 
October 2008, to make an assessment 
of how employment exchanges can 
be computerised. nisc conducted a pi- 
lot study in consultation with the min- 
istry in January and February 2009 on 
the prevailing employment exchange 
structures in five states— Haryana, 
Rajasthan, Orissa, Assam and Andhra 
Pradesh. The main objective was to 
identify existing gaps in four areas, 
namely people. processes, technology 
and infrastructure. 

in the first phase of the project, 
employment exchanges in these five 
states will go online in the next 12 
months. It will entail an estimated in- 
vestment of Rs 500 crore, though the 
figure can vary according to the proj- 
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WHAT: A national portal that will 
contain all the data on employment 


LEVEL OF PREPAREDNESS: 
First phase of planning and 
conceptualisation completed 


WHAT NEXT: Identification of 
implementation agency 


FIRST PHASE: To roll out in five 
states in a year 


APPROXIMATE INVESTMENT: 
Rs 500 crore in the first phase 


TIMEFRAME: Three years, 
for a national roll out 


ect model selected. The government 
is now looking at a 36-month target for 
the nationwide roll out. Government 
sources say there will be one national 
employment exchange portal and a 
portal apiece for each of the states. All 
the portals will be interlinked. 

Of course, the project is not without 
its fair share of challenges. For starters, 
some states have expressed reserva- 
tions about the feasibility of the model, 
The biggest trial, however, will be 
execution. Sabharwal points out: 
“There are some important lessons 
from the current rPPs operating for 
Industrial Training Institutes. True 
accountability for a private partner 
can only happen with empowerment 
because today private partners have 
many alibis for non-performance: 
no freedom to hire, fire or set salaries 
and no permission to spend more 
than Rs 850 without state govt appr- 
oval being just some of them." 


What the dictionary says: 


The word is listed in the Oxford English Dictionary as meaning: 
"to provide someone with an incentive for doing something". 









Time for bloggers such as the 
'fakeiplplayer' to exercise some caution. 
recent ruling by a British court has allowed 
The Times newspaper to unmask the identity 
of an award-winning blogger who was ear- 
lier just known as "Night Jack---An English Detective.” A popular blog, it 
chronicles the life of an unnamed police officer in an English town and 
talks about how officers struggle with police bureaucracy. Night Jack also 
won the prestigious Orwell prize for political writing. But recently, The 
Times did some sleuthing to reveal his real identity—detective constable 
Richard Horton of Lancashire Police. 
A blogger's privacy: Horton's lawyers argued that bloggers would be 
“horrified” if their anonymity wasn't safeguarded. They also pleaded on 
grounds of "public interest” as the blog contains opinions on many socio- 


political issues relating to the police and the administration of justi 
2 \ 
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ce 
Why it was shot down: The judge. however. ruled that blogging was 
“essentially a public activity." and confidentiality of identities was not 
legally protected, adding that people were entitled to decide whether 
officers should communicate such matters publicly. 

The upshot: Lawyers in the vx believe this judgment may have a chilling 
effect on bloggers. Legal experts in India agree. According to Anuradha 
Salhotra, partner, us, the principles talked about in the British case are the 
same as those enunciated by the Supreme Court of India in its interpreta- 
tion of the Right to Privacy under Article 21 of the Constitution, which 
protects the personal intimacies of the home. family, marriage. mother- 
hood etc., from being made public without consent. The disclosure of the 
blogger's identity is not a violation of either of these rights and so it is open 
to a similar judgment in India, she feels 











SHAMNI PANDE 





How its used: However, it's a word that's come to be hated because more 
often than not it means "you are going to get nothing this year..." Consider this 
statement from Naresh Wadhwa, President & Country Manager~Iindia and 
SAARC, Cisco, to a national business newspaper: ‘For India to lead the global 
economy, the need of the hour is to incentivise investments." Nice wordplay, 
but couldn't it be made simpler? 

What to say instead: It's simpler to say: “we need to attract investments 
by providing incentives." Sometimes a shorter sentence is not the best answer. 








FOCUS-ADVERTISING 


Most Watched Ads 


In June 2009 


Pure It Water Purifiers Airtel Cellular Phone Service 


GRPs 
1,328 ou may have loved these ads or 
hated them—but chances are 
that you spent much of your tv 
watching hours looking at these 
ads as you munched on popcorn. 
Business Today in association with 
TAM People Meter System has come 
up with a first-of-its-kind list of 
Seconds on air: 5,59,305 "India's most watched ads on tele- 
vision" based on Gross Rating 
Points (GRPs). The BT-TAM track for 
each month will appear in every 
alternate issue of gT from now on. 
The duration for all ads has 
been normalised to 30 seconds and 
the total airing time has also been 
factored in. cRP is a shorthand 
measure ofthe total exposure an 
Seconds on air. 310,205 advertiser buys from rv networks. 
GRPs There are many viewpoints on 
790.9 having it as a metric of measuring 





Sun Direct GRPs Clinic All Clear Tech Soft GRPs 
001 





Seconds on air: 247,915 


Nirma Hero Honda Motorcycles 


GRPs 
934.2 
effectiveness of an ad—which we 
recorded in our July 12, 2009 issue. 
But then this is a currency that no 
advertiser dares to ignore. 

SHAMNI PANDE 


JU | THE OTHER FIFTEEN 
n CUTS — SMS 00 OM 





Fair & Lovely Multivitamin an 11 Colgate Dental Cream 669 
12 TVS Scooty Streak 661 
13 Lifebuoy Total 622 
14 Colgate Max Fresh Gel 620 
15 Horlicks 613 
16 Boost 612 
17 Dettol 





18 Honda Jazz 
19 Dove Shampoo 


604 
591 
581 
Reliance Mobile GRPs Liril 2000 GRPs 20 Dish TV 580 
Mm 21 Cadbury's Dairy Milk Chocolate 513 

504 

504 

496 

494 





Seconds on air: 2,32. 775 


22 Pepsodent Germicheck Plus 
23 Complan 

24 Dettol Cool Soap 

25 Cadbury's Bournvita Plus Plus 


Source: TAM People Meter System 
All india C$ 4«Yrs GRP normalised to 30 secs 
June 2009 To see ad duration, visit www.businesstoday.in 
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‘Bottom-of-the-pyramid’ Indians 
own more cellphones than radios 
since they find it better suited for 
both work and play, finds a study. 































The proverbial “two square meals” a day 
continue to elude them, but the poor in India 
are determined to stay connected, And so, they 
are buying more mobile phones than ever, 
knocking the radio off popularity charts. 

A study by LiRNgEasia, a Sri Lanka-based 
information and communication technology 
(ict) policy and regulation capacity-building 
organisation, found that of 100 bottom-ol- 
the-pyramid (nor) households in India, 50 had 
rvs, 38 had phones and only 28 had radios 

“A mobile gives you information when 
vou want it, where you want it, It's with you. 
If vou think à farmer, who wants to know the 
price of sugarcane. is getting it while he's in his 
tractor, definitely the mobile is superior in that 
way." Rohan Samarajiva, CEO of LIRNEasia, 
said, explaining the phenomenon. 

That most poor Indians agree with this 
explanation is evident in the study. Asked by 
the LIRNEasia team "Do you use it (the mobile) 
for business purposes at least once a day?". 


70 per cent poor Indians said “yes”. 


TiluaN va ATTIC 


DHIMAN CHATTOPADHYAY 


D € 








Energy Boosts 
for the FM 


2 WHO Hydro power major Second-largest oil & gas co. 
nergy sector public sector units— s ; 70 
NHPC and Oil India—are preparing IMPORTANCE Provides 3% of India's total power Provides 9% of crude; 7% of nat. gas 
to list their shares on Indian stock FRESH EQUITY | 10% 11% 
exchanges. The fresh issue of equity GOVT OFFLOADING 5% 10% 
will also be accompanied by offloading GOVT SELLS T CH IPO Stake sale to oil PSUs 
of stock by the government of India, 
netting a neat pile for the finance GOVT GETS | Rs 560 crore Rs 1,294 crore 
ministry. In fact, this process alone can COMPANY GETS Rs 1,120 crore Rs 1,300-1,400 crore 
garner Rs 1,854 crore forthe govern- corsa Ankers Enam, Kotak, SBI Cap, Karvy JM, Morg Stan, Citi, HSBC 
ment. Though how much ofit actually ~ E i 
reaches the government coffers will GOVT STAKE AFTER ISSUE 86% 18% 
depend on what happens to the ISSUE EXPECTED IN | August 2009 September 2009 
National Investment Fund (NIF) where TURNOVER FOR 2008-09 Rs 2,562 crore Rs 8,137 crore 
all disinvestment procurements are - : Re 2 161 
currently supposed to go. NET PROFIT 2008-09 — Rs 1,050 crore s 2,161 crore 
SUMAN LAYAK . NO. OF NEW SHARES 1.11 billion 2.64 million 


Source: Company & 'DRHP’ with SEBI 


- 
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Is in your hands. 


Today the environment faces a growing threat from toxic electronic waste. Improper recycling and 
disposal of e-waste create health and environmental hazards for all of us. And this is where you can 
make a change. 


Join hands with Hewlett-Packard to spread greater awareness about the hazards of e-waste and the 
importance of safe recycling practices. Act now! Each one of us can make a difference. 


Here’s how you can do your bit: 
Go to www.greenovation.in today and take a pledge to recycle e-waste responsibly 
For every pledge you take, HP will contribute Rs. 50* to an NGO working in the environment space 


As a company that eco-innovales across all aspects of the business — from responsible operations 
to sustainable product design and product reuse/recycling services - HP helps you go green. 
Call 1800 425 4999 to find a collection center close to you where you can drop off your HP 
end-of-life products for safe disposal 


Visit www.greenovation.in today! 


"TEC apply 





SMS 'greenovationl' to 5/007 
now and take the pledge to 
recycle responsibly. 


To be a Greenovator OR not, 
is the question. The choice is in 
your hands. 





FOCUS 





Indians and Chinese are an anxious lot, but it's 
not the slowdown that's got them worried, 
finds JWT's recent "Anxiety Index" study on 
consumer concerns. 


INDIANS said they 
suffered from anxiety 
Key cause: Security 
and terrorism 





Respondents in 
CHINA said 
they were 
concerned 
about drinking 
poisoned milk 





he world may be sweating about the economii 
slowdown, but Indians and Chinese, it seems, 
more concerned about drinking poisoned mill 
being shot at by terrorists. In China, fo 
5 per cent of the respondents, in a year-long stud, 
conducted by JwT on anxiety levels across the ' 
said the state of the global economy worried tl 
The comparable numbers for Japan and the Us wert 
90 and 79, respectively 


So. what does it take to scare a Chinese: Over 51 


per cent of respondents in the study said lood salety 
was their biggest anxiety, not surprising considerinj 


the 2008 milk scandal. which affected 300,0! 
people in the country 

India by comparison is an anxious nation ( /4 pi 
cent admitted thev suffered from anxiety). But agai 
it's not the slowdown that's to blame. Indians were 
most worried about security and terrorism, wit 
terror attacks across Indian metros in recent 

And while the economic crisis has had some im 
pact on purchasing habits in both countrie: 
20 per cent of Indians said they had failed to gi 
their cellphone addiction and had recently upgraded 


their phone—to a more expensive model at that. (9 


hey are moving the earth to ensure residents of 
smaller Indian towns, who may not want to dish 
out Rs 10 or 15 for a ticket, can also hop on to the 
metro rail map. Engineers at nEML, formerly known as 
Bharat Earth Movers ltd., are designing "low-cost coaches" 
for metro services in tier-I and tier-1H cities. The pst is all 
set to roll out the coaches. each costing around Rs 6 crore 
as against Rs 11 crore for a regular metro coach. 
“The final designs are ready and we have submitted a 
proposal to the Urban Development Ministry for its app- 


Can Maytas Stay Afloat? 


COST 


Rs 6crore 


LENGTH 


21 metres 


CAPACITY 


1,000 persons 


in a 3-car train 


indigenous 
steel, electrical 
and electronic 
system 


AC without 
heating system 


Technology 
developed by BEML 





SHEKHAR GHOSH 
roval and placement of prototype orders for a set of four 
cars, We are hopeful the ministry will support our R&D 
initiatives in larger national interest," says V.RS. 
Natarajan, CMD, BEML, 

The pst bosses, however, are not willing to 
reveal too many details as yet. Explains Natarajan: "We 
have used indigenous products as against imported steel 
and electrical systems in high-end coaches. However, 
there has been no compromise on quality." 

K.R. BALASUBRAMANYAM 


ust when it needed all the luck to stay afloat, Maytas Infra, 
the infrastructure development company promoted by 
the Ramalinga Raju family, has lost one of its biggest as- 
signments-——the Rs 12.000-crore 
Hyderabad Metro Rail project —after 
failing to fulfil its contractual obliga- 
tions of either achieving financial closure 
or submitting a bank guarantee of Rs 240 crore by March 17. 








So, can Maytas stay afloat? Government-appointed board : debt restructuri 
member and company Chairman K Ramalingam is hopeful package wherein 

3 4p oq z. 7 Pesos > 3YAf ] ey ow oy uie a XC EN D» A bankers are to pay Sarna E 
when he says: "We are now in a stable position to execute the nu E A 

DAE "a ‘Rs 100 crore as working 
projects,” However, it's likely that Maytas would need more than capital and provide — 
just good execution skills to stay afloat. Rs 200 crore as bank = 
E. KUMAR SHARMA guarantee, 
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India's Most Dependable India's Most Dependable 
Entry Midsize Car, 2009" Sports Utility Vehicle, 2009* 


The J.D.Power Asia Pacific 2009 India Vehicle Dependability Study ranks the Ford Ik 
entry midsize car and the Ford Endeavour as India's most dependable SUV. So nq 
Ford Ikon or Ford Endeavour, you can be sure that you are driving a vehicle that y 








E Ou 


dds v/s evens. — 


Fi E 





The symbol of 
dependability 


dia's most dependable 
ytime you step into a 
ruly depend on. 


Make Every Day Exciting 





FOCUS-BT POLL 





Will the introduction 
of several non-stop 
AC trains affect 


s low-cost airlines? 





Results of 87 Online poll: No. of respondents: 351 


| In India, so-called low-cost 
| carriers are unable to 
operate as LCC because of 
taxes and fuel costs. Since 
air travel duration is on 
average 5-6 hrs, including 
check-in and the ride to the 
airport, if AC trains offer 
point-to-point travel of 
12-14 hours at Rs 2,500, 
they may affect LCCs. 








Ram Badrinathan, 
General Manager (Asia 


Pacific), PhoCusWright 






A: | 
NN E 


As far as AC trains are 
concerned, Indian Railways 
has not been able to cater 

to the growing 
passenger base. Perhaps 
within a range of 300 km, 
people may prefer non 
stop AC trains. However, 
beyond that, travellers 
would still prefer to fly. 


Deep Kaira, 
Founder & CEO, 
MakeMyTrip.com 





Next poll question for you: Have real estate prices reached the 
lowest since 2005, making it a good time to buy a house? Log on 
to www.businesstoday.in to cast your vote 


Compiled by Manu Kaushik 


14, Can't Say 





qu India's Urban Fiascos 


Urban development expert Jeb Brugmann 
talks to Rajiv Rao on his new book "Welcome 
to the Urban Revolution". Excerpts: 






What is the gist of your book? 

Let me talk about it in context to India. In the next 

35 years, India will transition from being 70 per cent 
rural to 50 per cent urban. Reality is, the majority of 
Indians does not have any institutional or capital 
support to find housing in cities. They do what they 

can on a cash basis within an informal criminal context. 


Why is this the case? 

India suffers from a post-colonial hangover where 
centuries-old legacy of urban development are ignored. 
Plus, there are no pathways where citizens at all eco- 
nomic levels can participate in building cities. Countries 
that develop this way cannot be stable societies. 


So, what indigenous models should we rely on? 

The “Chowk”"—a street or crossroad that functions as a 
residential or commercial service core—has proven to 
be a resilient form of urban development. We should 
upgrade and renew the chowk instead of tearing it down 


Who has done it well? 

Brazil, | would say. In the last decade, Rio decided not to 
clear its lums—which like Dharavi have a complex eco- 
system. City departments, including a water team, and an 
electricity unit, went from one favela to another creating 
a set of customised infrastructure solutions for residents. 


( For full version log on to www.businesstodag.in) 
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FOCUS-WELL SAID 







"They (the Chinese youth) actually like foreign 
brands. They view foreign brands as a mark ol 
safety. They view Pepsi as an aspirational brand" 


Chairman & CEO, PepsiCo, in BusinessWeek online 


“The reality of the 
new normal is l 
sinking in. You run f; ` 
your Inventories AE" 


QU 


tight. Credit is not — 
readily available. X 
CEOs have adapted’ NC 


(EO, Gode, on the worst of thy | 
KHUN Th FINI HON UMII TRIN TT. rol tin TT r 
> INIO 


“People often think too simplistically about new 
energy technology. Historically, it has taken decades 
for new primary energy sources, like nuclear and 
biofuels, to obtain a 1% share of the global market 
following commercial introduction” 


CEO, Royal Dutch Shell, world's richest company, talking about new tech, to Fortune 








“The airline 

business is a very, 

very tough one. 

I don't think it was 

the right business ? 
to have gotten into” | 


Chairman, Bombay Dyeing, talking about 4 
the beleaquered GoAir, to ET NOW 





“Borrowers will not have to pay higher interest rate v 
for their loan and the private sector will not be 
crowded out for the government borrowing” 


Finance Minister, on why the pvt. sector shouldn't be worried, to The Financial Express 
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It's rough out there. Economic realities are 
daunting. And yet, as with every competitive 
challenge, some businesses will respond 
proactively and effectively, while others are 


left behind. The winners will be those who 


It's not a setback. It's a test. 


act quickly, make the right decisions and 
execute them flawlessly. From our work with 
the world's most successful companies — 
through up cycles and down — Accenture has 
developed the unique perspective and broad 
capabilities to help you come out on top. 
At a time when it's tougher than ever to be 
a Tiger, it's even more important to know what 


it takes. Talk to us to see how we can help. 


> 
Ps OP accenture 


. Consulting « Technology « Outsourcing High performance. Delivered. 





FOCUS-FLASHBACK 


A CHRONOLOGY OF: EXCISE DUTY RATES ON MOTOR CARS 


A Taxing Drive 


Did you know that buying an Amby was once considered ‘‘conspicu- 
ous consumption" and the excise on cars was as high as 6096? 





An idea Is Born: The Maruti 
Suzuki era begins, and so 
does the government's 
awareness of tax possibili- 
ties. In Budget 1983-84, 
Finance Minister Pranab 
Mukherjee converts the 
excise structure for cars to 
an ad valorem-cum-specific 
rate, based on engine 
capacity and fuel used. 


Declassified: Fuel-efficient 
cars? Enough! Tax every 
car equally at 35 per cent, 
says FM, SB Chavan. The 
revenues raised? A 
majestic Rs 100 crore. 
Today that will fetch 

just 20 Maybachs. 





Finance Minister Jaswant 
Singh is sick of the multi- 
plicity of rates. Taxes 

on cars come down from 
32 to 24 per cent. 


Small Is Cool: Taxes on 
small cars are lowered to 
12 per cent. Government 
creates a slab of 24 per 
cent plus a flat Rs 15k for 
cars and MUVs between 
1500cc and 1999cc. 


Cars Classified: FM, V.P. 
Singh, hikes duties on 
fuel-efficient and non- 
fuel-efficient cars to a 
total of 25 per cent and 
35 per cent, respectively. 





Tax'em All: You want a car, 
a fridge and an AC? 

That's "conspicuous 
consumption". FM 
Manmohan Singh raises 
tax on cars to 60 per cent. 





Car Tiers: New FM, P. 
Chidambaram, discovers 
excise rates on cars are 
"not in consonance"with 
accepted norms. Cars 
taxed at 40 per cent and 
MUVs at 20 per cent. 


Good Tidings: Yashwant 
Sinha reduces special 
excise on cars. Total 
duty is 32 per cent. 
Cars and aerated drinks 
are in the same class! 





Buy Buy: Rates are 
lowered further to 8, 10 and 
20 per cent. Taxes on cars 
above 2000cc lowered. 


COMPILED BY SOMNATH DASGUPTA 





Will He Reap? 

Business Today, 

August 15, 2004 

With rains playing truant, experts 
predict zero growth in agriculture 
this year. But it's not just the 
farmers who'll suffer. 


With rains showing no signs of 
hitting India, the country may be 
heading into its second year of 
drought in a span of three years. 
And more than anybody else, it is the 
Congress-led UPA government that 
should know what a drought could 
do to its political prospects... 

Even if the rains fail, the GDP may 
still grow at around 6 per cent, 
thanks to the robust growth in 
services and manufacturing. But 
for millions of poor farmers, life will 
get a whole lot tougher. And so 

will it for the UPA government. 


ASHISH GUPTA 





Post Script: /t's déjà vu time for 
UPA-II. Five years ago, their coming 
to power coincided with a bad 
monsoon. Will it be the same story 
in 2009? We will keep you updated. 
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Fhe Leela Palace Kempinski Udaipur 


The land of the Mewar royals has a new luxury address, The Leela Palace K« mpinski | Idaipur. Surrounde d 
by the lush Aravallis, all rooms of this boutique hotel are set on the waterfront of Lake Pichola. Th« 


ensemble of intricate Rajasthani craftsmanship and modern amenities makes it a unique palace experienc: 


The well-appointed meeting rooms also make the hotel a perfect venue to host high pr: file meetings 


Special inaugural offer: 2 nights stay for a ci uple at The Leela Palace Kempinski Udaipur foi Rs 27,000" 


«a 
THE LEELA PALACE 


KEMPINSKI 
*Conditions apply 


Fol reservations call: Toll free no. 1800 222 


Kempinski A global hotel alliance Jõepere v7 


Ç mail: Ct ntral reservationsia@ the lee la.con 





FOCUS-INTERVIEW 








“99.9% Talk About Leadership 
Pipeline. Only 19/o Do It"' 


India is inherently strong in human capital, but succession planning is not 
high on India Inc.'s agenda, Cheryl Buxton, Global Managing Director, Client 
Services, Korn/Ferry International, tells Saumya Bhattacharya. Excerpts: 


How prepared is India Inc., in terms of 
leadership pipeline? 

Almost 99.9 per cent talk about leadership 
pipeline. Only one per cent do it globally. 
In India, it may be worse because due to 
growth, organisations do not have time 

to talk planning. 


What are the fallouts? 

Well, 90 per cent of managers think they 
are among the top 10 per cent of the 
performers. You have to tell a lot of 
individuals they are not as good as they 
think they are. The fallout is you may lose 
talent in the short term. but succession 
planning is a long-term investment. 


What are the challenges for Indian companies 
in succession planning? 

Fast growth, disconnect and lack of 
understanding of issues from outside the 
MNC headquarters are big hurdles, 
Organisations do not know what they 

are looking for. They mix up high potential 
with high performers. Just because 
somebody is the best sales manager does 
not mean they will be great general 
managers. In high growth markets such 
as India, you have to promote people who 
are probably 60 per cent ready. But, if vou 
compare that with the us or Europe, they 
will never promote someone who isn't 

80 per cent ready. 





MONEY SHARMA 


NUMBERS 70% 37 Rs 1.75 lakh cr 


OF NOT E The percentage The number of Chinese Amount shelled out by 
of Kodak's revenue companies in the 2009 Corporate India in 2007-08 
that comes from Fortune 500 list, up from as taxes, including corporate tax 
| kh the sale of just 6 in 1998. They and fringe benefit tax. For the 
1.7 d digital photo gear. account for 7% of the purpose of estimating the tax 
The number of Kodachrome (film $25.2 trillion revenue of expenditure, data pertaining to 
vacancies in Indian rolls) accounts for all the 500 companies put 4,10,451 companies with a total 
Railways, according less than 0.01% of together in 2008. India income of Rs 4,79,898 crore 
to Railways Minister Kodak's $9.4 has 7 companies in the during 2007-08 was analysed 
Mamata Banerjee billion revenue list, 5 of them PSUs in the Budget for 2009-10 
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EX 


INDIAN ENERGY EXCHANGE 
India's 1st Power Exchange 


(Approved & Regulated by CERC) 





On successful completion of one year operations of 
India’s first power exchange 


THANK YOU 


for your support 


Shri Sushilkumar Shinde 


Hon'ble Union Minister of Power 
Government of India 


Shri Bharatsinh Solanki 


Hon'ble Union Minister of State for Power 
Government of India 


Ministry of Power, Government of India 
Central Electricity Regulatory Commission (CERC) 
Central Electricity Authority (CEA) 
Members, Clients, Shareholders & Well-Wishers 








Milestones of IEX 











Over 37,35,000 Mwh 150 members & Covering 23 Electricity traded 
electricity traded in clients with 90% States & on 100% of the 
first year market share” 3 Union Territories | days in the year 
————— — — Promoters of IEX — — 
A Financial 
Technologies 
eating Markets. Unlocking Value oL, — 
—— Joint Equity Partners 
a » a 
E f JIG 
IDFC 3. em REC LANCE | m 
ADANI JINDAL POWER LIMITED eara we 


Respective brands belong to respective companies / in alphabetical order 





Financial Technologies Group (FTG) is creating one of the world's largest 
networks of 10 exchanges under 10 different Regulators, contributing to the 
development of some of the fastest growing economies from Africa to Asia. 


Think Exchange, Think FTG 


www.ftindia.com www.iexindia.com 


FOCUS-GRAPHITI 


DEFICIT 


If the spike in India's 
deficit looks less 
worrisome compared to 
the US, that's because the 
state's deficit isn't added 
to the 6.8% figure. 











BETTING 
BIG ON BIG 
GOVERNMENT 


Going on a spending spree 
when your key sources of 
Income are actually shrinking 
is outright foolish. But not 
when governments do it and 
certainly not when they do it 
to fight slackening demand. 
Here are a few measures of how 
governments in India and the US 
are bloating to keep their 





economies afloat. 
The double-barrelled attack on Government's extravagance should How is it that deficit doubles and yet debt 
slowdown means taxes are cut even mean more money for households-to doesn't rise? Government hopes to print 
as spending increases-in the US even save and to spend. That will eventually notes-and not borrow-to fund a large 
more so than in India. raise tax revenues, too. part of the deficit. 
27.4 94.4 
17.7 


15.5 


60.5 60 


17.23 
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82008 E2009 All figures are percentage of GDP source: Indian Budget documents and US Congressional Budget Office estimates 








XPERIISE 
eI CEPS OSEE 
TOUGH TIMES. 


# 1 Private Bank-Domestic 


# 2 Private Bank- Overall 
Private WEALTH MANAGEMENT 





FOCUS 


Sesa Goa, a subsidiary of Vedanta Resources, has acquired 
100 per cent shares of VS Dempo & Co., from Goa's Dempo 
Group, for Rs 1,750 crore, on a debt-free and cash-free 
basis. As part of the deal, Sesa Goa will acquire Dempo's 
iron ore mining assets, including mining leases, mining 





rights and related infrastructure in Goa. 
TARGET ACQUIRER/ INDUSTRY TYPE gen — 
VS Dempo & Co. Sesa Goa/Metals & Mining Acquisition 
Elel Hotels and Investments Indian Hotels Co./Real Estate, Hospitality, Construction Acquisition 
Great Offshore ABG Shipyard/Oil & Gas Investment 
Asiana Hotels and Resorts Banyan Fund Management/Real Estate, Hospitality, Construction Private Equity 
Cura Risk Management Software Softpro Systems/Technology Acquisition 
Parsvnath Landmark Developers Red Fort Capital/Real Estate, Hospitality, Construction Private Equity 
LICMF Asset Management Unknown buyer /Financial Services Investment 
and LICMF Trustee 
Bacardi Martini India Bacardi/Retail & Consumer Products Acquisition 
SKS Microfinance Bajaj Allianz Life Insurance/Financial Services Acquisition 
Dutch Lanka Trailer Manufacturers © TRF/Automotives Acquisition 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other secondary research. 
Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not undertake any responsibility in 
regard to any such decision Includes only M&A, private equity and brand sale transactions  *As on July 8, 2009 Not a complete list 


“We Have Doubled Our Staff Strength Recently" 


Nasdag-listed Corporate Executive Board MD Shaurav Sen tells Shalini S. Dagar 


about the issues facing India Inc. and CEB's plans for India. Excerpts: 


What advice do you give to Indian 
companies acquiring overseas? 
First, we tell them not to under- 
estimate the integration 
challenge—especially the softer side 
that has to do with people and cul- 
ture issues. They have to ensure all 
corporate functions (not just fi- 
nance) are involved with this 
process as early as possible. Finally, 
one should be willing to learn from 
the company you are acquiring. 


How does CEB differentiate itself 
from the consulting firms? 

Our shared cost model ensures 
value-for-money to our clients. We 


don't charge for customised engage- 
ments since over 80 per cent client 
problems are not unique in nature 
and hence don't require customised 
solutions. We teach our customers 
what works so they don't reinvent 
the wheel. Unlike consulting, where 
key skills and capabilities typically 
"go with the consultant" when their 
assignment ends, we build our 
client's capabilities. 


What are your plans for India? 
We want to offer a smart alternative 
to high-end business advisory serv- 
ices in this country by exposing 
Indian cxos to a global network of 





their peers. We plan to build our net- 
work of blue chip clients in India. In 
terms of staffing, we have recently 
doubled our India strength to almost 
200 and I won't be surprised if we 
continue this trend in the near term. 


VINHVHS A3NOIN 


INGENIEUR 





SCHAFFHAUSEN 
SINCE 1868 


"You may kiss now.” 
Big Ingenieur Chronograph. Ref. 3784: This watch takes any honeymoon in It: 
stride. Because it has a rugged stainless-steel case to protect its valuable contents novernent (figure) | Flyback funct cm 


a mechanical IMC-manufactured chronograph movement with a column wheel 





and double-pawl winding. The tachymeter scale and the watch-in-watch display vsten ite dispia 
are safely protected by the sapphire glass. 50 all you have to do now IS explain to apphire 9 apphin 
your wife why you're happiest travelling with your watch. IWC. Engineered for men. ter-resist 
IWC SCHAFFHAUSEN BOUTIQUES: 202 Upper Ground Emporio Mall Nelson Mandela Marg New De dia Phont f 
New Delhi - Johnson Watch Company, E-71, South Extension Part-1, Phone: +91 11 2464 2255 / 2464 
Johnson & Company, C-16, Connaught Place, 10001, Phone: «91 11 4151 3121 / 2341 8935 
Mumbai - Beyond Luxury, Shop # 6 & 6A, Tirupati Apts, Bhulabhai Desai Road, Mumbai - 400 026 Phone 22. 
Ethos, G-27, 28, 39, Ground Floor - CR2 Mail, Backbay Heclimation, Nariman Point - Mumba 100021. Phone 
Galleria Leela, The Leela Palace, Airport Road, 560001, Phone: «81 99 001 t Q1 RO 41 
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INDIAN READERSHIP SURVEY R1 2009 OFFICIALL 
PUBLICATION DAINIK JAGRAN IS HIGHER THAN 


Publication Group TR 

Fig in 000s 
Dainik Jagran | 54583 
Bhaskar Group 40984 


Times Group | 33936 


| HT Media 33361 | 


Source: ‘IRS 2009 R1(TR) 





TATES THAT THE READERSHIP OF A SINGLE 
READERSHIP OF OTHER PUBLICATION GROUPS. 


Dainik Jagran 


11 STATES. 36 EDITIONS. 5.5 CRORE READERS. 





OPINION-AVIATION 


RAVINDRA GUPTA 


FORMER CIVIL AVIATION SECRETARY 





Air India 


irline business globally is under severe 
strain. Very few airlines are able to keep 
their heads above water. This is largely be- 
cause it's highly capital intensive and thus puts 
a premium on efficient use of resources —some- 
thing which Air India was never able to manage. 
Its monopoly status and easy revenues from its 
Gulf operations bred inefficiency. Employees 
became laid back and were almost continu- 
ously on agitation. The ug problem was made 
worse by overstaífing. expensive and unpro- 
ductive employees. Efforts to introduce pro- 
ductivity linked incentive (Pu) also backfired, 
leading to an unfortunate situation where PL 
payments have ballooned while performance has 
been deteriorating. In a majority of cases, PLI 
payments are several times 
employees' salary. The big 
blow, of course, was the 
merger of the two national 
carriers. Ever since na- 
tionalisation, the two car- 
riers developed very differ- 
ent work cultures and a 
strong rivalry. Integration 
of these disparate cultures as also the multi- 
plicity of unions brought its own problems. 
What can Air India do? It is suffering an 
operating cash loss of about Rs 150 crore per 
month. There is an additional burden of Rs 250 
crore on account of repayments for new air- 
craft purchases. Fierce competition and high 
fuel prices are steadily eroding margins. Given the 
spiralling fiscal deficit and more legitimate de- 
mands for investment in social and physical 
infrastructure, it is hard to justify a large bailout 
package for the public carrier. It may well 
amount to throwing good money after bad. 
IPO? The government has wisely ruled this out. 
Who would subscribe unless the government is 
able to arm twist its own financial institutions? 
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Time to Privatise 


The big question is whether Air India can 
transform itself into an efficient, lean and mean 
organisation. Can Air India become a low-cost 
carrier? According to media reports, the gov- 
ernment has issued such a direction. It's a tall or- 
der indeed. It could mean halving the employees' 
strength. Anyway, hard business sense and not 
political whims or emotions must dictate ac- 
tions. Certain cost-cutting measures could be 
explored. The employees' costs require ratio- 
nalisation. The pLi deserves immediate atten- 
tion as it is apparently as large as the annual 
operating cash loss. All unions must be engaged 
to strike a reasonable bargain. Unfortunately, Ai 
unions have so far not shown any positive re- 
action. Additionally, the aircraft-acquisition 

plan needs to be revisited and 

substantially pruned. Consid- 

erable resources can also be 
- raised by selling family silver. 
AI assets must be worth sev- 
eral thousand crores—the 
Nariman Point building itself 
should be worth a couple of 
thousand crores. With some 
emergency transfusion from the government, 
these measures could help Air India weather 
the present liquidity crunch. 

There are some other options which can be 
seriously considered. The government has, 
in the past, looked at the Singapore Airlines 
model where the airline focusses on flying 
with related commercial operation and utili- 
ties divested to subsidiaries. This approach 
will considerably improve the operations as 
well as address the Hr problem. Also today, the 
national carrier concept has lost ground and 
the objective should be to privatise the air- 
line as soon as possible. The government 
would do well to divest as soon as some meas- 
ure of health is restored. 


HVNVS NUI V 








AI assets 
must 

be worth 
several 
thousand 
crores—the 
Nariman 
Point building 
itself should 
be worth a 
couple of 
thousand 
crores 
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SHOLAY. 
DA VINCI CODE. 
MICHAEL JACKSON'S THRILLER. 
AND NOW DAINIK JAGRAN. 


Big is an understatement. 

There's big and then there's Dainik Jagran big. The sheer 
force of our numbers led The World Association of 
Newspapers to declare Dainik Jagran as the largest read 
daily in the world. And that's not all. With a circulation 
encompassing 11 states, 500 million individuals and 102 
million households, Dainik Jagran alone accounts for 4396 
of the total Market Potential Value 
(MPV) in the whole of India. After 
having tapped marketing potential 
over such a large canvas, there's little 
wonder that we have been the No.1 
daily for 12 consecutive IRS rounds. 
And at the rate we're going, there 
might bea fight: but only for the 


second spot. 
Trust is our middle 


name. 

[n the business of print we have left 
an indelible marl on the hearts of 
our readers. There aren't too many 
places people turn to when they need to find the truth. If 
the BBC Reuters poll is anything to go by, Dainik Jagran 
is the most trusted source of news in the press media in 
India. Our readers place their trust in us everyday and we 
live up to it year after year. After all, it’s trust that makes 
great relationships stand, apart. 

Newspaper or trendsetter? 

At Dainik Jagran, we don't follow trends. We set them. We 
were the first to start a voice service - 57272 for the latest 








news and information on mobiles. The credit for coming 
up with the first e-edition of a Hindi daily goes to Dainik 
Jagran. Our official site www.jagran.com gets 42 million 
page views and 2 million plus visitors every month, with 
an average visitor session time of more than 44 minutes 
daily. J9, a division of Jagran Prakashan Limited (JPL), 
adds value to people’s lives by redefining consumer connect 
through mobile and online platforms. 
Every morning Dainik Jagran releases 
36 editions with supplements that 
cater to every strata of society. Still 
catching your breath? Here's more. 
Affirming our popularity with the 
youth is the fact that we reach out 
to the highest number of students 
and graduates in India. Precisely 14.8 
million and 6.8 million respectively. 
For us being first is all that counts. 
| After all, who remembers the second 
person to climb the Mt. Everest? 


Up , Up and away. 

In the last few years, there's only one direction we've looked. 
Up. Our exponential rise has meant that we are the only 
Hindi daily to have both Consumer and Business 
Superbrand status. From household alleys to corporate 
streets we have created landmarks in an attempt to provide 
the best. 

Our popularity has touched heights such that the name 


Jagran is now synonymous with success. So fasten your 


seat belts. The Jagran flight has only begun. 


World’s Largest Read Daily 








‘Source: IRS, 09 R1 


OPINION-POLICY 


ASHOK GULATI 


DIRECTOR (ASIA), INTERNATIONAL FOOD POLICY RESEARCH INSTITUTE 


How to Fight 
a Poor Monsoon 





n the beginning of the season, the mon- 

soon got delayed due to the effect of cyclone 

Aila. As a result, the cumulative rainfall 
from June 1 to July 9 for the country as a 
whole was 34 per cent below the Long Period 
Average (LPA). Some regions are suffering 
more than others, especially northwest India 
which is 50 per cent below the LPA. In sev- 
eral pockets the sowing is already delayed. 
This is worrying as it will impact productivity. 

The Meteorological Department remains 
hopeful and is forecasting that much of the 
deficit will be covered gradually. But it does ap- 
pear that this year is not going to be very good 
lor agriculture. One will have to monitor the sit- 
uation carefully for the 
next few weeks, and see 
the dispersion and spread 
of monsoon as 60 per cent qm 
of the cropped area in India 
still depends on the mercy 
of rains. But at the same 
time, Indian policy mak- 
ers cannot just afford to 
remain silent spectators. 
They need to get into ac- 
tion right now. 

What can the govern- 
ment do to mitigate the 
potential adverse effects of a poor monsoon: ft 
needs to act, at least, on three fronts. First. it 
must immediately prepare for some relief 
work in hard-hit drought prone areas in the 
form of scaled up NREGA schemes. This will 
give some employment and income to those 
who don t have much agricultural work due 
to lack of rains. Secondly. scarce water 
reserves must be carefully used. This can be en- 
sured by better water management and dis- 
couraging water-intensive crops such as sugar 
or rice. Finally, the imports of all major crops 
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should be done at very low duty or no duty. 
While there are ample reserves of wheat and rice 
in the country, hovering around 50-million 
tonnes, there is no need for any panic reac- 
tion. Yet, it may be useful to keep the imports of 
pulses, coarse cereals. edible oils, and sugar at 
zero import duty. 

For the medium to long term. Indian policy 
makers need to learn two important lessons. 
India simply cannot afford to neglect invest- 
ments in irrigation structures of all types— 
large, medium, and small-scale water har- 
vesting. A few years back the Prime Minister 
had announced setting up of the Rainfed 
Authority of India. One may ask what has 
been achieved so far? 
More than 400 irrigation 
projects are stuck due to 
lack of funds. Unless our 
policy makers make huge 
investments in the irri- 
gation sector and carry 
out an overhaul of irri- 
gation departments to 
stop leakages and im- 
prove water-use effi- 
ciency, Indian agricul- 
ture will remain hostage 
to the monsoon. It's the 
poor of India who have to bear the brunt of the 
misplaced priorities of the government. 

Then, it's also important to scale up rain- 
fall insurance among farmers. Although a be- 
ginning has been made in this direction, yet we 
are far from the goal. All credits for crop loans 
should be tied with insurance premiums. Also, 
evaluation processes for reimbursement, in 
case of crop failures, have to be simplified and 
made more transparent. Only then can India 
hope to improve the lot of our farmers and 
agricultural workers. © 
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OPINION-FISCAL DEFICIT 


RAJEEV MALIK 


HEAD, INDIA AND ASEAN ECONOMICS, MACQUARIE CAPITAL 








elieve it or not, there is a silver lining in the 
sell-off in local equities following the Budget 
announcement. Investors' feet are now 
firmly on the ground after the euphoria over the 
game-changing poll outcome. But I believe that 
Budget details are not as bad as the magnitude of 
the decline in equity prices might indicate. The 
Budget is pro-growth and appears to be designed 
to ensure the improving momentum on eco- 
nomic growth even if it is at the expense of de- 
layed—but not forgotten—fiscal consolidation. 
Importantly, the government has taken some 
steps towards fiscal reforms that are positive but 
these seem to have been ignored by the market. 
The key negative is the fiscal deficit of 6.8 per 
cent of cpp for 2009-10 compared to 6.2 per cent 
of cor in the last fiscal year, and its 
implications for debt sustainabil- 
ity. However, it is worth bearing 
in mind that this is not a tax- 
and-spend Budget. The increase 
in the Budget deficit is due to 
higher spending that has not 
been offset by reversing the gen- 
eral excise and custom duties 
that were cut to deal with the 
economic downturn. In fact, the 
government has actually re- 
moved the 10 per cent surcharge 
on personal income tax and also increased the 
standard deduction for some individuals. The 
combination of moves on direct taxes suggests 
that the government is perhaps more concerned 
about the growth outlook, especially in the wake 
of concerns that the monsoon may not deliver 
this time. The Finance Minister, though, has in- 
dicated the need for fiscal consolidation, but should 
have also mentioned the path toward a deficit of 4 
per cent of cpp by 2011-12 mentioned in the 
medium-term fiscal policy statement. 
It will be challenging to finance the large 


RAMEN SARKAR 


Why Fiscal Deficit 
Isn't the Problem 








government borrowing without hiccups. 
However, it is likely that the actual borrowing 
will be lower, if disinvestment and tax revenues 
surprise positively. The assumption of Rs 1 1.2 bil- 
lion for disinvestment is so low that there can 
only be a positive surprise on the actual outcome. 

Concerns over the impact of the large bor- 
rowing over long-term rates and inflation continue 
to be exaggerated. Crowding out of private in- 
vestment becomes an issue when government 
borrowing increases while private sector demand 
is strong. However, in India's case, the fiscal boost 
is meant to offset the weakness in private de- 
mand. Anyone concerned about crowding out 
has to be pretty bullish on the growth prospects and 
over the anticipated rebound in loan growth over 
the next six to nine months— 
one cannot be bearish on 
growth prospects and be wor- 
ried about crowding out at the 
same time. 

Separately, the 10-year 
yield is lower today than it was 
in September last year, despite 
the bond market being beaten 
down by unprecedented scale 
of borrowing. This is mainly 
because of the RBI's deft man- 
agement of the borrowing cal- 
endar and the use of monetary instruments to 
ensure sufficient liquidity. The central bank should 
also move toward the shorter tenures to relieve the 
supply pressure at the long end. 

A combination of strong economic growth, 
low inflation and low interest rates would be 
bliss but an improbable scenario. However, if 
there is no growth then a smaller fiscal deficit or 
low inflation or long-term rates are of little use. 
We are in unusual times that warrant unusual 
and non-conventional policy response. 

(Views are personal) 
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OPINION-TECHNOLOGY 


GANESH NATARAJAN 


CEO, ZENSAR TECHNOLOGIES 


Battle of the 


Operating Systems 


hen Steve Ballmer, the cro of Microsoft, 

declares in his keynote at the com- 

pany's Worldwide Partner Conference 
in New Orleans that the world does not need a 
new operating system, it's time for the user 
community to think! The launch of Google's 
Chrome Operating System, touted as the new fast 
lightweight os of the future, which will use the 
web as its platform, has sent a wave of excite- 
ment across the industry. Is it justified? 

On the face of it, the Chrome os is indeed a fas- 
cinating concept. A fast and lightweight design 
with a minimal user interface enables users to get 
onto the net in a few seconds. The simplicity of the 
software architecture has Google Chrome running 
within a new windowing system 
on a Linux kernel and enables the 
web to be the platform for appli- 
cation developers. New applica- 
tions can be written using every 
developer's favourite web tech- 
nologies and will automatically 
run on any standards-based 
browser on the Windows Mac and 
Linux, thereby vastly expanding 
the user base for Chrome-devel- 
oped applications. 

With its eye firmly on the trend towards cloud 
computing. Google is building a web of relation- 
ships with server companies like Acer and ur. 
While the Chrome os seems primarily designed for 
the Netbooks, the undeniable advantages of bet- 
ter security without the threat of viruses and fre- 
quent security updates should make it the auto- 
matic choice of the new generation which spends 
most of their time on the web. 

However, one should not blow the Google 
Chrome advantage out of proportion. 
Dominance of the fledgling Netbook segment 
does not translate automatically to supremacy 
in the pc and server markets. Some researchers 
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have taken the sceptical view that Google may 
take vears to build the library of device drivers 
needed to compete with Microsoft and, in the 
meantime, will meet the rather lukewarm re- 
sponse that has faced Linux in the Netbooks 
market. The move towards a new os, rather 
than extending the work already done on the 
Android, has also surprised the discerning. 

There will be no shortage of experimenters 
with the new os, particularly the price- 
conscious Netbook and Notebook buvers. If the 
most optimistic forecasts are proved right and the 
Chrome os catches the imagination of a large 
number of existing and new users, Google may 
soon be facing the same legal battles that 
Microsoft has had to con- 
tend with over the years. 
Given the dominance of 
the Google search engine, 
there will be many eyes 
watching how Google ties 
the new software to its 
other products and every 
false move could raise 
antitrust concerns. 

Fighting off competi- 
tion through a massive installed base and the 
tight coupling achieved between the operating 
system, office applications and the Internet 
browser is not new to Microsoft. Several bat- 
tered rivals like Netscape and Lotus would will- 
ingly testify to this. Microsoft will continue to em- 
phasise that Windows on the rc, rather than a 
browser-centric operating system is the right 
approach but a comment by the legendary Bill 
Gates that "the more vague they are, the more in- 
teresting it is" may indeed prove prophetic. As the 
layers of intrigue and uncertainty fall away to re- 
veal what the new Google offering is truly about, 
the battle lines are being drawn once again in the 
software industry! © 
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THE LATEST MANTRA IS ASSESSMENT OF 
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taken the help of Shriram to do all kinds 





ng of used trucks, 


* 


ioni 


t 


purchase of new trucks and even personal 


i 


of engine recond 


* 


* 


10n 


loans for his children’s educat 


(*Which comprise of AUM in the books of the company of 


Rs. 17,923.97 Cr ass 


Tf 


"i 
s, 


gned of Rs. 5,310.93 C 


* 


S81 





ised / a 


> 


ets secuntis 


the head 


ing 


* 


IS 


No wonder then that today he 


ofa b 


* 


) 


E 


and portfolio managed by the company of Rs. 46.2] Cr 


t 


I 


confidently wa 


* 


5 


iness 


bus 


* 


1g 


Saves 











OdisS QUSE AFVAS M B 


GGG NUS 
xu 


spe 





OR 


ids 





ke 


s 


viet 





ED 


nists 





SAE IE 


TS 


SAAS 


c 





E 


Lad 








x 
D 
S 
m om 
pa — HE 
1 
CH eet 
o7 
= 
5 
EE 
z 5 
wel 
Q wi 
> 
a= 
2$ 
E» 
M ee 
2c 
ade EET. 


Kurla Complex, Bandra (East), Mumbai 400 051. Tel. 


Shriram Transport Finance Company Limited, Wockhardt Towers, 
Bandra- 


IC ISSUE 


ns, a publ 


i 
i 


derat 


er consi 


and oth 


2 


"ons 


* 


, subject to market cond 


+ 


is proposing 


“Shriram Transport Finance Company Limited (‘Company’) 


ia 


th the Registrar Of Companies, Chennai and the National Stock Exchange of Ind 


i 


of Non Convertible Debentures and has filed a prospectus w 


ited and the web sites 
ndra Capital Company 


of risk. For further details, please see the 


im 


lable on the website of the National Stock Exchange of India Li 


is avai 


th. The prospectus i 


tion therew 


in connec 


imited 


L 


i 
5 


ties Limited, Kotak Mahi 


i 


of the Company, Enam Securities Private Limited, A K Capital Services Limited, ICICI Secur 


Limited. Any potential investor should note that investment in debt securities 


involves a high degr 


Ti 


Non Convertible Debentures issued 
ertisement does not constitute an offer 


he 


+ 


E 


section titled "Risk Factors" in the prospectus. Investors are urged to take any decision to invest in t 


pursuant to the prospectus solely on the basis of the disclosures made therein. Please note that this à 


to sell or the solicitation of an offer to buy securities of the Company." 


GUEST COLUMN 








BY N.R. NARAYANA MURTHY, Infosys Technologies, Bangalore 


Was a nice, wintry 
Saturday morning in 
December 1990 that 
four of the seven 
founders sat down in 


the small Infosys office in a leafy, res- 
idential suburb in Bangalore. There 
was lot of excitement in the air with 
the possibility of selling our company 
for an unimagined sum of $1 million. 
Having led an austere life with no 
cars and no houses, and having run 
the Infosys marathon for over nine 
years in the then business-unfriendly 
India, we had very little hope of seeing 
light at the end of the tunnel. 
Obviously, this likely offer was seen as 
a godsend. I let my younger colleagues 
talk about what we would do after 
we sold Infosys. One wanted to 
be a Deputy Epp Manager in a 
small enterprise; another 
wanted to do his PhD in 
mathematics: and it was 
Nandan's turn to speak. 
Nandan spoke in his usual 
confident-yet-understated style 
about his dream of joining 
Sam Pitroda in one of his eight 
missions and making the life of 
the common Indian better. 
He did not spend a minute 
about his future or the future 
of his family—his wonderful 
wile Rohini, and his charm- 
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ing children—]ahnavi and Nihar. His 
eyes sparkled when he spoke about 
how he would use his knowledge of 
technology to create a better India. 
His high aspirations came out very 
clearly. In less than five minutes, 
Nandan demonstrated why he is a 
rare Indian of whom we can all be 
proud. He did fulfil his dream of 
working with Sam when Sam invited 
him to join as a member of the 
Knowledge Commission. I am glad 
that the time has come for him to 
make good on his dream of adding 
value to the country through his 
technology knowledge. 

That was the day I realised that 
Nandan was destined for nobler stuff 
in life than just the next Maybach 





(From L-R) Sudha Murthy, N.R. Narayana 
Murthy, Nandan Nilekani & Rohini Nilekani 


"My wife is almost like the elder 
sister that Nandan never had" 


What Makes Nandan 


a Uber- 


car or the next Beaujolais wine bot- 
tle. He is a clear thinker, a great 
conceptualiser and a wonderful 
articulator. There is none at Infosys 
to rival his extraordinary facility 
with English language. His mem- 
ory is prodigious. He is a walking 
lexicon. His research on any topic is 
always deep. He can reel out data 
and facts in a jiffy from umpteen 
sources. His imagination knows no 
boundaries. No wonder, then, that 
his book Imagining India is clearly a 
best-seller and, in my opinion, the 
best book on contemporary India. 
When I decided to start Infosys, I 





(From L-R) K. Dinesh, Nandan 
Nilekani, N.S. Raghavan & 
N.R. Narayana Murthy 


"Nandan is at his best when 
chairing meetings. He is a 
great consensus builder” 


was clear that I wanted a pretty 
youngish team with me. In fact, other 
than N.S. Raghavan, who was three 
years older than me, the rest were all 
at least 10 years younger than me. 
They had less than two years of 
experience as software professionals at 
the time of founding of Infosys. 
Nandan was the third person that I 
spoke to, the first two being N.S. 
Raghavan and Kris Gopalakrishnan. 
He was brave and took a quick 
decision to come on board. However, 
there was a minor problem. He was to 
get married in 10 days! It was not 
easy for him to break this news to his 
future parents-in-law. He very politely 
asked me if I could meet his uncle—Mr 
Divgi—just for a chat. I knew that 
Mr Divgi would be assessing me to 
assuage the concerns of 
Somans—Nandan's parents-in-law. 
Sudha, my wife, and I met Mr Divgi for 
dinner at his house in Worli, had a 
long conversation on my vision, and 
how I wanted to go about it. In the 
end, Nandan got his clearance from 
his uncle and was on board. 
Nandan is at his best when 
chairing meetings. After he took over 
from me as the cro of Infosys, I have 
had the pleasure of watching him 
chair the internal board meetings. He 
listens to everybody and then 
synthesises the views of the 





"| am glad that a chance conversation on my mobile 
phone with Nandan in February 2009 about a possible 
role for him to shape the future of the country has, 
indeed, propelled Nandan into a larger orbit" 


participants in a simple, direct and 
economical manner. He is a great 
consensus builder. He rarely shows 
his emotions. He has a steely exte- 


rior. He can deliver the toughest mes 
sages with his usual aplomb. But, at 
heart, he is a soft person. Nandan has 
always put the interest of Infosys ahead 
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of his personal interest in every one of his 
transactions. In 2007, when I suggested 
to him that he may want to consider 
stepping down from the cao position to 
make way for another illustrious son of 
Infosys—Kris Gopalakrishnan, it took 
him less than five minutes to whole- 
heartedly support that idea and act 
on it. Any discussions on large divi- 
dends always elicit questions from 
Nandan whether the company will 
have enough cash for its future, post- 
dividend. Since the day he gave up 
his cao position, he has been meticulous 
about passing on every opportunity 
for public visibility onto Kris, his suc- 
cessor. He resigned from several imp- 
ortant, global business platforms 
and recommended Kris as his 
replacement. 

Nandan is clearly one of the 
brightest Infoscions. It was in 
February 1979, when I was the 
head of software at Patni 
Computer Systems (Pcs) that the 
23-year-old Nandan walked into 
my office with his freshly-minted 
degree from irr, Bombay, and 
demanded that I recruit him. | 
have always believed in the 
learnability of young people rather 
than their experience. I used to give 
tough puzzles to the recruitees to assess 
their intelligence. | gave him three 
tough puzzles and he solved all the 
three in record time for me to offer 
him a job right there. He even man- 
aged to get a higher salary threatening 
me that he might prefer a MBA degree 
in the us to a job at pcs! 

He is a natural leader. When we 
founded Infosys, I sent my five col- 
leagues to start a large project in the us, 
while Kris and I stayed back in India to 
complete our commitment to pcs and 
to create a steady-state domestic rev- 
enue stream for the company. When 
these people went to the us, it was 
not clear who would lead the project 
team. I felt that I should not desig- 
nate a leader and the best man should 
take over. Within just 15 days of the 
project team arriving in Tampa, 
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Florida, Nandan was chosen as the 
leader by the rest of the founders. 

| remember the wonderful time 
we had together when we went on 
the iro roadshow in 1993. His pre- 
sentations were scintillating. His 
energy and enthusiasm even at the 
beginning of the 1 5th presentation of 
the day were what motivated me to 
bring out the best in me. He was 
always willing to chip in when I 


tion, he created a very successful mar- 
keting campaign for the company. 
Nandan believes in upholding the 
respect and the dignity of fellow 
professionals even while taking tough 
decisions. He has utmost concern for 
physically- and mentally-challenged 
people. I have never seen him belittle 
anybody. He is wystwyG—what you 
see is what you get. He is always ethical 
in every transaction and plays it fair 


"| used to give tough puzzles to the recruitees 
to assess their intelligence. | gave Nandan three 
tough puzzles and he solved all the three in 
record time for me to offer him a job right there" 





needed him to answer any questions. 
Mohandas Pai and I handled the 
Us part while Nandan and 
Balakrishnan—our current cro— 
handled the European and Asian 
part of the ipo roadshow on NASDAQ in 
1999, Nandan did vet another 
fabulous job. 

Nandan is a consummate net- 
worker. He is at his best schmoozing 
with people whether it is at Davos or at 
the Infosys customer meet. He brings 
his inexhaustible fund of knowledge in 
various fields to connect with CEOS 
from myriad industries and create 
linkages. My memory of faces is very 
poor and I have most often turned to 
him to help me remember the names 
of guests in large gatherings. He con- 
ducts the training programme for our 
sales people on networking. 
Leveraging Tom Friedman's choice 
of the term Flat World for globalisa- 


and transparent. There is never 

a discussion on any strategic issue 

at Infosys without Nandan. It is dif- 

ficult to imagine an internal meet- 
ing without Nandan. 

My wife has tremendous 
affection for Nandan and is very 
proud of his achievements. She is 
almost like the elder sister that 
Nandan never had. Her eyes light 
up when she talks about him, 

and holds him as one of the two won- 
ders of Dharwad, the other being her 
brother, Srinivas, the most famous 
contemporary astronomer from India. 

I thank God for the opportunity 
given to me to play a part in shaping 
Nandan's career so far. I am glad 
that a chance conversation on my 
mobile phone with Nandan in 
February 2009 about a possible role 
for him to shape the future of the 
country has, indeed, propelled 
Nandan into a larger orbit to realise 
his dream of making this a better 
country for every Indian. 

Nandan, we will all be cheering 
you and rooting for you as you start 
this wonderful, next marathon. While 
we are sorry to see you leave us, we 
know that the call of duty to the nation 
is always beyond any responsibility 
within Infosys. Best wishes for an 
even greater future. (9 
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The government hopes to net the single largest chunk of funds from 
3G spectrum auctions for plugging its fiscal deficit. If it succeeds, 
telecom users will eventually end up footing the bill. kusuaw mitra 


HOW DO HIGHER AUCTION 
PRICES IMPACT YOU? 


e With effectively only two national 
private licences available, the cost 
of a nationwide licence could well 
exceed Rs 5,000 crore each or 
even Rs 7,500 crore 

€ Expect service prices to be higher 
than comparable 26 services 


" Higher cost to come through higher 
monthly rentals for 3G services, 
which will restrict it to only 
high-end users of data services 
such as the BlackBerry faithful 
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he buzz never seems 
to stop as far as 36 in 
India is concerned. 
Back in mid-2005, 
well before Dayanidhi 
Maran's abrupt - 
removal as Union Minister for 
Telecom in 2006 (thanks to 
Chennai politics), there was talk of 
auctioning 36 spectrum. The 
Department of Telecom (bor) was 
haggling with the Ministry of 
Defence to vacate spectrum in the 
2100 mnz band, which is used to 
offer third-generation mobile (3G) 
services. The Telecom Regulatory 





Authority of India (TRAI), mean- 
while. was working on papers 
suggesting how spectrum alloca- 
tion should happen. Telecom ope- 
rators were also bullish, talking of 
3G services and handset vendors 
were just about rolling out their 
first 3c-capable handsets. 

Move forward four years, and 
everyone is still haggling over 36, 
just add the Finance Ministry and 
the Prime Minister's Office (PMO) to 
the mix. There's plenty to haggle 
over: At what cost should the 
service be launched? How much 
money should an auction raise 


for a debt-ridden government: 
Rs 35,000 crore is now the official 
figure, with the July 6 Budget stat- 
ing this to be the expected rev- 
enue. Then, there are other issues 
such as a lack of spectrum be- 
cause the defence services are still 
holding on to them (though they 
are slowly vacating) anda 
Telecom Minister mired in con- 
troversy after the fire-sale of 2c 
spectrum last year. 

The only people keeping quiet 
this time, though, are the telecom 
operators, who are holding their 
cards close to their chest and are 
wary of irritating the powers that 
be. However, some of the opera- 
tors unofficially declared that they 
are not very happy at the high 
prices being quoted as the base 
price for an all-India 3c licence. 


They argue that the mistakes of 


1996, when mobile services were 
launched at exorbitant rates—a 
minute's call cost Rs 32 then— 
should not be repeated. A high 
auction price, they say, would 
lead to a high price for the service 


offering, defeating the purpose of 


3G and delaying its mass-adop- 
tion by several years. 

But all the latest buzz notwith- 
standing, there is still little likeli- 
hood that the 36 auction at what- 
ever price will fail like the auction for 
26 spectrum held in the early 1990s 
when several category 'B' and ‘C 
circles did not have bids. The tele- 
com revolution means that over 
400 million wireless connections 
are active in India today. This user 
base is expected to grow to some 
730 million by 2012 and of this 
every fifth user is expected to use a 
3G connection. The auction of 3G 
and Broadband Wireless Access 
(BWA) spectrum is important to offer 
greater value-added services to cus- 
tomers, and more. Current Gsm and 
CDMA spectrum is very crowded in 
India, leading to network conges- 
tion in several metropolitan areas. 


New 36 networks handle voice 
calls far more efficiently, with 10 
times the capacity for a similar 
slice of spectrum. They can also 
dramatically speed up data serv- 
ices to mobile devices, and with 
telecom operators and handset 
vendors predicating their future 
success on data-enabled services, 
this is crucial. wa, which will 
probably be delivered using tech- 
nologies such as WiMax, is also 
crucial for India's computer 
industry and for the government's 
ambition of getting broadband to 
every part of the country before its 
term runs out. With only 6 million 
broadband connections, India is 
far behind in the adoption curve. 

However, above all else, they 
are screaming that the auctions 
should happen as soon as possible. 
every day delayed means a lost 
revenue opportunity. But a speedy 
auction should still be extremely 
transparent and A. Raja, the Ir 
and Telecommunications Minister 
who faced flak for the seemingly 
seedy allocation of 2G spectrum 
during his previous stint last year, 
would want to avoid potential 
legal pitfalls by ensuring this. 

The only people not terribly 
worried are equipment vendors. 
Virtually every device above the Rs 
10,000 bracket is High-Speed 
Packet Access (HsPA) capable. 
HSPA (called 3.56 in some parts) 
is going to be the standard used 
by most Gsm operators in India to 
offer 3G services. As far as BWA 
goes, Intel is incorporating WiMax 
capabilities in its next generation 
of micro-processors. 

If an auction happens soon, 
users of phones could be making 
video calls, and users of devices 
such as the iPhone 36s will finally 
be able to make full use of them. If 
it doesn't, the buzz around 36 
would still continue. © 


COMMENTS & FEEDBACK AT. 
btfeedback@intoday.com 


=: with one e block et tor 38 sar for 
| eve 


; _ BSNL/MTNL will have to makh — 


we bythe Finance Ministry v 








4b deiade went cnn s oni ade e ern 


Four blocks ot 20 MHz each will : (C 
be allotted in the 2300 MHz and — 


2500 MHz range for Broadband - 


_ Wireless Access (BWA) via WiMax x | v 
- technology, with one block - m 
reserved for BSN L/MTNL 






aeui annie sa arid erat 8 





> MESI AE SERE Ansett vici bind desi A etie $ 


a However, there i is still a spectrum 
; a is no 36 weed 
- available in Rajasthan and the — 
-North-East and only two slots 

available in Delhi (India's largest 

: telecom marken a and a 





COVER STORY 


















Age: 50 


Founded Kotak 
Mahindra Finance in: 1985 


First business: 
Bill discounting 


New business on the anvil: 
Multi-commodity exchange 


Best known as: 
Deal maker, banker 


Role models: No role models 
Life philosophy: “If what you 
create does not outlive you, 
then you have failed” 


Little known fact: Used to be a 
cricketer and played the sitar 























Uday Kotak used a combination of timing 
and talent to build a financial powerhouse. 
He's got plenty goi in a market 








Can he make the big leap needed to take 
on mightier competitors? racuna m. KOPPIKAR 


Bill Gates, Co-founder, Microsoft. Born October 28, 1955 
Paul Allen, Co-founder, Microsoft: Born January 21, 1953 

Steve Ballmer, cko, Microsoft. Born March 24, 1956 

Steve Jobs, Co-founder, Apple Computer. Born February 24, 1955 

Eric Schmidt, former ceo, Novell, current cro, Google. Born April 27, 195: 
Bill Joy, Co-founder, Sun Microsystems. Born November 8, 1954 

Uday Kotak, Founder, Kotak Mahindra Group. Born March 15, 1959 
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hat's an Indian wunderkind in financial services doing on a 
list of Silicon Valley luminaries? After all, there's not much 
to compare—certainly not on a scale of achievement, or size, 
or value. For crying out loud, they're from totally different sec- 
tors, to start with. 

If there is a correlation, it's in the decade of birth. As Malcom Gladwell the- 
orises in his book Outliers, there might just be an age-related pattern that 
explains why a select few are more successful than most regular folk. Many of 
the Valley's software tycoons were born in the mid-fifties. Success, argues 
Gladwell, may have less to do with individual merit and more to do with 
people who seized opportunities that presented themselves and—more im- 
portantly— "who happened to come of age at a time when that extraordinary 
effort was rewarded by the rest of society." 

Their success was not just of their own making. It was a product of the world in 
which they grew up. 

Now that's a line that 








's been resounding in Kotak's head ever since he 
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A SEVEN-YEAR 
SNAPSHOT 


Growth has been steady, 
although the slowdown 
caught up last year. 





2009 


2003 
All figures are in Rs crore 


finished reading Outliers recently. That he was born in the 
same decade as the computer legends is coincidental. 
Kotak’s short point is that after spending 24 years building 
a solid platform in financial services, with businesses that 
range from broking, investment banking and mutual 
funds to insurance, commercial banking and private equity, 
he’s ideally placed to take the next big leap in the years 
ahead. He is—to borrow the title of another Gladwell 
tome—at a tipping point, along with the Indian econ- 
omy and the financial services sector. 

"India today has the ability to define world history. We 
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"Insurance premium includes regular premium, single premium, renewal premium 


THE TWO DEPUTIES 


Dipak Gupta, (left), Executive Director, is known to be the second-in- 
command. He came on board in 1992 from AF Ferguson's Calcutta office. 
Has the enviable distinction of having run each and every business in the group. 

Jayaram, also Executive Director, came on board in 1990, took on the 
responsibility of setting up the car finance business, ran the brokerage 
(when it was a JV with Goldman), then took on a broader role of 
seeding new businesses; also took charge of wealth 

management and international operations. 





Source: Balance Sheet 


as people of our generation are at the best point of time in 
that history. As Gladwell points out in Outliers, those who 
were the overachievers (in information technology) were 
at the right age, right time, and took the opportunity. 
We happen to be in the best country in the world as it looks 
today. We happen to be in a sector which, at this point of 
time, plays a crucial role in making this history for India. 
If you play yourself in a prudent manner, simply and 
humbly, this is the best place on earth," says Kotak. 
Perhaps financial market mavens of the likes of Vallabh 
Bhansali (who co-founded Enam Securities in 1984, a 









year before Kotak took the plunge), Rakesh 
Jhunjhunwala, Motilal Owsal and Raamdeo Agrawal 
would enjoy similar pride of place if one had to identify 
successful entrepreneurs on Dalal Street that belong to 
the same generation and who are well placed to ride the 
opportunity at hand. Yet, what sets Kotak apart is his 
sheer breath of offerings—with a bank at the forefront— 
which puts him in a great position to appeal to both 
the saver (which Indians are traditionally) and the 
investor (which Indians are slowly but surely trans- 
forming into), “I'm genuinely a believer that we have the 
best financial model anywhere on earth,” claims Kotak. 

To be sure, that financial model keeps developing new 
prongs every year. If it was asset reconstruction or 
private equity in the recent past, the current year will 
present the 50-year-old entrepreneur with his latest 
challenge—a national multi-commodity exchange, 
which will be the country’s fifth. The group will pick up 
a stake, as an anchor investor, in the Ahmedabad 
Commodity Exchange, which will serve as a platform for 
a national multi-commodity rollout. There's clearly a 
huge opportunity here, what with average monthly 
turnover on the Indian commodity exchanges standing 
at a whopping $100 billion (roughly Rs 4,80,000 
crore), and with one player (MCX) ruling the roost (with 
close to a 90 per cent market share). 

The bigger challenge for Kotak, however, is to make 
the next leap on the back of the solid base he's built. For 
instance, he needs to scale up the bank, which today 
ranks fifth in terms of deposits and fourth in number of 
branches amongst the new generation private sector 
banks (as per data available for the year ended March 
31, 2009). As Kotak aspires to transform a nation of 
savers into investors-cum-savers, does he have the 
adequate penetration to reach out to them? "Uday's 
strategies have paid off well. The challenge for him 
now is to take the business into the next big league 
and get more trust of corporates and retail investors by 
penetrating into rural areas," points out Hemendra 
Kothari, former Chairman, psp Merrill Lynch. 

Kothari, who has battled Kotak for many a man- 
date in the past, is quick to acknowledge his growth. 
"Uday has been smart at identifying business oppor- 
tunities right from the time he started out in the bill dis- 
counting and then moved onto lending business. 
which was highly profitable in those days." adds 
Kothari. Indeed, in many ways, Kotak's evolution 
mirrors that of the Indian capital and financial mar- 
kets. When opportunities presented themselves. he was 
quick to grab them. Forays into segments like asset 
management and insurance coincided with liberali- 
sation in these areas. When markets were restricted, 
he spotted prospects amidst the constraints. 




















THE CORE OF KOTAK 


How the founder spotted talent, poached it 
and gave it opportunity to grow. 


Gaurang Shah, Managing Director, 

Kotak Mahindra Old Mutual Life Insurance 

POACHED FROM: Garden Vareli Group, a textiles firm, 
which also had an NBFC arm 

JOINED IN: 1996 

DONE WHAT: Started out with car finance, was part of the team 
that integrated Kotak's asset lending businesses before the 
conversion into a bank. Spent two years in the bank before 
heading life insurance 


Falguni Nayar, Managing Director, Kotak Mahindra 

- Capital Co. 

POACHED FROM: AF Ferguson 

Joined in: 1993 

DONE WHAT: Initially headed the M&A team, went 
on to open the London and US institutional equities offices for 
Kotak. Returned to India in 2001 and now heads the investment 
banking and institutional equities businesses 


Shanti Ekambaram, Group Head-Wholesale Banking 
POACHED FROM: Bank of Nova Scotia 

JOINED IN: 1991 

DONE WHAT: Set up the M&A and FII advisory 
desk, heading investment banking, moved into 
wholesale banking after conversion into a bank 


Jaimin Bhatt, Group Chief Financial Officer 
POACHED FROM: T. Thomas’ Indus Ventures 

JOINED IN: 1995 

DONE WHAT: Initial years in proprietary 
investments of KMFL, the primary dealership 
and investment banking before becoming CFO in 2002 


K.V.S Manian, Group Head-Retail Liabilities 

& Branch Banking 

POACHED FROM: Nelco and Premier Group 

JOINED IN: 1994 

DONE WHAT: Started with compliance and other 
nannies at KMCC, moved on to corporate finance in KMFL, 
and then to the Asset Finance Division in KMFL as Chief 
Operating Officer, then involved with the licensing and setting 
up of the bank and moved into the current role after the 
conversion into a bank 


S. Narayan, Managing Director, Kotak Securities 
POACHED FROM: Was a practising Chartered Accountant 
JOINED IN: 1990 

DONE WHAT: Handled accounting and finance 
before moving on to set up the retail 

broking venture in KS 


RACHIT GOSWAMI 


COVER STORY 


He's been doing this ever since he started out in 1985, 
a time when joining the family business of cotton trading 
would have seemed the natural thing to do. Instead, Kotak 
trained his sights on the financial markets. The opportunities, 
though, were limited. Kotak stumbled upon an ingenious 
business when he bumped into a batch mate (from Bims), 
who had joined Tata consumer electronics company 
Nelco. The company borrowed funds at 16.5 per cent from 
banks, which were raising funds through public deposits 
at 6 per cent. If the banks were raking in a 10.5 per cent 
spread, there might just be scope for a man in the middle, 
thought Kotak, thereby kick-starting the business of bill 
discounting. He convinced his family friends to refinance 





"UDAY'S STRATEGIES HAVE PAID OFF WELL...THE CHALLENGE FOR HIM NOW IS TO 
TAKE THE BUSINESS TO THE NEXT BIG LEAGUE FOR WHICH HE HAS TO GAIN MORE 
TRUST OF CORPORATES AND RETAIL INVESTORS BY PENETRATING INTO RURAL AREAS" 


HEMENDRA KOTHARI, FORMER CHAIRMAN, DSP MERRILL LYNCH 


these bills of exchange as they were only taking risk on the 
corporates. So he would take money from them at 12 per 
cent through the bill of exchange and in turn lend to com- 
panies like Nelco at interest of 16 per cent. 

One of his many corporate clients was Mahindra 
Ugine, promoted by Harish Mahindra of the Mahindra & 
Mahindra (M&M) Group. Harish's son, Anand, had just 
returned from Harvard Business School and joined the 


company as general manager and would often inter- 
act with Kotak for business. At Kotak's wedding ceremony 





in 1985, the junior Mahindra got to know about his 
plans to start a finance company. When Kotak got back 
from his honeymoon, Mahindra made him an offer he 
couldn't refuse: Cash of Rs 4 lakh on the nail for a 10 per 
cent stake in Kotak's company, christened Kotak 
Mahindra Finance Ltd (kmpL). There is no written 
agreement about this deal; it works—and how—the 
only way Kotak knows: On trust. Today, the group's 
listed entity, Kotak Mahindra Bank (KMB), has a mar- 
ket value of close to Rs 20,000 crore (Mahindra has 
since reduced his stake to 3 per cent). 

"Uday had the foresight to predict the changing land- 
scape of India's financial markets. He remained focussed 
on what he wanted to do in his career," recalls Keshub 
Mahindra, Chairman of the M&m Group. and uncle of 
Anand. By the late 'SOs, Kotak was quick to spot prospects 
in car finance—where rates were as high as 30 per cent. 
Kotak's proposition: You borrow from me, I will deliver the 
car instantly—without a waiting period, without pre- 
mium. To ensure this, Kotak did what other financiers 
weren't doing: He booked cars himself. 

Such gambits driven by common sense and innovation 
would be trademarks of virtually every business Kotak 
forayed into. "Uday's youth, passion and vision for the 
future helped him break into the big league in the '80s 





"UDAY HAD THE FORESIGHT TO PREDICT THE CHANGING LANDSCAPE OF INDIA'S 
FINANCIAL MARKETS. HE REMAINED FOCUSSED ON WHAT HE WANTED TO DO IN HIS CAREER" 


KESHUB MAHINDRA, CHAIRMAN, MAHINDRA AND MAHINDRA GROUP 
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EXCERPTS FROM A FREE-WHEELING INTERVIEW WITH KOTAK 


"I HAVE SEEN PEOPLE SLIP UP 
ON SIMPLE HOME TRUTHS” 


On entering his 25th year in 
business. 

It's difficult to plan precisely 
where you want to go. But you 
always have a big desire of where 
and how you want to go. In 
1985, we were operating from 
an 300 sq. feet office in Flora 
Fountain and it used to be great 
fun at that time as the core of our 
business was spreads (with bill 
discounting). We started with 

Rs 30 lakh and every year would 
earn Rs 20-30 lakh. 

It was a great return on 
equity... Then came Ford Credit, 
a joint venture for car finance, in 
1996. Then we were part of the 
first jv Goldman Sachs did any- 
where in the world. Both these 
ivs gave us tremendous insights 
into how business was done the 
world over. It was a great learn- 
ing and got us tremendous in- 
tangible value. It was like: "I am 
moving out of my little pond to 
know how the ocean works." 
Then we started building busi- 
nesses like mutual funds 
(1998), insurance (2001) and 
then we converted into a bank. 
It's been six years as a bank. 
It's amazing to look at this com- 
pany, that in 1985 we started 


with Rs 30 lakh capital and 
three people, grow into a firm 
with 18,000-odd employees. 


Your growth mirrors that of 
the Indian financial sector... 
You will see a significant pattern. 
We have also lived through chal- 
lenging times, a period in which 
there were so many scams. I call 
them agniparikshas (tests by fire) 
internally. We saw a lot of casu- 
alties in the process. You then 
begin to understand the nuances 
of the sector far more deeply. 


What has it taken to 
survive and thrive 

during this period? 

Our firm's belief has always been 
that if something is too good to 
be true then don't do it. It's 
strange, but you have seen 
people slip up on simple home 
truths. Secondly, we face reality 
as a firm, and to that extent we 
tend to be conservative. It's 
about a business of trust and 
continuity. I like to say: "If what 
you create doesn't outlive you, 
then you have failed.” So if you 
are dealing with an intangible 
thing like trust you need to be 
real. | am a firm believer that we 





don't have to be nuclear scien- 


tists for this business, which is 
just pure common sense. It's got 
complicated by people wanting 
to grow and do things too fast. 


Do you aspire to be a leader 
in each of your businesses? 
People have spent disproportion: 
ate money for rankings, without 
necessarily deriving value. We 
respect size, it does matter, but 
we don't want to buy size alone 
without value. Being in the top 
three in the business is not my 
priority. It's not like if we're in 
the top three, only then we'll 
have value thereafter. It's a 
dangerous game to play. 

We've seen lots of examples ol 
those who chased numbers and 
destroyed value. I am a believer 
in return on equity over time. 
Market cap is a consequence; 

If you chase money, you don’t 
get it. If you chase a dream, 
money will come. 


IN VAASOD HSAÀIN 1 


and early '90s," says Adi Godrej, Chairman, Godrej Group. 
Along the way the financier evolved into a deal maker 
par excellence. One of the first big transactions Kotak cut en- 
abled him to become a world-class investment bank with a 
marquee name on the door. In the early '90s, Kotak made 
a trip to the Goldman office on Wall Street where he met 
Mark Evans, who was to head the just-opened Hong Kong 
office. A vear later, Kotak caught up with two Goldman 


Partners, Jon Corzine and Hank Paulson (before both went 
on to head Goldman). over dinner. Both wanted to know 
more about India; Kotak promptly invited them over. 


That's when the seeds of a collaboration were sown, rem- 


inisces Kotak. "They were keen because India was at an early 
stage of development and it didn't make sense for them to 
come on their own," says Kotak. In 1996, Goldman entered 


into two [vs with Kotak—for investment banking and 
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UMESH GOSWAMI 


COVER STORY 


broking—providing him with much-needed capital for 
growth. These were the first jvs Goldman got into any- 
where in the world. 


The Deal Maker 


As the Kotak-Goldman alliance blossomed, the con- 
summate deal maker came to the fore, taking on the two 
other dyed-in-the-wool I-bankers, Hemendra Kothari and 
Nimesh Kampani. Besides advising the cream of India 
Inc., Kotak also struck some brilliant deals for his own 
benefit, which when you look back seem truly visionary. 
Consider, for instance, an investment—worth just a 
few crores—made in telecom, along with Hutchison 
and the Hindujas, when the sector was a fledgling. A 
series of consolidation exercises in the sector over the past 
decade eventually resulted in the Kotak Group hold- 
ing an 8.33 per cent stake in Hutchison Essar (now 
Vodafone Essar). When Kotak eventually did cash out, 
he did so in style, picking up a little over a thousand crore 
for parting with his stake. Says Asim Ghosh, former 
Managing Director. Vodafone Essar, and now on the 
board of kms. “In the 11 years that I have known Uday, 
the one thing that I have concluded is that here is a risk- 
taking visionary who is grounded in reality and runs a 
conservative and solid balance sheet." 

Add to that a sense of timing, and a conviction to go 
against the grain. At a time when the probability of an 
Indian business being gobbled up by a foreign partner 
seemed higher than the reverse happening. Kotak bought 
out Goldman Sach's 25 per cent holding in his two jvs for 
Rs 333 crore. Around the same time, in contrast, Kothari 
was cashing out of psp Merrill Lynch. 

For a man who's pretty much seen and done it all, the 





THE PAST 24 YEARS 


Kotak Mahindra Finance Limited (KMFL) starts 
with business of bill discounting 


1990 | Forays into car finance 
1991 | Starts investment banking 


The broking and investment banking activities 
are incorporated into separate companies, Kotak 
Securities (KS) and Kotak Mahindra Capital Co. (KMCC) 


[EET Hives off auto finance into a separate company. 
Enters into a joint venture with Ford Motors for 
financing Ford vehicles. KMCC and KS enter into a 
joint venture with Goldman Sachs 


IEEE Launches a mutual fund by forming Kotak 
Mahindra Asset Management Company 


KMFL ventures into life insurance in a tie-up 
with Old Mutual plc. 


KMFL converts into a commercial bank 
Launches a private equity fund, India Growth Fund 


Buys the 2596 stake held by Goldman 
Sachs in KMCC and KS 


challenge as he enters his 25' year in business (in 
November) is two-fold. The first is to scale up. The second 
is to build an institution that will last. 

Let's start with scale, which is an imperative if Kotak 
has to compete with the Goldman Sachs and BoA-Merrill 
Lynchs of the world, which will be increasingly depending 
on India in the years ahead. Kotak Mahindra Bank can ei- 
ther resort to furious organic growth, or it can acquire an- 
other bank. Both are unlikely options—the first won't 
happen because that's not the group's style (growth with- 
out value is meaningless, is the common refrain amongst 
the top team): the second option is improbable simply be- 
cause there aren't too many acquisition targets out there. 
But there is a third route, says Kotak. "To build an 
integrated financial institution that has a bank, an 


"UDAY'S YOUTH, PASSION FOR THE BUSINESS AND HIS VISION FOR THE FUTURE 


HELPED HIM BREAK INTO THE BIG LEAGUE IN THE '80s AND EARLY '90s" 


ADI GODREJ, CHAIRMAN, GODREJ GROUP 
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What is Arjuna without Dronacharya? 
Hit the bulls eye with Endeavor! 





T. 
indeavor, an IIM Ahmedabad alumni enterprise, the fastest growing Education Brand in India is all set to roll out its centers across the 
ountry. Endeavor, the most authentic trainer for CAT, MBA Entrance, GMAT, GRE boasts of the highest success ratio ighe country 


Your wait is over!!!... Endeavor... Coming soon to your town. 


Endeavor USPs: 
* Experienced Faculty including IIM, SPJain, MDI alumni + Exhaustive Course Material designed by IHM Alumni 
* State of Art Infrastructure including 24 hr Library * Unseen Online Setup to meet CAT/GMAT requirements 
* Highest Success Ratio in the industry * ‘Personalized Preparation Module’ - First time in India 


Endeavor 


dream...endeavor.. E EE TORF 





> endeavor 


Y you are serions abot your career, A hos To be Endeavor. 





Business Endeavor presents a great business opportunity to dynamic individuals with zeal and passion to become an 
Opportunity Endeavor Entrepreneur and deliver sustained education solutions for the betterment of the student community 


What it takes to be an Endeavor Entrepreneur: Loads of ATTITUDE... PASSION... ENTERPRISE... And some investment of course 


For becoming an Endeavor Entrepreneur contact Mr. Dharmesh Shah on +91 98795 03223 or businesspartnership@endeavorcareers.com 





Corporate Office: Endeavor Career Pvt. Ltd., 101, Suyojan, Nr. Hotel President, Off. C. G. Road, Anmedabad - 9 
www.endeavorcareers.com 
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"IN THE 11 YEARS THAT | HAVE KNOWN HIM, WHAT STRIKES ME ABOUT UDAY IS 
THAT HE IS A RISK-TAKING VISIONARY WHO IS WELL GROUNDED IN REALITY 
AND RUNS A CONSERVATIVE, SOLID BALANCE SHEET” 


ASIM GHOSH, FORMER MD, VODAFONE ESSAR, AND DIRECTOR, KOTAK MAHINDRA BANK 


insurance arm, a mutual fund. all of it.” 

At the heart of this model is Kotak's belief that the 
transition of the Indian saver into an investor has begun. So 
the key opportunity—and challenge—in the years ahead 
is to be in a position to serve the customer's savings as 
well as investing needs. What's more, Kotak contends the 
lact that he became a bank last works to his advantage (vis- 
a-vis competing banks and financial services outfits who are 
trving something similar). Kotak calls this a shirshaasana, 
using the analogy of the yoga posture in which the body is 
inverted. "We understand the investor's psyche,” he points 
out. “Institutions need to provide the right mix to the in- 
vestor, be it debt, commodities, or equity. In fact, disservice 
is meted out to customers when banks just keep the cus- 
tomers’ money in savings accounts.” 

That task of pampering the saver will keep Kotak 
and his A team busy in the years to come. But will that be 
enough to keep the bill discounter who morphed into a 
deal maker who morphed into a banker going? The way 
Kotak sees it, the individual today at the group is becoming 
less significant in favour of the institution. It's here that the 





team Kotak has built assumes significance—people 
who've been with him virtually from the beginning and 
who keep finding new opportunities for personal growth 
as the organisation keeps adding new arms. "It's a place 
that gives you freedom to be a professional and an 
entrepreneur in your own right. Once you take up a 
business, then it's vour baby completely," says group 
cro Jaimin Bhatt. who came on board 14 years ago. 
Dipak Gupta, Executive Director & 
Head of ik, KMB, believes that it's the 
complementary skills set of these pro- 
lessionals that has been the binding 
factor. "We have all kinds of people— 
the Brahmas who are business cre- 
ators and innovators, the Vishnus who 
are the maintainers who grow the 
business, and the Maheshwars who 
challenge every thing." explains Gupta. 
In the '90s, Kotak was known for 
his penchant to poach, but these days 9 
attracting bright and energetic talent 
may be a challenge—not just because 
of the increasing competition but be- — & 
cause people may be wary of breaking 


through in a business dominated by the founder 
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THE CHALLENGES 
OF THE NEXT PHASE 


@ Scale up the bank and penetrate 
deeper to touch a higher 
percentage of the population 


e Continue to attract young and 
bright talent in an increasingly 
competitive market 


Compete with global banks like 
JP Morgan and Goldman Sachs 
in India as well as overseas 


Ensure that Kotak the institution 
is not synonymous with Kotak 


vodafone 


)W 





old hands. Are such fears misplaced? Vikram Sud, a Citi 
banker of 20 years who joined the group as coo recently, 
thinks so. "The fear of being accepted in a team that was 
around for so many years did come to my mind. But it has- 
n't been difficult so far." grins Sud, whose mandate is to in- 
troduce banking services such as cash management and 
centralise the back-office operations. Other prominent 
"outsiders" to join up include Subrat Pani in credit cards 
(he came from icict Bank) and Aruna Rao (from Polaris), 
who heads technology. 

Kotak has a simple explanation for people not leav- 
ing the firm. "If we like people, we do what we can to be 
with them for a long time." He gives the example of 
Head of I-banking Falguni Nayar, who came on board 
in 1993. In 1995 her husband Sanjay 
Nayar was posted to London by Citi. 
Falguni tagged along—and set up 
Kotak's London office. A few years 
later, Sanjay was posted to New York. 
Falguni went along—and set up 
Kotak's New York outpost. Recently, 
Sanjay left Citi to head private equity 
firm Kohlberg Kravis Roberts’ (KKR's) 
Indian operations. That would suit 
Kotak just fine. He's after all in the 
best country in the world and would 
want Falguni—and indeed all his 
other key people—to be in the right 
place. At the right time. © 





COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 


IINVMSOD LIHOVY 


In your quest for education, 
PNB remains a pillar of financial strength 


Give wings to your 
dreams to study higher 
in India or abroad. 





— — — Highlights — 
® Need based loans € 1% concession in ROI if interest on 
€ Margin 0-15% loan is serviced during study period 
® Attractive rates of interest ® Rebate of 0.5% in interest 
€ Repayment in 5-7 years after rate for girl students 


moratorium period e Online application facility 


For details contact your nearest branch or Call Centre at 0124-2340000 or 
dial All India Toll Free No.: 1800 180 2222 through landline 
www.pnbindia.com/www.pnbindia.in 
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: e was the toast of the 
Civil Aviation Minister media in his first stint as 


the Civil Aviation Minister 


il in the previous UPA govern- 
IS AVIATION IN INDIA ment and for good reasons. 

He presided over an industry that not only 

y, grew 30 per cent each year between 2005-06 

ABOUT THE COU NTRY S and 2007-08, but also witnessed unprece- 
dented expansion, thanks to the opening up and 


deregulation of the sector and ensuing com- 
petition. But today, PRAFUL PATEL is a man 


under attack, from Air India's employees, 


— 


from rival politicians and by the media at 
large. Business Today s KUSHAN MITRA 
caught up with him as he took a break from the 
Monsoon Session of Parliament to get his side 
of the story. Excerpts: 
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Your second term has begun with a 
rather bumpy ride. 

My second term has just begun and 
this is just some take-off turbulence bef- 
ore we set course on a smooth flight 
(laughs), The crisis in aviation is not 
just a domestic phenomenon. It is lin- 
ked to the global slowdown and the 
dramatic run on fuel prices last year. 


The last few years saw growth of 


30 per cent plus, If the last year has 
seen negative growth, then all air- 
lines will be affected and Air India will 
be affected even more. This is due to 
the inefficiencies in Air India and sys- 
temic issues, which are possibly unique 
to Air India in the Indian context. 


HSOHD YWHNAHS 


Can you explain the future path 
for the airline? 


The plan is to restructure Air India. If 


we have to restructure the airline, 
not everyone can work for the core 
function of the airline, so they will 
need to be hived off. Because you are 
not sacking people, you have to rede- 
ploy people in a way that brings more 
money to the airline or helps its bot- 
tom-line. Operations like cargo and 
ground handling and maintenance 
(MRO) can bring in additional revenue 
from other carriers also and can help 
in the redeployment of people. 


went into operation. Both Air India 
and Indian Airlines were in a com 
plete monopoly situation. And even 
after the monopoly goes, it takes a lot 
longer for the mindset to change. 
They never really understood com 
petition and deregulation because 
that was the way the company was 
structured from within. 


Reports have emerged that Air 
India might cancel some of the 
remaining aircraft on order... 

Of the 111 aircraft ordered (43 Airbuses 
and 68 Boeings), 51 have already 


“They (Air India and Indian Airlines) never really 
understood competition and deregulation because that 
was the way the company was structured" 


Has the merger between Air India 
and Indian Airlines not gone as 
well as well as you hoped? 

Yes. Instead of the merger of two com- 
mercial organisations, it has been 
akin to the merger of two govern- 
ment departments. 


You have also said on record the 
government will not sell Air India? 
| have said that, but that will not stop 
us from thinking of diluting our stake 
in the airline while still retaining its 
public sector character. 


So, like the Finance Minister said, 
you could divest 49 per cent of 
Air India? 

Yes, it can be done. 


So, the hived-off parts can be sold 


separately? 
(Nods) 


Wearing your hat as a business- 
man, can you tell us what went 
wrong? 

You have to remember that Air India 
had virtually no assets to write off. 
They bought planes in the late '80s 
and early '90s, which were totally 
written off. Revenues came in and 


arrived and the bulk of the large planes 
are yet to come. What I have said is 
that Air India could, as part of its 
restructuring, stretch the induction 
of new aircraft over a longer period 
of time. To say that Air India should 
not function with these new planes 
is ridiculous, and the people who 
are talking like this are not running 
the airline. 


Do you feel in retrospect that 
there was too much exuberance 
by operators in 2006-2008? 
There was exuberance worldwide in 
aviation. not just in India. But it was 
also matched by growth. And hon 
estly, despite all that we have talked 
about, I feel that just 350 aircraft in 
Indian skies is still not enough for à 
country of our size and geography 
There will still be a lot of growth. 


There have been accusations that 
you have allowed international 
carriers to prosper at the cost of 
Indian carriers, read Air India. 
There is an increased demand for con 
nectivity from our country. If Indians 
are to have a better choice, better serv- 
ices and better fares, then competition 
is the order of the day. If Emirates, 
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Qatar (Airways), Singapore (Airlines), 
British Airways, Lufthansa or any 
other airline is allowed to operate 
more services into India, so are Indian 
carriers allowed to operate more serv- 
ices into those countries. But some 
people like to spread the myth that 
while some international carriers fly 
into 15 cities of India, we fly into only 
one city of theirs. We also have 15 
cities to fly from, don't we? These 
allegations are of no use. Is the future 
of civil aviation in India linked only to 
Air India? If that's so, then this argu- 
ment of opening up routes and dereg- 
ulation falls flat, doesn't it? Five years 
ago, journalists were asking why 
weren't more foreign carriers being 
allowed into India. Now when we 
have allowed, it is alleged that I am 
destroying Air India. Listen, I don't 
care much for allegations. Allegations 
should be substantiated with evidence 
that the country has lost something. 


But you did open up routes to pri- 
vate Indian carriers? 

Yes, but three years after opening 
them up, have they done anything...? 


But Jet (Airways) is expanding in 
the Gulf... 

Jet may have done a few flights, but Jet 
and Air India are Indian carriers and 
have they really done much? 
Tomorrow, if foreign carriers are all- 
owed to invest in Indian carriers, peo- 
ple will accuse me of allowing this so 
as to destroy Air India. Today, you 
guys (the media) are saying that this 
should be done; editorials are being 


This is not a decision for me to take, 
but a larger government decision. At 
the end of the day, you have to ask the 
question: Is aviation in India about 
the country's interest or Air India's 
interest? I said this in Parliament, we 
are sitting here to look after the interest 
of the country's civil aviation and not 
just of Air India. Now if Air India can't 
take advantage of a bilateral arrange- 


port at) Navi Mumbai as and when it 
comes up. Pune, Kannoor, Goa, when- 
ever these airports get the go-ahead, 
they will be in the private sector. At 
Nagpur, it will be a joint venture 
between AA! and mpe (Maharashtra 
Industrial Development Corporation). 
Some of the new AAI airports have 
come online: Amritsar, Jaipur, 
Udaipur, Trichy, Madurai and 


"Five years ago, people were asking why weren't more 
foreign carriers being allowed into India. Now when we've 
allowed, it is alleged that | am destroying Air India" 


ment and routes are passed on to Jet 
and Kingfisher, people will say that 
everything is being given to Jet and 
Kingfisher in order to finish off Air 
India. You have to understand this 
in perspective. India has grown and 
aviation has grown and Air India is 
only one of the many components of 
the growth story of aviation in India. 


As for Air India, you have the full 
support of the Prime Minister? 
Yes, we do. But Air India is not asking 
for Rs 15,000 crore. I have no clue 
where this figure has come from. The 
total debt is Rs 15,000 crore. Even a 
healthy and profitable company runs 
debt. Air India has said that it needs an 
injection of equity. I have been talking 
of this for over two years. Is it some- 
thing new that I have asked for? No. 
That is why the whole focus of the 
media is ridiculous. What the media 
should have done is to have taken 
Air India to task. After everything 


"You people (the media) like sinister characters. 


Maybe | should become one" 


written in the papers saying that we 
should. The moment we allow this, 
they will all say, Yeh toh Air India ko 
marne ke liye aapne kar diya! 


Well, wiil you allow foreign 


carriers to invest in Indian 
carriers? Is this on the cards? 
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has been done to support the airline, 
why hasn't it been able to turn itself 
around? Whatever is wrong with Air 
India is within itself, not outside. 


Are there going to be more new 
airports coming up in India? 
There is certainly going to be (an air- 


Dibrugarh are looking very good. 
People keep telling me this, but no 
one writes about this. 


Coming to the Mumbai airport, 

the slums are still creating a 
problem... 

A lot of redevelopment work is being 
carried out. New tenements are being 
built, 25,000 of them. This is not just 
the work ofthe Civil Aviation Ministry 
or the airport developer; this has to be 
kept in objectivity. 


As for Navi Mumbai, Jairam 
Ramesh (Environment Minister) 
has said there are some issues... 

I don't want to comment on this 
other than to say that if a second air- 
port doesn't come up in Mumbai, peo- 
ple can't just question me. You people 
lose objectivity. I should also change. 
I don't have to be objective anymore. 
I should also espouse negativity, be 
cynical. You people (the media) like 
sinister characters. Maybe I should 
become one. 


What about aspects such as 

Air Traffic Control? There was 

the serious incident in Mumbai 
with the President's entourage... 
There is a need for improvement, I 
won't deny that. But to say things 
are hopeless is extremely unfair. Yes, 
things can improve and efficiencies 
can be brought in. © 
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Raiders on the 


High Seas 





Why are two shipbuilders, Bharati Shipyard and ABG Shipyard, 
slugging it out with offers and counter- offers to lay their 


hands on an offshore services provider? virenora verma 


n one corner of the ring is a 
takeover artiste who has grown 
his empire via a string of opp- 


ortunistic acquisitions. In the 


other corner is an industry 
veteran who it would appear is ahead 


on points after the first couple of 


— = = — | 


rounds. But then this is a slugfest 
that won't end in a hurry, and which 
promises to go down to the wire. The 
glittering trophy that's up for grabs is 
a Rs 1,081 crore provider of offshore 
services and rigs to oil companies. 
Winning the bout is an imperative 


WHY ABG AND 1. To become integrated 


BHARATI WANT companies, from 
3REAT OFFSHORE shipbuilding to operators 


2. Several global 
instances of similar 
forward integration 


lor both fighters to ensure stability 
of operations during a slowdown and 
even beyond. Even as punches and 
counterpunches continue to be 
thrown, the stage is set for an exciting 
finish. By the first week of September, 
it will be known who has been 
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Market cap^ Net profit* 
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knocked out and who walks away 
with the prize. 

One of those prizefighters is Rishi 
Agarwal, Chairman, Asc Shipyard. 
The other is Prakash Chandra 
Kapoor, the 63-year-old Managing 
Director of another shipbuilding com- 
pany, Bharati Shipyard, who has 
been a shipwright since the mid- 
1970s. They're both scrapping for a 
controlling chunk of Great Offshore, 
a company from the Great Eastern 
Shipping Company stable that was 
promoted by Vijay Sheth. Offers 
and counter offers from both bidders 
have been flying around (see 
Chronology of a Bidding War) and at 
the time of writing, Bharati had a 
higher offer price of Rs 405 (in an 
open offer to shareholders) against 
ABG'S Rs 375. Bharati's edge is that it 
has already mopped up 19.6 per cent 
of Great Offshore through its 
subsidiaries at a cost of Rs 243 crore. 
ABG, in contrast, has just a 2 per cent 
stake and will have to fork out 







OFFSHORE 


with Mazgaon Dock 


BUSINESS PHILOSOPHY: To be 
a pioneer in all types of 


shipmaking 


3. Offshore service 
providers earn higher 
margins than shipyards downturns 


Prakash 
C. Kapoor 
BHARATI SHIPYARD 


STARTED BHARATI SHIPYARD IN: 1976 


BACKGROUND: Naval architect 
from IIT Kharagpur; worked 


Rs 472 crore to acquire a 32 per cent 
stake. To get to that mark, Kapoor 
will have to put only an additional 
Rs 190 crore on the table. 


Agarwal vs Kapoor 

So, who are these warriors that have 
hit the high-stakes takeover trail? In 
1989, a 23-vear-old wet-behind-the- 
ears Agarwal returned to India after 
completing his MBA from Purdue 
University. He wasn't keen on joining 
a multinational or an investment 
bank, but wanted to do something 
on his own—in a hurry. Magdalla 
Shipyard, owned by R.S. Nakra, was 
up for grabs and Agarwal was quick 
to buy it. That became his flagship. 
ABG Shipyard, which went on to 
become India's largest shipmaker in 
a few years in the private sector. But 
the appetite of Agarwal, a nephew 
of Shashi and Ravi Ruia of the Essar 
group. for acquisitions was only whet- 
ted by that first purchase. In the years 
to come, he would take over Vipul 


4. Great Offshore is 
a good hedge during 


~ Kon 


386 13332 BEND 


"T'as an 


J. Payments in ship- 
building are less stable 
and come in stages 


Shipvard (2007) and Western India 
Shipyard (2007). Now, he's trained 
his sights on Great Offshore. 

This time, however, Agarwal isn't 
alone in his quest for inorgani 
growth. He's got a strong rival in 
Bharati, the #2 shipyard in th« 
country in the private sector 
Promoted by Kapoor and Vijay 
Kumar, both irr engineers and naval 
architects, their growth strategy is 
in sharp contrast to Agarwal's, what 
with an organic thrust being the 
bedrock of their growth. So much so 
that Kapoor suggests that his play 
for Great Offshore should be seen as 
more of a helping hand to long-time 
friend Sheth—Kapoor acquired a 
little under 15 per cent of Great 
Offshore's shares, which had been 
pledged by Sheth. 

To be sure, Bharati Shipyard has 
a business association with Great 
Offshore that goes back 15 years. 
"We want to acquire the company 
(Great Offshore) because of business 
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CHRONOLOGY OF 
A BIDDING WAR 


December 3, 2008: 

Vijay Sheth pledges a 12.73 per cent 
stake of Great Offshore to 
subsidiaries of Bharati Shipyard 


January 2, 2009: 

Sheth pledges an additional 2.15 per 
cent stake of Great Offshore to 
these subsidiaries 

May 5 & 6: Bharati acquires the 


pledged stake (totalling 14.88 per 
cent) from Sheth 


May 30: Sheth resigns as Vice 
Chairman & MD of Great Offshore 


June 5: Bharati makes an open offer 
to acquire 20 per cent more in Great 
Offshore, at Rs 344 per share 


June 23: ABG Shipyard enters the 
fray with a counter offer to acquire 
32.12 per cent, at Rs 375 per share 


July 4: Bharati revises open 
offer price to Rs 405 


FOREIGN SHIPBUILDERS 
WHO HAVE FORWARD 
INTEGRATED 

COMPANY: Hyundai Heavy Industries 

AREA OF OPERATION: Shipbuilding 

AcouiRED: Hyundai Merchant Marine 

AREAS OF OPERATION: Ship operations & logistics 


COMPANY: STX Offshore and Shipbuilding Co. 
AREA OF OPERATION: Shipbuilding 


AcouiRED: STX Pan Ocean Co. 
AREAS OF OPERATION: Ship operations 
for dry bulk cargo 


COMPANY: Jaya Holdi Sac ples 
AREA OF OPERATION: Shipbuilding & repairing 
DIVERSIFIED INTO: Operating offshore vessels 
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association and do not want it to go 
to competitors," claims Kapoor, 
whose company makes offshore sup- 
port vessels for Great Offshore. 

ABG, for its part, is a palpable 
hostile raider. which got into fray 
immediately after Sheth resigned as 
Vice Chairman in the last week of 
May. "We realised there was no 
management so we thought it was a 
good time to step in," says 
Dhananjay Datar, Chief Financial 
Officer. ABG Shipyard, which has 
made ships for global companies like 
John Fredriksen Group, A.P. Moller 
Group and the Indian Coast Guard. 
Alter Sheth's resignation, Great 
Offshore had just four directors and 
no Managing Director or cro. 


It's all About Strategies 


If two shipyards are battling for a 
company that operates rigs and 
provides offshore ships to oil 
companies, that's because there's a 
clear-cut strategic fit. "It's a global 
phenomenon and it's a natural 
integration for shipyards to move 
into ship operations," says Nikhil 
Gandhi. Chairman, Pipavav 
Shipyard. He adds that leading 
global shipyards like Hyundai are 
today also operating ships. Experts 
point out that the services of com- 
panies like Great Offshore will enjoy 
strong demand as they are used for 
drilling oil from the sea. "The 
objective (to acquire Great Offshore) 
is to hedge the business even as the 
shipping industry goes through a 
down cycle,” says Kapoor, who has 
seen three down cycles since he - 
co-founded Bharati. Datar explains 
that operating ships provides for a 
stable source of fixed income. 

So. if Great Offshore fits like a 
glove into both companies, it might 
well be financial muscle that decides 
the winner. Bharati has an order 
book of Rs 5,000 crore to be 
executed by 201 2, and over the past 
five years, its revenues jumped eight- 
fold to Rs 1,019 crore and profits 


surged 22 times to Rs 133.3 crore. In 
comparison, ABG's revenues were 
up five times to Rs 1,412 crore and 
profits spurted 1 3-fold to Rs 171 
crore over the same period. AncG's 
order book is worth Rs 1 1,000 crore 
and goes on till 2014. When it comes 
to raising money, ABG would seem to 
have an edge, what with its higher 
market cap and promoter holding. 
On the leverage front, Bharati has a 
lower debt. 

Bharati's biggest advantage is 
that it already has close to 20 per 
cent of Great Offshore in the bag, 
via its subsidiaries. "Bharati is in a 
better position as it has a higher 
stake and a long relation with Great 
Offshore," says Ajay Parmar, Head 
(Research), Emkay Global Financial 
Services. Arun Kejriwal, Director, 
KRIS Research, adds that it would be 
easier for Bharati to hit the crucial 
26 per cent shareholding threshold 
than it will be for asc. With 26 per 
cent, a shareholder has a say in spe- 
cial resolutions and can also block 
them. What's more, the promoters of 
Great Eastern Shipping—the Sheth 
family—still holds a 4.3 per cent 
stake and there is a possibility that 
this might also come Bharati's way. 
Bharati's open offer at Rs 405 opens 
on July 25 and closes on August 
13. ABC's last offer at Rs 375 opens 
on August 13 and ends on 
September 1. 

But Agarwal may be in no mood 
to throw in the towel. A renewed 
counter offer could well be on the 
cards, what with Great Offshore's 
stock price ruling higher than 
Bharati's last revised bid. Clearly, 
the sparks have only just begun to 
fly. The coming days will be ten- 
sion packed for both raiders, but if 
there's somebody who has a smile 
on their faces, it's the small 
shareholder who's making a neat 
packet as the two shipbuilding 
giants slug it out. © 
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Market Share 
But Still Insecure 


GlaxoSmithKline rules the malted food drinks segment 
and has a comfortable presence in pain relievers and 
antacids. So, why is it acting like an insecure underdog? 








SHAMNI PANDE 


laxoSmithKline Consumer 
or GSK India 





Healthcare 
as it is popularly known 
—is going about its busi- 





ness like a company on 
steroids. In January this year, it 
launched Glaxo Nutrition ActiGrow, 
a high-protein baby food. In 
February, it introduced Horlicks 
Nutribars, a snack for health- 
conscious people. In April, Chill Dood, 
a flavoured milk drink in tetra packs. 
And last month? Junior Horlicks tod- 


dler biscuits. This is just a sampling of 


the avalanche of products that Gsk 
has launched this year alone. Many 
more are in the pipeline. 

As a result, GSK may come off as a 
new MNC in India, floundering in an un- 
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familiar market and throwing up a 
non-stop array of products with the 
hope that something sticks. The real- 
ity is that Gsk has never been as strate- 
gically strong and financially healthy 
as it is today thanks to the unusual 
plan of action charted out by its current 
MD of two years, Zubair Ahmed. When 
Ahmed took over from his predecessor 
Nick Massey, GSK was—and is—a 
leviathan in the now Rs 2,200-crore 
malted food drinks (MFD) market, en- 
joying steady growth and 66.5 per 
cent of the market share via its brands 
Horlicks, Boost, Maltova and Viva. 
Most managers would thank 
their lucky stars and maintain status 
quo. Not so with Ahmed. He reacted 
as if he had stumbled into a corporate 


nightmare which required urgent 


remedies. This meant shaking up a 
company that, theoretically, didn’t 
need shaking up. “If Zubair wanted 
to, he could have just cruised along 
with the existing growth. But he's 
driven and is actually forcing this 
quiet company to look outwards,” 
says a source from a top talent 
recruitment firm. "He's bringing in 
new people from outside to infuse a 
new perspective in its already well- 
oiled system," he adds. 

There is a keen instinctive logic to 
Ahmed's apparent madness. Gsk 
India—not to be confused with its 
pharmaceutical sibling csk Pharma 
is the undisputed king of malted food 
drinks in India, but that overwhelm- 


ing strength can also quickly become 


its Achilles heel. "It's hugely de- 
pendent on Horlicks and Boost and 
needs to successfully grow in other 
segments (like biscuits, orc medi- 
cines, etc) that it is already 
present in," says Anand Shah, 
Research Analyst, Angel 
Broking. While the firm's lead 
over its competitors is im- 
pressive, sharks continue to 
circle the waters. Between 
January and May this year, 
Heinz's Complan, with a 14.1 
per cent value share, snatched 
two percentage points away 
from Horlicks (49.5%), Boost 
(12.7%) and Cadbury's 
Bournvita (16.1%). The battle 


Boost 


for a slice of malted drinks market is 
heated—and can get ugly. Last year, 
GSK launched an advertisement 
which claimed that children who 


consumed Horlicks grew faster, 


12.1 17.2 


Maltova _ Viva Complan Bournvita 











GSK is a giant in 


Malted Food Drinks... 
(Rs 2,200 crore) 


Horlicks, Boost, Maltova and Viva are GSK brands 
Figures in per cent volume share June 08-May 09 
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thanks to the 23 vital nutrients in 
the drink. and moreover, it had a 
markedly lower price than its com 
petitors. Heinz India was infuriated 
and filed a case in the Bombay High 

Court, which was dismissed 

In retaliation, Heinz respo 


4 2 nded with its own ad that 
Others 


trumpeted Complan's nutrit 
ion and growth claims, which 
GSK promptly took to the 
Delhi High Court. Ultimateh 
both the ads have been with 
drawn, but the matter is still 
pending, and the dust ove! 
the battle for MFDs in India is 
far from settled 

\hmed's real interest, how 


ever, is to grow the company in 
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other areas where it either has a pres- 
ence, or where it intends to create a 
whole new market. “Merely getting a 
double-digit growth in the health and 
wellness space, which is taking off in 
a big way in India, is not enough,” 
says Ahmed. “I could have actually 
chosen to continue doing the same 
things and still kept people happy. 
But | am stating my agenda to grow 
in syne with the market growth po- 
tential and opportunity.” he adds. 
His agenda: doubling turnover in the 
next four years from its current base 
of Rs 1.543 crore for the year ended 
December 2008. Ahmed says that 
this is possible if the company con- 
tinues to grow at its current growth 
rate of 19 per cent. Shah of Angel 
Broking says that the company’s 
growth figures are impressive despite 
having a large base in malted drinks. 
GSK has other businesses where it 
is less of a leviathan, but is eager to be- 
come one. In the Rs 400-crore 
antacids market, its Eno (29%) barely 
outstrips the competition (Digene 
28%, Gelusil 21%). In the Rs 550- 
crore market to relieve fevers, pain 
and colds, its Crocin (18.4%) brand is 
also just a few basis points ahead of its 
competitors, These are areas that GSK 
must boost market share in order to 
add to its top line growth. However, it 
is in the “Rubs and Balms” category 
that csk has suffered a comprehen- 
sive drubbing over past decades. Its 
lodex ointment once ruled the cate- 
gory with over 70 per cent 
market share. but has 


gradually slipped to an „Analgesics... Pain, fever, and cold relievers (Rs 566 crore) 


abysmal 16.5 per cent to- 
day, while Indian stalw- 
arts like Zandu and Amru- 
tanjan have together 
seized over 60 per cent of 
market. Ahmed clearly 
has some work to do if he 
wants to regain a slice of 
this lucrative segment. 
Ahmed's current strat- 
egy is not much of a sur- 
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30-year tenure in the FMCG space— 
and his expertise in launching and 
growing brands. He is viewed as a 
hugely successful head for Gillette India 
when he moved here in 1995 to take 
charge of its acquired company, 
Wilkinson Sword. This firm eventu- 
ally got merged into Indian Shaving 
Products and was subsequently re- 
structured as Gillette India. He not only 
grew the firm's shaving blade category 
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into a dominant position, but also in- 
troduced many innovations for the 
price-sensitive men’s grooming cate- 
gory: "He has a very strong sense of 
what will work and he has the ability to 
cut across lines and build relation- 
ships,” observes Jayant Kumar Singh, 
Managing Director, Henkel India. “He 
is also quick to spot strengths in people 
and then empowers them to take de- 
cisions,” he adds. Singh worked with 
Ahmed at Gillette for a year in 2005, 
then joined csk a little ahead of Ahmed 
in July 2006 and recently quit this 
year for his present assignment. 

Ahmed's tinkering at Gsk seems to 
have paid off. The firm posted its fifth 
consecutive quarter of double digit 
volume growth, a 48 per cent 
increase in after-tax profits (to Rs 84 
crore) and its launches of Horlicks 
for Women as well as Nutribars have 
been bona fide successes. More sig- 
nificantly, Horlicks volumes were up 
21 per cent, Boost grew 8 per cent 
and its small portfolio of biscuits 
surged 27 per cent during a bleak 
economic period. Still, for all of 
Ahmed's—-and GskK's—successes, the 
hounds of competition continue to 
nip at its heels. Bournvita launched 
Li'l Champs in February this year to 
take on Junior Horlicks. Similarly, 
Heinz India is attempting to broad- 
base its Complan portfolio to offer 
muesli for breakfast, even as it tries to 
grow its presence in the biscuits cat- 
egory, much like GSK. 

So, while Gsk carries 
on posting big numbers, it 
is quite likely that Ahmed 
will continue to whip him- 
self and his company into 
a frenzy of product 
launches and brand ex- 
pansion. For Ahmed, it 
seems like success begets 
paranoia. However, con- - 
sidering the fate of csk's 
lodex today, that’s proba- 
bly not a bad thing. © 
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PROFILE 





Shivinder Mohan Singh is an unabashed torchbearer for corporate 
and super specialty hospitals. Can he help make healthcare the 
next big thing and Fortis the leader in the industry? anann annixari 


here's nothing 
stereotypical about 
Shivinder Singh. He 
doesn't play golf, 
doesn't spew corpo- 
rate jargon and— 
how's this for contrast —he plays 
hockey whenever he gets a chance to 
be with old friends. Hockey of course 
is India's national game, but the 
country's domination—-and along 
with it the game's popularity—has 
ebbed over the past couple of decades. 
But Singh is still as passionate about 
dribbles, flicks and free hits as he is 
about building a healthcare empire. 

Like a true-blue forward on the 
front line, Singh is focussed on the 
goal—his goal. The 33-year-old 
Managing Director of Fortis 
Healthcare is targeting a top line of a 
billion dollars by 2012 by creating 
a chain of 40 hospitals with 6,000 
beds. At the end of last fiscal, Fortis 
had revenues of Rs 630 crore 
(roughly $130 million), 28 hospitals 
and 3,300 beds. He hopes to get there 
with an aggressive mix of organic 
growth, acquisitions and manage- 





ment contracts. Fortis is well-placed 
financially to pull off this growth 
gambit. After raising Rs 650 crore 
with an initial public offering in October 
2006, Singh now has a Rs 1,000- 
crore rights issue on the anvil. 

Last fortnight, Singh sealed a strate- 
gic partnership with S.L. Raheja 
Hospital in Mumbai to manage the 
facility. He is also said to be the 
frontrunner, with a Rs 900-crore bid, 
to acquire Wockhardt Hospitals, 
although he refuses to comment on 
that potential deal. In January, Fortis 
acquired a majority stake in the 
Bangalore-based Apollo R.M. Hospital 
And last May, Singh made an 
international buyout when he acquired 
Mauritius' largest private hospital. 

Singh's vision is to bring the 
Mayo Clinic or a John Hopkins 
experience to India. "For us a Mayo 
or a Hopkins Clinic stands for scale 
and super-specialty care," says 
Singh, who is building an ambitious 
1.000 bed hospital in Gurgaon. 
which will be India's largest multi 
super specialty hospital. 

For a man who was till last June 





33, Managing Director, 
Fortis Healthcare 


AREA OF FOCUS: Hospitals and healthcare 


LINEAGE: Younger brother of 
Malvinder Singh, son of late 
Parvinder Singh, grandson of 
late Bhai Mohan Singh, all of 
Ranbaxy fame 


EDUCATION: BA (Hons) Mathematics, 
Delhi University, MBA (Healthcare) 
from Duke University, US 


GROWTH STRATEGY: Combination 
of new projects, acquisitions and 
management contracts 


NUMBER OF ACQUISITIONS MADE: 
Seven so far 


LANDMARK ACQUISITION: 
Of super-specialty hospital 
Escorts in September 2005, 
for Rs 585 crore 


IF NOT IN HEALTHCARE: Would 
have been in entertainment 
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also a Director on Ranbaxy 
Laboratories—till the Singhs, 
including Shivinder's elder brother 
Malvinder, sold out to Daiichi Sankyo 
of Japan—Singh has been remark- 
ably busy. Today. Singh is fast emerg- 
ing from the shadow of his brother. “I 
was lucky to have a support system 
within my family." shrugs the Doon 
School alumnus. 

Cut to the mid- 90s. Singh is 
studying Mathematics at Delhi's St 
Stephen's College. Even as friends rib 
him for having a ready job at 
Ranbaxy—a company founded by 
his grandfather Bhai Mohan Singh— 
Singh is wrestling with a dilemma. He 
isn't keen to get into the pharma 





sector. "I wanted to do something 
that would have a social impact and 
also a customer interface," recollects 
Singh. One vague idea was enter- 
tainment. "I think if vou can make 
people laugh you are doing a great 
service," he grins. 

It was his father Parvinder and 
uncle Surendra Daulet Singh who 
planted the healthcare idea in 
singh's young mind (although his fa- 
ther also advised him to do an in- 
ternship in pharma; Singh obliged by 


"There is an opportuni 


J'TENDRA SHARMA 


Sept. 2005 | Mar. 2006 | Mar. 2006 
Escorts Heart International Oscar 
institute, Hospital, Bio Tech, 
New Delhi Noida New Delhi 


interning at Eli Lilly India). The only 
problem: Singh had no clue about 
the business. Once he stepped out 
of college in 1995, Singh got 
involved with a healthcare project as 
its sixth employee. "It was all Greek, 
French and German to me," 
singh about his initial days spent 
in a 500 square feet office on Delhi's 
Hanuman Road. 

But over the next two years Singh 
learnt plenty about healthcare cour- 
tesy of a cruel twist of fate. His father 
took seriously ill and Singh did the 
rounds of "17-20 ofthe best hospitals 
in the world, especially in the vs." By 
the time the blueprint for the first hos- 
pital in Mohali was ready and the 
foundation stone laid in 1999, Singh's 
father had passed away. 

Singh took charge at Fortis, 
Mohali immediately after. A degree 
from the Duke University of the us 
came handy as he got exposed to the 
entire gamut of healthcare—medical 


says 





devices, technology, insurance, 
biotech. The Mohali Hospital came up 
in a record 18 months. "All my learn- 
ings came from the Mohali venture,” 





ty for many more 


corporate players (in healthcare)” 


Chairman, Technopak 
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4 ON TAKEOVER TRAIL singh has made a spate of acquisitions. 
P | Sept.2007 | Jan.2009 |  Jan.2009 


Malar Apollo RM H | 
Hospital, Hospital, Clinique Darne, 
Chennai Bangalore Mauritius 


says Singh. Mohali today is the biggest 
revenue generator for the company. 

The other big contributor to 
Fortis’ growth is Escorts, which was 
acquired in 2005 from the Nandas for 
Ks 585 crore. The high-profile spat 
with cardiologist Naresh Trehan, 
who held 10 per cent in Escorts, 
didn't do Fortis any favours, but it 
was good ground for Singh to dis- 
play his turnaround skills by decen- 
tralising operations and reforming 
systems and processes. 

If there's one criticism that's heard 
against Fortis—and indeed against 
many others of the corporate health- 
care tribe— it is that they're targeting 
the affluent class; there's little concern 
lor the bottom of the pyramid where 
affordable healthcare is an imperative. 
The industry's contention is that the 
government has to pitch in here with 
the concept of universal insurance, 
whereby individuals are assured of 
basic cover. 

For the moment, however, acq- 
uisitions in a highly-fragmented 
market is the way to go for Fortis. 
There are roughly 45,000 hospitals 
in the private sector. Only 6 per cent 
of them have over 100 beds. The 
rest barely have below 30 beds. The 
upshot: Plenty of room for amalga- 
mation and consolidation. "There 
is an opportunity for many more 
corporate players," says Arvind 
Singhal, Chairman, Technopak, a 
consultancy that specialises in 
healthcare. Singh estimates that of 
the capacity of 15 lakh beds in 
India—most run by government, 
societies and charitable trusts—only 
some 6 lakh would be operational. 
"The issue is of optimising the cap- 
acity,” reckons the Fortis front man. 
That's the goal he's furiously drib- 
bling towards. 9 
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Helping prevent heart disease with Siemens comprehensive 
cardiology solutions. 


Cardiovascular disease is one of the major causes of mortality in the world today. Early risk assessment and r: 
diagnosis are vital in the battle against cardiovascular diseases. Siemens offers a comprehensive portfo 
the entire cardiovascular care continuum, from prevention, acute care to follow-up treatment 


siemens.com/answers SIEMENS 
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Take SMEs out of the equation and India Inc. 
will suddenly appear to be on wobbly legs. For, 
while the big boys may make the big picture, 


the big picture itself is composed of thousands 
of minutiae. TEJEESH N.S. Ben 


: plus SME units in the country 





Employ over 
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= hey aren't the best subjects for photoshoots—operating 
from industrial estates, making things like overhead 
cranes and with brands that lie buried under the hood of 
your latest Maruti A-Star. In a world preoccupied with 
: bigness, even their classification tries to put them in their 
place: Small & Medium Enterprises (SMEs). Their promoters shun the 
limelight, instead wrestling for payments from corporate giants (often 
their main customers), driving up from their kutcha roads to negotiate 
with banks or with their excise officer. But they are also stars of India's 
irrepressible entrepreneurial spirit, sheer numbers making up for indi- 
vidual size. sMEs—over 13 million of them, employing 42-million plus 
people—account for nearly half of India's manufacturing output and 40 
per cent of exports. Take away the smes and you could be dead right now 
if you are reading this in your chauffeured car (some smë made the steer- 
ing wheel, rear view mirror, the fuel injection system and the seat itself). 
So Business Today decided to do what we are best at: turning the 
spotlight on talent, and listing them. What if suis are not hot in 
B-School placements or if prospective fathers-in-law sneer at them! sr 
decided to highlight not just the individuals behind the smes but also tell 
their success stories, put a face on them. The numbers, as we said, were 
daunting and their anonymity more so, but we decided to make a start. 
After all, with the world in a recession, the giants of yesterday are laying 
off people and cutting costs. What better time to activate the budding 
entrepreneur who had lost himself in the clockwork of a 10 to 5 job and 
now finds himself jobless? So we—along with our partners (see 
methodology )—trawled through hundreds of smes, kept shortlisting and 
then picked out those we felt had the best success stories or most 
unusual ones. From this also, we picked category winners. 
There's another reason for this focus on smes: the slowdown that 
has battered India Inc. since last year has not left smes unscathed. If at 
all, their plight is worse: many of them had to down shutters or lay off 
workers by the hundreds, even as they were operating on thin margins. 
As Surinder Kapur of Sona Group, which started off as an sme supplier 
to Maruti and has grown to a turnover of Rs 3,650 crore, told BT: “SMES 
operate in a very competitive environment and the larger companies 
don't exactly help matters through their multiple sourcing deals—so 
in terms of funding, SMEs are on a very tight leash.” The lack of financial 
muscle has hurt the sme sector more. "Bigger companies have far more 
clout in the markets they operate in and also with the banking and 
financial institutions to cushion the impact. Not so with the sMES," says 
Salil Singhal, Chairman, National MsME Council of the Confederation 
of Indian Industry. But, as Kapoor says, the slowdown is not without 
its opportunities: use of rr could improve efficiencies and their size 
gives them flexibility. 








THE WINNERS 

OF THE BT- 

YES BANK 

SME AWARDS 

Star SME 

Anupam Industries 


Star CEO 
Vinayak Chatterjee 








Green SME, 
Nandan Biomatrix 


of the manufacturing output and of national exports are by the SMEs 
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THE METHODOLOGY 


Cricket matches are easy-selecting winners for the very 
first Business Today-YES Bank SME Awards required 
more brainstorming than devising a corporate strategy. 


rom a universe of 30,000—10 whom the first lot of questionnaires were 

sent seeking preliminary details of the company—876 applications 

were received across 34 sectors and six award categories. Given the 

eligibility criteria of a turnover range not below Rs 20 crore and not exceeding 
Rs 150 crore, the list of eligible applicants was whittled down to 831. 

That was the stage when the first level short-listing criteria kicked in, 

with different criteria created for each category by Business Today-vrs Bank, which 

was very specific to the categories. The number of applicants was now down to 


68. Following this process, each of 


these categories was checked to en- 


STEP BY STEP ai 

— sure that there was enough information 
@ Award conceptualisation to analyse them further. Wherever 
The i ws recognisethe — nore information was required, which 
emerging ars of tomorrow, based was to be received from the compa- 
ib al iain n vedi nies and had not been disclosed at the 


@ Develop questionnaire Sent 
out to companies to be filled and 
returned for first-level short listing. 


@ Interaction with shortlisted 


initial stage of the application form, 
regional heads from yes Bank actually 
interviewed the key person at these 
companies. On the basis of this addi- 
tional information, the 68 applicants 
were brought down to 30. 


companies Design-specific These final 30, divided into six 
questionnaires for each category categories of five nominees each, were 
and follow up for completion within then circulated to the jury members in 
predetermined timelines. the form of a docket containing essential 


@ identify nominees Based on 
performance and ranking 
parameters. 


6 Jury meeting Prepare jury 


information on each nominee. It may be 
mentioned here that about 10 to 15 
per cent of the entries of the last 68 ap- 
plicants were weeded for not furnishing 
the additional information that was 
required; in a large case it was financial 


docket and circulate in advance T 

to all jury members for the final information, 

meeting to select winners in The entire process—from sending 
each category. out questionnaires to the final 30 nom- 


inees—was spread over a period of 


three months, starting from March 2009 and it was advertised through Living 
Media India’s group publications, including India Today and Business Today as 
also leading newspapers. 

The jury comprised eminent names from the field of industry and government 
—including S. Sandilya, Chairman, Eicher Group, Rana Kapoor, Founder, 
Managing Director and cro, yes Bank, Dinesh Rai, Secretary, Ministry of Micro, 
Small and Medium Enterprises, Parag Patki, cEo, sme Rating Agency of India and 
Anil Bhardwaj, Secretary General, Federation of Indian Micro, Small and 
Medium Enterprises (FISME). The entire process—staring from the sending out of 
questionnaires to the jury meeting—was validated by Grant Thornton. 


For the complete methodology log on to www.businesstoday.in 
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THE JURY 





DINESH RAI 
Secretary, Ministry of Micro, 
Small and Medium Enterprises 


"There ought to be a greater correlation 


between star SMEs and star SME CEOs 
than is reflected in the methodology” 





S. SANDILYA 
Chairman, Eicher Group 
"|n India, people who win awards are 


not necessarily expected to share 
their knowledge with others" 





RANA KAPOOR 
Founder, Managing Director and CEO, YES Bank 


"The awards cover issues like governance, 
corporate social responsibility, and 
innovation-categories not commonly 
recognised in the SME sector" 





PARAG PATKI 
CEO, SME Rating Agency of India 


“Innovation is in every field. But here 
the focus has been product innovation" 





ANIL BHARDWAJ 
Secretary General, Federation of Indian 
Micro, Small and Medium Enterprises 


“The Star CEO category needs to take 
into account more factors than have 
been considered this year” 


IN BUSINESS, 
YOU CAN 


LIVE AND LEARN. 


OR YOU CAN BENEFIT FROM 


OUR EXPERIENCE. 








Comprehensive SME solutions from Religare. 


At Religare, we understand the effort you put towards managing and 
growing your enterprise. But it may not always be possible to keep vigil 
on all aspects of your business. Partner with Religare to fuel your 
growth. Be it Business Loans, Capital Raising, Wealth Advisory or 
Insurance solutions, we provide comprehensive support for all your 
business needs under one roof. in addition, our group companies 
(Religare Technova and Super Religare Laboratories) provide support 
for your Technology and Preventive Healthcare requirements. So you 
canberestassured and haveasingle minded focus towards achieving 


your business goals. 
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Values that bind 





To know more SMS ‘SME’ to 58888 or email at sme@religare.in 


Insurance | Asset Management | Private Wealth | Investment Banking | Loans | Equities | Commodities | Alternative Investments 
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CRANING FOR A BIGGER PIECE 
Small in size, but big in ambition, Anupam Industries is ramping up 
to be among the top shots of India Inc. in half a decade. teseesu n.s. sent 


ometimes, adverse market conditions are just 
the booster shot needed for a resuscitation of a 





company struggling to survive. “In 2002-03, 
which was the worst year for capital goods industry, 

| realised we had hit rock bottom and the only way 
out was scaling up capacity,” recalls Mehul Patel, 
Managing Director, Anupam Industries. And so, Patel 
ramped up on land and assets, biding out the rough 
times to encash them when the tide turned, even as 
his competition went conservative. 

That gamble certainly paid off for this Gujarati 
second-generation entrepreneur as the market for 
lifting equipment (read cranes), which was worth 
Rs 200 crore in 2002-03, has now ballooned to 
Ks 1,500 crore, with Anupam Industries cornering a 
share of 22 per cent. But Patel isn't getting smug 
at least not just yet. “Our market size is a pittance 
compared to China’s, which stood at Rs 45,000 crore 
last year,” he points out. That explains his capex of 
Ks 200 crore in expanding his product portfolio to in- 
clude tower cranes and ship building cranes, which, 
Patel hopes, would lift his turnover from the current 
Rs 240 crore (in 2008-09) to Rs 800 crore by 2010-11. 
“Our aim is to have a top-line of Rs 6.000-7.000 crore 
in the next five years and be the global leader in cranes 
and lifting equipment,” he avers. 

Setting targets, perhaps, may seem easy as Patel 
rattles off the numbers with élan. What wasn't so easy 
was changing the management complexion of the 
organisation that was started by his father in 197 3. 
Patel, who took charge in 1991, admits that 
Mehul Patel, MD: “Our aim is to have a top-fne. + decentralising decision-making was tough. "Till about 


of Rs 6,000-7,000 crore and be the global e 
leader in cranes and lifting equipment" 


v 


three years back, I used to get personally involved even 
in a small order worth no more than Rs 3 crore as it 


MIHSIIVMN HSLLVS 





was difficult to part with ownership control," admits 
Patel. But, given the exigencies of the market place, he 


Anupam Industries slowly eased off the control pedal. "Today, 70 per cent 





ME Turnover (2008-09): Rs 240 crore of the decision-making is decentralised down to the 
i PAT (2008-09): Rs 22.68 crore departmental heads, who are authorised to take 
No. of employees: 235 budgetary decisions for amounts of up to Rs 5 crore,” 
Year of incorporation: 1973 he says. It's decisions like these that should go a 


Headquarters: Anand, Gujarat 
COMPANY PROFILE: Manufactures high-capacity 


electric overhead travelling (EOT) cranes managerial competency, when Patel taps the 1po 
market with a Rs 500-600 crore issue in 201 2. 


long way in assuring his future investors about his 
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Vinayak Chatterjee, Chairman: “I tend 
to go by intuition and gut feel” 


cEO 


Vinayak Chatterjee has blended varied management styles 


transform Feedback Ventures to a top infra advisor 


he story goes of how Feedback Ventures founding 

Chairman Vinayak Chatterjee approached 

Deepak Parekh, Chairman, HDFC Bank, for a 
financial bailout as the company's negative cash flows 
had rendered it unable to meet even its staff compensa- 
tion obligations. Parekh, whose bank has a stake in 
Feedback Ventures, reposing his faith in the brash young 
entrepreneur, gave Chatterjee the needful amount. 

That experience probably got embedded in 
Chatterjee's mind as years later, when a joint venture 
partner for an engineering project egged him to replace 
a colleague in-charge of the project as they felt the said 
colleague was incompetent, Chatterjee refused to buckle 
down and instead backed his colleague, who, as he rec- 
alls, turned out to be one of the finest executors in his 
domain. "I tend to go by intuition and gut feel, whether 
it's about hiring an employee or taking on a project 


Small wont 


TITTT). TEJEESH N.S. BEHL 


and I can safely say that 70 out of 100 times, | have been 
proved right," he says. 
From being a manager who was sell-confessedh 


short tempered and flew off the handle at the slightest 
provocation, Chatterjee's trip in life, as he nears his 
50th birthday, is to become as dispensable to the 
"While I head thi 


directors. | am not a member of the board i 


I 
board ri 


organisation as he can. 
H operations 
that was created to oversee day-to-day functioning 
the company.” he points out 

A man who cuts little slack for big talkers, Chatterje 
is a firm believer in the horses for courses policy foi 
people management. “One needs to have a bullet o! 
management styles as each individual requires a 
different approach." he elucidates. That seems to ha: 
worked for him. considering that most of his senio! 


executives have stuck with him for over a decade 


ZI Z3 be small. 
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Atul Hemani, MD: “The company 
management is the trustee of the 
shareholders' capital and not the 
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UMESH GOSWAMI 


It's not just important to be above board and transparent, but also 
appear to be so for this software company. No pun intended. 
ANUSHA SUBRAMANIAN 





he brainchild of two technocrats. Omnitech almost two decades since it started out, the company 
InfoSolutions is a typical garage start-up set up by has a pan-India as well as a global presence across the 
Atul Hemani and Avinash Pitale in 1990. "We us, Bahrain and Japan. 
both hailed from business families and after having One of their smartest moves—away from their core 
worked in Hct, we were contemplating starting our own competency of manufacturing rr-related hardware— 
venture. We put together our savings and with support was to skim the corporate best practices from the 
Irom family. we started Omnitech," savs Hemani, annals of several large companies to formulate its own 
Managing Director, Omnitech InfoSolutions. Today. corporate governance policy. "We believe the company 


. . management is the trustee of the shareholders' capital 
Omnitech InfoSolutions and not the owner and as such there needs to be a 
Turnover (2008-09): Rs T71 crore proper distinction between personal conveniences 
PAT (2008-09): Rs 33 crore and corporate resources, " elucidates Hemani. 

No. of employees: 775 In future, the company plans to expand using 


VOR Year of incorporation: 1990 both organic and inorganic strategies. Infrastructure 
Headquarters: Mumbai. à ; management services (IMs) and remote infrastructure 
ce COMPANY PROFILE: Provides IT services like l sn 
are remote infrastructure management, business management services (RIMS) market opportunities 
co ' 


continuity planning, disaster recovery, application provide a massive potent ial to Omnitech to expand 
management, performance management, etc. organicallv. 
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Innovation and profitability do not have to be mutually exclusive 
as Kavveri Telecom's example demonstrates. «.r. saLAsUBRAMANYAM 


hen telecom companies bought splitters, used for 
distributing radio frequency (RF) power, from the 





Bangalore-based Kavveri Telecom Products around 
this time last year, they were in for a surprise. The company 
had slashed their price 60 per cent over what it was a year 
ago. Also cheaper were omni antennas, panel antennas and 
combiners, among other things. A series of innovations had 
helped the company tweak with design and use of material to 
bring down costs. That, however, did not result in any fall in 
revenues. The company ended 2008-09 with a 29 per cent 
growth in revenues, clocking Rs 180 crore. 

The past year has, in fact, been a period of frenetic innova- 
tion in products like tower mounted boosters, tower mounted 
amplifiers and microcell omni antennas. "This is helping our 
customers provide more cell sites within their budget besides 


earning us a bigger market share," says C. Shivakumar Reddy, 


Managing Director, Kavveri Telecom. The 47-year-old entre- 
preneur set up the company in a small room in Bangalore 

in 1991 with an investment of Rs 10,000 and now has 
operations spread across India, UK and Canada. 

Sacked by a robust R&D, Kavveri is now aiming big. So, 
when the company recently moved its manufacturing unit 
from a 16,000 sq. ft facility to a complex almost 10 times 
bigger in size, it was a declaration of its global ambitions. 

The maker of RF products and antennas has devoted a third 

of its new facility for contract manufacturing for a global 
clientele. “The cost of manufacturing of these products is quite 
steep in North America and Europe. We can do the same in 
India at costs 30-40 per cent lower," says Reddy. 

The company has also snapped up Trackcom Systems 
International (Ts), its fourth such buyout in Canada. 

"Very good technology companies are available at cheaper 
valuations and we are of the firm opinion that this is the right 
time to acquire these companies, which have value and 
potential to grow in an exponential manner," he asserts. 

Reddv's next frontiers are space and defence, where 
Kavveri hopes to make a killing. Its presence in the sectors has 
not been big, but the company is determined to enlarge its 
footprint, reckoning it as the area of hyper-growth in the 
next 7-8 vears. 


C. Shivakumar Reddy, MD: 
Innovation is helping our 

customers provide more cell 

sites within their budget" 


PAWAR 





DEEPAK G. 


Kavveri Telecom Products 


Turnover (2008-09): Rs 180.57 crore 
PAT (2008-09): Rs 1.34 crore 
No. of employees: 150 
Year of incorporation: 1991 
Headquarters: Bangalore 
Engaged in design, development and 
manufacture of RF products and antennas for telecom, 
defence and space applications 


Small won't always be small. 
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SATISH KAUSHIK 


Taking care of its stakeholders—the artisans—has ensured that if not 
its carpets, the company will surely keep flying high. manu kausuik 


ack in late "70s, Nand Kishore Chaudhary 

turned down the job of a cashier in the United 

Bank of India branch to start his own tiny carpet 
manufacturing unit with just two looms and a few arti- 
sans—an industry starved of skilled workers and littered 
with malpractices. “Considering that the industry size 
was insignificant with huge pent-up demand, the 
growth potential looked promising,” recalls Chaudhary, 
CMD, Jaipur Rugs Company. The first thing he did was to 


Jaipur Rugs Company 


e Turnover (2008-09): Rs 67.75 crore 


ons 
FO PAT (2008-09): Rs 2.06 crore 
PORE 


No. of employees: 210 
| (in association with 40,000 artisans) 
‘ co FOO 


Year of incorporation: 1990 
Headquarters: Jaipur 

| | ILE: Manufactures and 

promotes hand-knotted rugs 
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remove the exploitative middlemen from the whole 
process. This helped weavers to not just raise their 
incomes, but gave them direct access to the company. 

In 2004, jac started an NGO, Jaipur Rugs Foundation, 
lor weaver's training and skill upgradation to make its 
products compatible with the international market. 

"We identified huge gaps in the carpet industry in terms 
of lack of skilled manpower. Being one of the big players. 
we realise that by filling these gaps. we will be not only 
uplifting the lives of many artisans, but also producing. 
good talent for us," he points out. 

Once they get trained, weavers typically earn bet- 
ween Rs 100 and 120 per day as compared to the measly 
Rs 30 they used to pocket with the middlemen in the pic- 
ture. "We have tried to collaborate the best of East with 
the Western world through the development of a global 
supply chain, built around mobilising human skills," exp- 
lains Chaudhary. And the loyalty of the weavers means 
that it's not just a good business, but also an astute one. 





Keep growing. This is the instinct that we, at IDBI Bank, have encouraged in India’s finest 
business minds over the years. And now, we can propel your dreams. With us, you get 
quality service that is simple, friendly and customised just for you. So whatever the size of 
your business, the only question is, how big do you want to be? Start by coming to our 
nearest branch or email: sme@idbi.co.in 
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V. Bhaskar Rao (L), MD: 
"We realised jatropha held immense 
potential in the biofuels space” 





A^. PRABHAKAR RAO 


It may not be that apparent, but there's definitely money to be 
minted in the green business. £. KUMAR SHARMA 


rom a seed capital of Rs 10 lakh—pooled in by 

four partners—to a turnover of Rs 91.4 crore in 

1 1 years, Nandan Biomatrix has indeed come a 
long way. Today, as the company is poised to start 
production of biofuels from the jatropha plant, it finds 
itself at the threshold of a windfall. "By 2015, we are 
aiming to get to revenues of around Rs 1,000 crore, 
have 800,000 hectares of biofuels plant coverage from 
the 40,000 hectares today in 10 states (currently, in five 
states) and produce 2.5 million tonnes of bio-diesel per 

annum (today, this has just moved from lab to 


Nandan Biomatrix 


Turnover (2008-09): Rs 914 crore 
PAT (2008-09): Rs 92 crore 
No. of employees: 90 
Year of incorporation: 1998 
Headquarters: Hyderabad 
Engaged in manufacture 
of biofuels and nutraceuticals 
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pilot scale as jatropha, the crop that it is involved with, 
has a long gestation and takes 2-3 years to produce 
seeds),” states V. Bhaskar Rao, Managing Director, 
Nandan Biomatrix. 

The company initially began with an entry into the 
business of growing and selling natural herbs such as 
aloe vera, stevia and chlorophytum borivilianum (an 
aphrodisiac herb) and slowly moved into trading of the 
natural extracts and then into processing of standardised 
herbal extracts. Later, it got into processing of natural 
herbs and production of nutraceutical products. 

“It was around 2004-05 that we started examining 
the jatropha plant for its medicinal qualities, but 
realised it held immense potential in the biofuels 
space," explains Rao, when asked on how the company 
recognised the biofuels niche as a business opportunity. 
The company has an integrated approach towards its 
business—ranging from agricultural R&p through to 
catchment area development and conversion, including 
processing technology. © 
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SPECIAL-SME EVENT 


LOSE 
NONE 


The first ever Business 
Today-YES Bank SME 
Awards honoured the 
achievements of India's 
small and medium scale 
enterprises-some of 
whom are doing things 
differently and some, well, 
are doing different things. 






rankly, even some of us at Business Today were 
a bit skeptical about the response at the first ever 
Business Todauy-vrs Bank SME Awards cere- 
mony. These initiatives, after all. take time to 
build up their brand value and equitv. But 
these were doubts that vanished as the evening of July 9 
gathered momentum, leaving barely standing room as 
guests spilled over into the buffet service area. making it chal- 


lenging for the hotel staff to serve the food. The venue, of 


course, was the Kamal Mahal at rre Maurya, Delhi, and the 
function got under way as soon as the Minster for Commerce 
and Industry Anand Sharma arrived at the appointed 
hour—8:00 p.m.—and he was welcomed by Aroon Purie, 
Editor-in-Chief, India Today Group. Rana Kapoor, Founder, 
MD & CEO, YES Bank and Rohit Saran, Editor, Business Today. 

I| there was any nervous energy. it soon dissipated as the 
event began with clockwork precision. While events like 
these are normally used as networking opportunities, the 
RT-YES Bank sME Awards Ceremony was an attempt to put 
the spotlight firmly on a hitherto ignored sector of the 
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economy. The names of the winners, which had been se- 


lected by an eminent jury earlier, were kept confidential till 
the time of the ceremony, only adding to the drama. 

\roon Purie highlighted the contribution made by sur en- 
lrepreneurs in terms of innovations. sMES, as he rightly 
pointed out, are an extension of the entrepreneur's person- 
ality and as such, their survival is closely intertwined with the 
ability of the entrepreneur to improvise. "In India being an 
entrepreneur has its own excitement and challenges—some 
of you may call it frustrations. Till recently it would take 
the patience of a saint and perseverance of a camel to be an 
entrepreneur in India," he quipped. 

As Purie rightly pointed out, many of India Inc.'s stalwarts 
of today were in fact smes when they started off. “Dhirubhai 
Ambani started with a firm call 'Majin' located in a 350-sq. 
It room. M.S. Oberoi started from a small Clarke Hotel in 
Shimla. Jamsetji Tata started with a small trading firm. So, the 
question is not whether you are small, but whether you 
are smart. A smart business will grow however small it 
may be. A business that has ceased to be smart, will go extinct, 


MINISTER SPEAK 





“TAPPING ENTREPRENE 
COMPETITIVENESS 


e have 42 million people working in the 

SME sector-that's more than the popula- 

tion of many countries. They build institu- 
tions and provide leadership. Forty per cent of our 
industrial growth comes from this sector and 40 
per cent of India's exports are from SMEs. Many of 
these industries are also labour intensive. 

This is a challenging time given what's happening 
in the world for which we are not directly responsible, 
but victims we all are. The economic downturn has 
definitely hurt economies across continents. We live 
in a world which is interconnected and interdepen- 
dent. We have left behind those times when we were 
insulated. We have to remember that globalisation 
brings with it opportunities and challenges. It has 
opened new markets, provided access to our 
industries, our manufacturers and now even our 
service sector. But there is also increased competi- 
tiveness as entrepreneurs from other countries are 
also testing boundaries. They are also competing, 
which is always healthy. But what we see today is a 
temporary phase. We hope there will be a turnaround 
soon. We in the government realised that during 
difficult times we have to ensure that our industry, 


MIHSIIVM HSILVS 





(L to R) Aroon Purie, Editor-in-Chief, /ndia Today Group, 
R.H. Kasturi, Kavveri Telecom, winner of Innovator SME of the 


Year, Vinayak Chatterjee, Feedback Ventures, winner of Star SME particularly SMEs, are not overwhelmed by the 

CEO, N.K Chaudhary, Jaipur Rugs, winner of Best SME for CSR, economic downturn and given all support and incentives. 
C.S. Jadhav, Nandan Biomatrix, Anand Sharma, Union Minister of The decisions of the government may be 
Commerce and Industry, Rana Kapoor, MD & CEO YES Bank, adequate for many and not adequate for some, but 
V. Bhaskar Rao, Nandan Biomatrix, winner of Green SME, yes, it has helped in stopping the downward slide, 
Mehul Patel, Anupam Industries, winner of Star SME, particularly in exports. It's not that they have gone 


Atul Hemani, Omnitech Infosolution, winner of Best SME for 


up as they have been going down since October. 
Corporate Governance 


In the last three months, the figures indicate that 
surely the worst appears to be over. We are still 
negative when it comes to export growth, but it 


no matter how big it may be,” he pointed out. may be 6-7 per cent less than what it was three 
Accepting the award, Vinayak Chatterjee. winner of months before. 

Star SME CEO, said: “I think the longest journey in the world We have to dream big, only then can we reach 

begins with the smallest first step. I run a company that par- where we aspire to be. Truly, those who are 

ticipates in the infrastructure sector and the fact that sector present in this room, many of you achievers, you 

is also getting recognised after many years of India's have that in you. You have that faith, you have that 

Independence is extremely heartening." Echoing the upbeat confidence, you have creative minds and you have 

mood at the event, Mehul Patel, winner of Star sME, said: the commitment, not only in your field in which you 

"There is a huge potential for Indian sues to become global are, you have the commitment to the country. 

in the future." © | wish you well. 
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——  —- business models. 
Ets ANAND ADHIKARI 


he Nand Ghanshyam 
Industrial Estate in Mumbai's 
Andheri area conveys a sense 
of dilapidation, of decay and 
of being deserted. The kutcha 
road inside ends in a two-storied com- 





mercial complex that reeks old-economy 
rae ee —the last place one would expect to find a 
risk-management firm. 
© ES dinis But, amid the heady smell of machine 


P$52099400009990004044954940940399 409906099 940549280 00000 04 oil and grease is the headquarters of CRP 
@ No excessive leveraging TE Technologies, one of India's largest back- 
€ Strong financial performance ground screening firms and among the 


ih hhh hhh eh eee eee ee ee eee | 


@ No unrelated expansion top three from the 4,000-odd smes rated by 


M duringaboom — ^ ^  theswrRating Agency of India for their 
@ Not ina hurry credit-worthiness and business model. 
to tap the market For cRP, it has not been easy to make 
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it to the hall of fame of SMERA, India's SME- 
focussed rating agency. And the nonde- 
script location is incidental to CRP's success. 
"We are in B2B business so we don't 
need to invest in glamorous offices," 
explains Rahul Belwalkar, the 35-year- 
old ceo, sitting in his mezzanine office. 
Belwalkar, an M Lucknow alumnus with 
stints in Icici Pru Life, Reliance Life and 
ABN AMRO, is neither the Founder-Promoter 
nor the owner. Hitesh Asrani and Ashutosh 
Navalkar, cRP's young founders, inducted 
him in July 2008 to run the show. That 
decision to separate ownership from man- 
agement is part of CRP's success. 
"Resources will always be scarce— 
every business unit has to pull its weight. 


M 


RACHIT GOSWAMI 


There is a clear owner for profitability of 


every business line,” declares Belwalkar, 
who has half-a-dozen industry profes- 
sionals in his team. 

So what made Asrani and Navalkar 
give up their managerial role? 

"We are contributing our energies to 
create a blueprint for cRP post-201 3," 
says 39-year-old Asrani, who, along 
with Navalkar, set up crp in 1997. Since 
then, cRP has transformed itself from a 
pure background-screening firm to a 
player in recession-proof verticals like risk 
management, claims management and 
internal audits. 

Today, it's hard to spot a successful 
SME like cRP that has managed to stay 
afloat despite the mayhem in the small 
enterprises world caused by the global 
financial crisis. 


Charu Dutt Sharma, Head of 


Operations at SMERA, reasons, "Large 
corporates have the wherewithal to stay 
afloat even in a challenging environment 


Rahul Belwalkar, CŁO 


(sitting) with Promoter 


Director Hitesh 


because of their network and relation- 
ships, but small enterprises are prone to 
failures in such situations.” 

That's what happened in the last 
one-and-a-half years when many an 
over-ambitious SME got washed away. 
There are actually two dozen smes that 
today enjoy the highest rating from 
leading credit rating agencies, apart 
from the ones featured here. 


Just Some Good Sense 


[t's not divine power that rescued them. 


but the experience and the wisdom of 


promoters and the quality of top man- 
agement (See What Separates the Cream). 

V.D. Sanghavi of engineering firm 
Aarvi Encon Pvt Ltd, which has cRisiL.'s 
SME] stamp, did not get infected by the 
craze for expansion during the buoy- 
ant 2003-2007. A late entrepreneur, 
Sanghavi had worked for over two 
decades in engineering, for firms like 
Merck Sharp Dohme, Lubrizol and Davy 


s 


Asrani 





Two management graduates 
decided to do their own thing, 
without any family background 
of business and at a time when 
jobs were for the asking. Starting 
as a background-screening firm 
for telcos, the duo today are into 
risk management for insurance 
companies, and auditing. 


«Ev: Clear demarcation 
of ownership and 
management. 


‘Resources will always be 
scarce—every business unit 
has to pull its weight. There is 
a clear owner for profitability 
of every business line’ 


CEO, CRP Technologies 


1 


NISHIKANT GAMRE 


Powergas. He was working at a senior 
position at Bhansali Engineering 
Polymers when he went solo, in 
1987, at a very short notice. 

One day, Bhansali Engineering's 
owner asked him to rush to the Nagpur 
plant, but he refused flatly to do so. "I 
had actually told him at the begin- 
ning that I will never leave Mumbai," 
remembers Sanghavi. He set up Aarvi 
alter resigning from the company, but 
quickly realised running a successful 
business is a different ball game."We 
have been quite conservative in our 
approach,” says Sanghavi, who 
operates from an old industrial estate 
in Mumbai's Lower Parel. Concurs 
SMERA's Sharma: “The successful SMEs 
always put a check on costs.” 

Sanghavi shares a business secret, 
much to the amusement of his son 
Jaydev Sanghavi, Executive Director. 
“I used to hire on a part-time basis top 
Indian engineers working abroad 
when they used to come home for 
holidays,” he discloses. 

If Sanghavi took almost two 
decades to rise to the top, M.S. 
Theivendran did it in just five years 
after setting up Swiss Garnier Life 
Sciences. This professional from 
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Chennai spotted a big opportunity in 
contract manufacturing and headed to 
Himachal Pradesh in 2004. “You need 
a world class infrastructure for contract 
manufacturing which also offers com- 
petitive advantages,” says Theivendran. 

Theivendran is no hardcore 
pharma professional—he has also 
worked for oil major ONGc for several 
years. “That stint gave me some in- 
sights into scale of production,” says 
Theivendran. In fact, his entry into 
business coincided with high growth 
in the economy, but Theivendran 
stuck to his strategy of not leveraging 
too much. “Whatever modernisation 
or expansion we did was funded by in- 
ternal accruals,” he says. 


Debt Do Us Part? Never! 
This near-absence of debt is a com- 
mon thread. Take 61-year-old Janak 
Shah. The mD of Inventia Healthcare 
(formerly Themis Laboratories), Shah 
has not visited a bank for finance for 
many years now. "I don't believe in 
splurging or leveraging whether in 
good times or bad,” he says. whose 
company also boasts of the smel stamp. 
Shah has faced a decade of stag- 
nating demand for his focus area 


Aarvi cncor 

Born out of the promoter's 
impulsive decision to chuck up a job, 
the engineering and project 
management consultancy today 
serves the who's who of India's 
chemicals, petrochemicals, power, 
fertilizer and oil & gas sectors. 


KEv: Conservative but steady 
expansion. 


"We want to aggressively 
diversify and expand the 

product basket to telecom, cross 
country pipelines, power, oil 

and gas and automobile." 


Managing Director, Aarvi Encon 


novel drug delivery systems (NDDS).— 
despite having big clients like Glaxo, 
Parke Davis and Rhone Poulenc. An 
NDDS can replace multiple doses with 
one single drug without side effects. 

Shah has expanded without 
diluting equity. In 2007, Shah 
migrated from Thane plant to 
Ambernath, where the company had 
bought land when prices were low in 
2004. Similarly, cRP is making the 
next big move overseas by setting up 
an office in West Asia. 


nk of India Lis Banking. 


all the way 
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Our support for SMEs keeps getting bigger and better! 


SME Care and 
SME Help soft loans 
@ 8.00% scheme 
extended till 
30-09-2009. 


Term loans under 


SME Help scheme 
@ 8.00% for 
2 years. 


Interest @ 8.00% p. a. 
for all new SME 
customers seeking 

loans” up to 

Rs. 5 lacs. 
India's largest commercial 
bank has been the pioneer 
in supporting SMEs 
through funding and 
unique initiatives over the Interest @ 10.00% p.a 


past 5 decades. With a . for all new SME customers ; 
customer base seeking loans” above S I i 
of 12 lacs SMEs, Rs. 5 lacs to below ee le : 
our support has been Rs. 25 lacs. O 3 
unwavering, sympathetic l F = 
and timely. | è 


THE BANKER TO EVERY INDIAN 


24x7 Helpline: 1800 11 22 11 (Toll free from BSNL/MTNL landlines) or 080 - 26599990 (other lines) 





or Visit www.sbi.co.in or Email: contactcentre@sbi.co.in 





Please call our SME Heads on the numbers mentioned underneath, for further details. We shall be happy to be of assistance. Ahmedabad (079) - 25501032, 25509751 
* Bangalore (080) - 25943168, 25943156 * Bhopal (0755)- 4288215, 4288189 * Bhubaneswar (0674) - 2393336, 2396330 * Chandigarh (0172) - 2702434, 2725855 * Chennai 
(044) - 28214307, 28217477 * Guwahati (0361) - 2237670 * Hyderabad (040) - 2346 6240, 2346 6241 * Kolkata (033) - 2213 0664, 2231 7355 * Lucknow (0522) - 2234003 
2234034 « Mumbai (022) - 6751 4408, 6751 4409 New Delhi (011) - 23407440, 23407 143/19 + Patna (0612) - 2209077, 2209096 * Thiruvananthapuram (0471) - 2323076 


SPECIAL-SMES AND THE DOWNTURN 


Turning Points 

Asrani and Navalkar, who started 
out as first generation entrepreneurs 
in 1993 fresh out of B-school even 
though there were jobs aplenty for 
young MBAS, chose services as 
manufacturing would have required 
capital. “We started syndicating loans 
for corporates by tying up with 
Mafatlal Finance," says Asrani. 

Three vears later, thev ventured 
into credit verification for Max Touch. 
Asrani spotted a big opportunity in 
risk management when insurance 
was being opened to private plavers in 
2000. That was the turning point. 
CRP saw gold in the challenge of last- 
mile implementation of risk man- 
agement tools. "We decided to support 
our clients in execution, and today 
this has become one of our biggest 
strengths," savs Belwalkar. 

Sanghavi saw a big opportunity 
for a small specialised player when 
Davy Powergas India began farm- 
ing out jobs. An advance of Rs 8 lakh 
given by Herdillia Chemicals Ltd in 
1997 helped him kickstart his oper- 
ations. "This advance of Rs 8 lakh 
was big money," says Sanghavi, who 
shared an excellent relationship with 
the mp of Herdillia. 

Shah, too, had a difficult start. 
He first joined the family's pharma 
business after completing his B. 
Pharma in 1970. After 15 vears, he 
split to start his own venture when he 
sensed opportunity in the knowledge 
space. "Those days nobodv applied 
their mind to explore the knowledge 
industry in the pharma sector," says 
Shah. He, along with his wife Maya 
Shah, set eyes on novel drug discovery 
systems (NDDS). 

"NDDS was a multinational driven 
technology. We received lot of en- 
couragement from them," he says. 

Having emerged stronger post 
the downturn, Shah is now eveing the 
big Npps market abroad. He says in 
the us alone, the Nbps market is over 
$60 billion (Rs 2,88,000 crore). "It's 
like an ocean," says his wife Maya. 
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Cautious Growth 
The smes are also working to de-risk 
the revenue model by exploring highly 
regulated markets of the us and the vk, 
but there is no hurry to divest or expand 
equity. Shah is also eyeing a small ac- 
quisition abroad: "We would look for in- 
organic growth." Inventia will even- 
tually follow the listing route but the 
plan is to first achieve a critical size. 
CRP wants to be a Rs 100-crore 
enterprise in the next three years. 
"There is also no hurry to unlock value 
by making an iPo or PE funding,” says 
Belwalkar. The value multiplier 
changes if one has a bigger balance 
sheet. That's what crr is aiming for. 
Another IPO candidate in future, 
Aarvi, is today valued at over Rs 200 
crore. Theivendran of Swiss Garnier 
has set a goal of a turnover of Rs 150 
crore before thinking of going public. 
In early 2000, Inventia was doing 
sales of less than Rs 10 crore, against 
nearly Rs 100 crore today. 
All these smes face another 


challenge as they scale up: that of 


passing on the baton to the vounger 
generation, most of them armed with 
management degrees from abroad, 
unlike the first generation. 

Will the transition be smooth: 





Themis Laboratories 
Pfizer, Glaxo, Bayer, Aventis 
are among its customers from 
India and abroad. It was 
formed by a husband-wife duo 
who plunged into the 
'knowledge space' of working 
on novel drug delivery systems 
at a time when not many were 
aware of the possibilities. 


KEY: Thinking ahead, 
spotting a trend and 
persevering. 


“We would look for inorganic 
growth in future, but it should 
be based on our strength” 
Janak Shah 

MD, Inventia 


Krishna Tanuku, Executive Director at 
the Indian School of Business, who 
runs an entrepreneurship develop- 
ment programme, says: “Some of the 
new generation may have a degree 
from a management school abroad, 
but they need to adopt their knowledge 
to our ground realities in India.” 

"So while these smes seem to have 
won the first round, they face tests 
ahead not only on issues like succession 
and changing market dynamics, but 
innovation and manpower,” he adds. © 
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With the 26-year-old civil war coming to an end in Sri 
Lanka, India Inc. is on the threshold of a never-like-before 
opportunity to do business with the island nation. n. maonavan 


€ Airtel, Ashok Leyland, 10C, 

LIC, Maruti, Bajaj Auto are among 
the major Indian companies 

in Sri Lanka 


€ All of them expect business 
to grow faster with the end 
of the civil war 


e Many new companies are 
looking to enter the country 


€ Cement, infrastructure develop- 
ment, steel and dairy farming are 
the most promising sectors 
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he celebrations that broke 
out in May alter the Sri 
Lankan army announced 
the killing of Lrre chief V. 
Prabhakaran, at the end 
of a long and tumultuous civil war, 


were not restricted to just the streets of 


Colombo. There was considerable ex- 
citement in the corner offices of many 
Indian companies—an excitement 
that was born out of the opportunities 
that a peaceful Sri Lanka offers. 
Strategy meetings soon followed to 


garner a good share of the "soon to 
boom" Sri Lankan consumer goods 
market and/or the reconstruction (in 
the north and east) pie. 

After one such meeting, an Indian 
cement company (which did not wish 
to be identified) has set its sights on the 
government-owned Kankesanturai 
cement plant, one of the two inte- 
grated cement plants in the island. It 
may be in ruins—but it sits on huge 
limestone deposits. With Sri Lanka 
being cement-deficit and considering 


H*WA-NOISILTAIOHM 


IVNNVI INS! 


the extent of reconstruction work that 
needs to be done in the north/east, 
many Indian players are busy exp- 
loring the possibility of setting up fresh 
capacities. At present, UltraTech 
Cement, Gujarat Ambuja and a few 
others export cement to Sri Lanka. 

Commercial vehicle major Ashok 
Leyland is also on the move. It is 
already a market leader in Sri Lanka, 
through its jv with Lanka Ashok 
Leyland (LAL), in the bus and truck seg- 
ment, in which it has a 65 per cent 
share. LAL has begun upgrading its 
service network in Jaffna, Trincomalee 
and Vavuniya. Commercial vehicle 
sales increased every time hostilities 
ended and the highways connecting 
north and south reopened. LAL's sales 
touched a high of 3,600 units in 2005- 
06 period after the ceasefire agreement 
between LTTE and the Sri Lankan gov- 
ernment. Last year (2008-09), it 
dropped to 1,200 units in the wake of 
the war. "We expect sales to pick up 
now that peace is set to return," says 
Rajinder Malhan, ep, International 
Operations, Ashok Leyland. 

Agrees Mayank Parekh, 
Managing Executive Officer 
(Marketing and Sales), Maruti 
Suzuki: "Overall demand should 
pick up now that the war has ended. 
We expect demand for small cars 
to rise sharply. We are prepared." 
Maruti is the market leader in the 
new car segment. 

The war and the liquidity squeeze 
that the global meltdown brought 
about has shrunk consumption in 
Sri Lanka. "On an average 1.80 lakh 
two-wheelers and 45,000 three- 
wheelers were sold annually. But 
these numbers have come down by 
30 per cent. We expect these figures 
to increase as the year progresses. 
When that happens, we will get our 
share," says H.S. Goindi, President, 
Marketing. tvs Motor. 

Life Insurance Corporation's Sri 
Lankan arm-—Lanka Lic—is 
already in the process of identifying 
agents for the north and eastern 


provinces. It has 22 branches across 
the island nation. "Indian parentage 
will definitely help in the north/east- 
ern provinces," says M. Jagannath, 
ceo & MD, Lic (Lanka) Ltd. 


Value Market 

Under normal circumstances, a 
country which is halfthe size of Tamil 
Nadu and with a third ofthe southern 
state's population, should not gener- 
ate so much of interest as Sri Lanka 
does. But with a per capita income of 
$2,014 which is almost double that of 
India ($1,043) and the consequent 
higher purchasing power, the island 
nation presents itself as a premium 
market where margins can be quite 
high. Also, 68 per cent of its 20.21 
million population is in the economi- 
cally active 15-64 age group. 

"Sri Lankans want quality products 
and they don't mind paying a pre- 
mium for it," says K.R. Suresh Kumar, 
Managing Director, Lanka IOC, which 
is a subsidiary of Indian Oil Corporation. 
For instance, Lanka IOC's premium 
petrol today accounts for 30 per cent of 
the sales despite the fact that it was 
launched less than a year ago. The 
company, which has 150 fuel outlets 
and a 25 per cent market share, has 
sought Sri Lankan government's nod 
to add another 300 petrol stations. 
According to D. Rajappa, President, 
Everest Brand Solutions, who has 
worked in the island nation, "Indian 
products are well-received in Sri Lanka. 
Maruti and IOC's Servo lubricants are 
good examples. Having been exposed 
to global standards, what people look 
for is quality. Lower price is definitely 
not the selling point." 

More importantly, Sri Lankan econ- 
omy (which grew at 6 per cent in 
2008) has come to a historically 
important juncture. "The ending of 
the three-decades long conflict, result- 
ing in greater integration of the north- 
ern and eastern provinces with the 
rest of the country... would place the 
country on a better platform to move 
along a higher growth path,” says the 


LANKA BECKONS 


Big bucks await Indian 
companies in select sectors. 


Cement 

Lanka is cement-deficit while india has 
a surplus. A lot of cement would be 
needed for reconstructing the north and 
east. Some Indian companies are also 
eyeing the state-owned cement plant 
at Kankesanthurai near Jaffna, now in 
ruins but with rich limestone reserves. 
infrastructure 

Northern Lanka is in a shambles, East is 
relatively better. Huge infrastructure 
development needs to be done~be it 
roads, bridges, telecommunication, 
ports, airports, drinking water supply, 
power generation, schools and hospitals. 








Cevennen is sn to po AMT 
to introduce high-yielding seeds and 
modern agri-practices to return vast 
areas of land in the north and east to 
its glorious agricultural past. 


Steel 

Export of steel (port logistics 
permitting) to the neighbouring nation 
should see an upswing considering 
the proximity and extent of 
TEEOESETUGEAM. oie 

Tourism 

Peace after 26 years of war will mean 
huge boost to tourism. Investments 
would be needed not only in the north 
and east but southern Lanka as well, 








Sri Lanka uae 74% of its milk 
requirements. It is looking at attaining 
self-sufficiency in the near term. 
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Auto* FMCG 


Unlike India, Sri Lanka -with its per 
capita income double that of India and 
better purchasing power~is a higher- 
value market with scope for better 
margins. Peace in Sri Lanka could 
translate into higher demand for 
two-wheelers, three-wheelers, cars, 
trucks and FMCG products. 
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NISHIKANT GAMRE 


NEIGHBOURS 


Central Bank in its just released an- 
nual report for 2008. The northern 
province, in 2007, accounted for just 
2.9 per cent of the overall cpr. 


The Reconstruction 

Apart from the pent-up demand for 
products and higher margins, recon- 
struction of the northern and eastern 


provinces (accounting for a third of 


Sri Lanka's 65,610 sq. km land mass) 
ollers another set of opportunities for 
India Inc. According to the Central 
Bank, the prolonged conflict has dam- 
aged basic infrastructure, badly 
aflected educational institutions, weak- 
ened banking facilities, destroyed pro- 
ductive assets and disrupted major eco- 
nomic activities in agriculture, live- 
stock, fisheries, small industries, etc. 

Roads, bridges. water supply net- 
work, power generation, sanitation, 
ports, airports, housing and hospitals 
have to be rebuilt from scratch. 
Livelihood-generating activities such as 
agriculture, dairy farming and fish- 
eries need to be revived. Conservative es- 
timates put the reconstruction cost for 
both eastern and northern provinces at 
around $6 billion (Rs 30.000 crore). 
The Central Bank has also called for 
private-sector participation in financing, 
and operation of major infrastructure 
facilities as funding these projects 
entirely by the government would lead 
to higher fiscal burden. 

Sri Lanka's Board of Investment 
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A Lanka IOC petrol station in Colombo 


has already called for foreign invest- 
ments in agriculture, tourism, dairy 
farming, aquaculture, education, 
housing projects and sezs in north- 
ern and eastern provinces, It has of- 
fered attractive sops, too. 

Southern Sri Lanka, too, is in need 
of infrastructure development. At 1.8 
km road length for every square kilo- 
metre, the road network in Sri Lanka 
is good but inadequate to cater to the 
rapidly growing demand. The gov- 
ernment is looking at several road 
projects to address this issue. 

Efforts are also on to improve the 
railway operations, which account 
for just five per cent of the total pas- 
senger transportation and one per 
cent of the goods. Sri Lanka Railways 
is plagued by shortage of passenger 
coaches and locomotives. Around 
75 per cent of the 98 engines it has 
are over 30 years old and prone to 
breakdowns. The signalling and 


"Sri Lankans want quality products and 
don't mind paying a premium for it" 


K.R. Suresh Kumar, MD, Lanka IOC 
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communication systems, bridges and 
railway tracks need improvement. 
Indian Railways is involved in the 
upgradation, though in a small way. 

"There is a limited aid embargo on 
Sri Lanka by western donors (albeit 
unofficial) as reflected in the indefinite 
postponement of IMF credit facility. 
Because of this, foreign investments 
from these countries would be 
restricted. Emerging economies such as 


India could fill in the vacuum left by aid 
and investment from developed coun- 
tries. It is upto the Indian companies to 
proactively tap the emerging market 
opportunities in Sri Lanka." says 
Muttukrishna Sarvananthan, a leading 
Sri Lankan economist. 


China Factor 

Considering the expertise and knowl- 
edge ofthe terrain, Indian companies 
are well placed to do the reconstruction 
work. But they may face stiff competi- 
tion from China. In fact, it was China 
which bagged the order for supplying 
100 coaches and 15 diesel multiple 
units to Sri Lanka Railways under a 
concessional loan last vear. 

Political influence is expected to 
play a part in awarding of contracts, 
too. "It is China and Pakistan who 
supplied arms and ammunitions at a 
crucial juncture, which helped Sri 
Lanka defeat rre. They will get some 
reward for it. China is already build- 
ing a huge port at Hambantota in 
the south coast and setting up a 
power plant. More projects could go 
their way," says Sumi Hazari, 
former President, India-AsEAN-Sri 
Lanka Chamber of Commerce. 

Ideally, history and geography 
should favour Indian companies. But 
if that were indeed the case, Sri Lanka 
would not be importing milk powder 
at a very high cost from far-away 
New Zealand (when India is milk sur- 
plus) to feed its population. © 


COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 
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SATISH KAUSHIK 





Comeback Kid? 


Jack of all foods, Nirula's, has been confounded-if not confused-by the 
onslaught of the kings of niche foods. But its perceived weakness could 
become its key appeal and strength. satini s. pacar 


f you turn the corner at L-block in central Delhi's Rajiv 
Chowk, you will run into a Haldiram's food outlet, 
which for many Delhiites, is a jarring realisation of the 


[ 


i 





changing times. This, after all, was the flagship 
location of the legendary eating establishment, 
Nirula’s, which Delhi residents regularly flocked to for 
mouth-watering savouries or ice-cream. Its other 
immensely popular location, near the Chanakya Cinema 
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hall, also no longer exists. “That is part of life,” says Samir 
Kuckreja, Managing Director of Nirula's Corner House. 
“Those were leased properties and we lost the leases. But 
we have three new homes in cp alone.” 

That may be so, but it could also be a metaphor for what 
has happened to Nirula’s. In the past 15 years or so, 
Indian consumers have gotten increasingly younger and 
armed with more disposable income than ever. They've 


THE OPPORTUNITY 
Customers have gotten 
younger, wallets have gotten 
fatter, spends on food and 
drink outside the house 
have gotten bigger 


THE PROBLEM 

Nirula's has ceded ground to 
nimble competitors such as 
McDonald's, Domino's and 
Haldiram's 


THE REVAMP 

Its new owners have intro- 
duced some 'best practices' 
and set the company on an 
ambitious growth path 


THE POTENTIAL 

Today's Indian family likes a 
little bit of everything: tandoori 
chicken, pizzas and ice-cream, 
which is Nirula's forte 


THE FUTURE 

Stick to its variety of 
offerings but improve service 
management and create a 
buzz around its brand 





become hungrier for food outside home, frequenting fast- 
food chains such as McDonald's, Domino's, Pizza Hut, 
krc and others—even fuelling the rise of formidable 
domestic players, such as Haldiram's and Bikanerwala's. 
Yet, Nirula's has atrophied, unable to exploit this valuable 
demographic, despite its storied brand name and once-loyal 
fan following, having ceded acres of ground to its more 
agile fast-food competitors. 

Still, it would be foolish to write off this fast-food chain. 
For one thing, it has relatively new owners—Navis Capital 
found enough value in it to buy out the founding family for 
Rs 90 crore, three years ago, kick-starting a comprehen- 
sive makeover. Since then, Nirula's new 
management has put some “best practices” in place: It hired 
Deloitte for a lean manufacturing project, implemented sAP 
at the back-end, bought new machinery, and upgraded 
facilities. The partners with the franchises have invested 
close to Rs 50 crore since 2006. 


CASE STUDY 


‘Identify a hero 
product’ 


BY AVNISH BAJAJ 
Co-founder and Managing Director, Matrix Partners 





STRENGTHS: Nirula's was an extremely strong brand 
name. It introduced many new cuisines to the north 
Indian consumer in its heyday-be it pizzas, 
footlongs, or burgers. It was a pioneer and its 
ice-creams were also well-known. When | was 
growing up, Nirula's was the place to go to, be it 
for a family outing or as an after-school hangout. 


CHALLENGES: However, Nirula's can also be a case 
study of a company that rested on its laurels. 

The delay in introducing systems, processes and 
professional management in the last decade or so 
has meant that the chain has lost its earlier differen- 
tiation and left the door open for new chains to 
enter the market, such as Domino's or Baskin 
Robbins, who have positioned themselves uniquely. 
In contrast, there is no clear product positioning 
for Nirula’s. They also don't seem to have a clear 
customer profile/demographic that they are targeting. 


WAY FORWARD: Nirula's needs to stand for something, 
not everything. | should be able to say, "if | want the 
best of X then | need to go to Nirula's." There needs 
to be that hero product that the chain can be identi- 
fied with. It also needs to connect with the younger 
demographic, because Nirula's definitely does not 


Nirula's has diversified geographically into 


various markets at a time when there 
were issues in its core markets. 


stand for them anymore. Our investee company, 
Yo! China, has tried to have a clear differentiator. 
It delivers budget Chinese cuisine with fast service. 

Moreover, Nirula's has diversified geographically 
into various markets at a time when there were 
issues in its core markets. The winning formula needs 
to be honed in 20-25 outlets for a length of time 
before the ambitious expansion-given the size of the 
NCR market, one would think it is large enough to 
serve as the geography for Nirula's to dominate . 

To my mind, unless you have the product 
positioning right, you do not have a scalable business 
model-without which it is obviously tough to attract 
both capital and employees. 
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CASE STUDY 


In the meantime, Nirula's is chasing a path of growth 
by trying everything: venturing into new territories, 
embracing new formats and luring new customers. 
Primarily known as an NCR player, it is now spread across 
many north Indian cities and is planning to enter others, 
like Indore in Madhya Pradesh. Nirula's mode of expan- 
sion is diverse. The chain has ventured into clubs, malls, 
fuel stations, bus stations, airports and railway stations in 
order to seek its consumers, and is even considering areas 
such as corporate parks. educational institutions and 
hospitals for additional outlets. Its formats range from 
hotels (just two) to ice-cream kiosks and pastry corners. 
In its menu, lower-cost options have made an entry. An 
example: Chillo—an ice-cream priced at Rs 1 5—which 
brought in new customers to its outlets this summer. 

Of course. this kind of strategy brings with it the 
eminent danger of spreading the company's resources 
too thin. Not so, says Kuckreja. "In one sense, there is no 
direct competitor. We have a unique niche in the market. 
Most of our new growth is in quick service segment and in 
areas that have a high footfall and captive business." he 
adds. So far, the strategy seems to have worked for the com- 
pany. "Revenues in the past three years have shown a com- 
pound annual growth of 25-30 per cent, even as gross mar- 
gins have improved by 20-30 per cent," says Kuckreja. 
Meanwhile, Nirula's has added around 27 outlets, and its 
new philosophy is "to communicate with the youth with- 
out alienating the other segments," according to Kuckreja. 

Nevertheless, industry observers feel that other issues 
dog the brand. Nirula's fundamental message to con- 
sumers is still very turbid. they say. Plus, the wide range of 
items on its menus doesn't help. (see Solution-2). In other 
words, brand communication needs to get sharper, and that 
is something that, Kuckreja promises, is in the pipeline. Still, 
other problems remain: In some locations, you have to 
queue outside in the searing heat to order, then make a mad 
dash inside for a table. Maintaining quality service while 
growing rapidly will therefore be a challenge. 

Still, fact is, Nirula's problem of plenty may actually be 
its biggest strength. Today, the average Indian family is 
riven with competing choices—the son wants a burger, the 
daughter an ice-cream sundae, the mother a pizza and the 
father, some good ol' butter chicken. Nirula's can appeal 
to all four in one go. If Nirula's sticks to catering to the 
diverse cosmopolitan palate—yet gets its service man- 
agement right and creates some buzz around its brand— 
it may still have a shot at regaining its lost glory. © 





COMMENTS & FEEDBACK AT btfeedback@intoday.com 


If there is an aspect of your business that you would like to 
Q share and have expert comments on, then please do write 
to us at btadviser@intoday.com with your contact details 
and a brief description of your business or log on to 
www.businesstoday.in and click on BTADVISER 
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‘Define the brand 
proposition’ 


BY RAJESH SRIVASTAVA 
Chairman & Managing Director, Rabo Equity Advisors 





STRENGTHS: Nirula's in its old avatar was a winner 
in three niche areas: fast Indian food, ice-creams 
and bakery and confectionery. 


CHALLENGES: In its new incarnation, the chain is 
very confused because there is an odd mix in 
terms of formats, menu and price points. The 
connect to the consumer's pulse has been lost. 
For instance, the name card- Nirula's 
Potpourri-does not invite you for anything 
specific. There has to be a recall value for 
something. 


WAY FORWARD: | think Nirula's should stage a 
comeback like “Nirula’s of old times is back." 
There is a vacant spot in the market. But before 
that, the chain needs to sharply and carefully 
define the brand proposition for the customer. 
There are way too many right now. 

The chain has also ramped up in recent times 
in areas further from its core markets as far as 
Uttaranchal. The business can no longer be run on 
wet market buying. It is important to concentrate 
on the back-end distribution and logistics, at the 


| think Nirula's should a comeback 
like "Nirula's of old times is back." There 


is a vacant spot in the market. 


same time retaining the consistency in quality 
and taste. Hence, it will be good to consolidate 
outlets and concentrate on logistically 
"serviceable" radius in phase 1. This is essential 
to achieving cost efficiencies. 

Retail and food service thrive on locations. 
And the new additions could do with improve- 
ments. Since the business is an extremely 
people-centric service business, hiring quality 
talent is important. All of that comes at a price 
and that is dependent on cost efficiencies and 
profitability. So, it is a bit of a chicken-and- 
egg situation. 

| think Nirula's should go for a complete 
overhaul of operations with a sharper focus on 
formats, menu, brand, ambience and consumer 
price points. 
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Enjoy ultimate sleeping comfort in the new SWISS Business Class. Sink into your tull-lengt 
ce int 


adjust the seat's air cushions to your preference, turn on the massage function and let yourself drift i 
sweet dreams. You can personalise your space aboard our brand new aircraft on flights to Zurich from Mumba 
beginning 2 September 2009 and from Delhi beginning 13 October 2009. For bookings and information visi 
SWISS.COM, call 1-800-209-7240/ (022) 6713-7200 or contact your travel agent 
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For an even more exclusive experience try our suite above the clouds in the new SWISS First Class 
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An 15O 9001:2000 Co. 


Develo 


19 Cities... 33 Projects... Millions of Customers. 
THE JOURNEY OF PROGRESS CONTINUES... 


Amrapali Group has always believed in constantly 
breaking new grounds to scale challenging heights. 
The Group's endeavour to address the ever growing 
demand of urban living finds expression in its elite 
Residential, Commercial & Hospitality Projects. After 
making a mark in Delhi & NCR with prestigious 
projects, the Group is now coming up with its 
. landmark projects in Rajasthan, Uttar Pradesh, - 
_ Bihar, M.P, A.P, Karnataka, Maharastra & Kerala. — 


RESIDENTIAL PROJECT 


] Arecent offering in the residential space from the group is 
Amrapali Sapphire. Located at Sector - 45, Noida, barely 5 
min. drive away from sector 18, the Sapphire is a new 
benchmark of luxurious living. One up on strength, design, 
<~ environment and landscape fineness each apartment 
AMRAPALI SAPPHIRE, — unit out of 2, 3, 4 bedroom apartments and penthouses is 
Sector-45, Noida truly as precious as the name of the complex implies. The 
apartments are available in a variety of sizes namely 1140, 1390, 1640, 1850, 2465 
and 3075 sq. ft. to choose from. A first-rate luxury, the complex is built on 20% area of 
the premises while 80% of it is artistically developed landscape 


Located in Ghaziabad, Amrapali Village Phase-ll is just 
minutes away from Delhi border. Presently, it is the most 
attractive hub of high-class residential habitation, On 
| NH-24 the 15-minute-drive away from Connaught Place, 
this vast residential project is armed with features like 
Central Park, Jogging track, an exclusive club house, 
swimming pool & gym, a splendid fountain, in- house 


AMRAPALI VILLAGE PHASE-II 
Indirapuram 


shopping arcade, two elevators in each block, round the clock security and full power 


jack-up. The premises has a 328 feet wide green belt to lighten the density of concrete 
bared to greenery. The various categories of exquisitely designed 2 - 3 bedroom 
m egts are built on an area between 1350 and 1850 sq. ft 
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proximity of the office of Greater Noida Authority. This 

project offers the option of 3-4 bedroom apartments, 

! Triplex Villas, Duplex Flats at the ground floor and 
Penthouses. 


AMRAPALI GRAND, 
Greater Noida 


COMMERCIAL aes 


Amrapali Corporate Hub, Manesar is a favorable hotspot 
for a number of businesses and brands. The group claims 
that the commercial complex is built with the superb 
fineries and safety features to match the international 
standard. Earthquake resistant R.C.C. framed structure is 
centrally air-conditioned. 





AMRAPALI CORPORATE HUB, 
Manesar 
j Amrapali Multiplex Mall, Bareilly is located on the main 
national highway connecting Lucknow. Conveniently 
EM positioned in Lohia Vihar residential colony it offers good 
"MES opportunity for shoppers as well as investors. Choice 
| architecture, great ambience and generous space make 
the mall one of its kind. The three-screen Multiplex 
promises a great experience for the movie buffs. This 5- 
storey mall houses 3-Star Hotel, all of the top brands of appare! and Fashion Garments, 
Jewelleries & cosmetics, Bookstores & Stationery, Leather Products & footwear, Multi- 
Cuisine Restaurants, electronic gizmos, retail chains, and much more 
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AMRAPALI MALL, 
Vrindavan 





AMRAPALI MALL, 
Bareilly 


The soil of Vrindavan is revered for being the birthplace of 
Lord Krishna. The sacred resonance of gongs merges 
here beautifully with the fun of music and malls. Amrapali 
is a large Commercial Complex at the emerging ultra 
modern industrial township of Vrindavan along Delhi- 
Agra National Highway No. 2 near Mathura (U.P). Well- 
equipped with the latest amenities and features, the mall is a paradise for investors as 
well as businesses 


TOWNSHIPS 





Amrapali Hi-Tech City, the township is located on main 
Jaipur Ajmer Expressway, just 17 Km. from railway 
station and 18 km. from the airport. Spread over 200 
acres of land, the city will develop 1500 plots in 200, 300, 
and 50 sq. yds. sizes during the first phase of the project. 
This project will have two types of 172 sq. yds. Villas in 
addition to a Group Housing Complex consisting of 2-3 
bedroom apartments. The township covers a variety of lifestyle features such as 
Multiplex Mall, Commercial Complex, Hotel, School, Hospital, Small IT Park, Landscape 
Gardens, Swimming Pool, Club House etc. 


AMRAPALI HI-TECH CITY, 
Jaipur 
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Amrapali Modern City Indore is very strategically located 
township just by the side of IIM on main Rau Pithampur 
road. Spread over 125 acres. It is truly self contained 
township it has world of difference heaving more than 
800 plots of various sizes and different types of designer 
villas. The Residential block would also have multistoried 





AMRAPALI CITY, | 

Indore appartments. The township also has a star hotel, a 

premium school, an international style club house, shopping mall, offices and a 
hospital. 


IT PARKS 


Taking advantage of over a decade of excellent 
experience in construction sector, Amrapali Group is has 
wa come up with a Tech Park at Plot No. 59, Knowledge Park 
5, Greater Noida, which is the first of its kind and 
- equipped with all international standard amenities and 
AMRAPALI TECH PARK. — infrastruct-ure. Tech Park is spread over 20 acres with 
Greater Noida 30:70 in favour of greens. Besides an IT Park, it offers 
within the premises a host of other facilities such as Commercial Complex, Mall, 
Shopping Area, 4/5 Star Hotel, Residential Apartments and common utility areas. 


UPCOMING PROJECT 
= Amrapali Group is changing the skyline of kochi with 
commercial, residential and hospitality projects. 
|} Amrapali Cosmos with its strategic location and easy 
| reach offers 2 and 3 bedroom apartments with all the 


modern day luxuries and amenities. It is a 23 story 
building with ground floor located amidst limitless greens. 


While endorsing luxury and lifestyle statements 
through our concrete landmarks we remain in 

— sync with the grass-root needs of our patrons 

 hesides real estate. We have successfully grown 

___ into many other areas of commercial interest 

. such as processed food, publication, healthcare 

____and education- all under the group’s core 
_philosophy to work like Samaritan upholding 

___ socially and nationally relevant caused at the 

forefront of agencies. — 





AMRAPALI COSMOS, 
Kochi 
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| g ANIL KUMAR SHARMA 
— 1 M CMD, Amrapali Group 


After achieving noticeable success and all India presence in real 
estate sector, the Amrpali Group has diversified into fields as 
varied as food processing, hospitality and health care. Keeping the 
same momentum, the group has recently entered into the 
education sector (Technical & Professional). As its first endeavour 
ithas patronized a six decade old institution (BALIKA VIDYAPEETH), 
in setting up an Engineering College Amrapali institute of 
Technology (AIT) for which all the necessary approvals (AICTE, 
MHRD, Govt. Of India) has been obtained and a Management 
Institute under the name and style of Amrapali School of 
Management (ASM) for which LOI has been obtained. Amrapali 
group has made every possible attempt to reclaim it earlier glory 
and has been successful as well. With 100% employment 
assurance, these institutes are poised to become quite sought 
after among the student community very soon. The group is 
grateful to the Bihar Government for encouragement in opening 
these institutes. The admissions for Engineering Courses are 
presently going on. Amrapali is proud to spread smiles in every 
field it puts its endeavour into. 


Amrapali group is well equipped with young and professional 
talent headed by Mr. Shivpriya, Mr. Ajay Kumar, Mr. Amresh 
Kumar, Mr. Suvash Chandra, Mr. Mohit Gupta. 


Taking leverage of experience and infrastructural strength, the group 
has entered into joint venture, and as associate at some occasions, with 
different well recognized hospitality and hotel in associations with 
Qutub Group has come up in Greater Noida. The other 5-star hotels are 
Hotel Hyatt & Hotel Clarke Inn in Jaipur, Jodhpur and Udiapur. Hotels at 
Amrapali Mall in Bareilly and Vrindavan and Hotels at Amrapali Malls & 
Multiplexes in Muzaffarpur, Purnia & Patiala are the hottest destinations 
for the discerning visitors. Amrapali has built association with Choice 
Group of the hospitality brand to create luxuries resorts at the promising 
locations. High-end resorts are coming up in the city of Purnia and 
Udiapur. The Hospitality industry in India is going through an interesting 
phase. One of the major reasons for the increase in demand for hotel 
rooms in the country is the boom in the overall economy and high growth 
in sectors like information technology, telecom, retail and real estate. 
Rising stock market and new business opportunities are also attracting 
hordes of foreign investors and international corporate travelers to look 
for business opportunities in the country. This is a reason Amrapali 
Group is also stepping into hospitality sector to capture the untapped 
market potential. Amrapali is expanding its reach into many more Indian 
cities on the anvil of Amrapali's hotel and hospitality business are 
Indore, Raipur, Bhuvneshwar, Trichi and Bhopal. 
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There's growing evidence that imports from China may 
small-in manufacturing better quality products or products 





t first, they came as unbranded toys, stuff that is the dream of every 

child and the child in every man. Battery-powered racing cars, 

miniature trains that ran on tracks, bears that sang Macarena, 

telescopes—and all at throwaway prices that middle class Indians 

could afford, but had never even seen in their neighbourhood shop. 
Then they came as a tide of freebies like cameras that rmes majors give away with 
their products, and even as Diwali lights and furniture. 

Cheap. Capacities. Magnets that drew the Big Boys to the party. In the ensuing 
rush from Chandni Chowk to China, every business worth its margins headed north 
to build up sourcing lines for everything from motorcycle and shoe parts to giant 

Where it HURTS boilers for power projects. China became the largest source of Indian imports, over- 
taking the us, and bilateral trade grew 33 per cent in 2008 over the previous vear. 
to nearly $52 billion, despite the economic slowdown. Imports from China almost 
doubled to $24.16 billion in April-December 2008-09 over the comparable period 





© Possible dumping by 
China-especially given the 
global economic meltdown 


FEM i pix Ed UOS UM dd RE of 2006-07, and now account for a little over 10 per cent of India's total. 
@ Trade deficit with China is So, will the Chinese deluge leave a trail of destruction in its path? Are the business 


widening as exports languish linkages being created bad for India's strategic interests? Officially, the heads of India's 
CODO QUUM ieee MM trade lobbies fuelled the China bogey, even as many of them as entrepreneurs rushed 
off to find Chinese suppliers. And why not? The ground realities indicate that 
Indian industry is a big beneficiary. Consider this: Almost half of India's imports from 
China consist of capital goods crucial for the manufacturing and infrastructure 
sectors. There is robust demand from user industries such as power. automobiles 


& Doubts over quality of 
products 





RAMEN SARKAR 
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of the Dragon 


actually be helping the Indian industry-big and 
they earlier couldn't make. usui sosu & manu KausHiK 


and electronics (which account for more than half of India's imports)—and cost is 
not the only consideration. The Chinese are gaining a name in quality and 
sophistication. Says Haiyan Wang, Managing Partner, China India Institute: "If we 
look at China's own evolution—imported capital goods and intermediate goods from 
Japan, Germany, South Korea and Taiwan played an extremely important role in 
helping it become a manufacturing and export powerhouse. I believe the same logic 
is relevant for India." 


Who's Buying from China Where it HELPS 

The power sector is a prime example. Over the last couple of years, Chinese suppliers 

have made deep inroads into the power plant equipment market in India, riding on ® India Inc. gets access to 

the back of India's huge requirements for power generation and inability of local critical capital goods 
companies to meet the growing demand. In India, power generation companies face unavailable domestically 
regulatory pressure to keep tariffs low. Most companies pursue a dual strategy to 6 Chinese imports are cheap, 


achieve this. First: Faster execution of projects to prevent cost over runs, which can helping user industry pare 
only be done with timely delivery by the equipment maker. Second: Reducing the costs of production 


cost of setting up the power plant itself. On both counts, Chinese companies score 
over their Indian counterparts. Chinese suppliers like Dongfang Electric Corporation, 
Shanghai Electric Corporation and Harbein Electric Corporation don't just offer lower 
costs, but have shorter delivery periods. 

On quality parameters, too, Chinese companies set high standards. Says 
S.L. Rao, Director, Reliance Power: "With private sector entry into infrastructure 


e Chinese goods are top- 
of-the-line in most categories 
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in India, there is a demand for cheaper and good quality 
plant and equipment, especially because their bids are 
based on competitive tariffs. China can give them sup- 
plies, low prices and quality.” For instance, Chinese suppliers 
specialise in producing highly-efficient supercritical equip- 
ment. Reliance Power's Ultra Mega Power Project (UMPP) in 
Sasan is committed to delivering power at Rs 1.20 per 
unit only because it will have supercritical boilers. Using such 
Chinese products, which require less coal to produce elec- 
tricity, is helping power companies such as Reliance Power 
and Adani Power bolster their performance. 

The auto industry, too, has been a major importer of 
Chinese products. Imports of original equipment manu- 
facturer (OFM) components from China have grown at a CAGR 
of 100 per cent over the past three years. In fact, imports 
from China now constitute more than 10 per cent of the total 
components imported, up from 1.5 per cent in 2003-04. 
Several leading manufacturers, such as Tata Motors, Bajaj 
Auto, Ashok Leyland, Mahindra & Mahindra, rvs Motor and 
Ford Motor India, are already sourcing important com- 
ponents from China. That's not all. Indian companies are 
now setting up purchase offices in China and are sourcing 
tyres, wheel rims and shafts in bulk from Chinese firms. 

India's imports from China of automotive components 
have jumped exponentially from Rs 100 crore in 2003- 
04 to Rs 2,200 crore in 2007-08. Cost is certainly an imp- 
ortant driver of this surge in imports. The landed price of 
Chinese components is, on an average, 
30 per cent less than components 
sourced locally, according to Automotive 
Component Manufacturers Association 
of India (ACMA) estimates. But there's 
more to it, according to industry experts. 
Says Dilip Chenoy, Director General, 
Society of Indian Automobile 
Manufacturers (siAM): "The increased 
presence of Chinese auto products in 
the domestic automobile sector has been 
largely attributed to better technology 
and superior quality. Moreover, Chinese 
auto parts manufacturers are producing 
specialised components, which are not 
available in the Indian markets." 

Consumer electronics and durables 
majors in India have also begun to 
source from China. Components such as 
resistors, capacitors, fly back trans- 
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ONE-WAY TRADE 


China has been able to increase India's appetite for 
its imports. India hasn't done the same. 


90 96 annual growth in imports & exports 
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am Imports from China om Exports to China *Annualised 
In 2008-09, imports from China were $32.2 billion whereas exports 
were only $8.2 billion 


Onida, Voltas, Whirlpool and others. 

This surge in imports is an outcome of several factors. An 
important reason is the capacity constraints among domestic 
suppliers. In some instances, companies have their own 
manufacturing units as well, but still have to depend on imp- 
orts. Voltas, for instance, has a plant in Pantnagar, 
Uttarakhand, which manufactures 300,000 units of Acs. The 
company, though. is targeting sales of 500,000 this fiscal and 
will import the shortfall from China. 
Says Pradeep Bakshi, vp (Marketing). 
Voltas: “We get a wide range of models 
in China. The domestic suppliers just 
don't have the capacity to meet our 
requirements.” On quality and cost 
parameters, too, Chinese products stand 
out, say industry sources, Arvind Uppal, 
Region Head (Asia South) and MD 
(India), Whirlpool, says: “We have found 
that Chinese companies do meet the 
specifications we set.” 


Areas of Concern 

However, there still remains a wide- 
spread mistrust among a section of 
Indian policymakers and industry about 
Chinese intentions. Concerns abound 
that the surge in Chinese imports could 
be detrimental for the Indian industry, 


formers and rotary compressors along Mueren sd in particularly the small and medium ent- 
with end-user products like plasma Tvs, helping China become a erprises (SMEs). Recently, a FICCI survey on 


Lops, high-end refrigerators, microwaves 
and split air conditioners are all being 
imported from China. And almost all the 
major players are doing it—Philips. 


Haiyan Wang 
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manufacturing powerhouse. 
The same logic holds for India" 


Managing Partner, China India Institute 


Chinese imports stirred a hornet's nest. 
The survey reports a surge in imports 
from China in categories like food items, 
light and heavy engineering goods, 


CHINA 


chemicals and metal products. It 
claims that Chinese products are 
cheaper by 10-70 per cent compared 
to similar Indian products. Says Amit 
Mitra, Secretary General, FICCI: 
“Chinese exporters are looking to div- 
ersify into new markets. India would 
look to them as an obvious destination 
as their economy is still expanding 
at a brisk pace despite the slowdown.” 
FICCI says these imports have dealt a 
body blow to the Indian sme indus- 
try, which was already grappling with 
weakening domestic demand. 
However, Anil Bhardwaj, Secretary 
General, Federation of Indian Micro 
and Small & Medium Enterprises 
(FISME), says that Chinese imports have 
also added to the might of Indian SMEs 
in several sectors. In fact, there are 
industries that have used Chinese inp- 
uts to improve their products and 
then compete better with the'Chinese 
products in the Indian market." 
India, so far, has steadfastly 
refused to accord the "market econ- 


omy status" (MES) to China. This allows it to take punitive 
measures against Chinese companies, if required, without 
falling foul of the wro regulations. Like the European 
Union and some other important trading partners of 
China, India, too, feels that state interference in the econ- 
omy through industrial policy and pricing restrictions, 
uneven compliance with corporate governance and 
accounting standards are strong grounds for denying 
China mes. However, experts point out that it's too sim- 


plistic to attribute the success story of 
Chinese manufacturing to tax credits 
and subsidies alone. Says Tarun 
Khanna, Jorge Paulo Lemann 
Professor, Harvard Business School: 
"Chinese companies also have access 
to better hard infrastructure and a 
broad labour force with basic education 


that enhances productivity." Indeed, . 


the clamour from industry bodies like 
FICCI and ACMA for restricting Chinese 
imports has forced the government to 
repeatedly intervene with measures 
to shield the domestic industry. In the 
last one year, the government has 
restricted the import of Chinese toys. 
radial truck and bus tyresand mobile 
phones. It has also resorted to safe- 


THE COMPOSITION 


Almost half the imports from China are 
capital goods, and this is growing. 


Total imports from China (96) 
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"With private sector entry into 
infrastructure in India, there is a 
demand for quality equipment. 
China can give them supplies, 
low prices and quality’ 

S.L. Rao 

Director, Reliance Power 


guard and anti-dumping measures 
on items like fabrics, yarns and cer- 
tain high-end stainless steel products. 

Analvsts are also unanimous that 
Indian industry has not taken maxi- 
mum advantage of growing trade 
with China—a reason why exports 
have languished even as imports have 
surged. At present, the data for Indian 
exports to China indicates that it's 
dominated by a few primary prod- 
ucts. For the nine months ending 
December 2008, exports of two 
items—iron ore and cotton- 
accounted for 59 per cent of India's 
exports to China. 


The Way Forward 

If bilateral trade has to flourish in 
the vears to come, clearly. the Indian 
export basket has to be diversified. 
Despite the inadequate development 
of the Indian manufacturing sector, 
experts believe it's achievable. Says 
P.N. Ramachandran, Executive 
Director, India China Chamber of 


Commerce & Industry (iccc!): “There is a huge market in 
China waiting to be tapped. There is a pent-up demand for 
products in the organic and inorganic chemicals, leather, 
man-made fibre and textiles space." Adds Bhardwaj): 
"Except for the last 2-3 years, China has not even been on 
the radar of the exporters' community in India, who have 
preferred to focus on American and European markets." 

While the domestic industry has to be protected from 
unfair competition, most analysts also concur that pro- 


tectionism cannot be the solution to 
India's inherent problem—how to 
make the country's manufacturing 
sector (including smes and large cor- 
porates) globally competitive. Says 
Wang: "The main task facing the 
Indian economy is to become a man- 
ufacturing powerhouse. This cannot 
happen without sustained investment 
in infrastructure and advanced man- 
ufacturing technology and equipment. 
Chinese imports can help accelerate 
India’s infrastructure and manufac- 
turing revolution." The long-term 
solution then lies in improving the 
business climate in India. © 


COMMENTS & FEEDBACK A1 
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— The SME segment, by definition, implies vast numbers and vast diversity. 
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" Ihe. Micro segment also falls into this bracket courtesy recent terminology 
~ Of inclusiveness - we now have MSME! |... o—àČ ER 


hat constitutes an ERP? The most widely accepted 
interpretation is: "It is a system which integrates more 
than one business function into a common application 
environment". Also, whatever the specific utility, people 
expect the ‘horizontal’ aspects of business to be catered 
for: Order Processing, Accounting, Inventory Management, 
Payroll, Taxation, Sales Processes and — importantly — ability to integrate with 
other ‘specialised’ applications. 

So, with the advent of ERP how are things shaping up for Indian SMEs? 


Let's assess the disadvantages first. One of the biggest deterrents to purchase 
and implementation of an ERP solution is its cost. . rather, was its cost. There 
was a time not too long ago when ERP was affordable by only big companies, 
but that's changed. It's still accurate that investment is a factor for SMEs, but 
this is paling in the face of getting a whole productsolution with included 
aspects of training and affordable support people availability. 


Next is the need to fit the solution to the business. Very few ERP solutions are 
plug-and-play—they require tweaking and long implementation cycles which 
are time-consuming and expensive. 


How SMES benefit can be simplified. A key objective for an SME procuring an 
ERP is GROWTH...in customer base, production, geographical reach. 
Generally, advantages of a Tight! ERP fitment cover cost reduction and 
improved productivity which accrues from time saved in delays and 
procedural maneuvers. Then there's ease of adoption, maintenance and 
predictability. And technology enablers including real-time processing, best 
practices, open architecture, portability, drill-down capability, comprehensive 
audit trail, graphical user interface. . . | 


Integration can be the highest benefit of them all. The only real project aim for 
implementing ERP is reducing data redundancy and redundant data entry. In 
other words, SMEs can quickly experience financial, human capital and 
operational efficiencies; being a uniform platform across the business also 
helps overcome the losses of ‘disconnects’. 


8 The world, an oyster 


Indian SMEs from Manufacturing to Transport, Distribution and Retail to 
service Sector can change their paradigm and immediate business horizons 
via quicker intelligence. And speedier processes. They'll be able to track goods 
faster, and enjoy happier customers through better response mechanisms and 
CRM. Yet, ERP in the Indian context is more than the pros out-weighing the 
cons. is a new way to stay competitive and even flatten the world by 
Converting currencies, transacting across multiple languages, syncing 
domestic jargon and more. ERP is in a way the arsenal of the business with 
global aspirations. 


& Say goodbye to disparate it solutions — The integrated ERP way 


Often referred to as ERP Enterprise Resource Planning is a business enabler 
that helps organizations to focus on effective use of their resources. Evolved 
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from manufacturing resource planning, ERP has gained prominence ac 
the globe, as progressive organizations are implementing best-fit 
solutions. Be it large-scale or SMEs, companies that require informed 
rapid decision-making opt for ERP 


In an age of cutting-edge technologies, growing customer demands 
shorter turnaround timeframes, it is important to have an integrated plat 
which allows easy access to information and keeps a continuous chec 
performance measures. 


8 The ERP movement 


As we witness a growing trend in ERP functionality, the customer demand: 
also fast increasing. From 'need-based-applications' to the demand for c 
effective solutions, ERP vendors need to remain abreast and come up 
advanced, innovative and unique value propositions fortheir customers. 


While global majors like SAP Oracle and Microsoft dominate the pro 
market, there are several consulting and servicing firms that offer custom 
ERP solutions. 


ERP Service Providers are offering faster implementation timeframes by u 
industry specific templates incorporating best practices. Organizat 
considering ERP are assisted through strategic assessments done by 
Product Vendors along with their Service Provider to evaluate tangible v. 
propositions. 


a My Role? 


By implementing ERP companies can now deploy industry-best-pract 
which enable them to maintain leadership and provide a dashboard for t 
business performance. It is an effective tool which benefits companie 
various ways — both monetary and otherwise, ERP as an investn 
empowers the organization with scalability and adaptability to chan 
business scenarios, 


ERP implementation by itself has to justify ROI, through business proc 
improvements which will yield cost savings in end-to-end busin 
processes. By establishing specific performance metrics, companies 
keep a tab on how the ERP is facilitating the achievement of organization gc 
and objectives. Service Providers through regular post-implementation au 
assist in maintaining a “value register” that their ERP initiative has brougt 
the organization. 


8 It's about finding the right partner 


An ERP initiative does not stop at just buying the product, it is important 
firms to find the right partner who will not only implement, but also sustain: 
administer the ERP to provide ongoing continuous improvement to tl 
business. ERP initiatives provide direction to an organization's be 
functioning; thereby it is very important to make decisions that are right 
first time i.e., choosing the right ERP along with the right partner that : 
assist their growth from a long term perspective. 
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7 Big Advantages 


Pay as No wasteful Up & running Instant scaling up or Free 
you use! IT infrastructure! * in days! down, without fear! upgrade 
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BUSINESS SOLUTIONS N 
ADD TO TIME AVAIL 
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principle — that defines it and shapes it. And Tally's guiding pr 


unchanged from its humble beginnings twenty years ago — tae 


must add to time availability. 


rl curi d 4 d y Deu E ss 


existing processes and remains a fit‘ even when the business changes ls prt 
aspect—the ‘freedom of codelessness'—completely changes the in 


business. Same aacra dae e 
centres, godowns, employees, etc, era ii pn S tG Ae 


reporting requirements of the user. 


Multi-layer reporting in Tally.ERP 9 provides summaries, Pol dew ee 
downs, exception reports, and dynamic comparisons with a simple, consistent na 


action 


an ‘owner/operator’, or a hierarchy of people. oe 3 


managing an organisation easier and less time-consuming. 
How a fully-integrated real-time system helps: as the term ‘real-time’ itr 
data is entered into the system, ti lee spay a 


dramatically reducing the need for multiple verification steps, considerab m | 


throughput of every individual. Finally, there's the pan-India presence: 
network of thousands of sales, sani ond inpet RR 


thousands ofindividuals getting proficiency training every year — the taskofg 


9 implemented becomes simple. 

In addition, with industry standard interfaces, an integrated de 
easy and cost-effective customisation and more, Lada 
phy of enabling SMEs to run their businesses and not to run their t 
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| Do you see a spurt in companies adopting ERP today? 


Yes! As a result of the competitive ecosystem, companies are continuously 
being driven to optimize operations and to provide increased value across 
integrated process chains. Implementing company-wide ERP provides for 
true Business Integration and is an effective tool for strategic decision- 
making. Consequently, ERP adoption is a growing trend, especially in the 
SME segment. 


! How can organizations benefit by adopting ERP? 


ERP adoption drives targeted focus to achieve organizational goals and 
objectives. ERP's structured implementation methodology helps to 
systematically monitor Key Performance Indicators (KPIs) and maintain a 
dashboard to drive performance improvement across the organization. 


W Which kind of organizations would benefit the most? 


ERP implementation is beneficial to organizations of all sizes across 
different industry segments. Organizations that focus on transformational 










Co-founder and MD 
Tally Solutions 


| BHARAT GOENKA 


business improvement to provide maximum value to their customers see 
immediate benefits by adopting ERP 


ERP also provides scalability and adaptability, and therefore helps 
organizations that have growing business needs to seamlessly integrate 
multiple verticals in their group. 


Are there different ERP solutions for different customer 
requirements? 


ERP solutions are moving towards industry-vertical-focused offerings. 
Industry-specific templates enable faster implementation and easy 
access to industry best practices. 


But isn't ERP expensive? 
ERP solutions are scalable investments offered at attractive pricing, to 
suit all segments. Partners like Sonata provide strategic assessment of 


Business Value Enhancement that offers insights into achievable 
milestones and the Return on Investments. 


! Whatare the implementation timeframes? 


Depending on the organization size and scope of engagement, the 
implementation timelines could vary between 3 to 9 months. Larger 
organizations opt for global templates which take longer for 
implementation. 


W Are there consulting firms that help companies assess ERP modules 


and accordingly recommend a specific ERP technology for them? 


Consulting Partners like Sonata assist in strategic assessment to decide 
specific ERP's fit to a customer. With experience in 100+ ERP 
implementations, Sonata provides a compelling and risk free plan for ERP 
deployment across business functions. 
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“ To be able to capture and control | 
setup and running costs, our ERP | 
system had to be up and running 
from Day 1 of commissioning, and 
it is today supporting our business 
growth. Thank You Sonata. You 
make it happen every time." 


Ajith Rai 
CEO, Suprajit Engineering 


100 + global ERP implementations over 14 + years 
Our reputation precedes us, From roadmap and assessment services, 

modular implementations to full-fledged ERP rollouts, Sonata offers 

customized solutions that Age you any tali into E business E 
indicators. ETC = | mem 





Value proposition for ERP ! "A implementation of ERP Suite 
implementation = E 

QUU Continuous Improvement in 
Business Blueprint— = e e Support - dedicated or 
functional consulting: ; shared service model 


Template + Design and Lo 
Development 


Localization Analysis for. 
Rollouts of Global Template 


Preferred Partner : Microsoft Dynamics, Oracle and SAP 
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BUSINESS-SPECIFIC SOFTWARE — 





NEED OF THE HOUR 


The Indian marketplace boasts more than 35 million SMBs who are now 
competing on a worldwide stage. They need to have a competitive edge to win 
amidst global competition and technology can help provide this edge. 


ver the last few years, the SME sector has witnessed a diverse 

growth pattern. There has been a rise in domestic demand, fueled by 

spiraling domestic consumption and increased exports. Large 

numbers of enterprises need an even larger number of small 
suppliers, causing extreme price competitiveness and these companies 
always press for lower prices, higher quality and faster delivery. This means 
that SMEs face incredible demand to control costs while keeping product 
quality and shipping reliability high. The challenges are further accentuated by 
the lack of availability of startup funds or working capital, lack of know-how 
and other regulatory and tax-related information. Other factors are lack of 
skilled labor due to inadequate vocational training facilities and business 
intelligence for various domains and geographies. 


Concept to Customer — Solution Footprint 





According to a recent study, the Indian ERP market is the third largest in the 
Asia Pacific region and is expected to grow at an annual rate of about 15 
percent through 2012. As Indian companies mesh with their international 
peers, they need to ensure that their systems are scaled to match those of 
global companies, while also reducing the “total cost of ownership” of buying 
and maintaining a system. SMEs today need vendors that invest in continuous 
innovation, offer faster implementations and more flexible buying options with 
a global reach. This is where business-specific software and vendors like 
Infor come into picture. 


This is especially true in vertical markets like automotive, retail, electronics, 
textiles, pharmaceuticals, telecommunications, financial services, and 
utilities who believe that having an efficient system in place can give them a 
competitive edge and help them gain long-term benefits by making them more 
agile. 

What most SMEs need is business software that can be implemented quickly, 
gives quicker return on investment (or rather return on capital deployed) and is 
adaptable over the years. Also, SMEs today need applications that are open to 


“talk” with other applications (be it of the same vendor or be it from any other 
vendor) and enable them to add new applications without the risk of business 
disruption. This is where emerging technologies like SOA (service oriented 
architecture) come into the picture. 


infor offers business-specific software and services specifically tailored for 
many vertical markets in India that offer these capabilities and help midsize 
companies to be greener, leaner and more competitive. Infor's solutions include 
offerings in: 

1. Enterprise Resource Planning (ERP) 

2. Enterprise Asset Management (EAM) 

3. Performance Management (PM) 

4. Product Lifecycle Management (PLM) for Product Innovation and PLM 

5. Supply Chain Management (SCM) 

6. Financial Management (FMS) 


So instead of buying a huge ERP application having all functionalities and 
modules, even those which a SME do not need, many companies would be 
better served to examine a business-specific solution specifically tailored for 
the vertical that is the core competency of the business. For instance a power 
generation plant can opt for a asset management package specifically 
designed for the needs of their business, rather than a full blown ERP package 
that requires extensive customization. 


When it comes to business challenges, one size clearly doesn't fit all. Specific 
problems demand specific solutions. And the solutions that give you the most 
value come packaged with the right functionality, so they require less 
Customization, shorter implementation times, and fewer IT resources to 
maintain. Those same solutions must be delivered by a company with the 
business expertise, commitment, scale, and financial stability to address any 
and all of your requirements-from small to large, from local to global-as you 
grow and change. To learn more about Infor Global Solution India Private 
Limited's business-specific solutions and Infor Open SOA, please visit 
www.infor.com or email to Abhishek Sharma at abhishek. sharma@infor.com 

















JOBS 


‘Employability’ is the next big market for the new-age education 
players. And there are no full stops here. nitya varaparasan 


life: students learn that some problems that may 
seem dangerous can be solved with intelligent 
application., What's learning for these students 
is a sizeable business opportunity for Khan in the 
form of employability training. 
Beyond imparting lessons in life skills. John's 
institute has also roped in “Turning Point’ run by 
Thomas K. George, 37. Based out of Palakkad, 
Kerala, the outfit prepares final-yeat 
students for interviews at the time o! 
recruitment. 
George and Khan belong to a 


m the past few months, Dennis John, a third 
— year student of Federal Institute of Science 
—and Technology (risar), Angamaly, in 
Ernakulam. Kerala, has learnt to swallow 

fire from lit cottonballs, walked on fire 
with flames coming up to his knees, marched on 
glass splinters and. hold your breath, played with 
a couple of live scorpions crawling up his palm. If 
you thought John's been living life on the 
edge, that is not the case. He is getting 

trained for life at work. 

John and 49 others are training 
under Hafiz Khan, 35, founder 
of Chennai-based E Zone. 
Apparently, dangerous activities 
like these are lessons in breaking 
pre-conceived notions about 















breed of entrepreneurs who are cash- 
ing in on the opportunity ol 
‘Employability Training’. Cracking 

that job interview is the most im 


portant goal—but most edu 
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Risk taking-literally: Walking on 
glass splinters is part of training 
at edutrainer-entrepreneur Hafiz 
Khan's E Zone in Chennai 


JOBS 


AMIT BANSAL, Purple Leap, 
Bangalore 





Bansal will be looking to train non-engineering students for 


the financial services and retail sectors 


trainers who have tapped this market initially are now 
scaling up by introducing newer modules. Engineering col- 
leges, in particular, are willing takers after a tough placement 
season, realising slowdown-hit corporates don't have the 
patience or moolah to invest in employability training. 

These programmes generally have two components. 
One, soft skills training ending in better communication, 
interpersonal skills and personality development and two, 
aptitude training to gauge the logical ability of the candi- 
date to reason out and do problem-solving. 

Says Ma Foi Consultant's Chief Executive E. Balaji: "Any 
trainer can make a difference in bridging the employability 
gap if he assesses the deficiency levels of the student and the 
exact requirement of the corporate—and brings in a proper 
fit." And how big is the employability issue? "We estimate 


from Ma Foi's own experience that only 50 per cent of 


students passing out are directly employable," he says. 


The Big Opportunity 

That's reason enough for colleges to rope in these en- 
trepreneurs. Besides, the South—particularly Tamil Nadu 
and Karnataka—is the recruitment ground for rr com- 
panies, the former on account of the largest concentration 


Yogalakshmi gives her women students lessons 
in grooming, on footwear, even sari draping 
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of engineering colleges in the country 
spread across the state, and the latter 
by virtue of being the largest software 
exporter. Little wonder then, these 
regions are also fertile grounds for 
edutrainers. 

Sensing the opportunity, new play- 
ers are quickly jumping onto the em- 
ployability bandwagon. A former pub- 
lic relations executive, Anjali Rege. 
53, has been running a partnership 
firm ‘Right Step Finishing School' for 
the last eight months in Chennai. Rege 
says her market is "polytechnics 
(institutions offering a diploma on 
engineering) and arts and science 
colleges". Her assortment of services 
includes language training, resume 
writing, special training to potential 
office assistants, customer relationship 
management, telesales marketing 
inclusive of voice modulation and 
managing irate customers. 

The avenues in the newfound field 
were also enough to prompt Chennai- 
based Uma Krishnamoorthy, 46, to 
leave her job in the Hr department of Ramco Systems. 
She has started a training company 'Springboard Career 
Development Services'. Apart from language, personality, 
placement-related training, she plans to impart skills on ap- 
preciating business processes and other value-added 
courses. At the moment, her newly-launched company is 
busy marketing the offerings and signing on colleges. 

With tailormade modules being the flavour of the sea- 
son, trainers likes Yogalakshmi M., 50, of Yogam 
Edutrainers have created women-specific modules. 
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YOGALAKSHMI M., 





Yogalakshmi gives her students lessons in grooming, 
choice of appropriate footwear, and sari draping, among 
others. This session happens after an intensive session 
on communication that has modules on overcoming in- 
hibitions and acquiring a refined accent. 


Money Matters 
What's making these players clamour for a slice of the 
employability pie is the fact that the skill enhancement 
market has evolved considerably in the last decade— 
mainly because of employabilty not keeping pace with 
India’s growth. Most industries were growing in excess 
of 10 per cent and some manpower-intensive sectors such 
as rr/rres were witnessing annual growth of over 25 per cent. 
Fortunately, India had a large base of graduate and en- 
gineering colleges that were producing more than two 
million graduates and about half-a-million engineers every 
year. However, these students were far from being indus- 
try-ready. This gap led to two phenomena: The first was the 
emergence of in-house training setups where companies like 
Infosys created a training campus that could train 





10,000 students. The second was the setting up of ^ Mohan expects a growth of at least 15 per cent in the 


professional finishing schools in metros. However, 
these could take another nine months to compete 
and were logistically difficult for non-metro 
residents to attend. Hence, the rise of entrepreneurs who go 
to colleges and provide the finishing touch. 

Chennai-based N. Raj Mohan, a behavioural scientist 
running skill development outfit ‘Bodhi’ since 1998, is a 
veteran of sorts in the edutrainer market. In early years he 
focussed on corporates and now the market has turned big- 
ger for him with colleges and schools beginning to show in- 
terest. Mohan expects a growth of at least 15 per cent in the 
current year from employability training in colleges for his 
business and expects the entire industry to grow. 

Most of the edutrainers-entrepreneurs charge varying 
fees but the variation is not stark. Some entrepreneurs 
charge Rs 700 for a 60-hour module on average; others 
charge Rs 2,000 for a 100-hour module. 

According to industry estimates, such ventures are only 
scratching the surface; the employability market potential 
is big. Vouches Amit Bansal, ceo, Purple Leap—part of 
Educomp and now Pearson—who understood the scope 














current year from employability training in colleges 


for employability trainers since starting Purple Leap in 
2007 in Bangalore with three other professionals. Last year, 
the outfit trained 2,000 students; this year, it's targeting 
at least 5,000 and will touch base with at least a 100 
colleges. Bansal is also looking at training for the financial 
services sector, and retail. but is waiting for the slow- 
down to end. "So big is the market that Purple Leap will wit- 
ness a 500 per cent growth in revenues in the next 4- 5 
years,” says Bansal. To prepare for this, the company has 
invested in vsaT (Very Small Aperture Terminal) tech- 
nology at its cost (Rs 5 lakh per centre) in colleges to set up 
career centres and train across colleges as far as Punjab. 

"Many mid cap rr companies don't want to undergo the 
expense of this training and are more than willing to take 
our students," says Bansal. A win-win for students, colleges 
and surely edutrainers! © 


COMMENTS & FEEDBACK AT btfeedback@intoday.com 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Auto Print Machinery Manufacturers 


Pvt Ltd, Head Procurement, 


Coimbatore, 15 - 25 years, Job ID: 
7217881 

Male, DIP/BE in Mechanical Engineering, 
around 35 - 40 years, with 15 - 20 years 
experience in Procurement in a 
manufacturing organization with experience 
in : Vendor development/procurement, etc. 


IPsoft India Pvt Ltd, Senior Manager- 
International Sales, Bangalore, 8 - 18 
years, Job ID: 5425505 

Looking for an Engineer/MBA from a school 
of repute with strong commercial and 
negotiating skills and also be able to 
demonstrate success in coaching high- 
achieving teams. 


Amazon, Technical Product and 
Program Manager, Bangalore, 8 - 14 
years, Job ID: 7214594 

Manager must have Bachelors degree or 
equivalent experience; MBA preferred. 
Background in Computer Science preferred; 
working knowledge of Object Oriented 
Programming, Web services, XML, etc. 


Delphi Automotive Systems Pvt Ltd, 
HR Manager - Technical Centre, 
Bangalore, 10 - 20 years, Job 7086599 
Looking for an MBA HR with 8-15 years of 
experience in HR. Exposure to entire gamut 
of HR and Admn responsibilities. Strong 
Leadership and team skills, must have handled 
ateam of 8-10 members in HR. 


Tilaknagar Industries Ltd, Works 
Manager, Bangalore, 10 - 17 years, Job 
ID: 7207500 

Person must have Degree/ Diploma in 
Mechanical/ Electrical Engineer; 10 - 15 years 
of experience in Distillery experience, 
beverages, Liquor. 


Mangalayatan University, Director / 
Dean, Aligarh, 15 - 20 years, Job ID: 
7216935 

Aspirant must have Postgraduate Degree or 
Diploma in Hospitality / Tourism / Aviation. 
Excellent personality and communication 
skills. Should have minimum 15 years of 
teaching experience in recognized institutes. 


To know how to apply for these jobs, go to 


Magic Search" 
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Kalpan Hydro, AGM / DGM - 
Accounts, Noida, 10 - 14 years, Job ID: 
7217019 

CA/ICWA with 10 to 12 yrs of experience in 
the above functions out of which atleast 2 to 3 
years should be as HOD of accounts 
department. Hands on exp of independently 
finalisation of accounts, and more. 


Integreon, Vice President— Corporate 
Market & Business Research, 
Mumbai, 15 - 25 years, Job ID: 7217197 
MBA with distinction from a premier league 
B-school or equivalent. Proven management 
and leadership qualities. Highly organized and 
systematic approach to work. 


Mohan Engergy Corporation Pvt Ltd, 
Manager Procurement, Delhi, 10 - 12 
years, Job ID: 7217533 

Person must have a minimum of 7-10 years of 
experience in procuring Electrical 
equipments. Should be mech/Elect./Civil 
Engineer. Good exposure to the supply base in 
India and abroad. 


Smile India, Sr. VP / President — 
Finance, Delhi, 20 - 27 years, Job ID: 
7201967 

Looking for a person with Qualification in 
Management/Accountant from Premier 
Institutes of Global level. Must have done at 
least one start up as Finance Head in 1 billion 
turnover Company. 


Neecia Technologies, HR Head, 
Delhi, 12 - 22 years, Job ID: 7215481 

HR Head required, good remunerations, 
ample leaves, and flexi timings. Should have 
excellent business communication and 
presentation skills, innovative and creative in 
nature. 


JN Technologies Pvt Ltd, Technical 
Manager .NET, Pune, 8 - 12 years, Job 
ID: 7214566 

Applicant must have 8-12 years of overall IT 
exposure. Strong computer science 


fundamentals. Should be hands-on with 


experience managing individual contributors. 


Mila Software, Senior Syste 
Architect, Hyderabad, 7 - 12 ye: 
Job ID: 6845636 

Person must have deep understanding 
conceptual models, engineering framewc 
and large-scale software developm 
Excellent knowledge of modern softx 
systems engineering, 


ANZ Operations And Technolog 
Pvt Ltd, Manager — Financ 
Accounting & Reporting, Bangalc 
5-12 years, Job ID: 7190017 

Chartered (CA)/Cost Accountant(IC\ 
with not less than 3 years of post qualifica: 
experience or a CA/ICWA Intermediate } 
with notless than 7 years relevant experien 


LT Group, Chief Financial Offic 
Pune, 7 - 17 years, Job ID: 7216551 

Looking for a person, who is a CA (ICWA 
also be considered), has overall experienc 
min. 7 years with at least 4 years in the mic 


management role. 


Anglo French Drugs & Industr 
Ltd, Sales Manager , Bangalore, 8 - 
years, Job ID: 7207972 

Person must have -10yrs of exp in Phar 
Sales, exp in leading regional sales force int 
2 to 3 states in south, sales proces 
distribution system & market dynam 
strong leadership & communication skills. 


Autodesk, Channel Sales Manag 
Bangalore, 8 - 15 years, Job ID: 7103: 
Ensure channel compliance with cont: 
terms. Act as liaison between the VA 
Principal and Autodesk in order to ens 
common vision, strategy and the ri; 
investment both in capacity and capability 
the VAR. 


UFLEX Limited, Executi* 
Manager-Sales & Marketing, Noida 
- 12 years, Job ID: 7215186 

Duties include:Strategy planning for Sales 
distribution in the allocated territory. ' 
achieve primary & secondary sales on dal 
basis. Indent planning & sales forecasting. 
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IT Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ipsoft India Pyt Ltd, Networking 
Specialists, Bangalore, 3 - 13 years, Job 
ID: 6032709 

IPsoft, looking for Networking Specialists 
DMVPN with exp in Routing, Switching 
Security, QoS, MPLS. Nice to have CCNP, 
CCIP, CCIE. Exp in large and complex 
environments is a plus. 


Truebees Technologies Pvt Ltd, 
Network Administrator, Hyderabad, 2 
- 4 years, Job ID: 7215627 

Must have min. of 2 years experienced in 


setting up and maintaining network of about 
15 computers. Min. of 2 years experienced in 
maintaining Voice-Over-IP phones for 
international recruiting operations. 


Capgemini, Senior WebSphere 
Administrator, Chennai, 3 - 7 years, 
Job ID: 7215618 

Person must have Full life-cycle 
implementation experience (requirements, 
design, implementation, integration, testing). 


Experience with the setup, management, 
security, and more. 


Knowledge Works Global Ltd, 
Sr.Software Developer, Mumbai, 3 - 5 
years, Job ID: 7215561 

Applicant must have good English verbal and 
written communication skills. Knowledge of 
Net, Java, XML-XSLT technologies, SQL 
Server, working knowledge on Perl, and Shell 
scripting language. 


lobjectWin Technology India Pvt. 
Limited., Java Timesten Developer, 
Bangalore, 5-8 years, Job ID: 7215519 
Aspirant must have expertise and relevant 
working experience in JAVA design /coding, 
BEA WLS, Timesten, User Profile & VIPB, 
XSD, XQUERY. 


Canarys Automations Ltd, Java/J2EE 
Developer, Bangalore, 3 - 4 year, Job 
ID: 7215371 

Developer must have: Experience in 
Java/J2EE, Springs, EJB. Hands on 
experience on Adobe Flex and SQL Server/ 
Oralce, Experience in Websphere application 
server and more. 


InfoCepts Technologies Pvt Ltd, QA 
Lead, Nagpur, 5 - 10 years, Job ID: 
7217426 

He/She must have Bachelor's degree with 5+ 
years of QA work experience. Experienced 
with layered testing principles (eg. unit 
testing, system testing, integration testing). 


IPsoft India Pvt Ltd), Senior Oracle 
DBA(Oracle Streams/RAC), 
Bangalore, 5 - 15 years, Job ID 
5239373 

Experience in Production Support. 
Streams/RAC, Data Guard. RMAN. Exp in 
US isa plus. Nice to have exp in MySQL /SQL 
Server 2005/DB2. Strong skills in Unix. 
Excellent Communication skills. 


Vedams Software Solutions India Pvt 
Ltd, VC++ Experts, Hyderabad, 4 - 8 
years, Job ID: 7217520 

Candidate must have: Minimum of 4 years 
programming in the C++ language using MS 
Visual C++ developing embedded 
applications. Experience using Web 
technologies. 


Yahoo Software Development India 
Pvt Ltd, Sr Unix Linux Sys 
Professionals, Bangalore, 6 - 11 years, 
Job ID: 6740327 

Administrator must be expert in Shell 
scripting, strong background on UNIX 
system administration processes, filesystems, 
unix accounts, acls. logs, backup & 
maintainence, job control, makefiles, etc. 


Maples ESM Technologies Pvt Ltd, 
Classic ASP Developer, Chennai, 2 - 5 
years, Job ID: 7217595 


Applicant should have good coding 
experience in Classic ASP & Sq] Server. 


Aricent Technologies Limited, Sr. 
Software Engineer/ Technical 
Leader/ Sr Technical Leader, 
Chennai, 2 - 8 years, Job ID: 7090795 

Strong Development skills, excellent problem 
solving and debugging skills. Good working 
knowledge of Layer 2 & Layer 3 Protocols. 
The person will be responsible for 
developing/porting the L2/L3 applications. 


Infokall Enterprises Solutions Pvt 
Ltd, Portal Developer (Webcenter 
Suite), Kolkata, 2 - 6 years, Job ID: 
7216388 

Aspirant must have 2-6 years experience in the 
technical deliveries of Internet portals, web 
based applications and content management 
systems. Should have experience in Oracle 
Web Center Suite, etc. 


Paxcel Technologies Pvt Ltd, Java 
Team Lead/Project Lead, Gurgaon, 4 
- 6 years, Job ID: 6978996 

Person must know best practices of using 
it:java Swings, XML, Java Struts, Tomcat 
server, JBoss. Must know internals and why of 
following technologies: EJB- Threads, 
Collections, Sockets, etc. 


Atrenta India Pvt Ltd, Senior 
Technical Writer, Noida, 3 - 7 years, 
Job ID: 6710909 

The candidate should have experience of 3-7 
years technical writing for high-tech software. 
Good communication and interpersonal 
skills. Ability to work independently and in 


team environment. 


First American Corporation, SAS - 
Lead Modeler, Bangalore, 5 - 9 years, 
Job ID: 6568467 

Responsible for the delivery of ongoing 
mortgage modeling and analytical projects 
(both production and R&D). The role will 
involve coordinating and mentoring & 
managing multi-disciplinary teams of 
statisticians. 

Aim Vyapthi Advertising Private 
Limited, Programmer, Chennai, 2 - 7 
years, Job ID: 7215065 

Engineer must have expertise in VB Scripting 
OR/AND eScripting, Error handling, Best 
practices, Application methods, Applet 
methods, Business component methods, 
Business object methods, etc. 


Softlink Computers Services, Web 
Designer, Noida, 1 - 2 years, Job ID: 
7214621 

Designer should have excellect key knowledge 
in Photoshop, Dreamweaver 8, Flash 8, 
XHTML, CSS, JavaScript, HTML Validator, 
CSS Validator, Coral Draw 12. 





To know how to apply for these jobs, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


SIEMENS, Sr.Executive -Marketing, 
Chennai, 3 - 7 years, Job ID: 7208976 
Execuitve must have good knowledge in 
Electrical projects ( Switch yard, substations, 
lighting); Knowledge in Electrical substation 
& switchyard commissioning and installation; 
and more. 


Makro Technologies Pvt Ltd, Sales 
Executives, Bangalore, 2 - 6 year, Job 
ID: 6894528 

Incumbent must have strong Sales experience 
in Account Management, client relations & 
Business Initiatives from Pharma, Healthcare 
& Lifesciences industry is preferred. 


Everest Industries Ltd, Dy Manager 
Sales & Marketing, Ahmedabad, 
Mumbai, 5 - 8 years, Job ID: 4854237 
Applicant must have 5-8 years of experience 
in sales and marketing of building materials / 
Institutional products. Preference will be 
given to candidates having experience in 
sellingof Pre- Engineered buildings. 


Sanchit Technologies Pvt Ltd, 
Hr/Marketing Executive, Pune, 2 - 7 
years, Job ID: 7211088 

Role: Maintaining and developing 
relationships with existing customers via 
meetings, telephone calls and emails. Visiting 
potential customers to prospect for new 
business. 


ING Vysya Bank Ltd, Sales Manager, 
Bangalore, Hosur, 3 - 6 years, Job ID: 
7210687 

Increase the customer base of the Branch, 
Increase the book size of the branch; 
Manpower & Compliance; Control Cost of 
acquisition; Maintain cost of acquisition low 
by acquiring bigger value accounts. 


Truebees Technologies Pvt Ltd, Sales 
Manager/Agency Manager, 
Hyderabad, Visakhapatnam, 1 - 6 
years, Job ID: 7210493 

Role & responsibilities: Direct selling. 
SelingLooking for candidate with good 
communication skills and relevant work 
experience in sales in any sector. 


Gitanjali Lifestyle Limited, Assistant 
Manager-Retail Marketing, Mumbai, 
3-5 years, Job ID: 7209383 

Principal Responsiblities: Local area 
marketing; Competitor analysis; Market 
research; Business forecasting; Catchment 
area analysis; Promotional activities. 


Neecia Technologies, Tele-Sales 
Representative, Delhi, 0 - 8 years, Job 
ID: 7209455 

Required a Female Tele Sales Representative 
that can convert leads into sales. Good 


communication skills (written and verbal), 
knowledge of MS Office. 


Net Ambit Infosource & E-Services 
Pvt Ltd, Telesales Officers, Mumbai, 0 
- 2 year, Job ID: 7209191 

Will be responsible for Telesales of Insurance 
and Mutual Fund; Ability to sell and convince 
others, Freshers can also apply. 


SIEMENS, Manager Marketing, 
Aurangabad, 8 - 10 years, Job ID: 
7212335 

Aspirant should be a graduate in Electrical or 
Mechanical Engineering; Must have at least 8- 
years of experience in marketing out of which 
at least 3 years as group leader; and more. 


Anglo French Drugs & Industries Ltd, 
Zonal Sales Manager, Bangalore, 5 - 7 
year, Job ID: 7212215 

Responsibilities: Achieve regional sales goals 
by providing direction & effectively 
monitoring activities of ASMs & MSRs. 
Primary sales & distributor orders collection. 
Ensure imp of sales strategies in the region. 


Acculogix Inc, Sales Manager - West, 
Mumbai, 4-8 years, Job ID: 7212211 
Person must have done B. E. Degree / 
Diploma (Electrical / Electronics / 
Instrumentation). M. B. A. with specialization 
in Marketing Management would be an added 
advantage. 


Asit C Mehta Investmen' 
Intermediates Ltd, Sales Executive 
Mumbai, 0 -1year, Job ID: 6702242 

Key tasks will be: Generate new clients te 
achieve defined sales targets. Would bi 
responsible for managing a team of 5 to ! 
executive. Will be responsible for searchin; 
clients for selling online products and more. 


Deutsche Bank AG, Private Banking 
Sales Manager, Gurgaon, 2 - 3 years 
Job ID: 7212100 

Work in accordance with a business plan ir 
consultation with Head Acquisition anc 
deliver desired ntb accounts targe 
consistently. Increase acquisition of Targe 
clientele across the Private Banking segments. 


Gar Technologies, Marketing 
Executive, Hyderabad, 2-8 years, Job 
ID: 7211511 

Act as a link between Web Publishers and the 
Advertisers. Help clients evaluate 
effectiveness of marketing and advertising 
programs, monitor competitive activities and 
plan appropriate response /action. 


Tata Teleservices Limited, Channel 
Sales Manager, Hisar, Rohtak, 5 - 7 
years, Job ID: 7044152 

Role: Acquiring new customers-Gross, Net! 
,Churn. Increase the revenue-ARPU Increase 
Unique recharge, Zero depletion. To focus or 
areas of improvement relating to channe 
expansion. 


Discovery Global Services Inc, Sales 
Executive, Ludhiana, 
Tiruvananthapuram, 1 - 6 years, Job 
ID: 7208350 

Purpose of Role: Represent the company at al 
strategic customer acquisition point: 
including Schools/ Colleges/ Consultant/ 
Career Counselors and Education Fairs.. 


Infocom Network Ltd, Senio 
Executive - Marketing, Bhavnagar, 0. 
2 years, Job ID: 6038488 

Candidate with 0 to 2 years of experience ir 
Sales & Marketing. Excellent communicatio: 
& presentation skills with pleasing personality 
Convincing attitude and passion to chase thi 
revenue targets. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Employers - To buy Monster products and services. 


Jobseekers - To apply for above jobs 







|. Logon to www.monster.com 

2. Type the Job ID in the "Search Jobs" box on the 
homepage 

3. Click the "Go" button 


Call us at 1800-419-6666 
or 
email us at sales®monsterindia.com 









Login & access your Monster account through your GPRS - enabled mobile. 





For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or visit 

www.monster.com. We'll get you 

the right candidate, monster.com 
no matter what. No matter what 
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|| | ( AAT EWAY | ontemporary experience. The customer experience across the 
| = | hotel has been divided into zones and special initiatives have 


been introduced to deliver the brand promise. The different 
'ones are — enter, stay, hangout, meet, work, workout, unwind 
ind explore. The various initiatives introduced are — a 24/7 
ipproach to all services — all key services of the hotel will be 
vailable round the clock; active foods — superfoods and low 
slycemic Index foods for the health conscious guests; eat in 
3 refreshed in room dining menu; yoga mats in each room; 
wake up — the buffet breakfast with a range of healthy and 
indulge options; ‘explore’ — the packages that let the guest 
explore the destinations where the hotels are located. 


The brand has been talking about a refreshed experience and 
| series of new benefits if offers to the guests. One of the 
planks they have taken on is that of health and wellness 
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Ihe Gateway Team in its holistic approach to health has also 


The new kid on the 
block! 


aj Hotels Resorts and Palaces, 
group launched a new brand "The Gateway Hotel" in 
September 2008. The Gateway Hotel is a pan Indio 
network of full service upscole hotels and resorts that offer 





ndia's largest hospitality 


travel nomads a crisp, contemporary and warm experience 


The Gateway Hotel is a new brand catering to the 
underserviced upscale segment in India. .It comes from the 
Tota ond Toj Group which has a host of successful brands 
that are hallmarks of trust, quality and assurance 





Every touch point across the customer's journey has been 
f . j temo "Pr a mt thal T! tore PS Ti i $ 
coretully thought through to make it a relaxed, refreshing and argeted one of the key factors — tood. The brand team wanted 
to otter healthy food options to guests but at the same time 





10 away with the notion that health food is bland and boring. 
They also did not want to restrict themselves to just eating 
healthy but take it a step ahead, to food that makes one feel 
energetic throughout the day. They therefore introduced the 
-oncept of active foods” 


Gateway Hotels are currently present in 19 locations across 
tne country. The hotels ore an interesting mix of business 
hotels in cities like Agra , Surat , Ahmedabad, Bangalore 


A 


Vijaywada , Visakhapatnam to quaint resorts in Moduroi 


.onoor, Jaipur, Chikmaglur and Mangalore.The brand was 
aunched with a portfolio of 26 hotels which has now grown 
to 3] ina short span of 10 months. The short term target is 
have a portfolio of 50 hotels. 





YOU ARE RAHUL BOSE. TO YOUR INDIAN TEAMMATES, YOU ARE PYGMY. YOU LISTEN 
TO KANYE WEST, YOU HAVE YOUR MICRO SURGEON ON SPEED DIAL. YOU THINK 
LIFE’S MORE FUN NOW THAN IT WAS IN SCHOOL. ONE WEEK, YOU'RE BATHING IN THE 
NARMADA. THE OTHER, YOU'RE ON THE RED CARPET IN TORONTO. YOU MAKE THE 
MOST OF YOUR 24 HOURS. BY STAYING UP FOR TWENTY. AND SLEEPING FOR FOUR 
YOU ARE RAHUL BOSE. YOU ARE GATEWAY. 


RAHUL BOSE, ACTOR, MAKES THE MOST OF THE 2 l | | GYM AT THE GATEWAY HOTE! 
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gra * Ahmedabad * Bangalore * Calicut + Chikmagalur + Coonoor * Ernakulam + Jaipur * Jaisalmer * Madurai + Mangalore * Nashik * Sasan Gir + Surat + Vadodara * Varana 
arkala * Vijayawada * Visakhapatnam Reservations Worldwide: 1800 111 825 / 022 66011825 Visit www.tajhotels.com/gateway or www.thegatewayhotels.con 
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Post- Budget Game Plan 


Don't focus only on the finer points of saving taxes in your post- Budget 
investment plans. Instead, channel the savings to build wealth. CLIFFORD ALVARES 


f you have been waiting for the 

Budget to make a new invest- 

ment plan or to map your tax- 

saving moves, then the time to 

re-jig your portfolio is now. The 
Finance Minister has not introduced 
any major changes to the tax code 
that will affect your personal finances 
significantly, except for an increase 
in the income tax limits. While this 
may not increase your paperwork, 
the Budget does boost the disposable 
income in your hands. For individuals 
in the higher bracket, the savings will 
be higher. This extra income will mean 
extra spending power when you next 
visit the shopping mall. But unlike 
most of us, savvy individuals are 
already planning their next invest- 
ment move with this cash. 

Tucked into the Budget are bits 
of information that you can use to 
take your post-Budget investment 
plan on the right track, and stash the 
extra money that you save through 
the tax-cuts. Smart investors, in par- 
ticular, have long scanned the Budget 
document for cues and investing ideas. 
Some have even made their invest- 
ing moves, and so for those still look- 
ing to get a hang of the market, it 
might seem that the best opportunities 
have passed by. But when it comes 
to investing, most investors really 
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THREE STEPS TO A 
SOUND INVESTMENT PLAN 


Cash is good, but don't stash 
| The Budget has left a little 

more money in your hands. 
* Invest it in liquid funds for 
the moment but keep an ey 
for a heavily discounted ` 
buying opportunity. 








Hone your risk-taking ability — — 
Wild swings are getting in 
reasingly common as trader 
and arbitrageurs go fora quick — 
. buck. Accept these short-term — 
. knee-jerk reactions as apat 
. Of the risk of investing. 
3 Tax investing just got passt 





The Finance Minister 

mentioned that tax exemp 
* tions are on their way o 
Don't see the Budget for - 
tax-planning cues, instead 
focus on building capital. " 








need not worry of being a late entrant 
to the show. Budget proposals take 
time to implement and rarely change 
the investing scenario immediately. 
This leaves enough time for investors 
to play catch up. 

So, where should you begin and 
how will the proposals impact the 
various components of your portfolio? 
For starters, keep an eye on interest 
rates as that's tuming out to be one big 
area of concern. The government- 
budgeted borrowing programme is 
going to be around Rs 4 lakh crore, 
which is expected to crowd out private 
sector borrowings from the market. As 
the demand for funds increases both 
from the private sector and the gov- 
ernment, investors can expect fur- 
ther pressure on interest rates. Says 
Lakshmi Iyer, Head, Fixed Income 
and Products, Kotak Mutual Fund: 
"My sense is that the increase in bor- 
rowings and the fiscal deficit is a big 
dampener." In the short term, though, 
interest rates are expected to be benign 
as there's enough liquid cash in the 
system. But as the government's bor- 
rowing programme perks up later in 
the year, to finance its various social 
programmes, the pressure on rates 
will begin to tell. 


Bond Funds 


For mutual fund investors, the best 
| strategy is to stick to short-term bond 
funds or liquid funds. That's because an 
increase in interest rates will see a drop 
in the price of medium-to long-term 
bonds. As bond prices dip, long-term 
bond fund Navs will take a beating, 
and chances are that investors holding 
them could negate all the gains made 
by interest income that accrues to bond 
funds. Says Rajesh Krishnamoorthy, 
Managing Director, iFast Financial: "T 
would discourage people from long- 
term bond funds. There are certain 
sweet spots in the middle of the yield 
curve that are better for now." 
As short-term bond funds hold 
instruments with a lower maturity, 
say, of less than a year, the impact of 


RE-ALIGN YOUR 
INVESTMENTS 


Avoid long-term fixed income 

You can invest in medium- and 
short-term bond funds, as interest 
rate could harden due to the govt's 
increase in domestic borrowing. 


Stay invested in floaters and liquid 
Short-term floater funds can make 
decent returns in case the yield 
curve in the short end goes up. Shift 
a part of your long-term bond funds 
into the liquid and floater funds. 


Buy the rural story 

You may be able to craft a low-risk 
portfolio by investing in companies 
that have a rural growth strategy 
in place in consumer and capital 
goods, and rural infrastructure 
(see overleaf). 


Target Returns and Tweak 
Allocations 





Income 
(8) 





— —— Gold (10) 


Q figures for target returns 
Source: BT Research 


Figures in per cent 


a rise in interest rate is minimal. Says 
Iyer: "Investors should make a few 
tactical moves and look at the short- 
term maturities. It's where there's a 
trading cushion and investors could 
get some kind of alpha or market beat- 
ing performance." 


Floater Funds 

NAVs of these funds tend to move in 
line with the interest rates. Hence, 
any rise in interest rates will reflect 
in their performance, so you may 


want to add a bit of these to your 
investment portfolio. On the other 
hand, liquid funds are evergreen funds 
for parking your idle money. As th se 
funds invest in very short-term debt 
paper, their prices don't swing wildh ; 
like that of the long-term bond funds. 
Use the extra funds from the lower 
income tax to park your money here 
for any big undervalued opportunity. 


Fixed Deposits 


It's prudent for fixed deposit investors 
to stagger their investments over a 
few installments in the coming 
months. That's because you won't 
find yourself locked-up to a lower 
interest. You will also be well-placed to 
capitalise on the better yields from a 
rising interest rate in the future. Any 
extra funds could be kept either in 
ultra-short term fixed deposits of 
15-30 days, though their vields are 
not up to par, or in liquid plus funds, 
where the returns are slightly better. 
Once interest rate perks up, make the 
switch to high-yield fixed deposits. 







Retirement 

The Budget paves the way for the 
new National Pension Scheme (Nps) 
to turn into a good starting point 
for new investors. Contributions 
made to the Nps are tax deductible 
and any appreciation in the fund 
value is also exempt from tax. 
However, investors have to convert 
their funds into an annuity with a 
monthly pension, which is taxable 
in the hands of investors, But mar- 
ket observers are disappointed that 
the new NPs did not get any 
favourable treatment. Says Satkam 
Divya. ceo, Rupeetalk.com: “As it’s 
a retirement planning tool, the gov- 
ernment could have given a few 
more sops. In any case, the scheme 
is a good tool for long-term invest- 
ments and it's also open to self- 
employed individuals, so the indi- 
viduals at large can benefit." As the 
scheme invests in equities. small 
investors should gain over time. 
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"As NPS is a retirement planning 
tool, the government could have 
given a few more sops. The scheme is 
a good tool for long-term investments" 


Satkam Divya/ CEO, Rupeetalk 


Stocks & Equity Funds 
For risk takers, equity investing is 
the place to be. As the Finance 
Minister has allocated 68 per cent of 
the Budget to the social sector overall. 
a large chunk of which is directed to 
the rural areas, social initiatives such 
as infrastructure, health and the rural 
economic growth should all see an 
uptick in the coming months. 
Companies with strong presence in 
rural areas, such as large banks. 
chemicals and seed companies, are all 
set to benefit from this growth shift to 
the hinterland. Says Divya: "The gov- 
ernment's spending drive in rural 
areas could benefit FMCG and infra- 
structure companies in the long run." 
Stocks from the consumer non- 
durable sector like Hindustan 
Unilever and Dabur are well-placed 
to derive a steady growth as they 
have a strong presence in rural 
areas. In autos, two-wheelers are 
making rapid inroads in rural areas 
where 60 per cent of its sales come 
from. Mahindra & Mahindra's trac- 
tor sales to the rural areas will get a 
boost, and so will micro-irrigation 
companies like Jain Irrigation. 
Companies in the rural infrastruc- 
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"Short-term maturities are where 
there's a trading cushion and 
investors could get some kind of 
market beating performance" 


Lakshmi lyer/ Head (Fixed Income & Products), KMF 


SELECT RURAL PICKS 


COMPANY PRICE(Rs) P-E(96) 
FMCG 
Dabur India 128.35 29.7 


Sales team to focus on eight core states 
even as rural growth rates have caught up 
with urban growth 

Hindustan Unilever 26590 249 
Direct distribution in rural markets through 
Project Shakti that provides micro-credit 
to women 

Colgate 654.00 30.6 
Market leader in oral care in rural economy 
as its low-price point strategy is paying off 


Consumer Durables 
Mahindra & Mahindra — 722.05 24.4 
Market leader in the tractor segment 
Hero Honda Motors — 147755 23.0 
It dominates the rural two-wheeler space 
Infrastructure 

Patel Engineering 426.55 16.8 


Increasing presence in water management 


IVRCL Infra. & Pro. 329.45 19.5 
Irrigation infrastructure is a money spinner 


Jain Irrigation Systems 708.90 43.2 
Penetration in micro-irrigation is 
poised to grow 


Prices as on July 9, 2009 Source: Prowess 





"| would discourage people from long- 
term bond funds. There are certain 
Sweet spots in the middle of the 
yield curve that are better for now" 


Rajesh Krishnamoorthy/ CEO, iFast Financial 


ture arena such as water manage- 
ment companies, like ivRCL 
Infrastructure, should see an inc- 
rease in their order books in the 
coming years. 

You can, like the above, count 
on a few sector funds such as FMCG 
and thematic funds like infrastruc- 
ture to yield better returns in the 
coming years. You may want to inc- 
rease exposure to these funds, if you 
don't have any. Diversified equity 
funds with some focus on rural stocks 
are better placed in this environment. 


Focus on Capital Growth 
While it's prudent to tweak your port- 
folio towards the rural economy, short- 
term investing is risky and depends on 
the news and fund flows into the mar- 
ket. So, stagger your investments. Some 
issues such as tax exemptions could go 
away in the coming years as the 
Finance Minister mentioned in his 
Budget speech. This could take the zing 
out of tax-saving instruments. Hence, it's 
advisable to focus on building your cor- 
pus now, than look at Budgets as merely 
tax- saving events. © 
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Even with a volatile market, it makes sense to stick with a 
systematic investment plan. K.R. BALASUBRAMANYAM 


ridhar Iyengar, a 40-year old 
B-school teacher in Mysore, 
turned a deaf ear when experts 
suggested that he keep away from 
products that had anything to do 
with stock markets. Iyengar went 
ahead and subscribed to two monthly 
systematic investment plans (siPs) of 
Rs 4,500 each with uprc Tax Saver 
and sgi Tax Gain schemes in 
September 2008, when the likes of 
Lehman Brothers were folding up 
and the stock markets were going 
into a tailspin. Despite the crisis, 
Iyengar continued investing diligently 
even while his funds were showing 
negative returns. His confidence paid 
off as the markets turned around, 
and Iyengar soon turned in a profit as 
his schemes delivered high double 
digit returns. “There were occasions 
I had lost one third of my invest- 
ments, but did not back off from 
payments as I knew it would take 
some time to make some decent 
returns,” says Iyengar. 
Unlike Iyengar many investors 
stopped their sips mid-way last year 
because of the falling markets. Sure 
enough, it gets difficult to sustain an 
investment when you see your net 
asset values tumble by 50-60 per cent. 
But that’s precisely what experts rec- 
ommend that you don’t do. “When an 
investor signs up for an sip, he must 
have a timeline of 3-5 years in mind. 
It's only then that monthly 
investments get the advantage 
of both the strength and weak- 
ness in stock prices," says Srikala 
Bhashyam, partner with RS 
Consultants, a Bangalore-based 
investment advisory firm. "As you 
can see, those who continued 
with their investments last . 


year managed to earn double-digit 
returns," she says. 

SIPs make the perfect case for 
investors to ride out the booms and 
bust in the stock markets. That's 


SIP BY SIP 


Last year's SIPs gave fabulous returns 
for investors who kept the faith. 


YEAR 

RETURN 
FUND RETURNS 
Taurus Infrastructure — — — léT20 
Principal Junior Cap 13509 
IDFC Enterprise Equity | Plan A 130.97 


Imm han qe epar nc i V Py mam sh Mentem eiie eant ppm mom cnm 


Sundaram BNPCAPEXOppRegD — 112.76 
Sahara Mid-Cap Fund —— — T1268. 
JM Basic —— s 109.66 
Sahara infra Variable Pricing — 10839 
ICICI Prudential Discovery Inst- 107. 9l 
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Sahara infra. Fixed Pricing — — 107.04 
Sundaram BNP CAPEX Opp Reg- G 106.65 
25 | 
RETURNS 

Taurus Infrastructure — 2959 
HDFC Top200 —— 112050 
Sahara Infra. Variable Pricing 8r 
Rrincipal Junior Cap —  £& — 1956 
ICICI Prudential Discovery Inst- v 1939 
Sahara Infra. Fixed Pricing — — 1915 
UTI Opportunities —  — —— | 18.82 
Reliance Regular Savings Equity — 18.48 
ING Contra — — — 11135495 
ICICI Prudential Discovery 18.03 


Returns in per cent as on June 30, 2009 
Source: Value Research 





















because vour regular payment buys 
more mutual fund units when the 
stock markets are down and less 
units when the markets are up. 
Although most investors start with a 
long-term horizon of three to five 
years, they tend to stop their sips 
when the markets go bust. This panic 
reaction results in investors losing 
out the best times in the market when 
they can accumulate more units 
with the same cash investment. Says 
Anil Kumar, ceo of Birla Sun Life 
Mutual Fund: "One should stay 
invested all throughout the sir. The 
power of sip is the power of 
compounding. One must keep on 
putting money and the power of 
compounding builds up." 

Some investors who stopped their 
SIPs tend to re-start the same when 
the markets look up again. This means 
that they get far lower units with the 
same investment than the investor 
who sticks with his SIP through thick 
and thin. Says Bhashyam: "Investors 
need to show consistency in their 
investment patterns if they want real 
returns from an sip. They must 
remember there's no short-cut to 
wealth creation." 

Experts caution that long-term 

commitment and patience are 
needed to build a sizable cor- 
pus, "Even a 12 per cent 
return on an annualised basis 
over 10-20 years will help you 
build a large corpus," says 
Bhashyam. In fact, whenever the 
next dip arises, consider increasing 
your sip payments so you can 
accumulate more units. As savvy 
investors have learnt, rebounds 
can Happen Mind wi 




















Kerala's cooperative body launches a super 
bazaar to reach customers in the backwaters. 
K.R. BALASUBRAMANYAM 


ive hours. Fhat's what it 
used to take Joseph 
Thomas Muttath, 56, 
and his wife Valsamma, 
49, to visit the nearest 
town, Changanachery. 


shop and return with a small pile of 


household provisions. And the 16-km 
round trip from their village, Velliyanad. 
on the infrequent motorised boat serv- 
ice, cost them Rs 20. 
l'oday, the couple—and thousands 
like them who live in numerous 
villages in Kerala's Alappuzah district 
stroll down to a point near their 
village jetty to board what is India's 
first floating supermarket and pick up 
much more, with discounts not avail 
able even at cooperative stores on land. 


Ide ace 3n ues anle monle al 


transport in Alappuzah, also known 
as Venice of the East because of thc 
myriad waterways crisscrossing th 
low-lying terrain. So, when the brass 
of Consumerted, or the Kerala State 
Cooperative Consumers Federation, 
sat down in June last year to figuri 
out ways of lifling its profit curve 
more steeply, home delivery took on 
anew meaning. 

Thus was born the Triveni 
Superstore, a 1,000-sqft. retail outlet 
mounted on a boat that now traverses 
a 200-km route covering 51 landings 
under 30 panchayats, apart from three 
wards of Alappuzah municipality, serv 
ing thousands in the Kuttanad region 
with an inventory of 2,000 items. 

“We hope to reach out to more 


than Ls f "8 ) Eunilies ond meet all then 


RETAIL 


CHARTING A NEW COURSE 


SHOPPING AREA: 1,000 sq.ft. 

on orFer: 2,000 essential items 
promoter: Consumerfed, Kerala 
ports or CALL: In Alappuzah district 


coverace: 51 landings in 30 
panchayats 


inventory: Online ordering 








requirements,” says Rigi G. Nair, 
Managing Director, Consumerfed. 
He expects to recover the Superstore's 
cost (Rs 50 lakh, including the boat) in 
live to seven years. 
Kuttanad—originally Chutta-Nad 
or a vast forest area destroyed by fire— 
is one of the most picturesque regions 


in the state. covering parts of 


Alappuzah, Kottayam and 
Pattanamthitta districts. Much of 
Kuttanad's 500 sq. km—famous for its 
paddy and politics of Left- 
controlled farm labourers—lies 
below sea level. Kuttanad's most 
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RETAIL 


“As it is, our products are at least 10 per cent 
cheaper than the market price. But at our 
floating Triveni, we are also giving a discount” 
Rigi G. Nair, Managing Director, Consumerfed 


most of its customers are in the 
low-income category. 

"As it is, our products are 
cheaper by at least 10 per cent than 
the market price. But at our floating 


Triveni, we are giving a discount of 


2 per cent to all customers and 
an additional one per cent discount 
to members of sc/st families," 
says Nair. 

Muttath, who is a retired boat- 
man, couldn't agree more. "This is 
the first time we bought the items 
here and I found it to be cheaper 
than at our usual place.” 

Store Manager Anup A.K. says 
not all his customers are from vil- 
lages where the boat anchors: many 
come from nearby villages, sure in 
the knowledge that it will have what 
they want. (The floating Superstore 
has a computerised inventory- 
management system linked with 
corporate and regional offices via the 
Internet, and it stocks up at 
designated points close to the 
road network.) 

"We will see the response...and 


The floating Superstore has a computerised inventory- 
management system linked with corporate and 
regional offices via the Internet, and it stocks up at 
designated points close to the road network. 


famous association for tourists is the 
annual snake boat race during Onam. 

The Triveni Superstore is 
special not only because it touches 
places difficult to reach by road 
(powered by a 40 hp Yamaha 
engine, it can negotiate stretches 
as shallow as four feet), but because 
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then we will think of launching sim- 
ilar outlets in the backwaters of 
Kollam and Kottayam, other water- 
logged areas of Trichur and 
Ernakulam, and the Malabar,” says 
G. Sudhakaran, Minister for 
Cooperation, Kerala. The govern- 
ment will also consider floating a 


shop exclusively for tourists. 

Within two weeks of its launch 
on June 7, the boat, open for busi- 
ness between 8 a.m. and 6 p.m., 
was ringing up daily sales of Rs 
40,000, with a peak of Rs 60,000 on 
a Sunday, June 21. 

The promoters are confident that 
the business will pick up further 
once publicity spreads. “Not all are 
now aware of the schedule...It will 
draw more customers once we start 
notifying the scheduled stops and 
the timings," says D.C.M. Unnithan. 
Regional Manager, Consumerfed. 

The organisation, which runs 
eight retail divisions, including one 
lor liquor, uses its 87 retail format 
stores under the Triveni brand to meet 
the government's social obligations. 

"We put consumer interest 
ahead of profits. The way we have 
priced our products checks any 
extreme movement in prices and 
protects consumers from exploita- 
tion by avaricious traders and 
hoarders. Sometimes, we even 
divert profits from our liquor divi- 
sion to help people from lower- 
income groups." says Nair. 

The organisation has grown 
steadily—from a turnover of 
Rs 356 crore in 2005-06 to Rs 689 
crore in 2008-09, even as it turned 
a loss of Rs 13 crore into a profit of 
Rs 15 crore. This year, it expects 
a profit of Rs 18 crore on a turnover 
of Rs 988 crore. But it will take 
another year to clear its accumu- 
lated loss of Rs 30 crore. 

Who knows? The new income 
stream opened by the floating store 
could help it do so faster. (9 
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Standard Chartered Bank makes life trouble-free 
with a wide choice of easy banking solutions. 
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Service Assurance 


SMS “Service” to 9980033333 and we will provide assistance to you within 24 hours. On failure of establishing contact within 
24 hours, the bank assures to pay INR.100". 
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| nternet banking is changing the banking 


idustry and 
is having the major effects on ban ‘ing relationships. 
Banking is now no longer confined to the branches 
were one has to approach the branch in person, to 
withdraw cash or deposit a cheque or reque ta statement 
of accounts. Providing Internet banking is increasingly 
becoming a “need to have” than a “nice o hav 
Here is what few banks have got to offer yo ^ 
As a leading multinational bank having an Unparalleled 
presence amongst foreign banks im India for over 
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global philosophy of innovation and convenience. From 
introducing the first Global Cr Card and the first 
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customers. Strongly drivel hilosophy of innovation 
and being the right pai His customers, Standard 
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Banking products whi Online Banking, Mobile 
Banking services ane based payment options like 
Paymate and mC ify banking for its valued 
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At YES BANK, we have institutionalised state-of-the-art infrastructure and cutting edge technology. Our knowledge 
driven banking solutions are fully integrated with the finest Branch Banking experience and delivered through: 


/ Secure Internet Banking / Speech recognition enabled Phone Banking 
4 Online Mutual Fund transactions / Efficient Cash Management & Transaction Banking 
4 Mobile Payment Solutions / India’s most extensive Personal Finance Tracking Tool ‘Money Monitor’ 


Experience Convenience like never before 
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I17 Branches | Over200 ATMs | 2 National Operating Centres 





Corporate and Registered Office: Nehru Centre, 9th Floor, Discovery of India, Dr. A.B. Road, Worli, 
! Mumbai- 400018. India. www.yesbankin Call us now: Ahmedabad: +91 99743 90909, Bangalore/Chennai: +91 90083 90909, 
: Delhi/NCR: +91 99583 90909, Kolkata: +91 97484 90909, Mumbai: +91 99872 90909. 


Finally, a N 
that Works! 


MapMylndia's new Personal Navigation Device. 
(PND) is the first of its kind in India. kusnan mita 


treat navigation devices with a 

level of disdain. Alter all, the “Odd 

News sections are full of stories 
about Americans and Europeans 
blindly following their Global 
Positioning System (GPs) navigation 
units down hillsides, onto railway 
tracks and into blind alleys. So, when 
MapMylndia insisted that I live with 
their new "Light" navigation system. 
| was a bit hesitant. 

It is not as if I don't use maps. Most 
modern mobile devices have a Grs 
module and I use either the in-built 
maps (in some Nokia devices) or 
Google's alternative (on any device). 
However, navigation options are few 
and far between and none is a patch on 
MapMvIndia's 400-city database. | 
used the navigation system in and 
around New Delhi with success and 
entered some obscure routes to find 
out how the system managed. | 
ended up figuring out routes in 
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Bhubaneshwar and Visakhapatnam as 
well. Keep in mind, this is a PND rather 
than a purely "in-car" navigation 
device. This means that you can carry 
the unit around if you are walking or 
in an auto. So, as a navigation unit it is 
not bad at all. Of course, the device 
does have its niggles. The first is the 
"soft" keyboard's spacebar when you 
are entering an address. The space- 
bar is the same size as the kevs to the 
letters, which is ridiculous. 

The second flaw is more device- 
specilic. Mobile phones equipped with 
GPS USC S imething called Assisted-Grs 
(A-GPs). This involves the mobile phone 
liguring out where it is, from tower 
data, transmitting its approximate lo- 
cation back to the server. This "Time 
to First Fix" on a mobile device is fast 
even when you unpack it from the 
box—under 20 seconds. The new 
PND, however, takes a while and even 


on a clear day you might wait for 





And you have choice 


SatGuide's Moov 300 came to us 
as we were going to the press. The 
software, though not as compre- 
hensive as MapMyindia's device, 
with just 200+ cities, has more 
"Points of Interest" loaded, which 
makes hunting down petrol pumps 
and ATMs easier. The user inter- 
face seems more crowded at first 
and entering data on an "ABCD" 
style keyboard is awkward for 
someone used to “QWERTY”. The 
points of interests really help, if 
someone tells you that their house 
is near "XYZ" cinema hall. Still, at 
Rs 16,990, it's a lot pricier than 
the competition. 


over two minutes for a proper fix. 
Once you have these figured out 
though, the device works beautifully. 
With a Rs 11,990 all inclusive price- 
tag, with no additional licence issues, 
it is good value for people who need 
help finding their way around. © 





One Grand Event eta 


INDIA 


6 Extraordinary Achievers 


Standing L to R : Aroon Purie (Chairman and Editor-in-Chief, The India Today Group), R.H.Kasturi (Director, Kav veri Telecom Products Ltd.), 





Vinayak Chatterjee (CMD, Feedback Ventures Pvt. Ltd.), N.K.Chaudhary (MD & CEO, Jaipur Rugs company Pvt. Ltd.), C.S.Jadhav (Director- 
Marketing, Nandan Biomatrix Ltd.), Anand Sharma (Union Minister for Industry and Commerce), Rana Kapoor (Founder, MD & CEO, YES 
BANK), V.Bhaskar Rao (MD, Nandan Biomatrix), Mehul Patel (MD, Anupam Industries), Atul Hemani (Director, Omnitech Infosolution Ltd.) 





Congratulations to all the winners! 


Star SME of the Year 

Star SME CEO of the Year 

Green SME of the Year 

Best SME for Corporate Social Responsibility 
SME Innovator of the Year 

Best SME for Corporate Governance 


Anupam Industries Ltd. 

Vinayak Chatterjee, Feedback Ventures Pvt. Ltd 
Nandan Biomatrix Limited 

Jaipur Rugs Company Pvt. Ltd 

Kav veri Telecom Products Ltd 

Omnitech Infosolution Ltd 


Business Today & YES BANK would like to thank all the winners, Jury members and participants 
who made this event a grand success and look forward to their participation in coming years. 
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Cutting-edge technology 


can change your business. 
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‘Answers for Business’, an interesting 13-part series where experts shed 
light on various innovative and technology-friendly solutions that have 
assisted various businesses to enhance productivity and efficiency. 
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4th July onwards 
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sundays at 12:30 pm 
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PUBLISHER: Random House 
PAGES: 222 
PRICE: Rs 650 


n the late 1950s, a tiny 

company launched a 

discount retail chain 
meant for small town and 
rural America. Almost 
overnight, the company 
decimated its main com- 
petitor, Kmart. One dol- 
lar invested in its stock 
grew more than 6,000 per cent in 15 years. If you 
thought this company was Wal-Mart you guessed 
wrong. It was Ames. Begun in 1958, four years be- 
fore Sam Walton opened his first store, Ames 
grew explosively till the mid-80s. Today, Ames is 
gone. Gone because it extended its core idea of dis- 
count retailing for rural and small town America 
into premium urban retailing through the ac- 
quisition of Zayre, an area where it lacked dis- 
tinctiveness, eventually bleeding itself to death. 
Wal-Mart, despite being a later entrant with the 
same idea, is today a $379-billion behemoth. 
Jim Collins, in his new book, How the Mighty 
Fall, has used primary research to pull together 
scores of such examples from the decline of com- 
panies such as Motorola, Zenith, Hp and many 
others to unravel why great companies fail. 

In doing so, Collins has unearthed five stages 
through which a company declines: Hubris born 
of success characterised by arrogance, a sense of 
entitlement and a failure to nurture, reinvent 
and focus on the core of what made the com- 
pany famous; the undisciplined pursuit of 
more due to an obsession with growth, where the 
short term becomes far more important than do- 
ing what is right; denial of risk and peril which 
involves failure to take responsibility, a penchant 
for risk-taking based on ambiguous data and an 
obsession with internal restructuring: grasping 
for salvation involving a silver bullet solution, a 


Is Your Company Dying? 


Collins charts the demise of big companies and finds that in 
most cases indisciplined growth, arrogance, and big bets 
without empirical validation are culprits. GOPAL VITTAL 


desperate search for new visions, inconsistency and 
cynicism: finally, capitulation to irrelevance or 
death characterised by a tightening of cash and 
mounting losses, leading to its demise. 

Ultimately, the most profound lesson from 
this book is the value of leadership. The humility, 
curiosity and learning orientation that Sam 
Walton displayed and attempted to inject into 
Wal-Mart; the methodical, self-imposed disci- 
pline and low profile approach of Lou Gerstner in 
rescuing IBM were often in sharp contrast to the 
bullving tactics and arrogance of a Motorola in the 
'90s or the flashy and magnetic over-promises of 
Carly Fiorina when she led ur. The challenge 
for every ceo is to combine rigour, discipline. cu- 
riosity, calmness and the capacity to instill re- 
sponsibility while building a solid succession of 
leadership to sustain greatness of the institution. 
Above all, it is critical to retain a deep sense of hu- 
mility. The greatest leaders are those who continue 
to recognise that luck combined with the tail 
wind of the market have given their businesses 
momentum as opposed to personal fame. glory 
and charisma alone. 

There are several companies in India across 
telecom. banking, technology. automotive, 
retail and power sectors that have seen unbri- 
dled growth. The markers that Collins refers to— 
arrogance, the quest for personal lame, over- 
reaching, obsession with growth at the cost of 
the long term and succession-—are all aspects 
that ceos of these companies need to be vigilant 
about. After all, most Indian cros are not genuinely 
challenged within their companies or questioned 
by their boards. This book will hold up a mirror to 
them. That is why it is worth a read. © 

Gopal Vittal is a board member and Executive 


Director for the Home and Personal Care business of 


Hindustan Unilever 











Google Speaks 
By Janet Lowe 
John Wiley 
Pages: 315 
Price: Rs 958 


Janet Lowe, 
bestselling authar 
of Warren Buffett 
Speaks, uses 

a similar conver 
sational style to 
reveal a behind- 
the-scenes story 
of how Google 
founders built a 
pioneering 
company while 
leading modest 
lives, 





Toyota Supply Chain 


Management 


By Ananth V. Iyer, 
Sridhar Seshadri, and 
Roy Vasher 


Tata McGraw-Hill 
Pages: 226 
Price; Rs 450 


Toyota practically 
defined supply 


chain managernent, 


and this book 
explores the firm's 
legendary 
production system, 
Aiso included are 
insider tips and 


hands-on guidance, 
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SMART EXECUTIVE 


The Power of Feedback 


Effective and substantial critiques given to employees can goa 
long way in changing the face of organisations. anumena cuatuaven! 








ow often have you 
dreaded a potential 
feedback session fear- 





FEEDBACK 





ing criticism from your boss? 1. peso re oe 
Or ignored handing out the focus of your 

feedback to your subordi- conversation. Avoid using 
nate in order to avoid the telephone or e-mail. 
sounding like a parent? If 2 Start with what's going weil. 
the answer to both ques- e Emphasise the positives. 













tions is “many times”, then 
there’s much that can be 
done to making feedback a 
constructive and welcome too! 
for personal improvement. 


3 Gather all the facts and 
e data, and state matters 
objectively, 


4 Emphasise on job skills, time 
e management skills, and work 


eu process. Avoid discussin 
Feedback, or the flow of infor- personality traits/habits." 
mation usually in the form of an eval- 
y Ask questions. Constant 


uation of a project or work completed, is 
imperative for an organisational workforce 
to consistently improve upon itself. You could 


+ enquiries will bring clarity. 








be giving feedback to people you report to, z 
down to those you manage, and, laterally, to 7 
your colleagues. It doesn't have to be a painful z @ Don't think of this as some- 

. i g thing negative but instead as 
process, but employees often neglect crucial feedback * a conversation that will help 
sessions, fearing it will damage a sound working rel- you grow. 
ationship. Shilpa Bhardwaj. Director (People Success), € Prepare for the session by 
Sapient India, suggests putting in place an open work gathering your own data. 
culture and a series of tools and processes to ensure a healthy . nnno he can learn 
exchange of ideas. "Through a series of specifically designed practices and programmes li Devon an ac i patanda 
like Sapient Start and Feedback Primer Training for Facilitation, we offer real time . for your manager's support in 
solutions to our employees. We work closely with strategists to train our managers following the plan. 
and organise skip-level meetings to get an unbiased view of situations,” she says. wie 

Organisational expert Jamie O. Harris considers feedback to be an essential too! : 
lor organisational learning and recommends checklists. Employers could plan for SUGGESTED READING 
a feedback session by gathering all facts and data. listin g the issues, the purpose THE ART OF 
and the possible barriers objectively. Evaluating the feedback process later, with BEEN. 
a clear-cut action plan and questioning what worked and what didn't comes next. | FEEDBACK 
For the employees fearing the worst, Harris recommends a feedback readiness Men Massen 
checklist and a planning commitment worksheet. Stating matters objectively, Stirfey Portner 


presenting your response rationally, developing an action plan for change and 
working with the employer in following the action plan could help both employees 
and organisations immeasurably. © 

Log on to www.businesstoday.in for The Art of Giving Presentations; Running Effective Meetings 


144 BUSINESS TODAY August 9 2009 


QUIZ 





Narayana Bhat 

of Mumbai 

was the first to give us the 
correct answers to the second 
quiz, published in the issue 
dated July 12, 2009. 

So, as we promised, he wins 
a year's subscription to BT. 


E-mail us the right answers at 
btfeedback@intoday.com or log 
onto www.businesstoday.in 

to take the quiz online. Correct 
answers in the next issue of 87. 


ANSWERS to the questions in 
the last ISSUE, dated JULY 26. 


1 a. Lovemarks 
2. c. HelpAge India 
3 c. Biju Patnaik 
4 a. Burger King 
5 a. Adidas 

6 a. Balti food 

7 a. Faber-Castell 
8 a. De Havilland 


9 a. Malcolm Baldrige 
National Qua fy Award 


10.a. MTR 


Ü y Illinois was among the first 
^. States in the US to ban the 


















| Gulf oil by investing in renewable 


energy and is today a leader 
in wind turbines? 

C] a Denmark 

[3 b. Switzerland 


[3 c. Norway 
C1 d. Iceland 





sale of beedis. Who was 
responsible for this? 

[] a. Sen. Barrack Obama 

(3 b. Sen. Jay Rockefeller 

fle. Sen. Orrin Hatch 

t] d. Sen, Dick Durbin 


This viral worm used Visual Basic 
and spread in the form of an 
e-mail that claimed to be 
bearing whose mouth- 
watering picture? 
Ma. Jenna Jameson 
C] b. Anna Kournikova 
L] € Kama Sutra 

[] d. Melissa 


in horse racing, @ F 
it means putting SENE 
equal money on MES. 

a horse to win, 
place or show. 
Now, also 
applied to wage- 
related issues. 

[] a. Across the Board 
[] b. Alt Out 


ic Full Cover 
Cl d. Twin Track 


^g This spice is associated with 
"India, but Vietnam is its largest 


producer and exporter. Name this 
spice which makes up 40 per cent 
of the world's spice export-trade? 
C) a. Pepper 

[3 b. Cardamom 

lc. Cinnamon 

C] d. Aniseed 


. The Hall-Heroult 
- process helped turn .. 









4o (1915, 
*™ American 











which valuable 
substance, once 
more expensive than 
gold, into a cheap 
everyday commodity? 
C] a. Aluminium 

[i b. Tin 

[] € Copper 

L; @& Silicon 


What company is calling their 


- distributed computing 


venture "Blue Cloud"? 
[3 a, HP 

Ui b. IBM 

fie. Oracle 

C] d. SAP 







In a poll, what ‘edible’ invent 
did Japanese people na 


the country's most important - 
intury? 








invention of the 20th ci 
Cia Sushi 

m b. Instant noodles 

Cig. MSG 

C1 d. Tofu 


It is the 'Atos' in the US, 
‘Amica’ in the UK and ‘Visto’ 
in Indonesia and South Korea. 
What is it in India? 

[3 & Chevrolet Spark 

(i b, Hyundai Santro 


[] €. Toyota Qualis 
[i d. Hyundai Elantra 





inventor 
T.L. Williams — 
developed a cake - 
of mascara and a 
brush to darken the lashes 
and sold them through the 
mail under which name? 

C] & Maybelline 

Ul b. Coastal Classic Creations 

Ci €, Estee Lauder 

C] d. Max Factor 
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PPP 


People Places | Products 


BUSINESS Ti IDA 


Charitable Foodie 


She is a chemistry major who has 
worked with financial giant Merrill 
Lynch for 18 months in New York and 
now runs a new age European restau- 
rant called Caperberry in Bangalore. 
Twenty-four-year-old SHRUTI SHIBULAL. 
the daughter of S.D. Shibulal, Founder 
and current COO, Infosys, is firm on 
creating a niche for herself and hence. 
the food venture along with ace chet 
Abhijeet Saha. “My dad doesn't know a 
whole lot about food,” she giggles, “but 
| do go to him for some sagely business 
advice." Shruti is also an integral part 
of Advaith Foundation, which was 
started by her mother Kumari to impart 
education to the underprivileged. 2010 
could see the Mexican food bull head to 
the us for her MBA. 
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BHASKAR MENON 


Short-lived 
Retirement 


BHASKAR MENON has spent the 
last three years enjoving the 
luxuries of semi-retirement and 
repositioning himself as an advi- 
sor to venture capital firm NEA 
Indo-us Ventures, and privately 
as an angel investor. Since 
resigning from rr services firm 
MphasiS 
EDs—Menon, who was one of the 


alter its acquisition by 


lirm's founders, has chosen to 
relax at his Manhattan pad. Just 
as he was getting very comfort- 
able, Menon. 48, was yanked 
back to reality a month ago 
when he was headhunted to 
become the ceo of e4e, ann 
services company founded by 
serial technology entrepreneur 
K.B. Chandrashekhar and a 
handful of others. Recently, Som 
Das, the company's cro and 
Co-founder, cro Sridhar Mitta 
and coo Murali Rangarajan have 
all quit, making Menon's job 
doubly difficult. “e4e needs to go 
back to basics,” he says, “we will 
focus on our four key business 
units, improving profitability 
and on organic growth.” With 
companies slashing rr budgets 
and number of tech vendors, 
Menon will need to hit the gro- 
und running to keep e4e afloat. 


Hollywood Calling 


ANIL AMBANI always had a thing for 
the tinsel world. On home turf, he is 
into film production, distribution and 
exhibition. Now Ambani, 50, has 
inked the biggest deal of all with 
Steven Spielberg's DreamWorks that 
will allow Reliance BIG 
Entertainment (RBE) swaggering 
rights in California. So, what has he 
offered Spielberg apart from $325 
million of equity (creating total 
corpus of $825 million, including 
debt funding by Disney and banks) 
and a 50 per cent stake? Lots of 
freedom for sure. Not long ago, 
Spielberg and his team had walked 
out of Viacom-Paramount, which 
had earlier bought out the company, 
citing lack of independence. BIG 
Pictures, owned by Rese, has already 
pencilled in mini-deals with produc- 
tion units of half the A-list stars, 
including Jim Carrey, George 
Clooney, Brad Pitt and Julia Roberts. 
An impressive debut by all accounts! 








PLACE 


L'Aquila-Where Eagles Dare 


You have probably heard of L'Aquila for two very diflerent reasons: A 


tragic earthquake in this mountainous resort in April that killed 300 
people and more recently when the 68 summit was held here. But beyond 
natural calamities and political summits, L'Aquila, which in Italian means 
‘The Eagle’, is a lovely place to visit. This medieval “walled city” is surrou- 
nded by the Apennine Mountains and a maze of narrow streets, lined with 
Baroque and Renaissance buildings open onto elegant piazzas here. It's a 
lively college town and has many cultural institutions dating back to 

the 13th-15th centuries. Some of them, sadly, were destroyed in the 
earthquake. The quickest way to reach L'Aquila is to fly to Naples and 
then drive from there. Jet Airways flies daily to Naples via Brussels in 
collaboration with Brussels Airlines. With Europe enjoying a pleasant 
summer, this is, perhaps, the best time to visit. 


PRODUCT 


Asus 1008HA 'Seashell' 


It was only a matter of time before netbooks 
became accessorised. This new Eee Pc from 





netbook pioneer Asus is a beautiful machine. Incredibly 
slim in no small part due to its in-built battery. it offers rather 

standard netbook fare as far as specs go—an Intel Atom N280 chipset. 

1 GB. of memory and 160 cB hard drive space. So, as far as performance 
goes, there's nothing that makes it a class apart. But trust us, this is one ol 
the best looking netbooks to date. 

Launch expected in August: Price: Rs 28,000-30,000 (approx.) 


CONTRIBUTED BY RAHUL SACHITANAND, SUMAN LAYAK 
DHIMAN CHATTOPADHYAY & KUSHAN MITRA 
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CMD | TVS Motor Company 
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Winner never quits; quitter Ratan N. Tata. 
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Turnaround of TVS Motor Mahatma Gandhi. 
Company in 1991. 
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A manager focusses on 
"transactions" and a leader 
focusses on "transformation". 
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The inside account of India's biggest corporate battle. pa 4 
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The new BMW X6 


Sheer 
Driving Pleasurt 


North: Chandigarh: Krishna Automobiles +91 172 5041 000 Delhi and NCR: Deutsche Motoren (South-East Delhi) +91 11 4309 0000 
Deutsche Motoren (West Delhi) +91 11 4726 0000, Bird Automotive +91 11 3988 5577 
BMW Studio +91 11 4360 7700 Jaipur: Sanghi Classic +91 141 408 7070 
South: Bangalore: Navnit Motors +91 80 2852 0060 Chennai: KUN Exclusive +91 44 4291 1111 
Hyderabad: Delta Motors +91 40 3028 2900 Kochi: Platino Classic +91 484 400 9966 
East: Kolkata: OSL Prestige +91 33 2251 7010 
West: Ahmedabad: Parsoli Motors +91 79 2684 1231 Mumbai: Navnit Motors +91 22 2625 3333 
Infinity Cars +91 22 6714 5100 Pune: Bavaria Motors +91 20 2614 1555 
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BMW EfficientDynamics 


Less emissi driving pleasure. 


Beyond the ordinā 
Awaits the 


- 


The new BMW X6. A coupé above. 


Extraordinary in every sense of the word, the new BMW X6 embodies the elegance of coupé charisma with the 
authority and versatility of a Sports Activity Vehicle. Its revolutionary V8 twin-turbo engine with High Precision 
Injection is the first of its kind and propels it from 0-100 km/h in just 5.4 seconds - faster than any vehicle in its 
class, while BMW's innovative Dynamic Performance Control system introduces you to the future of cornering 
at every turn. The BMW X6 is no ordinary coupé. It's a coupé above. 


W a y?! in the wes first Sports Artivity Goune today. For "oie information contact your à ithorizerl 





N | : ihotra 
à Ne 4 Tata Sky 

















P óe 


Canon multi-function devices, the preferred document solution expert of the leaders. 


He is just one of the many who have placed their trust in Canon multi-function devices. They give you easy accessibility, high 
speed and high security with features like WiFi, network facilities and 128-bit data encryption. Working together with print 
management software like uniFLOW, your organization can now easily measure and manage print usage. Streamline your 
printing needs and do your part to contribute to a greener environment. Find out how you can implement a suitable 'print 
strategy' for your organization that will maximise your operational efficiency and reduce cost. So what are you waiting for? Get in 


touch with Canon for a total print solution and give your organization a more competitive edge. 


Visit Canon Business Solution Lounge at: 
shop No. 1 & 2, Vipul Agora Mall, M.G.Road, Gurgaon. Ph. 0124-4529801 sss 
j)58888 No.135, Ground Floor, Brigade Tower, Brigade Road, Bengaluru. Ph. 080-40079400 BENE i 
-—— 312A, 3rd floor, Atria Mall, Dr. Annie Besant Road, Worli, Mumbai. Ph. 022-24813640 / 41 


Business — be simple 
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Call Canon: 39010101 / 1800 180 3366 or visit www.canon.co.in, Corporate Office: Canon India Pvt. Ltd., Second Floor, Tower A & B, Cyber Greens, DLF Phase-lll, Gurgaon-122 002 
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From the Editor 


IL versus RNRL Or MDA versus ADA? In 

deciphering the distinction between the 

two lies the key to resolving the most 
high-pitched corporate battle of the day. But 
doing so demands a very high degree of informa- 
tion access (since the fight is both overt and 
covert), comfort with legal matters (as matters 
are perpetually in court) and ability to tell truth 
from half-truths (because interpretations and 
misinterpretations are flying thick and fast). 
In putting together this issue's cover story, 
we have tried our best to come good on all the 
three counts. The proof of the extent to which we have succeeded lies in 
the story starting on page 40. 

The latest outbreak between the feuding Ambani brothers has 
implications well beyond a couple of billion dollars between the brothers. 
The way this conflict is resolved will determine where the boundaries of a 
family settlement (MDA versus ADA) end and that of a corporate settlement 
(RIL Versus RNRL) begin. The core of the issue is whether the memorandum 
of understanding signed between Mukesh Ambani and Anil Ambani in 
mid-2005 can include assets the ownership of which lies outside the family 
and profit generated from which is to be shared with partners outside the 
family. Complicating the issue further is the special nature of one of these 
partners and the asset owner, namely the Government of India. The 
government cannot be seen as a party to either undervaluation of its asset 
or unilateral distribution of that asset. So far the law has unequivocally been 
in support of Anil Ambani, with the Bombay High Court ruling that the 
family agreement has to be respected in the sale of gas by RIL to RNRL. But in a 
business as dynamic as oil & gas—the added complication being that some 
agreements in question date at least five years before the split between the 
two brothers—the last word hasn't been heard yet. As we went to press on 
August 3 (48 hours later than the normal schedule), the government had 
stated its position in Parliament and all the three parties (including the 
government) were bracing for a fight in the Supreme Court. Our 
cover story is the most comprehensive inside account of the saga so 
far—complete with some never before published details. 

Our fare of exciting stories 
doesn't end with the Ambani 
brothers. Bill Gates tells us (page 
60) why Microsoft (where he now 
spends only one day a week) is still 
all about the magic of paid 
software—dismissing the threat of 
free software from Google. Turn to 
page 70 to know why Keki Gharda 
is fighting his family to let him give 
away his Rs 3,000-crore business to charity. On page 102. we tell you how 
Dutch engineers can make the ubiquitous autorickshaw eco-friendly. 
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ANNUAL LISTINGS 
Business Today's 
much-awaited annual 
specials are a collector's 
delight. To access 

these, log on to 
www.businesstoday.in 
and go to archives. 
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Kotak’s Next Move 


Uday Kotak spent 24 years building his financial-services conglomerate that spawns 
broking, investment banking, mutual funds, insurance, commercial banking and 
private equity. Can he turn his firm into becoming a global financial powerhouse? 


BT QUIZ: 





INTERVIEW WITH MICROSOFT CHAIRMAN BILL GATES 
In a free-wheeling chat with Business Today, Gates discusses topics 
ranging from America’s diminishing clout in the field of scientific research 
and the work on AIDS that his foundation is carrying out in India to the 
changing face of software and the competition to Microsoft from the 
likes of Google and igm. 


Are you a quiz buff with ears tuned to the world of business? Take the ar 
Business 1.0. quiz to test your knowledge of the corporate world. You could 
also win a one-year subscription to Business Today. Send answers to 
btfeedback@intoday.com or log on to www.businesstoday.in to take the quiz. 


UTILITY TOOLS ? Retirement Plan 

> Risk Calculator Find out how to maintain your current 
Analyse your risk tolerance and decide lifestyle after retirement. 

your investment approach. > EMI Calculator 

? Future Needs Calculator Know how much equated monthly 
What are your future needs. Click here instalment you will pay on your loan. 
to calculate. > SIP Calculator 

Tax Calculator Plan your investments intelligently to 
Find out how much IT you need to pay meet your financial commitments. 
depending on your income and investments. > Business Tips 

^ Education Plan Hot tips to keep you ahead of rivals 
Calculate to meet your child's expenses. in business. 


Now, get a hot new management tip for the day every day, and participate in opinion 
polls through SMS on your mobile phone 24 hours a day. 


TO RECEIVE BT'S TIP OF 
THE DAY 
1. Go to “Write messages" on your 


mobile phone. 


2. Type "BTTIP" on the message 
screen. 


3. Send the message to the number 
"52424". 


4. You will receive the hot 
tip for the day in a return message. 


NOTE: Available with ali cellular operators. 
Regular SMS charges apply 





TO ANSWER THE BT-ON-THE-MOVE 
QUESTION 


Do you agree that social networking sites 
are affecting oyeee productivity at 
the workplace? 
1. Go to “Write messages” on your mobile phone. 
2. Type “BTPOLL Y" for Yes. 

Type “BTPOLL N” for No. 


3. Send the message to the number "52424", 
Readers can also participate in the poll at www.businesstoday.in 
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FOCUS 


Quick takes on top news and trends. 


I3 Five Faces of India Inc. 

India Inc. delivers the goods in the 

first-quarter in another indication 

of an incipient economic recovery. 
| No Entry for Dual-SIM 

Handsets 


Salary Cut? Buy a Home! 


'Audit Committees in India 
Have to be Financially Literate' 


How Broadband Works 


FEATURES 


CAG: Watchdog or Nitpicker? 
The Comptroller & Auditor General 
needs to abandon trivial issues and 
learn more about the business 
process in order to remain relevant. 


5 Busy at the Back of 
the Office 
Even às they went about creating a 
fully-integrated steel colossus, the 
Ruias of the Essar Group were also 
quietly building a global outsourcing 
model via a string of acquisitions. 


Interview with Microsoft 
Chairman Bill Gates 





:6 No Turbulence 
M. Thiagarajan is a contrarian who 
is expanding his fleet and adding 
destinations as bigger rivals do the 


reverse. Has Paramount Airways’ 
growth reached its limit? 


70 Who is Keki Gharda, and Why 
is he Being Wooed? 

Some of India’s biggest companies 
have trained their sights on the 
chemicals business. Gharda wants 

to sell and donate the proceeds. His 
nephews, who are minority share- 
holders, will have none of that. 


74 Picture of the Future? 

Azim Premji’s elder son Rishad is on 
the rise at Wipro. It may be early days 
yet to herald him as a successor, but 
the current joint CEO structure may 
be a stop-gap arrangement. 


78 Rural Magic 

Media Magic's pre-loaded content 
cards and kiosks are a hit in rural 
India. But can the company fight off 
competition and grow in a deeply 
fragmented market? 


82 The Existing and the 
Forgotten 

New residential real estate projects are 
being launched by developers across 
the country even as existing ones are 
some distance from their scheduled 
completion. 


86 HBR Exclusive: Seven Ways 
to Fail Big 

Lessons from the most inexcusable 
business failures of the past 25 years. 


102 Green Goes the Auto 

The humble autorickshaw may soon 
be reborn as a fuel conserving, truly 
green vehicle, thanks to some smart 
engineering work by Dutch and 
Indian students. 


106 Warning for the Bribe Tribe 
US mncs whose Indian operations get 
sucked into the country’s flagrant 
vortex of corruption can get into big 
trouble back home. 


INSURANCE SPECIAL 


110 Running for Cover! 

The years of burning cash to get 
traction are over: players across 
sectors are busy cutting costs and 
looking for efficient distribution 
models as they focus on renewals 
instead of growth. 





116 Cut & Thrust 

The rate cuts that followed the 
de-regulation of premiums have 
crippled profitability of the players. 
How long will this last? 


120 A Different Pitch 

The second-generation private insurers 
try innovative strategies to make a 
mark, as profitability becomes more 
crucial than ever before. 


UTILITY AND LEISURE 


JOBS 

124 Wanted: Green Techies 
There's a growing demand for rr 
experts to address eco concerns. 


COLUMN 


130 R.K. Pachauri on How 
to Combat Climate Change 


MONEY 

132 Go for Dividend Stocks 
Embracing the time-tested dividend- 
payout strategy could strengthen 
your portfolio’s performance. 


PERSONAL TECHNOLOGY 

142 Waiting for the Tablet iPod 
Manufacturers are betting big on 
Indians using a standalone Internet 
'tablet' to surf the Web. To spice things 
up, Apple is entering the market. 


BOOKS 

144 Time to Restructure, Reinvest, 
Reimagine 

The recession is a turning point for 
every business today, says Fortune 
magazine's Geoff Colvin, author of 
The Upside of the Downturn. 


SMART EXECUTIVE 

146 Creating a Project Pian 
The secret sauce of a project is in 
its planning. 


QUIZ 
147 BiQ: Get the quiz right to win a 
year's subscription of Business Today 


PPP 
150 Focus on people. products, 
places in news. 


Leaderspeak 
152 Harsh Goenka. Chairman, 
RPG Enterprises. 
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READERS' FORUM 


The Kotak Moment 

It takes a special kind of genius to keep things simple. As 
your cover story Kotak's Next Move (ar, August 9) brings 
out very eloquently, Uday Kotak has this quality in heaping 
measure. Apart from his level-headedness, what also 
defines this businessman is his ability to spot opportunities 
and create viable businesses from them. Atulya Ganguly. Ranchi 


The Men Behind Kotak 


Your cover story on Kotak well captures Wut = i: zu " 
the essence of the company as it has grown i [Di ISINESS |UOOS Y] 
to become the giant business conglomer- EH 

ate it is today. But, I was a bit surprised not 

to find any mention of Shivaji Dam in 
your story. Not only was he among the 
first employees of Kotak Mahindra Finance, 
he remained a pillar of strength for the 
organisation for many years. Your story got 
me thinking that he has either retired or is 
no longer with Kotak. 

Nitin, Mumbai 


I 
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From the Editor: Shivaji Dam left the 
group three years ago. He is now a Non- 
Executive Director on Kotak Mahindra Bank 
and heads the Kotak Education Foundation, 
an initiative of Uday and Pallavi Kotak. 
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Right Man for the Job 

One hopes that Nandan Nilekani will 
bring to bear his proven leadership skills to 
his new job (A Unique Sense of Identity, 
BT, July 26). He deserves kudos for 
giving up a high-flying corporate career to 
serve the larger interest of the nation. 
B. Rajasekaran, Bangalore 


A Labour of Love 


Your issue dated 26th July/Titled Going For Broke/Gave me here a 
nudge/And there a little poke/Your Myth & Reality Focus/On our 
scanty monsoon/Was very apt and timely/And not a bit too soon/Reading 
How The Rich Deal With Recession/Sent my good mood/Into a deep 
depression/Your unique profile of Nandan Nilekani/Tasted like our 
own/Home grown “Daal Makhaani"/How Satyam Was Sold/Was a 
"doosra" well-bowled! J.S.Broca, New Delhi 
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& Uber-cool? 


Correction 

In Top Recruiters 2009 (Br, July 12), 
Nirma Institute of Management, 
Ahmedabad should have read xM 
Bhubaneswar: irr Chennai should have 
read irr Roorkee; and psc College of 
Technology. Coimbatore should have 
read Indian School of Mines, Dhanbad. 
The inaccuracies were due to coding 
errors by our partner Synovate. The 
errors are regretted. 


Finding Fault with Schemes 
I agree with the observation that villagers 


are not interested in promoting schemes 
like NREGS (A Bolero Scheme, Br, July 26). 
Over the years that I have spent in rural 
Maharashtra pursuing agri-processing, | 
have found that villagers have no interest in 
making schemes like NHM (National 
Horticulture Mission), suitable for promot- 
ing horticulture-based agro economy, work. 
They will point to the fallacies of public 
schemes but will make no efforts to make 
them successful. Arun Khobragade, Amnouti 
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Business Today reserves the right to edit letters for brevity 
publication. 
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with the world's most successful companies 
show that winners follow certain common 
principles. Companies that came through the 
strongest actually | 

to improve their comp jositions. At - 
a time when it's tougher than ever to be a 
Tiger, it's even more important to know what 


it takes. Talk to us to see how we can help. 
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5 Faces of India Inc. 


India Inc. delivers the goods in the first quarter 
in another indication of an incipient economic 
FECOVETY. VIRENDRA VERMA AND RISHI JOSHI 






was jubilation among analysts and fund man- 
agers. And it was not hard to see why. After all, the 
IT financial results announced by most Indian companies 
outstripped analyst expectations. Whether it was TT, 
automobiles, cement or FMCG, the overall trend 
was better than expected. 
Results of 600-odd companies, that were declared at the 

time of going to press, showed that on an average net profit had 

increased by 13.5 per cent for the June quarter over the same quar- 

ter of the previous year, while the top line was almost flat. The Cement 

bigger surprise was the jump in the bottom line by 
almost 18 per cent over the March 2009 quarter. 


A: the earnings season gained momentum there 

















Robust Consumption 
“The results are a clear indication of the strong 
underlying consumption demand, particularly in 
rural India,” says Apurva Shah, Head, Research, Prabhudas 
Lilladher. Analysts attribute this to measures like the farm loan 
waiver, National Rural Employment Guarantee Scheme, 
increase in the minimum support price and higher salaries for gov- 
ernment employees—all of which have put 
Capital Goods more money in the hands of the consumer. 
The big growth came from consumption-led 
sectors—seen from the sharp growth in net 
profit for companies such as Hero Honda 
and Maruti Suzuki. 







Pruning Costs 
Another factor for the improved prof- Metal S 
itability was cost reduction. "Cost efficien- 

cies have contributed significantly to EBITDA 

(operating profit) growth," says Vikram 


RAMEN SARKAR 
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Kotak, Chief Investment Officer, Birla 
Sun Life Insurance. A quick analysis by 
BT shows that the operating profit for 
the surveyed 600 companies 
increased by 17.5 per cent over last 
June. while it was up 7.6 per cent from 
the March quarter. rr industry, in par- 
ticular, was a big beneficiary of cost- 
cutting measures. 

Expenses, too, came down due to a 
fall in raw material prices and cut in 
salaries. Though the interest cost con- 
tinued to remain high, the improvement 
over the March quarter was clearly vis- 
ible. Most companies kept their focus on 
profitability rather than on revenue 
growth. This could be attributed to the fall 
in prices of commodities like steel, coal, 
crude and iron ore, which led to a fall in 
the top line of companies in these sectors. 


Lacklustre Investment 

Not everyone did equally well. though. 
Weak investment demand meant that 
capital goods, engineering and metal 
companies disappointed. This is an 
outcome, analysts say, of most indus- 
trial companies still focussing on impr- 
oving utilisation of existing capacities 
rather than planning fresh capital ex- 
penditure. Says Ashok Jainani, Head, 
Research, Khandwala Securities: "The 
marginal improved volume growth of 
these sectors is on account of large or- 
der backlog and improved execution 
by some of the large players". r&r, for in- 
stance, reported that new orders in the 
quarter fell more than a fifth and exp- 
ected demand to remain slow for at 
least another quarter. There were 
other reasons for the continued slow- 
down in capex. "Banks have also 
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4 Companies focus on bottom line 


growth 


d Ignored top line growth 


a Key motto was efficiency as seen 
in increased operating profits 
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® Falling interest rates benefitted 
the companies 
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$$ Consumption on the rise, but 
capital expenditure cycle still 
not robust 
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Sales 

Growth — 2 p ferest Expenses 
1 PAT Growth Operatin 

943 raft 42 46 


88 Y-o-Y (June '09 vs June 08) MM 0-0-0 (June '09 vs March '09) 
Figures in per cent Source: CMIE Prowess 


become risk-averse and are not lending 
freely due to the slowdown. This means 
that the cost of funds remains high,” 
says Hitesh Agrawal, Head, Research, 
Angel Broking. 

By and large, though, the first quarter, 
analysts say, has set the tone for fiscal 
year 2010. The situation is expected to 
improve from the second-half as govern- 
ment stimulus packages continue to spur 
demand. "The first quarter has started 
on a remarkable note. We see reasonable 
upgrades in current year and substan- 
tial upgrades in next year (fiscal 2011) 
earnings," says Kotak of Birla Sun Life. 
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ctionary Says: The Oxford Business Dictionary 
lists it as a "dramatic change in methodology or practice". in his book, 
Mind the Gaffe, Larry Trask advises readers to be cautious when using 
the phrase since it is overused to the point of becoming meaningless. 


DOUBLE 


JEOPARDY 





t is a case that will make business houses far more vigilant about 

intellectual property rights issues: one man, armed with a patent of a 

supposed new technology, is preventing large consumer electronic firms 
from importing dual-SIM technology mobile phones into India. 


It started with 
S. Ramkumar, a Madurai-based electronics 
engineer, being granted a patent in 2008 
by the Chennai patent office for a technol- 
ogy similar to what some firms were trying 
to import into India. In March 2009, 
Samsung India filed a writ petition in Delhi 
High Court challenging action taken by the 
Indian customs to prevent its import of 
dual-siM as this allegedly infringed the local 
patent, Ramkumar, separately, moved the Madras High Court 
which restrained Samsung and others from manufacturing or 
selling dual-siM phones in India. Finally, in July the Intellectual 
Property Appellate Board (iPAB) suspended the operation of 
Ramkumar's patent based on an application filed by NompA-based 
Spice Mobiles, making it possible for companies, for the time being. 
to make and sell dual-sim phones. 

So, was the PaB right in suspending the patent 
and the customs department, in confiscating the phones? Shamnad 
Basheer, iP law professor, National University of Juridical Sciences, 
notes on his blog (www.spicyipindia.com) that India should roll 
back regulations that vest undue powers in the hands of customs 
authorities. He also says: "I'm not entirely sure whether a normal 
court of law can stay the operation of a patent." 

The key lesson from this? Businesses and individuals, 
who have an idea to protect, need to do their homework. As Basheer 
says: "Ramkumar's patent does not cover all dual-siw phones but 
only phones that have more than one headphone/earphone jack." 
[n other words, the patentee could be claiming rights over technol- 
ogy that already exists and outside the scope of his patent. 






HVMHVSN NHIINVM 


SHAMNI PANDE 


This is what Arthur Mutambara, Deputy PM of 
Zimbabwe, was quoted as saying in Zimbabwe Times, while addressing the 
nation on how to rescue the country's economy: “We want a paradigm shift 
from aid to investment to heal the nation from the top to the village level." 


He could have simply said: "we need to attract 
investments instead of only aid." But perhaps that wouldn't have 
impressed his people as much, or sounded as pedantic. 








FOCUS 


Healthcare Inequality 


he Indian healthcare industry may grow by 

50 per cent between 2006 and 2013. 

Infrastructure spending on healthcare is expe- 
cted to touch $4.2 billion by end of this period from the 
current level of $6.7 billion. However, its geographical 
spread is still going to be biased, according to a recent 
KPMG report, Global Infrastructure—Trend Monitor, Indian 
Healthcare edition 2009-10. 

The study notes that while the top five states are 
expected to account for half of the total investments be- 
tween 2009 and 2013, the 12 bottom-placed states 
between them will bring in a mere 4.5 per cent. Even 
in the top five, there are areas of concern. For ex- 
ample, Uttar Pradesh that is home to 16 per cent of the 
nation's population is amongst the lowest spenders in 
terms of expenditure per person (less than Rs 250 as 
per 2006 figures). The report also raises doubts about 
India’s ability to sustain a high rate of growth. “Radical 
reforms are needed in the healthcare infrastructure de- 
velopment process, including the introduction of PPP 
(public-private partnership) models on a large scale,” 
says Pradip Kanakia, kPMc's Head of Markets and 
Healthcare Services. 

MANU KAUSHIK 


THE BIG SPENDERS 


Figures in $ million (at 2006 currency rates) 


Maharashtra L149 





1,390 











181 
Rajasthan 1,001 
TT} 
Uttar Pradesh 914 
7 
714 
Tamil Nadu 887 
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Chhattisgarh 


19 
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ww Expenditure in 2006 mmm Expenditure in 2010* — *Forecast by KPMG 
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"OPEN 
SOURCE 
SOFTWARE 

IS GAINING 
MOMENTUM" 





Kim Polese shot to fame as the brand manager at Sun 
Microsystems, when she devised the name Java for the 


firm's computer programming language. Currently, the 


CEO of SpikeSource, she spoke to Rahul Sachitanand 
on a recent visit to India. Excerpts: 


Why are so many companies suddenly 
interested in open source software? 

The current slowdown has slashed most compa- 
nies' rr budgets and they now need to manage 
their rr requirements with smaller budgets. Open 
source software allows them a lower cost of 
ownership and more freedom to customise 

their infrastructure. 


But aren't people more familiar with Microsoft 
and other "closed" software? 

Yes, but I think mixed source is the future. We 
have seen many companies opt for Linux to run 
their mission-critical applications, but the 
end-users' familiarity with Microsoft Office, for 
example, means it will not go away soon. 
However, open source software has become 
much more interoperable. 


You've seen the Oracle-Sun deal from close 
quarters. What is the future for a relatively 
small company like SpikeSource? 

Despite mega deals, we think there is space for a 
niche, independent software company. We started 
out as an open source shop, but our technology 
(SpikeSource Factory) plays an important role in 
helping customers improve their software 
development processes. 
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Buy 
American! 


hen Gursharan Kaur, wife 
of Prime Minister 
Manmohan Singh, 


launched the Ins Arihant recently, 

it also signalled the end of an era of 
India’s dependence on Soviet/ 
Russian military hardware. The rea- 
son: there is a new interloper in 
town, the Americans. In the past 
five years, India has made signifi- 
cant purchases from the us such as 





seek Us permission to make any 
alterations. So, what made the gov- 

ernment to sign the deal? The 

answer might lie in India favourably 
considering us hardware for very 
large deals, particularly the Multi- 
Role Combat Aircraft (MRCA) order. 
This $10-billion order will be India's 
single-largest military purchase and 
American firms are competing hard 
to bag the deal. According to most 


The End-Use the amphibious assault ship uss defence analysts, the Boeing F/A- 
Monitoring Trenton, three Boeing 737 es jets, six 18E/F Super Hornet is considered 
Agreement (EUMA) Hercules C-1 30] medium-lift planes the favourite to win the order. 
is controversial, but and eight Boeing P-8I Maritime However, every large purchase 
it only serves to Reconnaissance aircraft. These deals made from the us has to be approved 
highlight the will cost the exchequer around $4 by an us Congressional Committee, 
amount of military billion. When us Secretary of State and without the ruma the us Congress 
hardware India is Hillary Clinton came down to India was unlikely to clear such deals. 
buvina from the US recently, she pushed India to sign With the uPA government putting 
uying i the euma to keep the flow coming. added emphasis on defence, India is likely to be 


The deal allows the us to periodically a huge customer over the next few years. 
inspect the hardware and requires India to KUSHAN MITRA 


A NASDAQ-Landor survey, across the US, the UK, China, Brazil, India, 
Germany and France shows most people want their countries to turn green. 


© 73 per cent Chinese and 78 per cent Indian consumers say they will spend 
more on green products in 2010 


* 87 per cent Indians and 98 per cent Chinese feel a company's green 
reputation is an important purchase consideration 


* Over 50 per cent of consumers in the UK, France and Brazil believe that the 
state of the environment in their country is on the wrong track 





* India and Brazil are the only two countries where consumers expressed 
more concern for the environment than for the economy 
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Escape the Monday Morning Blues 





SIZZ 


Why so serious? 





> weekends. 


MODs 


nere for a whole 


ne lead singer's 


SPACIOUS BOOT 


The low boot lets you load your 


luggage easily 


way with all that y 


ou want. You can adjust the magic seats to make space for your 
your luggage easily and the rear seats have o ratio of 60: 


40 to allow various seating 





All weeks hq 


There's room ir 
rock band and 


ego too 


U TUTY MODE 


Toss in a mountain bike just because 


WOU car 
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Thank God for weekends. The new Honda Jazz lets you hit the road for a weekend g 
mountain bike, bean bag or camping gear. Whats more, the low height boot lets you lo 


arrangements. Go ahead. Add some jazz to your weekends 
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One size fits all. 
Ve 


Why so serious’? 


HondaCare 4 years Roadside Assistance, 
Rs as standard 


HondaCare 2+2 years Extended Warranty 
ZZLZZ as standard 





FOCUS-ECONOMY 





RBI Governor 

D. Subbarao's 
inflation forecast 
suggests a turn- 
around by year-end. 
These were some of 
the key reasons 
why infation is 
expected to soar 

by November. 


€ Unabated high food 
prices 
® Rebound in the 


world's commodity 
prices 


® Expansionary mone- 
tary and fiscal policies 


® Huge government 
borrowing programmes 


€ Worse-than-expected 
monsoon 


"The Euro Will Become to the 
Dollar What Airbus Is to 
Boeing- Serious Competition” 


Nobert Walter, Chief Economist, Deutsche Bank Group, was ridiculed by 
the government of Germany when, at the peak of the financial crisis last year. 
he proposed a series of temporary but coordinated cuts on value-added tax 

He believes not too many understand the crisis. He spoke to 

Br on the recession. Excerpts: 


On oil prices: Due to the Asian recovery and the 
postponement of investment in the sector, oil prices 
are going to remain at higher levels. Walter 
expects them to be in the $60-90 range by 
2010-end. "Overall, the world will suffer from 
higher oil prices in 2010-201 1." he says. 


















On the dollar: "The euro will become to the dollar 
what Airbus is to Boeing," he says. What it 
means is that the dollar will get some serious 
competition. And it may slip to 1.60 to 
a euro rather than the widely 
expected value of 1.20 to a euro 
by 2010. 


On inflation: Does not believe 
that the coming years will 
be the age of hyperinfla- 
tion. Global inflation, 
which is closer to zero 
right now, may inch up 
to 2 per cent next year 
due to the impact of 
rising commodity 
prices, he feels. 


Raising Its Head Again 
% Change in Wholesale Price Index 
14 On govt. strategies: The 


a 13 Aug. 08 way-out for govern- 
ments from current 
levels of spending 
include inflation, 
government defaults 
and fiscal orthodoxy. 
Walter believes the last 
option is the most viable. 
His forecast: in 2011, we 
will all bitterly complain 
about fiscal orthodoxy. 








SHALINI S. DAGAR 


? -1.61 


June '09 





FOCUS-BT POLL 


Have real estate prices 
reached the lowest since 
2005, making it a good 
mme time to buy a house? 





5% Can't Say 


Results of BT Online poll: No. of respondents: 350 


In the residential segment, Overall, property prices 





real estate prices have have fallen by 20-30 
touched 2005 levels in most per cent from the peak 
| city-suburbs. However, the levels of 2007. But there is 
same cannot be said for still scope for further 
more centralised locations. correction in some areas. 
That said, rates are unlikely If the consumer is 
to fall further. This is the buying a property for 
best time to purchase. personal use, then this is 
Anuj Puri, the right time to buy. 
Chairman & Country Head, Anshuman Magazine, 


CMD, CB Richard Ellis 


Jones Lang LaSalle Meghraj 





Next poll question for you: Will the RBI-stipulated additional security code 
for your credit/debit card make it fraud-proof? 
Log on to www.businesstoday.in to cast your vote 

Compiled by Manu Kaushik 
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HVNHVS NAWVY 


Salary Cut? 
Buy a Home! 


he pall of gloom over the state of the world's 
ea condition may be lifting, but Indians 

are still wary about their financial health. So, 
when brokerage and investment banking firm CLSA 
conducted a survey to find out the consumption 
and investment behaviour of the Indian middle 
class, they came across a mixture of optimism 
and worry. The report titled "Mr & Mrs 
India" compared consumer behaviour 
in 2007 and 2009 (till just before 
the Lok Sabha elections) to see if 
people had cut costs or continued to 
spend on big-ticket items. 

While 40 per cent of the respon- 
dents said they had faced job losses 
or pay cuts, an impressive 65 per 
cent said they expected employment 
prospects to improve soon. 

Surprisingly compared to 2007, 35% 
when the economy was booming, more 
Indians want to buy a car, a house or 
own a credit card in 2009. Twenty- 
seven per cent of the respondents said they 
planned to buy a home in the next 12 months, 
compared to only 12 per cent in 2007 and 35 
per cent said they had bought a car, up from 19 
per cent in 2007. But in a sign that cash flow 
may have become an issue, 42 per cent 
respondents said they now had a credit card, as 
against a mere 20 per cent who did so in 2007. 

The study surveyed 248 households from 51 
cities and towns across 16 key states. 

VIRENDRA VERMA 


19% 
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YOU CAN'T PROTECT 
YOUR BUYER. 

BUT YOU CAN 

SAVE YOURSELF. 









Get Credit Risk Insurance -- 
for your Exports. 





In today's global environment, what happens to your buyers, happens to you. Exporters today are 
walking on a business minefield where financial giants are going bust, banks are collapsing, massive 
companies are evaporating and even countries are falling severely sick. Interestingly, with high 
currency exchange value, the time is lucrative for exports. 


Get Credit Risk Insurance from ECGC and take advantage of the situation. 


(2 ISO 9001: 2000 Certified C< >> 


insurance is the subject matter of solicitation E C G C 


You focus on exports. We cover the risks. 
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FOCUS-WELL SAID 


66 





utsourcing can weaken 
the company’s sense of 
responsibility towards stake- 
holders—workers, suppliers, 
consumers, the environment 
and broader society” 4 


in his Encyclical, on outsourcing, in The Economic Times & ji 










“What this agreement does not 
cover is any of Yahoo!'s other 
properties or products. In those 
areas, Microsolt can expect a 
herce competitor” 


| C EC TT 


LE 


Can you imagine 400 million 
people who do not have a light bulb 
in their homes? We really don't 
have any choice but to use coal in 
the immediate short term" 


Chair, UN Intergovernmental 
Panel on Climate Change. to Agencies 






"We need to watch 
the ground as we 
expect shocks 

along the way... 





pot ‘tute Recovery is not 
| melenergy and Resoue M something 
Pt a p that's going to 
vie ui be very soon" 


AIHSIIVM HSILLVS 





CEO, TCS, after announcing 
first-quarter results, to Agencies 
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! 4 www.gulfstream.com /invest 
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it’s time to invest in your future. 


Proven to be the most competitive value on the market, 
the Gulfstream G150 delivers the lowest operating costs 
and best performance in its class. Plus, it is backed by the 
trusted strength of General Dynamics. That's an investment 
that truly goes the distance. 


It's time. The Gulfstream G150. 


To learn more, please contact: 

Air Works India Engineering Pvt. Ltd. 

Authorized Independent Gulfstream Representative in India. 
Toll Free: 1800 1800 311, direct: +91 124 2640 258, 
e-mail: gulfstream(Dairworks.in. 


Jason Akovenko, Regional Vice President, Asia/Pacific, 
465 6256 8301, e-mail: j|ason.akovenko@gulfstream.com. 


Gulfstrean 


A GENERAL DYNAMICS COMPANY 





FOCUS-FLASHBACK 


A CHRONOLOGY OF CARD PAYMENTS IN INDIA 


Play Your Cards Right 


Very soon, you will be able to swipe your debit card to withdraw 
cash from any point of sale, thanks to a directive from the RBI. 
But it was not always so easy to spend or pile on debt. 
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1950 | The Pioneers: Diners Club 
issues the world's first credit card 
allowing members to charge 
meals at 27 New York restaurants. 


1982 | First Plastic: Andhra Bank 
launches India’s first credit card. 
Five-star hotels start accepting 
credit cards for room charges. 


1990 | Who's Using Cards: Usage of 
credit cards still restricted to 
under 1,00,000 users, mostly 
in metros. 


1997-98 | Follow the Leader: su, 
India's largest bank, launches 
its credit card. Still, less than a 
million Indians use plastic. 


1998: Masterstroke: Mastercard 
introduces India's first pin-based 
point-of-sale debit card for 
convenient access to bank 
accounts at merchants and ATMS. 


1999 | New Era: ‘Plastic’ becomes a 
fashion statement. HDPC Bank 
launches India's first signature- 
based visA debit card. 


2002 | Red vs Blue: It's a plastic 
world. icici Bank introduces debit 
cards. Not to be outdone, HDPC 
Bank launches credit cards. 


2005 | It’s Free: Competition peaks 
as ICICI takes the radical step of 
waiving joining and annual 

fees. Over 1 2 million card 

users celebrate. 


July 20091 Back to the Future: 

RBI says debit cards may be used 
to withdraw cash from any point 
of sale. Is cash returning as the 
mode of payment again? 





The Car That Changed 
the Corporation 


Business Today, 
Cover Story, Feb 7, 1999 


To 115,000 would-be buyers, the 
Indica is India's most-coveted car. 
To 239,000 shareholders, the Indica 
is the platform on which CEO 

Ratan Tata is re-assembling a 
world-class TELCO. 

It isn't just a car. It is an engine 
of turbo-charged change. Not of the 
marketplace, which it has shaken up, 
but of the Tata Engineering & 
Locomotive Co (a.k.a TELCO), which 
is morphing from its placid past to a 
fast-track future, using India's first 
home-grown car, the Indica as the 
pivot for change on a gigantic scale. 
Without doubt, what the Tata 
Groups’ CEO Ratan Tata, 61, has 
launched is the process of rebuilding 
TELCO into a competitive 
corporation for the 21st century. 
Truly, the transformation that the 
Rs 7,451-crore company is going 
through is nothing short of historic. 

R SRIDHARAN 


POSTSCRIPT: Ten years ago, when 
the Indica was launched, BT had 
rightly predicted that it would trans- 
form the Indian auto market. Today, 
as the Nano rolls out on Indian roads, 
Tata is facing one of the toughest 
challenges of his life: will Nano herald 
the promised "revolution" making it 
2lst century's first truly people's 


car? Only time will tell. 
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With sustainable infrastructure solutions, Siemens helps big cities 
become even greener. 


ater, better 


Ask any big city resident how to improve everyday life and you'll hear plenty of ideas: cleaner air, purer wa 
transport, crime-free streets, reliable power supply, affordable and efficient healthcare. Our answer An extensive rang: 
innovative products and solutions that help to make city life a greener, healthier and a more enjoyable experienc 
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FOCUS-INTERVIEW 


NUMBERS 
OF NOTE 


Rs 1,548 cr 


The total amount of 
financial irregularities 
found in telecom PSUs in 
a report by the 
Comptroller & Auditor 
General (CAG) of India 


3.3 billion 


India's theatre admissions 
for 2008 is higher than 
the combined total of 

the next nine biggest 

film producing countries, 
according to the European 
Audiovisual Observatory 
in its publication Focus 
2009-World Film 

Market Trends 


$4.5 billion 


Money that India would 
get from the International 
Monetary Fund's Special 
Drawing Rights (SDR) 

to battle the economic 
slowdown 


8% 


The decline in passenger 
traffic carried by domestic 
airlines between January 
to June 2009, in 
comparison with the 
same period in 2008 


Ram Sarvepalli 
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artin Studer, Managing Partner, Business Risk Services, EMEIA, and 
Ram Sarvepalli, Partner and National Director, Business Risk Services, 
Ernst & Young, spoke to Dhiman Chattopadhyay on why the internal 


auditing process and composition of boards in most Indian companies 


need to change. Excerpts: 


Many Indian firms still do not have a 
proper internal auditing system in 
place. What are the hurdles? 

RAM: The willingness may be there 
but most companies outside of the 
top 100 do not have the right 
processes in place. Audit commit- 
tee and board meetings are often 
held simultaneously, with little 
attention paid to audit committee 
findings. 

MARTIN: Also, unlike in Europe or 
the us, seldom do external and 
internal audit committees sit 
together to discuss key risks and 
problems here. 


What about risk management? 

M: Risk management is not about 
avoiding risks, but taking well- 
informed risks, arriving at a "risk 
consensus" and then scoping 
(what risks are we talking about), 
assessing (do we have a methodol- 
ogy to measure it) and reporting it 
(how to incorporate the measures 


"Audit 
Committees 

in India Have to 
Be Financially 
Literate” 


undertaken to mitigate risks). 

R: Unfortunately, when you look 
at many Indian boards, the level 
of risk consensus understanding is 
low. Risk is not identified properly 
and the plan for managing risks 

is not documented, making it 
impossible for audit committees 

to audit them. 


How can the process be 
streamlined? 

M: In the West, it took a decade to 
get things in order. The trigger was 
government regulations that 
warned of punitive action as well. 
For instance, it's now mandatory 
for audit committees to be finan- 
cially literate, which means they 
have to meet IFRS standards. 

R: Getting audit committees to 

be financially literate here is a 
long-haul job. The composition 
of boards, too, needs a closer look. 
especially around skills of the 
independent directors and their 
ability to drive the committee 
agendas. Finally, the Companies 
Act needs more teeth. 







LALIT RANA 


FOCUS 


Less Thirsty Rice 


his is good news for farmers and consumers alike especially after the 

T Agriculture Ministry recently admitted to a 21 per cent decline in the 

total area for rice cultivation to 1 1.46 million hectares from 14.52 m 

ha. The scant monsoons have not helped either. But thanks to a break- 

through by PepsiCo India, 6,000 acres of paddy fields—across Punjab, 

Rajasthan, Karnataka, Tamil Nadu and Pondicherry—now hope to save five 
billion kilo litres of water by using direct seeding for paddy. 

“Paddy is the one of the most water-intensive crops. Any technology that 

aids water conservation and increases productivity should be welcome.” observes Gokul 
Patnaik, a former APEDA chief, who now heads Global AgriSystems. 
Traditionally, paddy is grown by planting seeds in a nursery and transplanting the saplings to 
the cultivation area when they are four weeks old. They are then kept under three inches of water, to 
reduce the growth of weeds. "Puddling requires high water consumption. However, the new method 
sows the seeds directly in the fields thanks to the “direct seeding” machine co-created by PepsiCo. It takes 
away the need to have them submerged in water. This has led to almost 30 per cent reduction in 
water consumption and lowered production costs by Rs 1,500 per acre,” says Amit Bose, Executive Vice 
President, PepsiCo. The one-of-its-kind machine plants paddy seeds at precise distances allowing the 
crop to grow unfettered. 
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Dive In! 


With more than 20 years of experience 
worldwide, we've tailored ALIS, our 

life and pension policy administration 
software, to suit the Indian insurance and 
micro-insurance markets. 

Now that it's here, come and meet ALIS. 





Cis... 


Experts in policy administration solutions 


To learn more about us and our local partners 
please visit wWW.fis-software.com 





FOCUS-GRAPHITI 


Broadband Works 


Computer and Internet are becoming synonymous. Here are 
à few basics you should know about the broadband connection. 





Buying a wired broadband connection for your personal use would mean you will get 
a Direct Subscriber Line (DSL) connection. 

Why DSL: DSL runs over the existing copper wire landline telephone network. DSL's 
biggest advantage is that it delivers a consistent level of connectivity, that is, no 
speed drops. Above all, technologies such as DSL2* can support speeds of over 16 
megabits per second (mbps). There is one problem, though. DSL signals are short- 
range and tend to degenerate after 2,000 metres. 



























3$ Internet Service Providers (ISPs) connect to the Internet using 
large undersea fibre-optic cables such as SeMeWe-3 and FLAG 
(or satellite), and the signal is transmitted using "fat" fibre- 
optic cables from the landing station (Cochin, Chennai, Mumbai) 
to various cities in India where they connect to the ISP's 
local network. 


4& The signal is then split into smaller packages and sent down 
using fibre-optic cables to focal "mini-hubs" near the 
subscriber's house. These are usually within 2,000 metres of 
the final connection point. At this hub, a DSL Access Multiplier 
(DSLAM) splits up the signal for each subscriber and also 
allocates them the speed as per their subscription plan. 


At the home or office, the copper wire passes through a "low- 

pass" filter, which literally "filters out" the lower frequencies 

used for voice telephony (or faxes). The Internet signals, which 

*, reside on higher frequencies, are sent to the “DSL Modem", 
which is also a 802.11 wireless (Wi-Fi) hub. 


^N 




















Do You Have the 
Right Plan? 


What's a good speed to subscribe? 
The Telecom Regulatory Authority of 
India (TRAI) classifies broadband as 
speeds of 256 kilobits per second (kbps) 
and above. You can get packages that 
range between 256 kbps to 16 mbps. You 
can also get packages with differential 
speeds during the day and night for 
residential connections. 


My service provider has several 
packages. What should | look out for? 
Avoid a “metered” connection with 
download limits. Go for “unlimited 
download” packages instead. Websites 
are becoming feature-rich and videos 
are data-intensive. Unlimited connections 
cost a bit more but mean lower bills. 


What else should | do? 

With your broadband connection, ask 
your service provider to give a Wi-Fi 
router as well. This will allow you to use 
multiple devices (most smartphones are 
Wi-Fi capable) from one broadband 
connection. 


Won't internet Protocol TV (IPTV), 
eat into my broadband speed? 

No, if your service provider provides IPTV 
along with broadband, it will have its 
dedicated bandwidth. So you can make 
a phone call, surf the web and watch TV 
simultaneously off one wire. 


Checking broadband speed 
die If you are not 
: happy with the 
speed, you can 
always go to sites 
"EE such as 
http://speed.airtelbroadband.in which 
being locally based is effective in 
checking speed even for non-Airtel 
connections, There are several other 
services (just search for “broadband 
speed test” on a search engine) but these 
may not be optimized for India. 





No Knife. No Pain. 
` No Compromises. 


NOVALIS Tx” RADIOSURGERY WILL SOON 
BE AVAILABLE IN: HYDERABAD, KOLKATA, 
NEW DELHI, MUMBAI 


NOVALIS Tx" RADIOSURGERY 

Novalis Tx™ radiosurgery is India's new cancer-fighting 

technology that offers new hope to patients with tumors. Choosing 
Novalis Tx™ radiosurgery means making no compromises. 


- Non-invasive outpatient procedure 
- Most treatments last just minutes 


» Treats tumors of the brain and body 
- Precisely shapes the treatment beam to the shape of the tumor 


Ask your doctor if Novalis Tx" radiosurgery is right for you. 


www.radiosurgeryindia.com 
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FOCUS 








POWER 
MOVERS 

Despite the drying up of 
jobs, the infrastructure 
industry in India has seen 
a number of senior level 
movements. B7 looks at 
the five such top execu- 
tives who took up new 
assignments with salaries 
in excess of Rs 1 crore in 
the past few months. 
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BT-CARMA 


CEO WATCH 


India's and the world's most talked-about CEOs in the past 30 days. 


The most written-about Indian CEO in the past 30 days (June 26 to July 23) 
was Kris Gopalakrishnan of Infosys following co-Chairman Nandan Nilekani's 
exit from the board of Infosys. The company's first-quarter results added to 
Gopalakrishnan's visibility. There were also a few articles hinting at challenges 
ahead for Gopalakrishnan's leadership. 

Most Favourably Written-about CEO: Nandan Nilekani, outgoing 
co-Chairman of Infosys, received the most number of positive coverages 
after being selected to head the Unique Identification Authority of India 
programme. Infosys CEO Kris Gopalakrishnan remembered him "as a 
friend and dreamer with the ability to think big and make it happen”. 


Top 10 Indian CEOs Top 10 Global CEOs 
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w0: Ravi Uppal, Head of L&T Power Ltd. 
‘row: He was the Global Marketing Head, ABB, till early 2009 


wo: Rohit Modi, Deputy MD, Gammon India 
FROM: Modi was President, India, Suzlon Energy, till May 2009 


woo: Pankaj Sachdeva, Deputy MD, Kalpataru 
FROM: In his earliar stint, Sachdeva was Director, power systems, ABB India 


w10: Maxwell Birley, COO, Jublilant Energy 


FROM: Birley was associated with Oil & Gas and based out of Europe 
till May 2009 


wo: Raj Kumar, MD, GMR Power 
FRON: Kumar moved from the Jindal Group where he was CEO of 
the energy business 
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AUDIT 









Watchdog 





Itpicker? 


The Comptroller & Auditor General needs to abandon 


trivial issues and learn more about the business process 
in order to remain relevant. manu kausuik 


Sreedharan, Managing 
Director for the Delhi 
Metro Project, is an 
.. embattled man. A spate 

83 of mishaps at construc- 
tion sites has tarnished the image of 
his ambitious metro project—causing 
the Comptroller & Auditor General 
(CAG) to indict Sreedharan for scaling 
down crucial testing requirements, 
and making wrong estimations in 








X-Ray Headaches 
CAG flays Airports Authority of India (AAD for purchasing X-Ray 
baggage inspection systems that screen the luggage of pass- 
engers at airports in Delhi and Mumbai despite the government's 
efforts to privatise these airports. According to the auditor, this 
has resulted in a loss of Rs 65.58 lakh to the exchequer. 
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acquiring land, among other things. 

Instead of whipping up public 
sentiment against Sreedharan, how- 
ever, the cAc’s report on the DMRC 
raised questions about the organi- 
sation's functioning and purpose. 
Experts say that cAG has diluted its 


Golf Cart or Ambulance? 





CAG found instances where top Army commanders purchased golf 
carts, passing them of as vehicles for transporting aged and handi- 
capped patients in military hospitals. The five electric multi- 

utility vehicles (EMVs)-costing Rs 15.6 lakh--were bought from 
special funds which are meant to meet urgent operational 
requirements, the report pointed out. (Excerpts from latest CAG reports) 


role as a watchdog and instead sim- 
ply functions as a toothless nag, focu- 
ssing on inconsequential, expense- 
related issues. "The cac is making 
the entire process of decision-making 
more difficult and time-taking.” says 
Rajeev Ratan Shah, former mem- 


ber, Planning Commission of India. 
"It just picks holes in the work of 
others after everything is done,” he 
adds. On other occasions, cac has 
nitpicked over trivial matters such 
as over-breeding animals in city zoos 
and the unethical hiring of employ- 
ees at overseas embassies—cases 
that are hardly of serious import to 
the country. 

This is far removed from the role 
that the cac should be playing in 
India today. Broadly speaking. the 
mandate of the organisation is to 
audit the mountain of public expen- 








ditures incurred at the centre as well 
as the state level. Naturally, this is a 
role that comes with grave respon- 
sibility considering the widespread 
siphoning of public funds that is a 
hallmark of the political and admin- 
istrative apparatus of the country. 
Those responsibilities are 
simply not being met, says TSR 


Animal Love 


No Room? No Problem 
A CAG report says that 145 prisoners escaped between 2002 and 


2006 from Punjab's jails which were overcrowded and short-staffed, 
resulting in a weak monitoring system. Of the number who escaped, 
only five prisoners were re-arrested. FIRs were filed in only three 
cases and inquiries finalised in just two, says the report. 


down by small things while failing to 
look at the big picture. How does 
one fix this? "In order to make CAG 
more effective, the auditors should be 
trained to become business-oriented, " 
says Raha. 

Other problems, however, 
abound. "cAc has no uniform stan- 
dards,” says Pradip Baijal, former 


CAG raps Central Zoo Authority (CZA) for failing to arrest the count of 


prolifically-breeding species such as tiger, leopard, panther, black-buck, 


sambar, spotted deer and nilgai in zoos across the country. Necessary 
steps must be taken to control the count of the species, said the report, 
or transfer the excess animals to other zoos so that problems like 
infighting and death arising from lack of space can be prevented. 


Subramanian, former Cabinet 
Secretary to the Government of India. 
Instead, Subramanian says that "the 
institution is finding it increasingly 
convenient to maintain its role as a 
fault finding outfit." Moreover, "its re- 
ports are not taken too seriously. In 
the last 40 years, I don't recall a 
single report which has led to any 
punishment to any wrongdoer in 
the government," he adds. 

How could such a venerable in- 
stitution become an abject failure? 
Some believe that the increase in 
fraud and wasteful expenditure in 
government, of which everyone com- 
plains, is a direct result of lack of un- 
derstanding of businesses among 
bureaucracy. "Bureaucracy has been 
trained to look after law and order 
and general administration. It is hard 
for bureaucrats to understand busi- 
ness risks," says Subir Raha, former 
Chairman of oNcc. Junior level 
auditors, he points out, are small 
minded and don't understand how 
business works, often getting bogged 


ILLUSTRATIONS BY RAMEN SARKAR 


Chairman of TRAIL “At times, the CAG 
reports are found out to be subjective. 
Even in the prc case, the timing of 
the report demonstrates the populist 
side of cac. If cac has to improve, it 





Railway's Policeman 
Indian Railways was hauled up 
for losing Rs 48 crore in 2007-08 
because its trains were not 
running on time. Due to these 
delays, expenses shot up on 
account of extra fuel require- 
ments, the CAG report said. 


has to start taking themselves seri- 
ously,” he adds. Addressing cAG's 
accusations that Sreedharan pur- 
chased excess land for the project. 
Shah underscores yet another failure 
within cAG's process. "What would 
have been Sreedharan's interest in 
acquiring more land? He must have 





obviously visualised something big- 
ger based upon the future needs, 
which cac can't see now.” he adds. 

One way for CAG to fix its image 
and ramp up efficiency, say experts. 
is for it to treat legitimate people like 
Sreedharan with more restraint. "In 
every government project, the 
assumptions are always made on 
the basis of highest standards pos- 
sible. The assessment of cac should 
instead take into account various 
aspects speed at which decisions 
are taken, success and failure rates." 
says Shah. "There should be higher 
tolerance levels towards people or 
institutions with higher success rates. 
At the same time, all acts of omis- 
sion should be brought under the 
book,” he adds. 

CAG's position as a watchdog is a 
vital role for civil society. Yet, for it to 
still be useful to us, it needs to turn its 
lens onto itself and re-articulate a 
cogent game plan for reform that 
might just prevent it from fading 
away into irrelevancy. © 
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An exclusive account of India's 
biggest corporate battle. 


GASONOMICS, AS ANIL'S 
SIDE SEES IT... 


E; RIL committed to supply gas at $2.34 
mmbtu in the MoU signed between the brothers. 
RIL had bid to supply gas to NTPC at the same 
price. Why should RNRL — a higher price? 


. For the purpose of 
calculating its profit share, government can 
continue to value all sale at $4.2/mmbtu-letting 
RIL sell gas at any price it wants, or is obligated to. 


OSS: RIL costs are low enough for it to 
make NONS even at $2.34/mmbtu. 


. RNRL-RIL agreement 
does not deal with ownership of gas or gas field, 
there is no division of national assets. 


“EUS: ADA Group can get its Dadri 
and Shahapur plants i within 30 months of 
securing gas supply. 


Anil Ambani, 
Chairman, RNRL 





-STORY 


t isn’t too often that the Ruias of the Essar 
Group—or any Indian business house for that 
matter—are able to steal a march on the 
Ambanis. Reliance Industries Ltd (RIL) and Essar 
have been head-on competitors since the 
nineties, with the Ruias present in most sectors that 
the brothers Ambanis are operating in—right from 
refining and oil marketing (RIL) to telecom and power, 
which is Anil Ambani's turf since the brothers split 
four years ago. Oil & gas exploration is also an area 
common to both conglomerates, although Reliance's 
operations are way ahead in terms of size and scale. 
Now how's this for irony: the Ruias are ahead of 
Reliance in the queue for receiving gas—gas that has 
been explored and produced by RIL itself! If you're 
wondering how on earth that is possible, 
it's pretty simple: Whilst ru. is free to 
market the natural gas 


..AND THE MUKESH SIDE'S 
INTERPRETATION 


Never committed a price since it is 
subject to government approval. Government 
rejected the price of $2.34 in January 2006. This 
price doesn't compensate for cost escalations. 


| 55: If government values gas at $4.2 
for its profit share and RIL has to sell at $2.34, it 
could suffer a loss of $5 billion. 


` The MoU wasn't shared with 
the RIL board or its shareholders. They cannot be 
subjected to the consequences of the MoU. 


. Despite the MoU, RNRL can't 
lay claim to future discoveries. Gas is owned by 
the government; RIL can't sell it unilaterally. 


- RNRL's Dadri and Shahapur 
plants are far from being ready. It has no 
immediate use for the gas it is seeking. 


Mukesh Ambani, 
Chairman, RIL 





*«. Whose 
, Gas Is 
_It Anyway 





28 mmscd of gas from the KG Basin. Additionally, in case the con- 

tract between RIL and NTPC for 12 mmscd doesn't materialise, the 
MoU also provides for the Anil Ambani Group to get the NTPC entitlement 
as well, taking the total entitlement to 40 mmscd. 


i he MoU between the two brothers on June 18, 2005 entitles REL to 


"Thereafter, for the entire future the balance reserves (including new 
discoveries of gas from new explorations and/or bids as may be submitted 
from time to time), the quantity of gas would, at the option of the Anil Ambani 
Group (exercised from time to time), be split in the ratio of 60:40 with 
60% to the Mukesh Ambani Group and 40 per cent to the Anil Ambani 
Group.” (The same MoU) 


it produces—it is producing 31 million 
metric standard cubic metres per day 
(mmscmd). which is expected to hit 
a peak of 80 mmscmd—it's up to the 
government to decide which sector 
gets the gas first. So according to the 
gas utilisation policy, existing fertiliser 
units should get first prioritv, then 
the LPG and petrochem industries, 
then power, then city gas—and it's 
after all those sectors that refining, 
which is one of RiL’s core operations— 
gets a look-in. Essar Steel, along with 
a couple of other steel producers, has 
been allocated the gas that was 
reserved for the city gas sector, which 
hasn't been able to pick up its entire 
allocation. Reliance, meantime, will 
have to wait some more time to fire up 
its refineries with the gas that it has 
explored and produced. 

Indeed, the government's gas 
allocation policy has plenty to do with 
the battle royal that involves Mukesh 
and Anil Ambani and the govern- 
ment. According to a production shar- 
ing agreement (PsC) signed between 


“The Board of RIL was not aware of the details of the settlement 
between the two brothers and the terms and conditions on which the gas 
was to be supplied to the power plants of Reliance Patalganga Power Ltd. 
and REL was to be at the discretion of the board of directors of the demerged 
company who were not bound by any 'arrangement' as between two groups 
of promoters." RIL's submission to the Bombay High Court as mentioned in the June 15, 2009 verdict. 


"Whether the respondents by a privately-negotiated MoU, the full 
content of which has not been made public till today, deal with the allocation 
and use of natural gas, which is a valuable and scarce commodity and a 
national asset belonging to the Union of India? Whether in a private 
settlement, the property of the Union of India can be appropriated and 
used as the respondents’ (RIL's) private property...” Government's Special 
Leave Petition to the Supreme Court filed on July 18, 2007 


Mukesh Ambani's commitment of 40% of all future gas finds to Anil 
Ambani's companies has raised the hackles of the government. Article 
297 of the Constitution of India lists petroleum as a resource, which 
the Union of India has an authority over. Article 6 of the PSC states 
that the resources will be discovered and explored in the interests of 
India. Here, for crude, the contractor has full freedom. But for gas, the 
government's utilisation policy and pricing policy-both given out by 
the EGOM-are the curtailing clauses. The affidavits submitted by the 
government in the Bombay High Court included the PSC. 
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the government and RIL, the gas pro- 
duced from the kc D-6 fields has to be 
utilised in accordance with the utili- 
sation policy. And it's this policy that's 
working against the interests of Anil's 
RNRL, which has no power units oper- 
ational, and hence can't be privy to 
gas. RNRL has two gas-based power 
projects on the drawing board—a 
7,480 ww unit in Dadri in up, and a 
2,800 mw plant at Shahpur in 
Maharashtra. But as Minister for 
Petroleum Murli Deora said in 
Parliament as BT was going to press: 
"This (Dadri power plant) is neither 


installed nor functional.” The gov- 
ernment also says that if they have 
to give gas to a still-on-the-drawing- 
board plant why only to Anil’s? Why 
not to NTPC or some other corporate: 
The upshot: RNRL can't get gas, and 
shouldn't be hankering for it. Anil 
rubbishes this claim and says that the 
government had agreed to supply gas 
to Dadri. He adds that the fact that RIL 
has not been able to sign a "bankable 
gas supply contract" has only resulted 
in the Dadri project —and other power 
projects—getting delayed. Anil hopes 
to get the first phase of his gas-based 
power projects up and running 30 
months after securing supply. 

So whose gas is it anyway; what 
should it be priced at; how much of it 
should be supplied; and for how long 
these are the questions on which hinge 
sizeable fortunes of the two warring 
Ambani brothers, as well as the gov- 
ernment. At stake are billions of dollars. 
Just two of the gas fields Dhirubhai 1 
and Dhirubhai 3—of riis 18 in the KG 
Basin D6 block—have the potential 
to vield revenues of just under $40 
billion (Rs 1,92,000 crore) over their 
lifespan (in a best-case scenario). 

Such wealth is conditional on one 
crucial dynamic: Price. The two prices 
being, well, haggled. over are $2.34 
(Rs 112.32) per mmbtu (million met- 
ric British thermal unit), at which Anil 





The *- 
Mother's 
Role 


“Kokilaben recognises that a long-term, stable source of gas from 

RIL, which has the largest find of gas, was absolutely essential for the 
growth plans of the Anil Ambani Group, and in order to enable Anil to carry 
REL to even greater heights. Kokilaben has, therefore, specially stressed 
and impressed upon Mukesh (that he) shall personally ensure that at the 
time of finalisation of the binding gas supply agreement the terms provide 
the required comfort and stability in these agreements, even if that means 
some departure from the NTPC standard.” 


T he MoU signed between the brothers on June 18, 2005 says: 


In April 2006, Kokilaben gave her "final direction" on the MoU which 
stated that "there are two types of issues pending...those in the persona! 
domain and those that are in the corporate domain... | will not give any 
decision or direction on matters which are in the corporate domain since the 
are public listed companies." This is from a letter that is believed to be in the 
possession of both the brothers. Both RIL and RNRL are listed companies and this is 
perhaps the reason why the mother isn't intervening. 


" within one month from the date of pronouncement of this judgment and order 
the parties should enter into a ‘suitable arrangement’ on the basis of quantity, tenure and 
price as specified and agreed between the parties under the MOU either by renegotiating 
the terms and conditions of the agreement so as to make it a bankable agreement or 
revert back to Kokilaben Dhirubhai Ambani who had reserved her ability to intervene again 
if the parties fail to act upon the MoU dated 18th June 2005 and the Anil Ambani Group 
may opt for a claim for the damages..." Bombay High Court's verdict of June 15, 2009 


wants to buy 28 mmscmd over 17 
years; RIL wants to sell at $4.2 (Rs 
201.6) per mmbtu subject to revision 
after five vears. The difference of just 
under two dollars in the respective 
prices being demanded can result in 
profits or losses that run into billions of 


Going by the public statements made so far, the Anil Ambani's 
side seems keener to seek the mother's intervention than 
Mukesh Ambani. Perhaps, because, as the MoU states, 
she had made a special mention for completion of a bankable gas 
supply agreement during the process of division of the business. 
But going by her April 2006 letter, she seems reluctant to 
intervene in any matter that involves listed companies. 
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Several Versions 
on Pricing 


RIL: The government's 
approval is needed for 
the gas sale price. A 
lower gas Sale price 
implies a subsidy from 
Reliance and loss to 
the government. 


RNRL: The government approval 
is only needed for the price for 
calculating royalty, profit share 
and income tax. The contractor 
(Reliance) is free to sell to 
anyone at a lower price. For 
example, it’s possible to have one 
price for sale and another price 
for valuation of government's 
share in profits. 


Government Version-|: Under 
the Production-Sharing 
Contract, government had said that the contractor is free to sell 
gas at "arm's length prices", the government will approve prices 
prior to the sale of gas. 


Government Version-ll: The report on gas pricing stated that price 
should be market-determined, that government intervention is 
required if no arm's length price can be obtained, the contractor is 
free to sell to anyone at a price lower than the government-approved 
price and how the resultant under-recovery would be shared is a 
subject matter of mutual discussion between the seller and buyer. 


Government Version-lil: In its affidavit, the government says that 
it has an explicit role in approving sale prices and gas cannot be 
sold at a price that's different from that used for its valuation. 


Bombay High Court (Sept. 2007): ...The respondents (RIL) cannot 
be directed to sell or supply gas at subsidised rate and to incur 
losses. The effect of MoU, therefore, needs to be interpreted to 
mean that the applicant is entitled to the share and supply of gas 
at a reasonable price, quantity and tenure provided both the par- 
ties agreed to the suitable arrangement. 


Bombay High Court (Sept.-2007): RIL and RNRL to adhere to the 
exact contents of the MoU of June 2005, which specified price 
of $2.34/mmbtu for 17 years. 


For now the focus of argument has shifted to the validity of the 
entire gas-supply agreement in the MoU signed between the 
brothers. But the issue of pricing remains the key and its resolution 


can't be postponed, no matter how many new aspects are looked into. 


Source: CLSA Report and BT Research 
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dollars. Anil, for instance, feels that if 
he has to buy gas at $4.2 per mmbtu, 
his company Reliance Natural 
Resources Ltd (RNRL)}—set up to supply 
gas to his proposed power units—will 
lose a cool $1 billion (Rs 4,800 crore) 
over 17 years. What's more, he 
alleges that RIL is attempting to make 
"super-normal" profits of over Rs 
50,000 crore by pricing its gas at 
$4.20. The Mukesh camp. for its part, 
reckons RIL will incur a loss of $5 billion 
(Rs 24,000 crore) at peak production 
of 80 mmscmd from Dhirubhai 1 and 
Dhirubhai 3 if the government 
approves a price of $4.2 but RIL has to 
sell at $2.34— which is the case 
being made by the Anil camp. 

For the moment, it's advantage 
Anil, what with a division bench of 
the Bombay High Court, in a June 9 
order, upholding the price of $2.34. 
Analysts point out that this is akin to 
a cash transfer to Anil Ambani, and 
could impact Rit's net present value 
(NPV) by as much as $3.6-4 billion (Rs 
1 7,280-Rs 19,200 crore). RIL, of 
course, isn't happy and has ap- 
proached the Supreme Court in the 
hope of a different interpretation. Anil 
was the first to approach the apex 
court on the grounds that Ri has—as 
per the High Court's verdict—failed 
to file an agreement with regard to 
gas supply to RNRL; RIL says it can't do 
so without government approval (on 
price, tenure and quantity). Anil also 
feels that the High Court should have 
asked RIL to supply gas as per the terms 
ofthe supply to npc instead of asking 
it to negotiate an agreement with ru. 
again. Also approaching the SC is the 
government, which has been shaken 
from its slumber after the High Court 
order, which has significant implica- 
tions on the government's rights to 
formulate and implement the gas util- 
isation policy and on the production 
sharing contract (Psc). 

Being a somewhat silent witness 
to the fight, the government has sud- 
denly swung into action, dusting off 
its Psc, quoting gas supply policy and 
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challenging a mid-2005 memoran- 
dum of understanding (Mou) between 
the brothers in the Supreme Court on 


T pod E N T PC- B i D e AG A: July 18 (see: Whose Gas Is It Anyway). 


e What's got the government's goat is 

Root of the Cu r rent Dispute that the Mou—signed in the presence of 
the Ambanis' mother Kokilaben—also 

Se DR vus has the option of entitling Anil to 40 per 

| cent of all future Reliance gas (albeit 
at market prices). The petroleum min- 
istry's beef is that the brothers are fight- 
ing over something that doesn't be- 
long to them. Anil counters that the 
price of $2.34 is not part of family 
arrangement but one that is included in 
an agreement approved by RIL's board. 
RIL contends that neither its board nor 
the shareholders know of the Mou and 
so are not bound by it. That the court 
has lent legitimacy to the family mou 
has clearly rattled the government, 
which is dead against the option of a 
sharing arrangement of the gas (not 
just from KG D-6 fields but also from 
other fields to be explored and operated 
by RIL) in a ratio of 60:40 (with RNRL 








SHEKHAR GHOSH 


TPC was to be RIL's first gas buyer. RIL won the bid to supply gas to 
N NTPC at $2.34/mmbtu in 2003-six years before the company > ; 

began gas production. But despite being the chosen bidder-RIL getting 40) as proposed in the Mou. 
says it was the “preferred” bidder and was never really awarded the It's at this point that the battle 
bid-the two companies never reached a gas-supply agreement because of takes a fascinating and conspiratorial 
dispute over sharing of liabilities. The matter has been in court since 2005. twist with the RNRL camp suggesting 


| There are question marks over the way RIL won this bid. The petroleum ministry felt RIL 

| Should instead have floated a global tender to sell its gas, which would have helped it get the ; 
highest price leading to a competitive arm's length rate as prescribed in the PSC. By bidding ° 
low, RIL compromised on the revenue potential for itself and for the government. ! 


Is the NTPC bid the benchmark for pricing gas? It doesn't seem so-why 
else would the government give $4.2 as a price for sale of gas? } 


When the NTPC bid was made there was no Mukesh Ambani versus that the bogey of sovereign owner- 
Anil Ambani. The idea behind bidding low could have been to get a 
prestigious customer like NTPC, which would have helped in raising 
funds for capital expenditure. Besides, the then-unified RIL would 
have wanted to benefit from cheap gas and cheap power to become a 
dominant player in everything from well-heads (gas) to wall sockets sie 
(electricity supply). The division between the brothers undid the plan. lies in the apparent leeway that riL 

was given to jack up, via a process of 

‘price discovery,’ the price from $2.34 

to $4.20. Government officials point \ 

out the price was approved by the 

EGOM (empowered group of ministers). 


ship is being raised with the sole pur- 
pose of “bailing out RIL and helping 
them renege on their contractual com- 
mitments". The crux ofthis accusation 
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The unique air cushion system in the new SWISS Business Class. Adjust the seat's air cush- 
ions to your preference, let the seat's massage function work out any lingering kinks and press 
«Play». Then, just before you drift off completely, stretch out on the new full-length bed. You can 
personalise your space aboard our brand new aircraft on flights to Zurich from Mumbai beginning 
2 September 2009 and from Delhi beginning 13 October 2009. For bookings and information visit 
SWISS.COM, call 1-800-209-7240/ (022) 6713-7200 or contact your travel agent 


For an even more exclusive experience try our suite above the clouds in the new SWISS First Class 


INNOVATION, SWISS MAT) SWISS.COM 


It’s in your hands. 


loday the environment faces a growing threat from toxic electronic waste. Improper recycling and 
disposal of e-waste create health and environmental hazards for all of us. And this is where you can 
make a change 


Join hands with Hewlett-Packard to spread greater awareness about the hazards of e-waste and the 
importance of safe recycling practices. Act now! Each one of us can make a difference. 


Here's how you can do your bit: 
Go lo www.greenovation.in today and take o pledge to recycle e-waste responsibly. 
For every pledge you take, HP will contribute Rs. 50* to an NGO working in the environment space 


As a company that eco-innovates across all aspects of the business — from responsible operations 
lo sustainable produc! design and produc! reuse recycling services — HP helps you go green. 
Call 1800 425 4999 to find a collection center close to you where you can drop off your HP 
end-of-life products for safe disposal 


Visit www.greenovation.in today!  . 
|  ———— M! Dome 





SMS 'greenovationl' to 5/007* 
now and take the pledge 
recycle responsibly, 


To be a Greenovator OR not, 
is the question. The choice is in 
your hands. 
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Anil has claimed that the cost of production of gas in the Kc 
Basin is $1.41, and at $4.20, it is working on a huge profit 
margin. He says that "it would be against public interest to 
price gas in India for any user above $1.5 (Rs 721," and that 
India has the highest short-term gas prices in the world. 
The ADAG camp points out that the $4.20 price has 
been determined by the government for the purpose of 
determining its own "take" as part of the psc. RIL it says, is free 
to sell ak ala i id ower, RIL ones counter that such 


$4.: 2) and anot ve of a ing price e ($2.3 3) )—wil be dde 
trous as its return on capital would hurtle into negative 
territory. Worse, this will scare away investors from future 
exploration of gas in India. Interestingly, KIL says it will 
have a positive return on capital (of 5 per cent) in case both 
prices are set at $2.34, but that's an unlikely eventuality. Also, 
freedom to price lower that $2.34 will also mean freedom to 
price higher than $4.2. What happens to the government ap- 
proval for pricing and allocation? Already there are a clutch 
ol gas-based power producers who are buying gas at $4.2— 
18 mmsemd in all—and who have complained of compet- 
itive disadvantage any other producer is given power at a 
lower rate than what they have been asked to pay. 

Meantime, Anil has also accused his brother of "gold- 
plating costs," what with capital expenditure going up by 
Rs 25,000 crore to Rs 45.000 crore when production was 
doubled to 80 mmscmd. The capex. feels Anil, shouldn't 
have gone beyond Rs 20,000 crore Grom Rs 12,000 crore 
for 40 mmscmd). RL officials dismiss such allegations. 
They point out that since 2003-2004 (when the initial 
development plan was blueprinted). over the next 3-4 
vears costs of drilling, hardware, people and equipment shot 
up between two and four times. Also, they point out that 
although production estimates doubled. capex didn't. "The 
fastest deep-water development record (from discovery to 
production) is six years in Egypt. We did the same in the xc 
Basin in 6.5 years, with much worse weather, no pre- 
existing infrastructure or services. CERA (Cambridge Energy 
Research Associates)—the global ST in monitoring 
cost efficiency —has rated RIL as one of the top LOO projects 
on cost management," points out a senior Rit official, 

To be sure, RIL’s fixation with costs is legendary. But 
then along with low costs, RIL seems to have been also obsessed 
with low prices (of gas). That brings us to the crucial (start- 
ing) point of how the $2.34 price was arrived at in the first 
place. Cut to 2003-04: The state-owned wrec embarks on a 


i 


two-stage international competitive bid process for supply of 
12 mmscmd of natural gas to fire its Kawas and Gandhar 
power stations (in Gujarat). RIL emerges as the sole bidder with 

its $2.34 bid—1which went on to become the only available 
benchmark for long-term contracts in power generation. 
Unfortunately the letter of intent didn't translate into a gas 
sale & purchase agreement (GSPA) as NTPC went to court in 
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$1.41 OR $2.34 OR $4.2? 





DECODING THE PRICE 


Who wins, who loses? After scurrying through reams of documents 
and tonnes of numbers, what seems evident is that RIL is in the 
sweetest spot if gas prices are at $4.2 per mmbtu. But if-as Anil 
wants-the government- approved price is $4.2 and selling price is $2.3, 
RIL could lose big time. The Anil camp, though, thinks that even at a 
gas price of $2.34, RIL will be working at chunky profit margins. And for 
the government, it's a straightforward correlation-the higher the income 
from gas sales, the more it gains. 





RIL'S CALCULATIONS* 
Scenario | Scenario 2 Scenario 3 
Government-approved price: $4.2 : $2.3 ! $942 
Selling price: $4.2 : $2.3 $2. (All prices in $/mmbtu) 
RIL(:7) Govt.) RNRL() | RNRLÉ) RILE) Govt.) | RILE) Govt) RNRL:) 
S/MMBTU $ BILLION : S/MMBTU $ BILLION : S/MMBTU $ BILLION 
Revenue (at approved price) 4.2 383 | 23 214 | 42 38.3 
Revenue (at selling price) 42 383 | 23 214 | 23 214 
Cost of production* 2.9 26.8 | 18 161 : 2.9 26.8 
Total govt take $14.9 billion : $4.2 billion $14.9 billion 
Net RIL take $11.5 billion ; 5,3 billion -5.4 billion 
RIL's return on capital 1196 | 596 -5% 
Total take (Govt + RIL) $26.4 billion 3 $9.4 billion 9.4 billion 
Govt take as % of total take 56% : 44% 158% 
RIL's take as % of total take 44% : 56% -58% 


Explanation: *includes royalty, operational expenditure, capital expenditure, government share in profit petroleum and income tax. Total 
government take includes royalty, share in profit petroleum and income tax. Net RIL take = Revenue at selling price-(profit petroleum to 
government + royalty + operational expenditure + capex + income tax) 


li Life of the gas field is assumed to be 10.8 years. 


lil In Scenario 3, government makes $15 billion and RIL loses 
$5 billion. If calculations are true, then such a scenario could 
spell doom for future investment in gas exploration. 


W The calculation assumes total gas production of 80 
mmscmd per year and total capital expenditure of $9.5 billion. 


lll Royalty is calculated at 7.5 per cent and income tax at 
24 per cent—both average for the life of the field. 


*Excerpted version on detailed calculations 


There are taps. 


And then 
there’s Roca. 





RNRL'S CALCULATIONS* . DID YOU KNOW... 


THE MANY AVATARS OF RNRL.. 





POST-WELL EXPENDITURE COST ($/MMBTU) Platform hend er E 
RiL's development expenditure (Capex) in KG Basin —. 0.8418 


Production (operating) expenditure 0.2211 Jan. 3, 2003: Renamed Reliance Energy - 
perating expenditure — l Oe Jan. 6, 2003: Become Reliance Wattage 
Interest Cost — — 01816 attage — 


| .. July 25, 2005: The status of the 
Total post- well expenditure 0.8945 company changed to Public Ltd. 


August 10, 2005: Became Global Fuel 
PRE-WELL EXPENDITURE cosT(gmmBtu) Management Services Limited — — 
Exploratory expenditure (Capex) — OA tn Tee, Rel Reliance Natural Resources 
Production expenditure & 10 per cent of capex*. ee 0.170 
Total pre-well expenditure — 84 WHAT'S RGTIL? 
Royalty @ 5 per cent on margin. (of $3. 98) a 9200 Stands for: Reliance Gas Transportation 


|. Infrastructure, a wholly-owned 
TOTAL COST OF PRODUCTION 14 subsidiary of RIL 


Government's share @ 1 per cent (10 per cent of 10 per cent) 0.02 | Earlier known as: Gas Transportation 
. & Infrastructure Co Ltd. (GTICL), 


7~>~ Which got approval for setting upa — 
TOTAL NET COST OF GAS PRODUCTION (M43) pipeline in August 2004 ——— 





Even at a sales price of $2.34/mmbtu, RIL maintains a 

profit margin of a little over 60 per cent, claims ADA : 

Group | Gare aie tariff $i 25 per 
. | mmbtu (or 30 per cent of 

* conservative assumption .. well-head cost of gas)... 
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*Excerpted version of detailed calculations 
The ADA camp also alleges capital costs have ballooned fast: | AND AL ABOUT THEA dix 


| | | | Order of sector-wise priority 
CAPEX SUBMISSION ORIGINAL REVISION 1 REVISION 2 DIFFERENCE Reasons for priority 


(2004) (2006) (2006) UNA T 
ertiliser: Ideal feedstock for urea 
Gas quantity (mmscmd). 40......80 AO eT production. 


naa bilion} fon T— ps a ee — E 2. LPG and Balochi: Need fe fist 
scalation (96) domestic LPG production to reduce 
imports — 


The more gas sold, the more the government gains .— 3. Power plants: All sources of energy, 


included coal and gas, need to be 
esed eens eer ER harnessed to achieve 8-10% growth _ 


Lessthan15 eel 4. City Gas: Vital necessity for urban 
15tolessthan2.... IO |. dwellers — | 
24tolessthan2.5. eB a Refineries: Currently u using g costly. 


2 5andhigher .... .... BS alternatives like crude/fuel oil for 
processing and burning naphtha — 


Note: investment multiple is the ratio of accumulated net cash income to 6. Other Industries: Sponge iron, 
accumulated capex. Profit petroleum is revenue minus royalty minus opex minus capex ceramic units 


nnnm wamm ni e ered hire tgp in pis AAAA A E AAAA ESA S E A E divin ve Whe bk A AARHUS LLU RAMU LOHR Rv RUE Vane S A PE DEAE AA TP oni a i Ota! net AS EE Eee ea E E e E eR naaa iamma hanea EY AAI ANY ESA EA 
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The Possible Solutions 
Though a quick end to dispute isn't likely, the 
final solution could be any of these. 











: @ the price and quantity Anil wants. Since by Mukesh's own admission his 
company or the government were not part or privy to the MoU, it is he or RIL who 


TFESATRRAETATRCEURENVAARARERLYAATVASEXRAARSRIELNGRhuCkACAV NA e RUOVASTPTUPATWAKL*ASES PEN KE ER ESK 


4^ RNRL gives up its demand for $2.34/mmbtu price, but continues to have 
Emm @ claims on 28 mmscd gas share from KGD6 as well as 40% share in future 
gas discoveries by RIL. Downside: Having been unwillingly drawn into the 
brothers’ feud, the government's strongest attack is going to be on Anil's claim 
on future discoveries. Softening that stance won't be easy or quick. 


EN ORES WEEE EEN THEY SWEAR ETI TRAE EHS PTAA EEE ERE EDA RH ORK ESE ENE EPEAN EP OTE EERE PS 





Ha Allow complete freedom to RIL to price gas and repeal the system of 
x @ government approval of gas pricing formula. Caveat: RIL could continue 
to supply gas to RNRL-or even NTPC-at $2.34 mmbtu, but its pricing could go 
much higher than $4.2 to some buyers just as it could supply gas to itself at 

less than $2. Will that be fair? 


X*RUTTREDORMREURAtuUASKER TERAVGE EVER PERSA RGAE DAHA SERENE A DARA ESA HEAT EE AH EAANA HORE ROOD 





The Supreme Court could annul the provisions of the MoU that deal 

8 @with gas sharing and supply. The court could also ask RIL to compen- 
sate RNRL for non-supply of gas at $2.34/mmbtu, but at a formula that doesn't 
hurt RIL too much. Downside: RNRL becomes a shell company and ADA group's 
new gas-based plants (Dadri and Shahpur) face delays and or uncertainty. 
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2005 around a clause relating to 
unlimited liability. The matter is still in 
the courts. The government is yet to 
approve of the $2.34 price for NTPC, 
too. In fact, petroleum ministry officials 
are believed to have reprimanded RIL 
for offering its gas in this manner (to 
the lowest bidder). The ministry would 
have liked ru. to instead have signed 
up with the highest bidder. That 
would have been a “competitive arms 
length sale.” which was mandated 
in the psc the government signed with 
RIL in April 2000. 

RNRL's contention is that since 
the RiL-NTPC dispute has nothing to 
do with price, $2.34 should hold good. 
Yet, what's significant is that this 
price—as well as the announcement 
of the Dadri project—took place before 
the brothers carved out the Reliance 
pie. Analysts point out that the group, 
then under the Chairmanship of 
Mukesh with Anil as his (trusted?) 
lieutenant, would have been keen to 
set a low benchmark price of gas in a 
bid to fuel its power ambitions with 
low-priced gas (although the other 
view is that when the NTPC price was 
fixed, gas was prized around that level 
globally). Perhaps Mukesh never 
dreamt that a day would arrive when 
he would have to part with some 
group assets, thereby disturbing the 
well-integrated chain that the 
Ambanis had built. After the settle- 
ment with Anil, Mukesh's trump card 
of low-priced gas is turning out to be 
his Achilles' heel. That Mukesh vir- 
tually blindly signed on a «ou that 
seems loaded against him doesn't help 
his case either, and lends some credi- 
bility to the $2.34 number. The High 
Court saw virtue in that price. Will 
the Supreme Court follow the same 
line of thinking? There's no clear-cut 
solution in sight (see box on the left) — 
which is perhaps a natural conse- 
quence of a family dispute turning 
into a corporate battle and further 
snowballing into a fight to protect a 
national asset. © 
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Anil's Spoilers 


A number of power companies have struggled over the last few years, 
broke and without fuel. Now, they're hoping that Anil Ambani loses his 
court case so they can survive the coming years. K.R. BALASUBRAMANYAM 


hile the Ambani brothers duke it out in 
the courts over the price of gas that Anil 
will have to pay Mukesh, a whole bunch of 
companies is sitting on the sidelines, desperately 
hoping that Anil comes out the loser in this long- 
drawn out family spat. Reason? They have no desire 
to fork out $4.20 per unit of gas while Anil makes 
merry at $2.34. The plants run by these compa- 
nies—which include the 460 mw Konaseema Power, 
464 mw Gautami Power, 220 mw GvK Power (I) and 
388.5 mw Vemagiri Power, amongst others—were 
lying idle for two to three years, starved of the 
lifeblood of gas that they needed as fuel. The devel- 
opers' calculations on fuel linkages had gone awfully 
awry. Says one ceo: "We set up the plant with 70 per 
cent loans and were paying interest even as our 
units lay dormant." 
Today. these companies are visibly relieved thanks 
to Mukesh's Reliance Industries Ltd. (RIL) opening 
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Power Plants Buying Gas at $4.2/mmbtu 


PROJECT 


AA ^ ADA TY 4 A [ 
LOCAT ON LAPAL VAS ALLY 


(in MW 


up its spigot of gas that has breathed new life into them. 
Since April, these companies have been working non- 
stop at nearly full capacity in the hope of 
beginning to recoup all that investor money—not to 
mention interest payment on debt over the past 
years—that was ploughed into these projects. Now, 


Torrent Power- Sugen Gujarat - AM 214- 
Andhra Pradesh 464 
Andhra Pradesh 460- 


Andhra Pradesh 3885 — 


Gautami Power LE 
Konaseema Power 
Vemagiri Power 


Lanco Kondapalli Power Andhra Pradesh 368 


however, just as these companies are hitting their 
stride, they face the prospect of junior Ambani paying 
a price that is half of what they are coughing up for gas 
if he wins his court case—a mammoth competitive 
disadvantage in both scale and price for these smaller 
rivals. “This fight is over the price, not the supply of gas,” 
says a CED. Consequently, these companies have both writ- 
ten to the government and some have even filed affi- 
davits in the apex court to ensure uninterrupted supply 
to their plants—an action seen by the younger Ambani 
as Clearly favouring his elder brother. 

Meanwhile, is supply of gas in the future also something 
to be concerned about in this high-stakes power game? After 





all, companies such as vk were bleeding because of lack of 


fuel supply, torpedoing the plans of their investors. The 
past years even saw power company NTPC bizarrely being 
squeezed by its sister government organisation, ONGC, over 
fuel. Plus, in April, ri. inked gas supply deals with nine power 
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companies, which means a lot more fingers in the gas pie. 
Girish Solanki, a senior power sector analyst with Angel 
Broking, says that "it's true that ru. will eventually produce 
80 mmscmd of gas but you cannot count on half of that 
production till the Supreme Court finally settles the dispute." 
If the final judgment goes in favour of either Reliance 
Natural Resources Ltd. (RNRL) or NrPC or both, the gas 
supply could go down as much as 40 mmscmd, from 
80 mmscmd, predicts a Citigroup report. "That could result 
in the existing gas-deficient units once again relying on 
liquid fuels for their energy needs,” it warns. 

Until then, these smaller power players will do their 
bit to scuttle Anil from availing himself of cheap gas for 
his proposed 7,480 ww Dadri plant. If it doesn't, that 
decision could throw these firms once again into yet 
another battle for survival. © 
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Reach out to the affluent Kerala shopper 
with Manorama News 


4 The discerning Malayali regularly watches Manorama News channel. Reach out this 


Onam to your prime target consumer without any wastage. Choose Manorama News, 





India's strongest regional news broadcaster* and Kerala’s No. 1 News Channel**. 


* Winner at the Indian News Broadcasting Awards ; ** Source -TAM (2009 week 25 to 30, C&S Males 25+ AB, Kerala) 
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- 
Anshuman Ruia: Spearheading 
outsourcing foray 


Even as they went about creating a fully-integrated steel colossus, i 
the Ruias of the Essar Group were also quietly building a global 
outsourcing model via a string of acquisitions. The untold story. 


ANAND ADHIKARI 
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A 


n early 2000, no entrepreneur 

was willing to bet on the dom- 

estic market for business 

process outsourcing (BPO). 

Reason: It was a relatively low- 

margin business (margins were 
a third of those in global outsourc- 
ing); also, there were not many large 
Indian corporations willing to out- 
source their business activities. That 
didn't faze a 43-year-old Sandip Sen, 
who founded Customer First Services 
in Bangalore in 2001. This economics 
graduate from Kolkata's Presidency 
College, whose last job was at 
Hutchison Max, sensed a big oppor- 
tunity in domestic telecom and 
financial services outsourcing. It was- 
n't long before the likes of get, Standard 
Chartered, the us Group and Apollo 
Hospitals became his clients. In five 
years, Sen had some 2,500 employees 
in offices in half-a-dozen cities. 

Cut to Lance Rosenzweig, a 
47-year-old entrepreneur based in 
Los Angeles, who, in 1998, co- 
founded PeopleSupport Inc. along 
with a friend, David Nash. Rosenzweig, 
who had worked with cr and Morgan 
Stanley, did well to survive the dot- 
com bust in 2000 by migrating a bulk 
of call centre operations to low-cost 
destinations such as the Philippines 
and Costa Rica. Eight years down the 
line, even as the global economy was 
rattled by the subprime crisis in the us, 
Rosenzweig winged himself to Mumbai 
to explore opportunities in one of the 
fastest-growing economies of the 
world. “I met over a dozen Indian BPO 
companies before tying the knot with 
an Indian partner—one who shares 


the same core values and commit- 
ment to quality," says Rosenzweig. 

The common strand binding 
Bangalore's Sen and LA's Rosenzweig 
is the Ruias' $18-billion Essar Group. 
best-known as an integrated steel 
giant (right from mining iron ore to 
selling ready-to-market products). The 
Mumbai-headquartered group is also 
known for its joint venture in telecom 
with Vodafone, a refinery, and ship- 
ping and construction ventures. But 
few would associate the Ruias with a 
thriving outsourcing model that's 
been built brick by brick over the past 
six vears. Sen and Rosenzweig are 
just two of the entrepreneurs who are 
a part of the lineup that's at the fore- 
front of Essar's major—but almost 
hushed—foray into rr-enabled services 
(rres). By merging their respective com- 
panies into an umbrella entity called 
Aegis, these entrepreneurs have got a 
second wind with more than a little 
help from the financial and strategic 
muscle that only a conglomerate can 
provide. "We are creating a platform 
for entrepreneurs so that they can 
survive and thrive," says Aparup 
Sengupta, Managing Director & Global 
CEO, Aegis Ltd. 

The 44-year-old Sengupta him- 
self has been a serial entrepreneur, 
having founded rres firms like 24/7 
Customer, lonIdea and Think Harbor 
in the us. "We need people with pas- 
sion, who can also bring innovative 
ideas to grow the business," says 
Anshuman Ruia, Director, Essar 
Group. Ruia, the younger son of group 
Chairman Shashi Ruia, adds that the 
rres portfolio is a well-thought-out 





"We are creating a plat 
form for entrepreneurs 
to survive and thrive" 


Aparup Sengupta 
Managing Director & Global CEO, Aegis Ltd 


THE AEGIS UMBRELLA 
Aegis BPO: 

A global delivery model serving clients 
locally with a delivery service centre. It's 
already a billion-dollar enterprise with over 
35,000 employees and 32 global locations 


Aegis Tech: 

To provide end-to-end customised solu- 
tions in voice & data networking, managed 
services, information security and remote 
infrastructure management. Started just 
two months ago. Industry size: $20 billion 


Aegis Engineering: 

A knowledge process outsourcing (KPO) 
firm that focusses on engineering designs 
for manufacturing, refining and electrical 
plants. A S20-billion industry 


Aegis Direct: 

A direct sales agent-fronted marketing 
vehicle that targets companies in industries 
such as financial services and consumer 
durables, with a special focus on last-mile 
delivery. Kicked off last year; generating 
revenues for insurance companies 


Aegis Aspire: 

Creating employability in the BPO industry 
in India and overseas markets. With a pres- 
ence in major cities, this company churns 
out 2,500 trained youngsters every month 
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“We want to partner with 
companies in generating 
revenues through our 

direct marketing model" 


Sandip Sen 
Global Chief Marketing Officer, Aegis 


AEGIS BPO'S 
TAKEOVER TRAIL 


2003 Aegis Communication 
Country: US, Amount: $28 mn 


2005 eTelequest 
Country: US, Amount: $2.5 mn 


2006 Swift Response, Customer First 
Service, Orion Dialog 
Country: US/ India, Amount: N.A. 


2007 Technion 
Country: US, Amount: N.A. 


Global Vantedge 
Country: US, Amount: $22.5 mn 


Stesalit Infotech 
Country: India, Amount: N.A. 


2008 Bharti Teletech 
Country: India, Amount: $12.5 mn 


PeopleSupport Inc. 
Country: US, Amount: $250 mn 


AOL India 
Country: India, Amount $25-30 mn 


2009 UCMS* 
Country: Australia, Amount $45 mn 


CCN Group 
Country: South Africa, 
Amount: $30 mn 


N.A.: Not available 
*UCMS not concluded Source: Market 
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strategy of the group to diversify the 
portfolio away from commodities 
(steel) and annuity businesses (power) 
to services (telecom and npo). 

The rres onslaught can be traced 
back to 2003, when the Ruias made 
their first acquisition, of Aegis 
Communication Group in the us for 
$28 million. Another 12 followed in 
the years to come. Aegis was strug- 
gling with some $22 million in losses. 
The takeover trail hasn't ended: Last 
fortnight, the Ruias picked up cen 
Group of South Africa for $30 mil- 
lion. Today, Aegis BPO is valued at a bil- 
lion dollars, with some 35.000 em- 
plovees and 32 global locations. It is 
also profitable, say company officials. 
"Our ambition is to grow as big as we 
can in the services space... we are a 
value investor," says Ruia. 

Essar's edge in this business is court- 
sey of its decision to focus on the India 
opportunity early on. The domestic 
BPO market is today worth $1.6 billion 
and is expected to grow to $6 billion by 
2012. The biggest pieces of that pie are 
financial services, telecom, health- 
care and railways. 

What's more, the Aegis team's 
strength has been to acquire over- 
seas Companies—many of them in 
distress—at attractive valuations 
and turn them around quickly. "We 
integrate a company in less than 
100 days." says Sengupta. "Our 
target is to buy 3-4 on an average 
every year," he adds. 

Yet, the Ruias' rres ambitions aren't 
restricted to BPO alone. Just two months 
ago, Aegis floated a subsidiary, called 
Aegis Tech, to provide customised sol- 
utions to mid-sized companies in voice 
& data networking, unified commu- 
nication, managed services, informa- 
tion security and remote infrastruc- 
ture management. The man spear- 
heading this venture is another en- 
trepreneur, S.K. Jha, who had founded 
a company called 3D Networks, which 
he sold to Wipro Infotech in 2006. 
After working at Wipro for some time, 
he moved on to join Aegis Tech as 


President. "Our aim is to build a com- 
pany with revenues of a billion dol- 
lars in the next 36 months," says [ha. 
The Ruias will pump in $100 million 
over 12 months to capture growth 
opportunities. "We are on the look 
out for acquisitions in remote infra- 
structure, system integration and allied 
space," reveals Jha. 

Other outsourcing businesses 
under the Aegis umbrella include 
Aegis Engineering, a knowledge 
process outsourcing (KPO) firm that 
focusses on engineering designs for 
manufacturing, refining and electrical 
plants; Aegis Direct, a marketing 
vehicle with direct sales agents, which 
pays special attention to last-mile 
delivery for industries like financial 
services; and Aegis Aspire, which is 
seeking to create employability in the 
BPO industry in India and abroad. 

The core of Essar's rres portfolio 
for some time to come will be npo, 
which had revenues of half a billion 
dollars last year, and which the com- 
pany claims is the fastest-growing BPO 
in the world (at a rate of 50 per cent as 
against the Indian BPo industry's 
growth rate of less than 30 per cent). 
NASSCOM has ranked it at #8 amongst 
India's top BPO exporters for 2008- 
09, ahead of Infosys spo and HCL nro. 

The Ruias will follow a growth 
strategy similar to that in BPo in its 
other businesses—of growing rapidly 
via acquisitions to build scale. The 
promoters are active investors in their 
ITES companies, not content at just 
writing out cheques. “Scale and size 
are something one learns from the 
group," says Sengupta who meets the 
family at least 1-2 hours every day. 
“It's very inspiring,” adds Sengupta, 
who is also a part of the global man- 
agement committee (Gmc) that charts 
out the business plan for the entire 
group. With a BPO operation that's 
worth a billion dollars and plenty 
more irons in the rres fire, the Ruias 
would clearly be in a mood to give 
this services prong of their diverse 
portfolio pride of place. © 
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INTERVIEW 


Chairman/ Microsoft 


“Microsoft is Still 
About the Magic 
of Software" 


n a visit to India to receive the Indira Gandhi 
Prize for Peace for the work done by the Bill and 
Vielinda Gates Foundation, Microsoft Chairman 
Bill Gates also caught up with the activities 
of Microsoft India and his pet project, Microsoft 
Research, which is doing ground-breaking work on human 
computer interaction in Bangalore, In an exclusive interview with 
Business Today's ROHIT SARAN and KUSHAN MITRA, Gates 
talked about everything from the Apollo moon landings and the 
ontroversial ADS initiative of the foundation to.the magic of 


ollware amil ew na passing refi rence to Google. | VCCUPDES 


It has been 40 years since the Apollo Il expedition 

to the moon. What did that mean to you as a young 

boy in America in 1969? 

Well, a lot. Staying up at night watching updates on 
lhinking of the scientific advancements that weri 

required to achieve this salely! What really led to this 

was the competition with the ussr. It made the vs put 

more money into math and science and the dividend: 

on that paid off over time, The so-called parva (the 


Pentagon s Delense Advanced Research Projects Agency) 


Do you feel the US is losing some of the edge it has 
had in research since the end of World War II? 
Forty per cent of the PhDs being done in the US 
in Science are by foreign citizens... 
Well, there is nothing wrong with that. A lot of sma 
peopk have always wanted to go to the vs from across th 
world. Current t5 policies do not take full advantage of tha 
and IE have been critical of that. Bul when you thinl 
ol improvements in the world, it is not a goal to have the 
Us relative position as strong. The us’ relative strength wa: 
the strongest in 1946, So, in a certain relative sense, it ha 
been downhill from there 

Viol of advances, in computer and medical sciences 
are still being done in the vs. HE would be good for thi 
rest of the world to reduce that relative lead. Not reduce the 
absolute innovation, but more in proportion with theii 
share of the world’s 10. Is great that at least India and Chins 


are making progress in that direction 


You have put in an additional $80 million in the AIDS 
alleviation project being funded by your foundation. 
However, there have been stories written that the 
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INTERVIEW 


You should do some research. These 
people are excluded usually from the 
benefits of protection from this dis- 
ease (AIDS), and what Avahaan did in 
terms of building those communities 
and reducing risky behaviour and 
saving lives is phenomenal. The data 
is very clear: Condom use has gone up. 
violence has gone down, sexually 
transmitted diseases have gone down. 
Go to the communities, talk to these 
excluded people and then write. 


Do you feel there are unrealistic 
or heightened expectations 
whenever Bill Gates comes along? 
No. Half the world's children who are 
not vaccinated are born here. They 
don't know my name. They'll never 
know my name. They have no exp- 
ectation or anything. The goal should 
be to get them vaccinated so that they 
don't die. And is that too high an exp- 
ectation, that India should do as well 
as, say, Bangladesh in terms of vacci- 


nation? I don't know. but on behalf of 


those children we should be ambitious. 


Do you feel the Internet has 
changed the face of software 


development, particularly with 
regard to free and open-source 
software? 

Not really. There has always been 
both free and open-source software. I 
do think that the companies that pay 
salaries will continue to charge for 
their software and that there will 
always be software jobs. I think that 
commercial software will continue to 
exist because software is so critical to 
companies, because they value the 
competitive edge, the time, the quality 
and so on. 

Software is a much bigger ind- 
ustry today. When we entered, the 
average price of a piece of software 
was $10.000. And when we came 
out with software priced at $ 10, $20 
and $30, people thought we were 
crazy. The rc revolution could only 
happen due to low-cost software that 
gave people a reason to buy the per- 
sonal computer. And the growth of the 
industry into a high-volume, low-cost 
model happened in the '80s and the 
'9O0s, and Microsoft was at the centre 
of it. And it is a bigger industry by at 
least a factor of 50 today than when 
we started out. 





Where do you see software going 
in the future? 

We will be integrating cameras with 
computers and with our game con- 
sole, the Xbox 360, in the future. And 
that is because of advancements in 
hardware and software that will be 
able to “watch you". Our lab does 
some of that work. There is machine 
translation stuff that gives people 
without any knowledge of English 
access to the Internet. Speech recog- 
nition was one of the first Microsoft 
Research projects 20 years ago and 
there is very good progress on building 
it into the rc and the phone. So, this 
area of "natural interaction”—speech, 
vision and ink—is the area where 
people will see experiences change 
the most. 


What do you make of the sudden 
switchover to low-cost consumer 
hardware with the “Netbook” 
revolution? Are you working to 
provide cheaper hardware and 
make computing accessible to 
people on this side of the world? 
We have been working on low-cost 
hardware ever since Microsoft has 
been in existence. The key to our succ- 
ess is volume, a personal computer 
for everyone. And so, we wish the 
hardware was free (laughs), but we 
haven't figured out how to do that. 
And we don't just want to drive the 
price down. we want the power ol 
the device to go up—say, make it a 
high-powered reading device. The 
Kindle is a special-purpose device. But 
some of these new Netbooks with the 
thin-form factor and long battery life 
and the reading software help you 
navigate and take notes as we are 
7. We think we 
can create a great reading device that 


doing in Windows 


also browses. does Microsoft Office, 


"The key to our success is volume, a personal computer 
for everyone. And so, we wish the hardware was free, but 
we haven't figured out how to do that" 
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“Half the world’s children who are not vaccinated are 
born in India. They don’t know my name.... They 
have no expectation or anything” 


communicates, thus bring it all 
together so that you don't need to 
buy two devices. 

The lowest cost computing 
device today is the phone. So you 
have people whose first computer 
is the phone..., then they will get a 
Netbook rc, then if they're doing 
super-well they'll get a 30-inch 
LCD to celebrate their great new 
job or something. So we want to 
have software that works seam- 
lessly across all those devices, and 
all those price points are coming 
down. But it won't just be price, 
(but also things like) putting the 
camera in, putting something else 
in. Microsoft is in various mar- 
kets—manufacturing, healthcare, 
education—and creating the software 
to help these industries take off. 


How do you think Microsoft's 
approach to research differs 

from other companies? 

If you take R&D (research and devel- 
opment), we spend more than any 
other company in the world. If you 
take pure research, we spend a very 
high percentage compared to most 
companies and we tend to do longer- 
term research than most companies. 
IBM has put some money into research, 
not as much as us, but they have 
done good, long-term research. They 
have somewhat the same open model 
that we have had. One of our com- 
petitors, Google, has not chosen to 
have the same level of openness in 
the work they do: hopefully they will 
make a good choice on that. 


And this focus on research is not 
going to change in the future? 

No. Even in these tough economic 
times, we did not cut back on rese- 
arch. We think it is the key to our 





future. We have things like quan- 
tum computing that in best case will 


be done in 10 years. 


What role does the US govern- 
ment still play in research? 

Well. the us government still funds a 
lot of research, but mainly in health 
sciences rather than computer scie- 
nces. Microsoft does not take much 
in the way of government money, 
but our university partners rely 
heavily on the government and we 


in a sense rely on them. As part ol 


the research ecosystem they are crit- 
ical. It is good that the Indian gov- 


ernment is doing more, pushing the 


PhD level programmes. looking at 


other funding towards innovative 


universities. Industrv and universi 


ties kind of grow together. We made 


an early bet on research, but we 
figured that the universities would 
come along with us. 


Microsoft is doing some exciting 
research in software in health- 
care. How can software help in 
making healthcare cheaper and 


more accessible? 

Our lab in Bangalore has created a 
conference where we discuss such 
things. A few months ago, we were 
talking of cellphones for health 

care records and for banking. This 
conference is pretty hardcore about 
talking of the few things that 
worked and the lot of things that 
didn't work, and that is why bring- 
ing social scientists in was part ol 
the original design of the thing. 
Some universities have been very 
proactive, such as Carnegie-Mellon. 
University of California, Berkeley. 


You recently said that 
Microsoft has achieved the 
ideal of what you wanted it to 
become. Can you explain this? 
Microsoft, every year. has to make new 
inventions and hire smart néw people, 
and make its old products look a lot 
less capable than its new products. 
That's really our stiflest competition. 
Is the new Office or the new Windows 
worth the trouble? The new cellphone: 
l'he new video game? And the com 
pany does that. It has a culture of de- 
veloping cool new software. The 
research piece that l've highlighted is the 
jewel in the crown. Microsoft is a big part 
of low-cost computing and the Internet. 
We are a big part of the research that 


gets done and I'm very proud of that. 


So, what is next? 

Well, more breakthrough research 
It is a part-time thing lor me now 

but I'm very involved with where 
search is going and where Office is 
going. And Microsoft is still about the 
magic of software and that is not 
changing. So, in a sense, we are stay 

ing true to what we did in the very 
beginning, but in a lar more ambi- 


tious and large-scale wayec® 
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The Leading Edge 


Other Airlines Paramount Airways 


e Holding off € Has ordered 
expansion more aircraft 
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No Turbulence 


M. Thiagarajan is a contrarian who is expanding his fleet and 
adding destinations as bigger rivals do the reverse. Has 
Paramount Airways’ growth reached its limit? «K.R. saLASUBRAMANYAM 
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lug. And profit. That's 
| what the young 
M. Thiagarajan 
decided to do when 
he expanded his 
childhood passion of 
flying into a scheduled airline. He 
figured that any airline that could 
plug the gap between the markets 
served by small turboprop aircraft 
and the large Boeings and Airbuses 
stood to gain. 

He chose the Brazilian Embraer 
jets, unknown here at that time, 
and became the youngest ceo of a 
Scheduled airline at age 27, in 
- 2005. He continued to baffle rivals 
-with initiatives that look equally 

strange but are money-spinners. 
(It is easier to fill up the 80-odd 
seats in the Embraer, and they are 
cheaper to operate.) 

Result: his Paramount Airways 
has been making profits and gaining 
market share, and doing so even in 
today' recession. Recently, in June, 








when many airlines were putting 


off aircraft orders, Thiagarajan 
signed a $1.5-billion deal with 
Airbus Industrie for 10 A321 air- 
craft with an option for another 10, 
to fly to the Gulf, South East Asia 
and Africa by next year. 

Clearly. this MBA from Thiagarajar 
School of Management, Madurai, 
wants profits, not glamour. His busi- 
ness philosophy: "The top line is van- 
ity, the bottom line adds to sanity, 
and cash flow is the reality." 

So, how has Paramount tackled 
problems like having to fly with 
empty seats, paying high landing 
and parking fees at airports and 
getting gutted by soaring fuel costs 
and taxes? 





Yehi Hai Right Choice! 

So far, Paramount has invested $100 
million (Rs 500 crore), buying five 
Embraer E170/175s and touching 
16 destinations, mostly in the south. 
The Brazilian jet can fly as far as the 
much larger Boeing 7 37 or the Airbus 
320—and achieves break-even loads 
more easily. "The airline's operating 
performance has improved over the 
last few months and that is a good 
sign," says Kapil Kaul, ceo (South 
Asia) of the Centre for Asia Pacific 
Aviation (CAPA), a consultancy firm. 

Also, airports don't levy landing 
and parking fees on smaller aircraft 
like the Embraer. On the other hand, 
each time an Airbus or Boeing lands 
at, say, Bangalore International 
Airport, it pays about Rs 15,000 as 
landing charge and about Rs 33,000 
per hour as parking fee. 

Then, smaller jets have to pay 
only 4 per cent as sales tax on fuel as 
against 28-33 per cent levied on 
bigger aircraft. 

The gains: margins and market 
share. In the three months since 
April 2009, Paramount carried 
around 76,000 passengers a month 


at a passenger load factor (PLF) of 


above 88 per cent. The June pir for 
behemoth Air India was 67.9 per 
cent and that of private major Jet 
Airways 67.8 per cent. The closest 
rival: GoAir with 85.1 per cent. (Fleet 
size is a big factor in Pur, so the figures 
are strictly not comparable.) 
Paramount claims dominance 
over rivals in the south with a 27 per 
cent market share (at the national 
level this is a little over 2 per cent). 
"When you have the right 
capacity, there is no pressure to 
dilute the yield," says Thiagarajan, 


Market Share and 
Seat Factor for June 2009 
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PROFILE 


Flight Plan 


æ Goat Be a Pan-India airline 


@ To hire: 1,000-plus by 
March next year 


TORRE RE RIE ERER FAMED ROM EH FE EH 


e To invest: $2.5-3 billion 
(Rs 12,500-13,000 crore) 
in 3-4 years 

e Destinations targeted: 
SE Asia, Africa & Gulf cities 


MALIS 


& Launch: First International 
flight in Jan.-March 2011 





Done That 


@ Invested so far $100 million 
(Rs 500 crore) 


AREER DEANS UE OTR EAR SA mAbevaikid 
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13,000 


n RAVESAdOVEPDPLHMERHA EPSVRAEG ESAE 


e Has 700 employees, 
five aircraft 


STAT OAKS OER hoved Ne Gravee ud bene 


@ Buying 10 Airbus A321 
aircraft, with option for 
another 10 
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happy running his airline from Madurai 
in Tamil Nadu, home to his textiles 
business. But the young mo is tightlipped 
about his airline's finances: "Are people 
really bothered about what 1 do with 
my money?” Paramount, he says, has 
been profitable from around the 10th 
month of launch and has reported a 
healthy growth in turnover and net 
profit since then. 


Recession? Buy & Grow! 
Thiagarajan, who plays Carnatic clas- 
sical music on the violin occasionally 
on weekends, is proud about 
Paramount's recession-year 
performance. “We are the only air- 
line growing and hiring people today. 
While every other airline was reduc- 
ing frequencies and cutting capaci- 
ties, we expanded ... It's our plan to 
make Paramount a pan-India airline 
by the end of 2011," he says. 

The industry is also abuzz with 
talk that Thiagarajan got a great 
bargain from Airbus. "Recession is 
the time you need to plan for growth 
and reap the benefits during the 
boom," he says. Many corporate 
travellers, he claims, migrated to 
^aramount when companies 
restricted business-class travel to 
save costs. But his airline provided 
business class at economy fares. 

"With just one per cent of capacity, 


he is managing 2.2 per cent of 


national market share. This means 
he has been attracting more passen- 
gers than the others and achieving a 
near fill of his aircraft," reckons 
Mahantesh Sabarad, Senior Analyst, 
Centrum Broking, Mumbai. 

But Sabarad does not think that 
the Paramount model has any demand 
beyond perhaps 1.5-2 lakh passengers 
a month. Kaul of cAPA says the good 
thing about Paramount is that it has re- 
mained small and has a conservative 
growth plan. "However, this distinct 
model is workable as long you keep it 
small. The airline's business model is not 
relevant from a medium-term or long- 
term perspective," he says. 


More Profit Centres 
Over the next three-four years, 
Thiagarajan proposes to invest $2.5- 
3 billion (Rs 12,500-13,000 crore) 
in the airline and Rs 150 crore in an 
MRO or maintenance, repair and over- 
haul project. Often, commercíal jets are 
taken to workshops as far away as 
Finland and Portugal for the supe- 
rior c and p checks. "The first chal- 
lenge is to equip the mro in such a 
way that even c and p checks can be 
undertaken here," says Thiagarajan. 
Then, there is Paramount Cargo, 
launched in February, in which he has 
invested Rs 50 crore. Thiagarajan 
claims Paramount has been able to fill 
75 per cent of its total belly space of 
100 tonnes so far, going for time- 
sensitive niche cargo rather than bulk 
to get a higher yield. "We are focussing 
on aquaculture, floriculture, medicines, 
and we provide the fastest delivery," he 
says. India's air-cargo traffic is expected 
to grow at over 11.4 per cent a year. 
Thiagarajan, who has been fly- 
ing since his college days and bought 
a six-seater Cessna in 2004, is not 
hungry for outside capital or a capital- 
market debut even though Paramount 
has been on the radar of private-equity 
players. Instead, the Thiagarajan fam- 
ily. which controls 95 per cent of the 
equity, is trying to buy out the five 


per cent held by Bennett Coleman & 


Co. Ltd. and Kotak Mahindra. 

His skills, however, will be fully 
tested once he enters international 
routes. CAPA's Kaul feels the lack of 
management capital will play out as 
the airline expands, "Planned expan- 
sion will require huge funding, espe- 
cially funding pre-delivery payments, 
and the first two to three years of 
international operations will be a huge 
risk," he says. 

Thiagarajan chuckles at these 
concerns. He can afford to: after all, 
his model is doing fine in the down- 
turn. And he has his fans and seems 
quite content. © 


COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 
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Who Is Keki Gharda, 
and Why Is He Being 
Wooed? Some of india's biggest companies-and at least 


one global buyout firm-have trained their 
sights on the 80-year-old maverick's chemicals 
business. Gharda wants to sell and donate the 
proceeds. His nephews, who are minority 
shareholders, will have none of that. suman LAYAK 





This is the unfinished story of Keki 
Hormusji Gharda. At the age of 80, this 
maverick chemical-scientist and 
entrepreneur is preparing to sell his 
assets and leave his wealth with a 
foundation. The Abaan and Keki Gharda 
Memorial Trust, named after his wife 
(she is 77) and him has been formed. 
However, there still is this little matter 
of selling the company—or 60 per cent 
of it—and taking care of the legal wran- 
gles with family and business rivals. 





choolgirl blue—the 

reddish blue used for 

school uniforms— was 

an import from 

Germany till the late 
sixties when Keki Gharda looked at 
the dye that Bayer sold in India. It 
was a dye no one else had man- 
aged to produce or copy. Gharda 
figured out that the product was 
actually a mixture—-of the dye and 
a chelating agent that helps the 
colour stick to the fabric—and not 
a compound. In the late sixties 
when Gharda Chemicals made the 
dye in India, 'Gharda Blue' be- 
came a hit as it was better and 
stronger than the original. "Since 
I offered the chelating agent 
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separately. the dye's colouring 
ability per kilogram became 
stronger than the original mix- 
ture," Gharda recollects with an 
impish smile that betrays intense 


pleasure at having called the bluff 


of a multinational corporation. 
Gharda's life story is one of such 
innovations that allowed him to 
make blockbuster chemicals in 
India, once they went off-patent. 
And he made them so cheap that 
often the original manufacturer 
was eventually forced to buy from 
Gharda Chemicals and supply to 
the world. Today, he supplies 
Chlorpyrifos, an insecticide, to the 
Dow Chemical Company, and 
makes a purer product than Dow 
ever made—even though Dow 
scientists had invented it. "Instead 
of the high-temperature chlorina- 
tion of pyridine, we use a low tem- 
perature process and a pyridine de- 
rivative," Gharda explains. 
Gharda is still the Chief Scientist 
at his company with a 200-strong 
research team with 15 doctorate 
degree holders. The company is still 
working on new products and tech- 
nologies. Just one such technology 
in the works has the potential to 


replace huge blast furnaces in iron 
and steel-making by burning the 
lower grade Indian coals in a reac- 
tor, and thereby replacing high 
grade coal imports. 

But Gharda realises that, at 80, 
the greater part of his journey is 
done, With no children to bequeath 
his wealth to, Gharda now wants to 
give up his company to the right 
suitor and use the money in a 
foundation that will fund research, 
hospitals and education. And some 
big guns are in the race, right from 
Tata company Rallis, Godrej 
Industries, and United Phosphorus 
(its biggest competitor), to an Israeli 
firm that buys 40 per cent of 
Gharda's production and private 
equity giant Blackstone Advisors. 

Before he became an entrepre- 
neur—Gharda had wanted to be a 
professor—he has a doctorate in 
Chemistry from the University of 
Oklahama. Today, he has set up a 
school and an engineering college 
near his factory in Lote, in Ratnagiri 
district of Maharashtra. But before 
he can go into full time philan- 
thropy—and retire from life as an 
active entrepreneur, there is a lot to 
be sorted out. 





The philanthropist: Keki 
Gharda with his wife 





THE FORMULA 
FOR A FIGHT 


Company: Gharda Chemicals 


Started in: 1967 
(Partnership firm since 1962) 


First blockbuster product: 

A dye that worked better and 
was cheaper than what the 
MNCs were producing 


Shareholding pattern 
Keki Gharda: 60 9/o 


Hoshang Patel & family: 4% 


Jer Kavasmaneck & family 
(Percy Darius and Mahrukh), 
Konrad & Colin Rebello: 33 96 


Godrej Industries claims to 
have bought 6.6 % from 
minority shareholders; 
remaining with employees 


Suitors: Godrej Industries, 
United Phosphorus (biggest 
competitor), Makhteshim 
Chemical Works (Israeli 
company, buyer of 4O per 
cent of Gharda's products), 
Blackstone, Rallis (frontrunner 
at the time of writing) 


Estimated company valuation 
Between Rs 3,000 and 
Rs 4,000 crore 


Turnover & profits: 
Rs 1,000 crore & Rs 100 crore 


Fly in the sell-off ointment 
Darius Kavasmaneck, son of 
the late Rutton Kavasmaneck, 
who was Chairman of Gharda 
Chemicals till 1977 


CORPORATE 


Key to the End Lies in the 
Beginning 

When Gharda started his business 
he was fresh from his PhD in 


Oklahama University, hoping to land 
up a professor's job in India. It never 
happened and his mother Ratanbai 





Industries refused to participate in 
this story as it is fighting two cases 
against Gharda Chemicals as well as 
one against the minority shareholders 
in the Bombay High Court. 

Rutton Kavasmaneck was the 
chairman of Gharda Chemicals till 
1977 when he died and even in his 
lifetime there were disputes between 
Gharda and Kavasmaneck on how 
to share the spoils of this highly suc- 
cessful business. The Kavasmanecks 
have fought Gharda in the courts for 
19 years (1990-2008), alleging 
oppression of the minority share- 
holders, but Gharda has weathered 
that battle to emerge the winner. 
Now Rutton's younger son Darius 
Kavasmaneck, is in no mood to al- 
low Gharda to have his way and sell 
the company —not at his terms. "We 
have decided to wait it out for now. 
According to Article 57 of the arti- 
cles of association of the company, 
no shareholder can sell the company's 
shares to an outsider without offering 
it to the existing members. If he does 
that (offers it to us), we will buy the 


hold our shares we had to pay out of 
our pocket," Darius says with a smile 
that shows pains taken in the past. 

How exactly did Godrej come into 
the picture? In the nineties, some 
shares were offered by Keki Gharda to 
other shareholders. The minority 
group borrowed Rs 11 crore from 
Godrej Industries to buy these shares 
in 1992, They planned to sell back to 
Gharda a year later when the price 
went up and at the time Gharda 
refused to buy. So the group offered 
these shares to Godrej who bought 
them out, although Gharda 
Chemicals refused to register Godrej 
Industries as the shareholder. Godrej 
is still trying to get a legal remedy to 
this issue and has even offered to buy 
out Gharda. Sources indicate that 
Adi Godrej met Keki Gharda a couple 
of months back, but a solution eluded 
them. But can't Gharda buy out his 
nephews? "I will need money to do 
that," Gharda says. 

Even as they fight, the relatives 
maintain cordial relations. "Even today 
morning I spoke to Dr Gharda: we 


"Anyone wanting to buy this company will have to talk to us" 
Darius Kavasmaneck, minority shareholder and son of late Chairman of Gharda Chemicals 


Gharda, sister and brother-in-law Jer 
and Rutton Kavasmaneck, and 
another sister Coomi Warden, pooled 
in cash to help him start the com- 
pany. A partnership firm was formed 
and converted into a private limited 
company in 1967. Today, Gharda 
owns around 60 per cent of the com- 
pany. He has bought out Coomi 
Warden, but the remaining stake is 
with his nephews, the sons of Jer and 
Rutton Kavasmaneck, friends—the 
Rebello family, the Patel family— 
and some employees. And there is 
the involvement of Godrej Industries, 
and its Chairman Adi Godrej, who 
lent some money to the minority 
shareholders in return for a pledge 
on 6-7 per cent of the shares. Godrej 
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shares; if he doesn't, we will move 
court before he can sell to someone 
else," he says. Darius points out that, 
at 56, age is on his side. He adds that 
unlike a negotiated sale, under Article 
57 the price, too, will be determined 
under a pre-set formula and will be 
lower than market price. "Anyone 
wanting to buy this company will 
have to talk to us," he concludes. 
Darius, who owns and manages 
his own chemical company. explains 


that in the past the main grouse of 


the minority shareholders has been 
the measly dividend of 2 per cent paid 
by Gharda Chemicals, which was 
often less than the wealth tax they 
had to pay as shareholders of a private 
limited company up to 1992, "To 


speak a few times every week. We visit 
each other for dinners and for family 
functions. We are not aggressive. But 
when it comes to business, we have a 
fight on,” says Darius Kavasmaneck. “I 
am open for any solution. Take the 
company public, or a buyout but any 
solution must involve us and Godrej. 
He cannot bypass us." He is prepared 
to run the company if he gets total 
control of it. Keki Gharda, for his part, 
says his sense of humour and ability to 
laugh at anything is his secret to his 
long life—but can he laugh his way 
out of this tangle and sell his stake to 
the highest bidder? The story hasn't 
ended, not yet. © 
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Presence in Eight States 





34 years of Experience from Concept to Commissioning of Hydroelectric Projects 
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13 Operating Power Stations with an Installed Capacity of 5,175 MW * 








vemos cete get 


11 Projects Under Construction with a proposed Installed Capacity of 4,622 MW 
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Recipient of "TERI Corporate Environmental Award 2009" 


HARNESSING INDIA'S HYDRO POTENTIAL 
FOR ENERGY SECURITY 









NHPC 
NHPC Limited 


(A Government of India Enterprise! : 


Registered Office: NHPC Office Complex, Sector-33, Faridabad-121003, Haryana; Website: www.nhpcindia.com 


* Includes 2 projects with an installed capacity of 1,520 MW with our subsidiary, NHDC Limited ** Currently awaiting clearances from 
various authorities, which include projects with joint venture partners and projects under survey and investigation. 











NHPC Limited is proposing, subject to market conditions and other considerations, a public issue of its equity shares and has Hed a 
Draft Red Herring Prospectus with the Securities and Ene Board of india CSEB }, which is available on the website of 
SEBI at www.sebi.gov.in and the die grt etd websites of the Book Running Lead Managers at www.enam.com, www.kolak.com 
and www.sbicaps.com. The Draft Red Herring Prospectus has been subsequently updated and filed with SEBI. The Red Herring 
Prospectus shall be made available on the aforementioned websites. Investors should note that invesiment in equity shares 
involves a high degree of risk and for details relating to the same, see the section titled "Risk Factors" of the Red Herring Prospectus. 
This announcement has been prepared for publication in India and may not be released in the United States. This announcement does not 
constitute an offer of securities for sale in any jurisdiction, including the United States, and any securities described in this announcement may 
not be offered or sold in the United States absent registration under the US Securities Act of 1933 or an exemption from registration 
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4 R Azim Premji flanked by Rishad (third from left) and joint 
CEOs Vaswani (extreme left) and Paranjpe (extreme right) 





Azim Premji's elder son Rishad is on the rise at Wipro. It may be early days 
yet to herald him as a successor, but the current joint CEO structure—which is 
going swimmingly for now-may be a stop-gap arrangement. RAHUL SACHITANAND 


two heads are proving 
better than one, what 
should one be doing 
with another rapidly- 
maturing one? More 
so, if the third head stands on young 
shoulders and is also the proverbial 
chip off the old block? That could well 
be the poser that Azim Premji, 
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Chairman, Wipro, is wrestling with. 
It's doubtless a delightful poser to be 
grappling with—one that would be 
the envy of more than a few 
promoters. Consider: On the one hand 
Premji's elder son Rishad is on the 
rise at Wipro, earning a significant 
promotion at the beginning of July 


and seemingly on track to take over 


the reins (although later than sooner). 
On the other hand, the one-year- 
young joint CEO structure is work- 
ing swimmingly, with the efforts of 
the two dovetailing beautifully most 
of the times to yield visible results. 
Premji Senior, it would seem, has a 
problem of plenty when it comes to 


choosing a successor. 


To be sure, it would be 
premature to anoint Rishad 
as Crown Prince. Yet, the 
way he’s being groomed sug- 
gests that he could well be Wipro's 
next Big Cheese. On July 1 this year, 
Rishad, a 32-year-old graduate from 
Harvard Business School who has 
cut his teeth at Gk and consulting 
giant Bain & Company before joining 
Wipro two years ago, was promoted 
from business manager in the 
financial services business to general 
manager for treasury and investor 
relations at the soaps-to-software 
company. 

This move may have seemed like 
a routine exercise to some, although 
people who've tracked Wipro closely 
see this as another attempt to give 
Rishad broader exposure to the com- 
pany he is expected to inherit. While 
his father inherited a creaking 
vegetable oils firm as a 21-year-old 
who was yet to complete his electrical 
engineering degree at Stanford, 
Rishad's ascent has been much more 
measured. He's spent a couple of years 
under one of the joint ceos of Wipro's 
IT business, Girish Paranjpe, who 
used to earlier run financial services. 
Now, Rishad is getting exposed to 
another—and insiders claim equally 
important—facet under the guidance 
of a new boss, Rajendra Kumar 
Shreemal, who is Vice President, 
Treasury and Investor Relations. 

Despite claims to the contrary— 
the Senior Premji accuses media of 
mixing up ownership and manage- 
ment—insiders say one path for 
Rishad would be to become Vice 
Chairman, if not directly Chairman. 
"Rishad hasn't been given the job 
straight away... He is being groomed 
in different functions," says Bala 
Balachandran, J.L. Kellogg 
Distinguished Professor of Accounting 
and Information Management, 
Northwestern University. Perhaps 
Balachandran is ideally placed to 
comment, having undertaken 
multiple mentoring sessions with 





THE TWO-CEO 
STRUCTURE IS 
WORKING WELL... 


€ Decision-making is hastened, 
with only two executives required 
to take a call, compared to 14-15 
earlier 


€ Both CEOs have complementary 
skills and personalities, which helps 
make either a quick decision or 
well-informed one 

€ Mid-level managers get more 
face time with either CEO 

9 Ability to draw best practices 
from across the company to 
aggressively target new 
businesses 


.EVEN AS RISHAD IS 
BEING GROOMED IN 
DIFFERENT FUNCTIONS 


@ Educated at Wesleyan University 
and Harvard Business School 


€ Has done stints at General 
Electric and Bain and Co. 


€ Joined Wipro in 2007 as a 
Business Manager 

€ Recently elevated as General 
Manager, Treasury & Investor 
Relations 


@ Only 32, and would be in no 
hurry to shoot up the ladder 


Wipro's top managers and having 
even advised Rishad on his choice of 
management school. Others sT spoke 
to within and outside Wipro claimed 
that Rishad had already begun meet- 
ing key customers in the financial 
services business across Europe and 
North America. Wipro wouldn't con- 
firm this development. "In my view 
he has integrated well and enjoyed the 
roles he has performed," points out 
the Chairman. 

Yet, the Senior Premji doesn't 
seem to be in a hurry to relinquish his 





hold overnight. In the r1 
business, which earns 80 
per cent of the company's 
revenues, Premji has put in 
place a much-debated joint CEO struc- 
ture, by appointing Wipro lifers Girish 
Paranjpe and Suresh Vaswani to run 
the $4 billion (Rs 19,200 crore)-plus 
business. "It will be a mistake to 
assume that it is an easy structure to 
pull it off. We were fortunate that 
we had two individuals who knew 
Wipro and each other extremely well. 
This model has given us greater 
breadth and depth to leverage all 
opportunities because of the force of 
two," says Premji. "We used to have 
decision-making by democracy." 
adds Wipro Technologies’ cro Manish 
Dugar, referring to the previous 
management structure which had 
14 or 15 business and support func- 
tion heads reporting to the Senior 
Premji. Earlier, business unit heads 
had to go before a committee when 
they wanted to pitch for a large con- 
tract or consider an acquisition to 
drive growth. 

Previously, Wipro had five diflerent 
Vice Chairmen in a clear second-in- 
command role, as Rishad earned his 
stripes in the Us and Europe. It was 
the departure of the last of these Vice 
Chairmen—the high-profile Vivek 
Paul—that saw Premji put in place a 
muddled top management matrix for 
Wipro's rr business. This lasted just 
a couple of years and was replaced 
by a more efficient, but also more con- 
tentious, joint CEO structure. 

While there have been many well- 
documented flameouts of the joint ceo 
model (Goldman Sachs, Citigroup, 
Unilever), Wipro seems to have lasted 
at least one year with its structure. 
Co-ckos Paranjpe and Vaswani, who 
are on the surface very diflerent—one 
listens to carnatic classical music and 
the other to rock—have managed to 
harness their complementary skills to 
steady Wipro's fortunes in a tough 
market. "Suresh likes to take a quick, 
impulsive decision, but Girish prefers to 
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Manish Dugar, CFO, Wipro Technologies 


“Suresh Vaswani likes 
to take a quick, impulsive 


decision, but Girish Paranjpe 
prefers to step back, give it 


a second thought” 


step back, give it a second thought 
and then take a call,” points out Dugar. 

The ctos have indeed managed 
to work together at several critical 
junctures. Example: A few months 
ago, they jetted off to Europe to meet 
an important prospective financial 
services client. At stake was a multi- 


million dollar deal, which saw most of 


the top brass personally flying in to 
steer the pitch for Wipro. To try and 
convince the financial services giant, 
Wipro had Paranjpe, the former head 
of the firm's financial services unit, dis- 
cuss new forms of derivatives and 
settlement, new laws such as the 
Patriots Act inlluencing their out- 
sourcing plans and the new world 
order in the industry with this firm's 
top managers, even as Vaswani could 
detail his firm's process and compe- 
tency expertise to swing the deal. 
Wipro's joint ceos have managed 
significant growth in a tough market. 
Rather than try to chase down 
business in the West and mature 
industries such as financial services, 
Wipro decided to focus on its strengths 
in the domestic and emerging mar- 
kets, and on remote rr infrastructure 
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management and software testing. 
In the domestic market, Wipro won 
large deals with Unitech and Aircel— 
beating 18M in the domain it knows 
best—and today gets around 
$1 billion (Rs 4,800 crore) from 
emerging markets alone. Paranjpe 
and Vaswani have also continued 
Wipro's inorganic growth streak—the 





Bala Balachandran, Management Guru 


“Rishad hasn't been 
given the job straight 
away... He is being 
roomed in different 
nctions" 


lirm acquired Citigroup's captive rr 
business for $127 million (Rs 610 
crore at current rates) in December 
2008—40 sustain growth. However, 
critics point out that unlike its local 
rivals tcs and Infosys, Wipro isn't 
among the top three players in mar- 
kets such as financial services and 
telecom, which are the largest 
spenders on rr. Premji and the joint 
ctos have tried to address this short- 
coming by poaching Martha Bejar, 
the head of Microsoft's communica- 
tons business, to be the global sales 
head for the rr business. 

A couple of quarters ago, Wipro 
decided to walk away from campus 
recruitment and instead focus on 


raising its utilisation (percentage of 





employees billable to customers) rate 
from 65 per cent to 70 per cent in 
four or five quarters. “Our peers who 
continued to hire on campus are now 
saddled with a bench of 15,000- 
20,000 employees, even as volume 
pressure mounts," says Pratik Kumar, 
Wipro's HR Head. 

Organisationally, too, the joint 
cko structure has been beneficial to 
Wipro; Kumar says that the model 
was used to refresh its upper and 
middle management structure. "Only 
four of the 27-28 direct reportees 
have been kept in their old role," says 
Kumar, "This role refreshment was 
great for Wipro to get new ideas, 
explore new businesses and kick-start 
growth." While some people contend 
that Vaswani—often seen as Premji's 
blue-eyed boy—could be made the 
sole ceo of Wipro's rr business, the 
majority consensus seems to be that 
Premji would prefer to keep two 
power centres to prevent either one 
from getting too comfortable. 
Meanwhile, heir apparent Rishad 
could in the forseeable future be given 
a broader role across Wipro, perhaps 
as Vice Chairman. 

The Senior Premji is exasperated 
with such conjecture. “The speculation 
on either the structure or individuals is 
misplaced here. We don't arrive at a 
structure with an 'expiry date' label on 
it. We allow it to take its own natural 
course and put our full weight in mak- 
ing it work. Please do realise that 
every such change creates a big churn 
and we don't do it unless we are com- 
pletely convinced,” explains Premji, 
whose family owns nearly 80 per cent 
of Wipro. 

It is unlikely that Rishad will take 
over the top job immediately. Besides 
understanding the nuances of Wipro's 
changing rr business—a new vertical 
like healthcare, for instance, is a 
$250-million (Rs 1,200-crore) unit- 
he may have to come to grips with 
non-IT initiatives (everything from 
soaps and furniture to bulbs and hy- 
draulic gear) as well. 
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Rural 


Magic 


Media Magic's pre-loaded content cards and 
kiosks-stocked with Bollywood movies, songs 
and games-are a hit in rural India. But can the 
company fight off competition and grow in a 
deeply fragmented market? ANUSHA SUBRAMANIAN 


ot so long ago, | 
escaped to the Garhwal 
Himalayas for a trekking 
trip. To my complete 
surprise, I found that my 
porters and guides were not so different 
from youth in Mumbai, listening to 





music and watching Bollywood movies 


on their mobile phones at heights of 


16,000 feet. It can sometimes be the 
only form of community entertainment 
for these men who are either busy 
escorting tourists up and down moun- 
tains during the busy season, or who 
have no television at home. Their 
phone is not just their phone—it is 
their radio, Mp3 player, gaming console 
as well as television. 





This is a phenomenon that is 
rapidly becoming commonplace 
throughout small town and rural 
India, where memory cards loaded 
with content are being snapped up 
by cellphone-toting youngsters at a 
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rapid rate. This is precisely the 
audience that Media Magic—started 
by entrepreneurs Vijay Singh and 
Vivek Palod—is determinedly 
targeting. “There is a big opportunity 
in these markets,” says Palod. “Besides, 
it makes a lot of commercial sense. 
The lease rentals in metros and bigger 
towns don't justify the competitive 
business that we are in. We wanted 
our own level playing field and ecosys- 
tem to grow with our franchisees,” 
he adds. (Prior to launching Media 
Magic, Singh and Palod had started 
Mobile Magic, a chain which sold cell 
phones and accessories. ) 

Media Magic sells content in the 
form of pre-loaded 265 memory cards 
that are hard to resist for anyone 
starved of entertainment in the 
hinterland. These cards contain full- 
length hit Bollywood movies such as 
the Akshay Kumar-starrer Bhool 
Bhulaiyaa or even older classics like 


Let us entertain you: 
Vijay Singh (L) & Vivek Palod 





Bobby. Also available is a vast range 
of film music, wallpapers and games. 
Customers can procure these cards— 
ranging from Rs 399 to Rs 599 
each—through Media Magic's own 
stores or dedicated kiosks at mobile 
retail shops or at most general stores 
where the firm doesn't have a pres- 
ence. The company sells content in 
Hindi as well as Marathi, Bhojpuri 
and Bengali. 


Small Town, Big Market 
Media Magic's rural foray makes good 
business sense from a number of per- 





MOBILE MAGIC AND MEDIA MAGIC 
Founded in: Mobile Magic, 2004 and Media Magic, 2008 


Focus: Has brought entertainment to the rural consumers on their hand-held 
devices (mobile phones) at a low cost and easy mode of delivery 


Scale of Business: Mobile Magic's revenues are Rs 20 crore but stalling. 
Media Magic revenues are Rs 10 crore but the company expects to log 
Rs 40 crore by the end of this fiscal (March 2010) 


Presence: 48 stores in 30 towns across 9 states (mainly the west and north). 
Looking to move into the south. Media Magic products such as pre-loaded 
memory cards are sold in their own outlets as well as in general stores in 
small towns 


Investors: The first Mobile Magic store was set up with a bank loan and thereafter 
through a franchisee model. Currently looking for funding for Media Magic 
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spectives. First, its founders are 
both small town boys—Palod is 
from Jalgaon and Singh from 
Nagpur (both in Maharashtra)— 
and they have an instinctive feel 
for their market and customer de- 
mography. Secondly, they have 
hinged their business model on 
solving the one significant bar- 
rier to content delivery in rural 
India. "Physical content delivery 
makes more sense than the on- 
line model because broadband 
penetration and connection is still 
low in rural areas,” says Palod. 
Thirdly, the market for mobile 
content is huge—some Rs 4,850 
crore—and growing fast. 

So far, Media Magic is the most 
visible player hawking content 
cards to rural India. It's domi- 
nance in this market is further 
solidified by exclusive tie-ups with 
Hungama Digital Media 
Entertainment (all digital content) 
and Shemaroo (movies and 
videos), the biggest players in the 
digital content space today. 
Moreover, its partners are buoyant 
about the company's prospects. 
"Media Magic has very good mo- 
bile retail distribution presence 
across the country and rich media 
content for the mobile space rides 
well on this,” says Hiren 
Gada, Director, Shemaroo 
Entertainment. “Its rural pres- 
ence is big and that's a plus for a 
company like ours. We have seen 
there is a huge appetite for content 
from this market," he adds. 

After four years, Mobile Magic 
stores are spreading fast: from the 
interiors of Maharashtra and Gujarat 
in the west, to the interiors of up and 
Bihar in the north. From three ex- 
clusive stores in the first year, the 
company has expanded into a chain 
of 45 franchisee stores dotted across 
30 towns in nine states. One can find 
Mobile Magic stores in Sangli, Latur. 
Satara, Karar, Jaunpur, Meerut and 
Hardoi, to name a few. 
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RURAL KINGS OF CONTENT 


@ No direct competitor in the memory 
card space 


e Exclusive content deals with Hungama 
(all digital content) till 2011 and Shemaroo 
(movies) till 2012 


@ Is selling its products even through rivals 


such as Spice Mobile's Hotspot and 
Essar's MobileStore 


e Large current rural consumer base of 


100 million 


Five years ago, Palod and Singh 
had different ambitions, primarily 
selling cell phones and accessories 
in Nagpur. The switch in focus from 
handsets to mobile content was a no- 
brainer. “The retail business is cur- 
rently seeing a slump and the margins 
in this business are as low as 3-5 per 
cent,” says Singh. “We realised that 
the content services business had 
more potential since, for most youths 
in small towns, the mobile phone 
doubled up as an entertainment de- 
vice,” he adds. The two figured that 
margins in this still-nascent market 
were upwards of 20 per cent. Despite 


the downturn, Media Magic has 
had a turnover of Rs 10 crore that 
is expected to reach Rs 40 crore for 
the year-ending March 2010. 
Media Magic has also garnered 
a number of important fans, 
including retail mogul Kishore 
Biyani. The company was the win- 
ner of corporate reality show Chota 
Business Bade Sapne, Ban Jao Biyani 
organised by Future Group and 
a leading Hindi business channel, 
outstripping 2,500 other con- 
Ltestants from across the country. 
“I found the promoters of Media 
Magic to be extremely grounded. 
They are in touch with the re- 
gional trends and know the pulse 
of the rural consumers very well,” 
says Bivani. The promoters are 
now looking to raise $2 million 
(Rs 9.6 crore) for expansion pur- 
poses and plan to set up touch 
screen kiosks to sell content at air- 
ports and malls in small towns. 


Will the Big Boys Play? 
Media Magic's biggest hurdle 


going ahead is the fact that the 
landscape for card-driven con- 
tent is deeply fragmented. While 
the company's exclusive tie-ups 
give it a leg-up on the competi- 
tion, handset companies like 

Nokia and service providers like 

Airtel are increasingly offering 

free downloads to consumers, 
thereby likely to erode its revenue 
pie. Plus, if and when heavy hit- 
ters like Biyani's Future Group or 
Essar Group's Mobile Store decide to 
jump into the rural content game, 
Media Magic will have to come up 
with a whole new bag of tricks to 
keep up with these giants' retail- 
ing, marketing and distribution 
firepower. 

Until then, however, Singh and 
Palod's magic will continue to 
spread across small towns and 
villages across India. © 
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New residential projects are being launched LEADING LATECOMERS 


City-wise ranking for projects delayed. 


by real estate developers across the "^ DUM. — Me wo 


country even as existing ones are some PROJECTS 
distance from their scheduled completion. Bangalore 575 309 54 


SATISH KAUSHIK 





TEJEESH N.S. BEHL Pune 665 305 46 
Mumbai 501 233 47 
Hyderabad 356 199 56 
eal estate developers may or may not have sighted green : 
shoots but they are certainly citing that as the reason for Chennai 209 m 53 
the burst of new project launches in the residential seg- Navi Mumbai 181 101 56 
ment. of Course, given the current rage, most of these are Kochi 140 87 62 
in the affordable segment—depending again on what 
one’s affordability quotient is—priced in the sub-Rs 40 lakh range. Ghaziabad 18 84 71 
Developers, for their part, are promising possession within a two- to three- Gurgaon lO 78 71 
year period from launch of construction—which, going by their 
Kolkata 152 64 42 


recent record, may not inspire confidence. "I don't think most of the ear- 
Source: PropEquity Research 
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lier projects which got delayed were due to non-absorption—most 
developers were over optimistic about their timelines for com- 
pletion, not factoring in the delays in getting licences and clear- 
ances from local civic authorities,” observes Anuj Puri, Chairman 
and Country Head, Jones Lang LaSalle Meghraj (JLLM). 

That may be true. Omaxe's The Forest on Surajkund Road 
in Delhi-NCR was stuck due to issues related to mining clearances 
for a couple of years after its launch and the company has only 
now begun construction of these super-luxury apartments. 
There were, of course, additional factors at play, among them a 
lack of management bandwidth to successfully execute ambitious 
projects and restrictive cash flows as many developers had 
spread themselves too thin. 

‘There is, however, some trepidation on Puri's part to issue a 
certificate of hunky-dory-times-are-back-again to the real estate 
sector. “The situation will only be clear by the next quarter 
and while there are early indications that the market has bottomed 
out, it certainly does not mean that developers can start in- 
creasing prices,” he cautions. Indeed, as the recent launches 
demonstrate, pricing remains a key factor in the absorption of real 
- estate by end-users. "Some of the projects which have been 
-. launched at prices lower than the prevailing market rate have seen 
very fast sell-outs," points out Anshuman Magazine, Managing 
Director, C B Richard Ellis. A recent case in point was the DLF 
Capital Greens project on Shivaji Marg, New Delhi, where the sale 
price was kept 25 per cent lower than the prevailing market 
price—and the company does claim a complete sell-out. Which 
does imply that while the worst may be over for the realty sector, 
developers aren't uncrossing their fingers yet as certain micro mar- 
kets could still witness some correction in the months to come. 

So is the recent slew of launches a diversionary tactic by de- 
velopers to gloss over non-compliance with scheduled possession 
timelines of earlier much-hyped projects? Or is it a survival tac- 
tic to tap into a growing market segment and boost the cash flows, 
which can then partly offset the costs of construction of existing 
projects that have been delayed? Highly unlikely, says Magazine, 
as the financial institutions will not allow jugglery of money any 
more, especially in the real estate sector. Besides, developers 
today are operating in a far more competitive environment 


"Some of the projects which have 
been launched at prices lower than 
the prevailing market rate have seen 
very fast sell-outs." 


-< -Anshuman Magazine, Managing Director, C B Richard Elli 
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with improved application performance 
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results in improved service and a more 
satisfying experience, 
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Some key projects across the country running late on deliveries. 
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" Sources: Real Estate Intelligence Services (REIS) Jones Lang LaSalle Meghraj and Industry estimates 


where buyers are vigorous in getting under the developers' 
skin for any inordinate delays in house possession and 
may stop paying the construction-linked installments. 

Sure, developers offer a compensation of Rs 5 per square 
leet per month in case of any delay on their part in handing 
over possession but that's small change compared to what 
prospective buyers pay for their apartments. Besides, many 
prospective buyers, wary (and weary) of taking recourse to 
legal action against the company. simply decide to pull out 
ofthe project and get their investment refunded. Interestingly. 
the DLF spokesperson. while denying any of the company's 
projects were running late, said government regulations ex- 
empt the developer from any penalty for delays of upto six 
months in delivery—a rule nobody yet appears to be aware 
of. "More than any government rule, I think buyers need to 
read the fine print of the sale agreement carefully to check if 
there are any such clauses in them," advises Magazine. 
Even so, DLF had to slash prices in its Garden City project in 
Chennai after buyers banded together and flexed their mus- 
cle following a delay in the project's construction. 

Also, as R. Nagaraju, Vice President, Corporate Planning 
and Strategy. Unitech, points out, the delays in projects 


"Most deve 





lopers were 





from local civic authorities" 
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optimistic 
about timelines and did not factor in 
the delays in getting clearances 


Anuj Puri, Chairman and Country Head, Jones Lang LaSalle Meghraj (JLLM) 


scheduled for completion last year onwards were due to the 
extraordinary situation prevailing in the economy and 
developers are trying to expedite the construction of these proj- 
ects. “One must also realise that customers are also par- 
tially to blame as they did not make payments on time. We 
have currently over Rs 1,000 crore outstanding receivables 
from customers—some of whom were not disbursed even their 
sanctioned loans," he adds. In fact, many of Unitech's resi- 
dential projects are running late by as much as a year due to 
reasons emanating from the developer and the buyer side. And 
that's best reflected in the state of its Grande project on the 
Noida Expressway in the National Capital Region (NCR), 
Here, the company has been forced to revise its plans for 
opting for mixed-use development and include non- 
premium category accommodation. 

For the record, a group residential housing project takes 
2.5-3 years to complete. Which explains why buyers, prob- 
ably wary of the developers’ promises of delivering within the 
stipulated time line given their recent record, are opting to put 
their money into the secondary market. This despite the 
offerings in the resale market coming at a much higher 
price tag than the launch prices of the new projects. However, 
Magazine believes a majority of fresh sales 
in the residential segment are directly 
from the developer to the buyer. “There are 
obvious advantages of paying in install- 
ments as against coughing up a lump- 
sum, which is the case for secondary sales,” 
he avers. But for the buyers, it clearly 
seems to be a case of a bird in hand being 
better than one two years hence. © 
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Harvard Business Review Exclusive 


A pick of articles from HBR in every alternate issue of Business Today 


7 WAYS TO 


Fail 





Lessons from the most inexcusable business failur 





g 


the past 25 years. paui B. CARROLL AND CHUNKA MUI 


usinesses rack up losses for lots of reasons— 
reasons not always under their control. 
The vs airlines can't be faulted for their 
grounding following the 9/11 attacks, to be 
sure. But in our recent study of 750 of the 
most significant Us business failures of the past quarter cen- 
tury, we found that nearly half could have been avoided. 
In most instances, the avoidable fiascos resulted from 
flawed strategies—not inept execution, which is where most 
business literature plants the blame. These flameouts— 
involving significant investment write-offs, the shuttering 
of unprofitable lines of business, or bankruptcies 
accounted for many hundreds of billions of dollars in 
losses. Moreover, had the executives in charge taken a look 
at history, they could have saved themselves and their 
investors a great deal of trouble. Again and again in our 
study, seven strategies accounted for failure, and evidence 
of their inadvisability was there for the asking. 
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Take adjacency moves. Frequently what appears to be 
an adjacent market turns out to be a different business 
altogether. Laidlaw, the largest school-bus operator in 
North America, bought heavily into the ambulance 
business in the 1990s, figuring its logistics expertise would 
carry over to that kind of enterprise. It turned out that 
operating ambulances isn't really a transportation busi- 
ness—it's part of the intricate and highly regulated med- 
ical business. Laidlaw struggled with negotiating 
contracts and collecting payments for its services, before 
selling off its ambulance units at a considerable loss. 

The underlying business moves we discuss here 
aren't always bad ideas; they've generated a tremendous 
amount of wealth for some companies. But they are 
alluring in ways that can tempt executives to disre- 
gard danger signals. In this article, we'll describe the 
seven risky strategies and offer advice on how to resist 
their charms. 
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HBR EXCLUSIVE 


1. The Synergy Mirage 
Often a company seeks growth by join- 
ing forces with another firm that has 
complementary strengths. The whole isn't 
always greater than the sum of its parts, how- 
ever, Look at the 1999 merger of disability 
insurers Unum and Provident, which operated 
in the group and individual markets, respec- 
tively. Executives thought that each company’s 
salespeople would be able to sell the other's 
products, but the two businesses served en- 
tirely different customers through different 
models. Unum's sales reps called on corpora- 
tions to sell group policies; Provident's crafted sales pitches 
for individuals. They had different skills and no particular 
desire to collaborate on cross-selling. Joining the two 
companies proved costly and complicated. The merger 
just ended up producing higher prices for everyone and an 
aggressive posture toward denying claims, which provoked 
a series of lawsuits that imperiled UnumProvident' s rep- 
utation and finances. Unum eventually undid the merger, 
dropping the Provident name and exiting the individual 
market in 2007. Its stock price plummeted and is still 
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Quaker Oats overpaid for Snapple, which it acquired to fr« 


less than half what it was in 1999, and the company 
continues to cope with class action suits from claimants. 

Even when synergies do exist, excitement over them 
can lead a company astray. Quaker Oats overpaid horribly 
for Snapple, which it acquired to freshen up a dowdy 
brand and gain access to Snapple's direct-store-delivery 
system and network of independent distributors. At the 
time, analysts warned that the $1.7-billion price might be 
as much as $1 billion too high. Quaker never dug deep 
enough to understand Snapple's distributors. who fought 
efforts to push Gatorade and other Quaker products. Just 
three years after the acquisition, Quaker sold Snapple for 
$300 million. Synergies can prove problematic in more sub- 
tle ways, too, as when executives focus so much man- 
agement time and energy on capturing them that they lose 
out on other, more fruitful opportunities. And clashes of 
culture, skills, or systems can make it impossible to achieve 
even synergies that seem easy and obvious. 


2. Faulty Financial Engineering 
Aggressive financial practices don't necessarily lead to 
fraud, but they can be dicey. The stakes are high—brands 
and reputations and even entire businesses can crumble 
as a consequence, and corporate officers may be exposed 
to massive fines and even prison. 
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(For IIPM Delhi. At 125, it’s international placements figure stood ahead of all the IIMs and ISB for the class of 08) 





While others were discussing the slowdown... 
At IIPM, we were working on how to beat it!! 
For the class of ‘09... 


2550 Already Placed! 
55 Placed Internationally! 
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Ranked 9th in Placements amongst all B-Schools in India! 


But we place more students than the other 9 B-Schools from 
(Zee Business B-School Rankings 2008) 


the top 10 B-Schools put together! 
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TO MORE STUDENTS! 


THE TIMESO OF INDIA 


Companies Snap Up 


Non-lIM B-School Grads 


21st March, ‘09: BANGALORE: While the final placement 
season at the IIMs was grim this year, other B-schools based 


in Bangalore are celebrating... ^.. So far, 1,500-plus IPM 
students across the country have been placed, with 44 
bagging international offers and over 450 companies 
coming to the campus..." 


IEEE ipu SETTO BEAT 
Economic Slowdown! 


gi 3th March, ‘09: EXPRESS NEWS SERVICE: After setting 
new benchmarks in Bschool placements last year, the 
Indian Institute of Planning and Management (IIPM) has 
innovated to re-establish its superiority in placements in the 
Current period of reduced growth. Data shows that 1,500- 
plus students at IIPM have already been placed on campus... 


Modules 
Introduced To 
Combat Recession 


1500 FROM IIPM GET JOBS 


10th March, ‘09: Mumbai: While graduates from IIMs are 
settling for jobs in PSUs, 1500 out of the 2600 students 
of IPM have already been placed on campus... the key 
recruiters this year were ADAG - Reliance Life Insurance, 
American Express, Axis Bank, Deutsche Bank, HDFC 
Bank, Hindustan, Unilever Ltd., Wipro KPO, Yamaha 
Motors, India Bulls Securities... 


‘THE Economic TIMES 


7th March, ‘09: New Delhi: IPM has managed to place 
1442 students from its campuses across the country in 400 
companies... last year , of the 2600 students, 1600 had got 
offers by this time... In 2008 , while IPM had the second 
highest international placements (165) among the 
B-Schools in India, its Delhi campus boasted of the 
highest (125) no. of International placements as a 
single institute... 
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techniques tend to veer toward fraud, even when outside 
auditors have blessed them. Like other aggressive prac- 
tices, they're powerfully addictive: Investors reward 
increased profits, which leads the company to scramble 
for even greater creativity. 


3. Stubbornly Staying the Course 

Redoubling your investment in your current strategy in 
response to market signals is a strategy in itself, and it 
can lead to disaster. Executives too often kid themselves into 
thinking that a problem isn't so severe or delay any 
reaction until it is too late. Eastman Kodak stuck to its core 
in the face of a blatant danger: digital photography. 
Company executives had made a detailed analysis of the 
threats posed by digital technology as far back as 1981 





(when Sony introduced the first commercial electronic 
camera, the Mavica) but couldn't shake their attachment 
to prints and traditional processing. The margins were hard 
to pass up as well-—60 per cent on film, chemicals, and 
processing. versus 15 per cent on digital products. Digital 
technology also eliminated the huge recurring revenue 
stream that came from film and reprints (though some 
companies—HP and Epson—now profit from recurring 
revenues from ink cartridges for printers). 

This is a common reason companies don't change 
course: The economics of the new model don't measure 
up to the economics of the old. Companies also falter 
because they don't consider all the options. Kodak's 
executives couldn't fathom a world in which images 
were evanescent and never printed. The company fought 
only a rearguard action against digital cameras and 
didn't make a big move into the space until the early 
2000s. It now has a share of the online photo-posting 
market, but its hesitation was costly: Over the past decade, 
Kodak has lost 75 per cent of its stock market value. As of 
2007, the company had fewer than a third of the number 
of employees it had 10 years earlier. 

Pager company Mobile Media had even less of an 
excuse to stand by its strategy, because pagers were 
essentially a fad that lasted only several years. They were 
a status symbol in the mid- 1990s, when cellphones were 
still bulky and calls expensive. But even as cellular tech- 


nology followed Moore's law, Mobile Media acquired 
other pager companies and focussed on designing new- 
generation technologies that nobody wanted. Following 
a purge of senior executives, Mobile Media filed for 
bankruptcy in January 1997, But the brunt of the decline 
in paging was borne by Arch Communications, which 
bought Mobile Media in 1999. 

It isn't just fast-moving technology companies that 
fatally ignore new threats. Pillowtex was an old-line 
company that manufactured pillows, comforters, and 
towels. It grew steadily for decades—iargely through 
acquisition—and by 1995, reached annual sales of almost 
half a billion dollars. In 1994, however. the United States 
began to phase out quotas on imports, Other companies 
immediately began outsourcing production to developing 
countries so they could compete with low-price imports, but 
Pillowtex redoubled its acquisition efforts, hoping that 
efficiencies from scale would give it an edge. The company's 
sec filings from the late 1990s barely mention outsourcing 
as an option, instead highlighting the $240 million that 
Pillowtex spent on new, efficient machinery for its us 
plants in 1998 alone. Two bankruptcies later, the company 
shut down in 2003 and was liquidated. Although part of 
the company's rationale for keeping manufacturing in 
the United States was to protect American workers, 6,450 
lost their jobs. The layoff was the largest in the history of 
the us textile industry. 


4. Pseudo-Adjacencies 


Adjacent-market strategies attempt to build on core org- 


by, say, selling new products to existing customers, or 
existing products to new customers or through new chan- 
nels. Such strategies are often sensible; they fuelled much 
of General Electric's growth under Jack Welch. But in 
our research we found many cases where ill-conceived 
adjacencies brought down even storied firms. Oglebav 
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Norton, a regional steel provider, is just one example. 
After 143 years, the Cleveland-based company was look- 
ing to diversify because steel was in decline. Limestone 
seemed like a logical choice because Oglebay's shipping 
business was already hauling it for its steel mills. Limestone 


$1.8 billion write-down on it in 2000. 

Finally, adjacency strategies tended to flop when a 
company overestimated its hold on customers. Just because 
people buy one service from you doesn't mean they'll 
buy others. Several utilities seeking to expand in the mid- 


Adjacency strategies flop when a company overestimates its hold on customers. 
Just because people buy one service from you doesn't mean they'll buy others. 


is used in steel production to separate impurities, which are 
removed before molten iron is turned into steel. It has 
many other industrial uses, especially in production. 
Oglebay began buying up limestone quarries, but it 
lacked a fundamental understanding of the limestone 
business. For one thing, iron ore was shipped on the Great 
Lakes, mostly on 1,000-footers, but limestone often needed 
to be transported on rivers to get closer to customers. 
That required much smaller vessels, which Oglebay didn't 
have in its fleet. The company filed for bankruptcy on 
February 23, 2004, with $440 million of debt, most of 
which was incurred as part of the push into limestone. It 
would emerge from bankruptcy, but never recover its 
footing. After selling off its fleet piecemeal to retire its 
debt, it was acquired by Carmeuse North America. 
Four patterns emerged among the failed adja- 
cency moves in our research. The first was that a 
change in the company's core business, rather than 
some great opportunity in the adjacent market, drove 
the move—witness Oglebay Norton's desperation to re- 


duce its reliance on steel. A second was that the com- SE 
pany lacked expertise in the adjacent markets, leading 


it to misjudge acquisitions and mismanage competitive 
challenges. Avon made this mistake with a move into 
health care in the early 1980s, including the acquisition 
of medical-equipment-rental businesses and substance- 
abuse centres—a strategy justified by its "culture of car- 
ing." But these acquisitions did nothing to build on 





Avon's core asset, its door-to-door sales force, and 


overlooked the regulatory realities, in which it had no ex 
pertise. Avon took a bath. After significant losses, it 
took a total charge of $545 million for dismantling its 
health care business in 1988. 

The third recipe for disaster was overestimating the 
strength or importance of the capabilities in a core 
business. Successful companies are particularly prone 
to this; their ability to achieve in their own market 
makes them overly optimistic about their prospects in oth- 
ers. Laidlaw, the school-bus operator, fell victim to this 
type of thinking when it figured it could leverage its 
considerable expertise in logistics in the ambulance serv- 
ices business and went on a buying spree. The company 
suffered big losses in the ambulance business, taking a 
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1980s fell prey to this kind of thinking. When regulators 
began threatening to cut rates, utilities looked for 
opportunities in other industries. Some made a classic 
mistake: They jumped into high-growth markets without 
having any idea about whether they were qualified to 
operate in them. They thought they could simply leverage 
their customer bases and sell them products like life 
insurance, but they found few buyers. 


5. Bets on the Wrong Technology 
The huge rewards for breakthrough products and services 
understandably inspire many companies to search 
relentlessly for the next Google or eBay 
or iPod. Still, in our research we discovered that 
many technology-dependent strategies were ill- 
conceived from the get-go. No amount of 
luck or sophisticated execution could 
have saved them. To keep pur- 
suing the strategies that pro- 
duced these failures-—some 
quite spectacular—compa- 
nies had to go to great 
lengths to deceive themselves. 
Motorola's Iridium satellite- 
telephone unit—a $5 billion venture 
that filed for Chapter 11 less than a 
year after the phone system went live— 
is widely cited as a failure of execution or 
marketing. In fact, the failure stemmed 
from a misguided captivation with 
technology. The project began in the 
1980s to solve a legitimate problem: 
Cellphones were expensive and lacked global connectivity, 
and existing satellite alternatives were cumbersome and 
unreliable. But as Motorola pursued its development 
plans, it ignored its own engineers' warnings that the ul- 
timate product would share the limitations of early 1980s 
cellular technology even as cellphones got better and 
cheaper with every passing year. Motorola was so 
enamoured with its technology that its market research 
amounted to little more than marketing. For instance, 
when it asked if customers would like a global portable 
phone for a "reasonable price," it didn't define "reasonable" 
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as an initial outlay of about $3,000, plus monthly charges 
and pricey minutes; and its description of a phone that 
would “fit in your pocket” assumed that your pocket 
would hold a brick. 

Federal Express made a similar mistake in the mid- 
1980s with Zapmail, a service whereby couriers would pick 
up paper documents and deliver them to a nearby 
processing centre, where they would be faxed to another 
processing centre, close to the destination, and delivered by 
courier to the recipient, all within two hours. The price was 
$35 for up to five pages, with a discount and faster delivery 
if the customer brought the documents into a FedEx office. 
At the time, few companies owned fax machines, because 
they were expensive and transmission quality was often 
poor. As prices fell and the technology improved rapidly, 
fax machines proliferated; soon it seemed silly to use 
FedEx as an intermediary. In 1986, FedEx shut Zapmail 
down, taking a $340 million pretax write-off after losing 
$317 million during its two years of service. 


6. Rushing to Consolidate 

As industries mature, the number of companies in them 
diminishes. Holdouts have an incentive to combine and 
reduce capacity and overhead and gain purchasing and 
pricing power. Our research shows that it is sometimes bet- 
ter to sit back and let others fumble through consolidation. 





reportedly stealing goods off delivery trucks and then 
logging complete shipments into stores. In 1987, Ames lost 
$20 million worth of merchandise and couldn't tell why. 
Even as the company struggled to integrate G.C. Murphy, 
Ames's managers went for another, bigger, takeover—~ 
Zayre, for which it paid $800 million, a glaring 
overpayment. The company filed for bankruptcy in 1990, 
but recovered only to make the same mistake again. 
After struggling with the disastrous acquisition of Hills 
Department Stores, Ames again filed for bankruptcy in 
2000 and was liquidated in 2002. 

Consolidation plays are subject to several kinds of 
errors. For one thing, you may be buying problems along 
with assets. Ames repeatedly overlooked the fact that 
many of the stores it bought were damaged goods. For 
another, increased complexity may lead to diseconomies 
of scale. Systems that work well for a business of a certain 
size may break as a company grows. USAir bought Pacific 
Southwest Air for $385 million in 1987 to expand into the 
West and then bought archrival Piedmont for $1.6 billion. 
The company almost tripled in size in a bit more than a 
year, and its information systems couldn't handle the 
load. Service suffered, computers repeatedly broke down on 
payday, and crews were taxed to the limit by their new 
schedules. Before the merger, USAir and Piedmont had 
operating profits six to seven percentage points higher 


Consolidations are subject to several kinds of errors... you may be buying problems 
along with assets... or companies may not be able to hold on to customers of a 
company they buy, especially if they change the value proposition. 


Though there's more glory in being the buyer, it may 
be wiser to sell and pocket the cash before industry 
conditions deteriorate. 

Take the demise of Ames Department Stores. The 
company pioneered the concept of discount retailing in 
rural areas four years before Sam Walton 
got into the game. But it got reckless in 
its attempts to build a national pres- 
ence. In its zeal to compete with Wal- 
Mart, Ames made a series of acquisitions, 
without adequately considering what 
it would take to win that battle. 
The moves didn't build on its core 
strength—merchandising—and 
exacerbated its greatest weaknesses: 
back-office systems like accounting. For 
instance, after Ames acquired discount chain 
G.C. Murphy in 1985, it suffered an enormous 
amount of shrinkage (industry speak for theft) 
because it had no system for checking inveti 
tory. Disgruntled Murphy's employees were 














than the industry average: after the merger operating 
profits were 2.6 points below the industry average. 

Furthermore, companies may not be able to hold 
on to customers of a company they buy. especially if 
they change the value proposition. And last, other options 
may be preferable to being the industry's consolidator. 
Ames didn't have to go toe-to-toe with Wal-Mart. It 
was doing nicely as a regional retailer with a far more 
limited product line. As far as we can tell, Ames never 
considered holding on to its position and potentially 
selling out to Wal-Mart down the line. 


7. Roll-ups of Almost Any Kind 
The notion behind roll-ups is to take dozens, hun- 
— dreds, or even thousands of small businesses and 

combine them into a large one with increased pur- 

chasing power, greater brand recognition, lower 
capital costs, and more effective advertising. But re- 
search shows that more than two-thirds of roll-ups 


|} have failed to create any value for investors. 


We were interested to find that many roll-ups 
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were afflicted by fraud—among them, mc! WorldCom, 
Philip Services, Westar Energy, and Tyco—but we won't 
focus on those in this article because for the most part the 
lesson is simply: “Don't do it.” Instead, let’s look at the 
fortunes of Loewen Group. Based in Canada, it grew 
quickly by buying up funeral homes in the us and Canada 
in the 1970s and 1980s. By 1989, Loewen owned 131 
funeral homes; it acquired 135 more the next year. 
Earnings mounted, and analysts were enthusiastic about 
the company’s prospects given the coming “golden era of 


decipher at this point, so they focus on revenue, and 
executives know that they don't have to worry about con- 
sistent profitability until the roll-up reaches a relatively 
steady state. Operating costs frequently balloon as a re- 
sult. Worse, knowing that the company is in buying 
mode, sellers demand steeper prices. Loewen overpaid for 
many of its properties. In another case, as Gillett Holdings 
and others tried to roll up the market for local television 
stations in the 1980s, the stations began demanding 
prices equal to 15 times their cash flow. Gillett, which 


Enormous value lies in learning from companies that have lost millions, if not 
billions, in pursuit of fundamentally flawed strategies. 


death"—the demise of baby 
boomers. 

Yet there wasn't much to be 
gained from achieving scale. 
Loewen could realise some effi- 
ciencies in areas like embalming, 
hearses, and receptionists, but 
only within fairly small geo- 
graphic proximities. The heavy 
regulation of the funeral indus- 
try also limited economies of scale: 
Knowing how to comply with the 
rules in Biloxi doesn't help much 
in Butte. A national brand has 
little value, because bereaved customers make choices 
based on referrals or previous experience, and being per- 
ceived as a local neighbourhood business is actually an ad- 
vantage. In fact, Loewen often hid its ownership. And it 
damaged whatever reputation it did have with its meth- 
ods of shaming the bereaved into buying more expensive 
products and services (such as naming its low-end casket 
the "Welfare Casket"). 

Nor did increased size improve the company's cost of 
capital. Funeral homes are steady, low-risk businesses, 
so they already borrow at low rates. The cost of acquiring 
and integrating the homes far outweighed the slight scale 
gains. What's more, the increase in the death rate that 
Loewen had banked on when buying up companies never 
happened. Fast-forward several years and the company filed 
for bankruptcy, after rejecting an attractive bid. 
(Relaunched under the name Alderwoods, Loewen was sold 
to the same suitor for about a quarter of the previous offer.) 

Often roll-ups cannot sustain their fast rate of 
acquisition. In the beginning, all that matters is growth— 
buying a company or two or four a month, with all the 
cultural and operational issues that accompany a 
takeover. Investors know that profitability is hard to 





bought 12 stations in 12 months 
and then acquired a company 
that owned six more, filed for 
bankruptcy protection in 1991. 

Finally, roll-up strategies of- 
ten fail to account for tough times, 
which are inevitable. A roll-up is 
a financial high-wire act. If com- 
panies are purchased with stock, 
the share price must stay up to 
keep the acquisitions going. If 
they're purchased with cash, debt 
piles up. All it took to finish off 
Loewen was a small decline in 
the death rate. For Gillett, it was an unexpected rv ad 
slump. When you go into a roll-up. you need to know ex- 
actly how big a hit you can withstand. If you re financing 
with debt, what will happen if you have a 10 per cent— 
or 20 per cent or 50 per cent—decline in cash flow for two 
years? If you're buying with stock, what if the stock price 
drops by 50 per cent? 


The vast majority of business research focusses on 
successful companies, in an effort to generalise from their 
traits, tactics, or strategies. Executives scrutinise healthy 
businesses for best practices they might be able to imitate. 
Our research looks at the data that others tend to ignore: 
companies that tried to do the same thing as the winners 
and failed. We know that companies are capable of learning 
from failure, given the right incentives. Airlines have a 
better-than-average record on preventing disaster because 
their own personnel go down with customers. Perhaps. 
that's an overly dramatic example, but we do believe that 
enormous value lies in learning from companies that 
have lost millions, if not billions, in pursuit of fundamen- 
tally flawed strategies. © 
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NEW PARADIGM 

OF COMPETITIVENESS: 
POSITIONING ITC 





FOR THE CHALLENGES 
OF TOMORROW 


Speech by Mr. Y. C. Deveshwar, Chairman, ITC Limited 
at the 98th Annual General Meeting, 24th July 2009 


The year gone by has indeed been one of the most challenging for the 
world economy. The unprecedented financial crisis, acknowledged today as 
the worst since the Great Depression, has brutally shaken the foundations 
of some of the strongest economies in the world. Nearly 40 million jobs have 
been lost. Cumulative losses from bankruptcy, closures and failed businesses 
are pegged at trillions of dollars. Though Governments across continents 
have responded speedily and in rare unison, the path to recovery is expected 
to be long and arduous 

India has not been immune to this shock. While at the aggregate level, 
our country has displayed remarkable resilience sustaining relatively high 
growth rates, several sectors have been adversely impacted. Though there 
are signs today of a muted recovery, it is early days yet to signal a full-fledged 
revival. 

Despite this pall of gloom that bears on us, there are reasons to remain 
optimistic and confident. India's inherent strengths provide a strong foundation 
to better withstand the aftermath of the downturn in the global economy 
The recent election of a strong and stable Government, displaying the finest 
traditions of a vibrant democracy, have also ignited new hopes and the 
expectation of a better tomorrow 


FINANCIAL PERFORMANCE 





Despite the very difficult external economic environment, your Company 
delivered another year of steady performance. Gross Turnover for the year 
grew by 8.4% to Rs. 23143.53 crores. Net Turnover at Rs. 15388.11 crores 
grew by 10.3% driven by a robust 20% growth in the non-cigarette 











FMCG businesses. The non-cigarette portfolio accounted for 51% of the 
Company's Net Turnover. EBIDTA grew by 7.5 % to Rs. 5393.47 crores, 
while Post-tax profit at Rs. 3263.59 crores registered a growth of 4.6%. Cash 
flows from Operations touched an all time high of Rs. 4706 crores 

Your Company's creation of national assets in agriculture, 
manufacturing and services has helped build a secure future for the 
Company, its stakeholders and the nation. With your valued support, your 
Company has invested in the businesses of the future based on strong 
capabilities in R&D, innovation and technology. Strengthened by robust 
farmer relationships, world-class manufacturing practices, and a rich lineage 
of branding, trade marketing and distribution, your Company is moving 
purposefully ahead to continuously create superior value for all its stakeholders. 


THE CHALLENGES OF DEVELOPMENT 





The recent global financial meltdown is indeed an important wake up call 
for the world economy. It is more than evident today that Economic Growth 
and Sustainable Development are not necessarily the same thing. The last 
century and a half, since the Industrial Revolution, has witnessed unparalleled 
material development. Unfortunately, such material development has come 
at a significant cost 

It is indeed a tragedy that more than half of the global population is still 
plagued by the worst forms of poverty, hunger and disease. A UNDP Report 
prepared a few years ago, pointed out that 10 96 of the richest adults in the 
world own as much as 8596 of the world's household wealth, while the 
bottom 50% have to contend with only 1% of household wealth. These 
widening income inequities are indeed a source of widespread discontent 
and social alienation. The spectre of social unrest and terrorism threaten 
every corner of the world today. This divide is of even more concern to 
developing nations. With large numbers of people living on the edge of 
despair and insecurity, these disparities make them extremely vulnerable 
and create unstable societies 

Aggravating these inequities is the tremendous strain imposed on nature's 
life support systems. For decades, the growth process has paid scant attention 
to replenishing the rich natural resources inherited over many generations 
As a consequence, in less than half a century, the world has lost a fourth of 
its topsoil and a third of its forest cover. In the last 35 years alone, a third 
of global bio-diversity was forfeited. Scientific evidence today confirms that 
humanity's demand on the planet's living resources now exceeds its 
regenerative capacity by a wide margin. It now takes the Earth one year and 
four months to regenerate resources used in a single year. And if this continues 
apace, the equivalent of two Earths will be needed to support humanity's 
resource requirements by mid 2030s. The current global economic model 
is therefore clearly unsustainable. 

Indeed, the world has been living far beyond its means. And in the process, 
the future has been seriously compromised. The global economic 
mode! has perpetuated a system of rewards that focuses only on the 
generation of financia returns. In such an environment, the source of 
competitiveness for business is derived from a relatively narrow purpose of 
expanding consumer franchise and enhancing shareholder value. Conventional 
Balance Sheets and Profit & Loss Statements also do not take into account 
the cost burden of social inequities and ecologica! destruction. Unfortunately, 
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such an approach has left a deferred cost burden to be borne by society and 
future generations. And that cost is today spiraling out of control, threatening 
future economic progress. 











Even as societies grapple with these challenges, the world is today 
confronted with yet another impending catastrophe. This relates to the 
phenomenon of global warming and climate change. Scientific evidence 
available today not only confirms the acceleration of global warming, but 
warns that an increase beyond 2 degrees would trigger an irreversible “tipping 
point”, exposing the planet to unmitigated disaster. Global warming exacerbates 
the challenges of poverty and environmental degradation and together they 
pose a threat of far reaching consequences to societies around the world. 

In less than six months from now, delegations from more than 180 countnes 
will converge in Copenhagen for the 15th Conference of Parties of the United 
Nations Framework Convention on Climate Change. The mandate is to discuss 
the long-term co-operation architecture post the Kyoto Protocol. More than 
10,000 people comprising Government leaders, experts, non-governmental 
organisations and representatives of business will pool their minds to find 
solutions to combat this critical problem facing the global community. Indeed, 
for once, the world has been unified by a common global threat, bringing 
home the reality that we have one planet to live together or perish together. 

The stakes are unfortunately very high for developing nations like India. 
Global warming transcends geographical and political borders and does not 
distinguish between the rich and poor. However, its impact can be particularly 
severe for poorer nations. The large numbers of people living below the 
poverty line are particularly vulnerable to natural disasters. Agriculture, the 
mainstay for developing economies, is far more susceptible to climate-induced 
disasters. The recent occurrence of extreme events in India is a forbearer of 
this warning. The frequent occurrence of heat waves, droughts and floods 
only signal that global warming is no longer an issue of the future. It is 
impacting us here and now. 

There is hope that solutions will be found in Copenhagen in the best 
traditions of intemational co-operation. The fact that advanced nations have 
largely contributed to the current problems of global warming is no longer 
an issue of debate. A recent study by HSBC Global Research states that at 
least 60 % of historical CO; emissions have been generated by the 
industrialised world. Yet, advanced nations persist in their contention that 
developing countries take on mandatory cuts in emissions, disregarding the 
huge developmental requirements of poorer nations. In addition, measures 
such as carbon taxes are also being contemplated on imports from countries 
that are not subject to mandatory emission cuts. 

One way or the other, the post Copenhagen era will bring in new challenges 
- challenges that can significantly change the context of 
competitiveness for business. Emission reduction targets in developed 
nations will invariably get translated through their businesses. This would 
eventually incentivise businesses in those countries to adopt low carbon 


Chairman's Statement 





strategies. Moreover, growing environmental concerns of consumers and 
the "greening" of business by responsible corporations will also compel 
products and supply chains to become more carbon-sensitive. In addition, 
buyer preferences and increasing non-tariff barriers flowing from environmental 
concerns will progressively force a low carbon regime on businesses across 
the world. 

This will create new competitive pressures on business. No longer will 
cost, quality and efficiency be the only factors determining competitiveness 
The ability of a business corporation to adopt low carbon operations 
as well as sustainable business practices will be one of the key 
determinants of competitiveness in the years to come 
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This impending reality will progressively change the rules of the game 
It requires businesses to shape a totally new paradigm of competitiveness 
A strategic shift that will require businesses to build capabilities to address 
the stringent demands of a low carbon global business environment. For a 
country like India with millions below the poverty line and nearly 12 million 
people entering the job market every year, a competitive low carbon 
strategy of growth will also have to generate incremental employment 
and livelihoods. Therefore, for Indian business, this new paradigm of 
competitiveness will not only require the creation of "green 
businesses", but also the generation of "green livelihoods" 

In the years ahead, a heightened level of consumer concem and greater 
social awareness will compe! businesses to demonstrate their response to 
a low carbon regime through their products and practices. It is, therefore, 
entirely in the enlightened self-interest of business to integrate this new 
paradigm in their business strategies. Going forward, competitiveness 
and profitability will be increasingly linked to the ability of business 
to make carbon reduction and the creation of sustainable livelihoods 
an integral part of their value proposition to consumers 

It is my belief that Innovation, Incentivisation and Inclusiveness hold 
the key to crafting this new dimension of competitiveness. Innovation 
in technology, processes, and business models that enable achievement of 
a low carbon high-growth economy. Incentives that encourage and reward 
the adoption of corporate strategies which go beyond the traditional frontiers 
of the market to achieve a larger societal contribution. Inclusiveness in 
aligning all forces be it public, private and people partnerships, or the power 
of supportive fiscal policies, financial initiatives, and market institutions to 
achieve a common shared goal. 

With this broad strategic approach, let me now turn to the challenges 
and opportunities that lie ahead in those sectors of the economy where your 
Company has significant presence. | will also highlight how your Company 
has been progressively positioning itself by building a new paradigm of 
competitiveness to meet the challenges of tomorrow 





New Paradigm of Competitiven 
Sustainable Agriculture & Rural Livelihoods 


India’s rural sector is home to almost two-thirds of our population. The 
agricultural sector is the primary source of livelihood for 52 % of India's 
workforce. Yet, this sector contributes barely 17 96 of the country's GDP. 
Fragmented and small sized land holdings, low productivity, inadequate 
infrastructure and poor last mile connectivity create a vicious cycle of low 
incomes and low investments, aggravating the challenge of rural poverty. 
Yields are woefully low, and despite possessing one of the largest tracts of 
arable land, total agricultural output is far below potential. Even with such 
low productivity, wastages are rampant due to inefficient infrastructure and 
weak market linkages. 

It is obvious that by enhancing competitiveness of rural India, strong force 
multipliers can be unleashed to significantly alter the economic landscape 
of the future. To my mind, the drivers of this change lie in the following: 

è First, to increase productivity through sustainable agricultural 
practices. This will require customised extension services to regenerate 
and enrich land fertility, enable better usage of scarce water resources 
and adopt best practices in crop management. A new thrust in R&D 
for development of agri-inputs, new varieties of seeds and climate 
resistant crops will secure sustained competitiveness; 

e Second, to significantly enhance post-harvest management by 
creating efficient market linkages, building rural infrastructure and 
supporting the development of the value-added processed food sector. 
This will also contribute to reducing wastages in agriculture. 

e Third, to utilise surplus land, released as a result of higher productivity, 
for other diversified economic activity utilising renewable raw 
materials. These include new opportunities for creating sustainable 
livelihoods in value-chains related to Food, Fuel, Feed and Fibre as 
well as in Cosmetic and Curative Lifestyle segments. 

The focused efforts of the Government in building rural infrastructure and 
livelihoods through initiatives such as the Bharat Nirman and NREGA hold 
the promise of rapid rural transformation. Improved infrastructure and growing 
employment opportunities will progressively raise rural incomes and 
purchasing power. Indeed, these are the new markets of tomorrow. 

You will be happy to know that ITC's deep engagement in rural India, 
nurtured over several years now, have built unique sources of 
competitive advantage for your Company. The enduring trust built with 
rural communities has positioned your Company to take advantage of the 
opportunities inherent in these growth markets. 

As you know, your Company's e-Choupal network, that leverages 
Information Technology to empower farmers, is globally acknowledged for 
its contribution to the development of rural communities in India. Your 
Company 's rich repertoire of agri-based interventions today not only addresses 
the core needs of farmers in terms of infrastructure, connectivity, price 
discovery and market access, but also provide a significant boost to farm 
productivity through extension services and research based agri-inputs. 
initiatives like the ‘Choupal Pradarshan Khet bring sustainable agricultural 





best practices to farmers and have demonstrated significant productivity 
gains. These interventions have helped transform village communities into 
vibrant economic organisations, by enhancing incomes and co-creating 
markets. 

As of now, ITC's e-Choupals serve 40,000 villages and 4 million 
farmers, making it the world's largest rural digital infrastructure. This 
extensive network also provides a unique source of competitiveness to 
your Company's Packaged Foods Business, through its efficient supply 
chain and identity preserved procurement. It also strengthens your Company's 
competitiveness in servicing the requirements of international buyers who 
demand agri-products based on sustainable agricultural practices with 
associated stringent traceabilty assurance. 

The e-Choupal Infrastructure also enables an efficient two-way flow of 
goods in and out of the villages. Apart from your Company's FMCG products, 
almost 70 other companies also ride this unique channel to offer rural 
consumers a wide spectrum of choice in a cost-effective manner. Recognising 
the growing role of chemical free fertilisers in sustainable agriculture, your 
Company has launched organic based farm inputs for integrated farm 
management. The neem-based branded Organic manures such as "Wellgro 
Soil’, Wellgro Crops’ and ‘Weligro Grains’ have already gained wide 
acceptance for their superior efficacy in soil nutrition and crop management. 

| am convinced that sustained competitiveness for the future requires a 
deeper focus on Research & Development. In line with this belief, your 
Company has set up a dedicated state-of-the-art R&D Centre in Hyderabad 
with a focus on agri-sciences. It will engage in several competency areas 
such as Plant Breeding and Genetics, Agronomy, Microbiology, Molecular 
Biology and Silviculture. 
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Your Company's engagement with rural India is much broader and 
encompasses the creation of sustainable livelihoods through creation of 
community assets. Recognising the vital role of irrigation in supporting 
sustainable agriculture, ITC's Integrated Watershed Development 
initiative has helped create fresh water potential covering over 
46,000 hectares in water-stressed areas. In addition, your Company's 
integrated animal husbandry services have reached out to over 3,00,000 
milch animals creating avenues for non-farm based livelihoods. Nearly 
2,00,000 children attend our rural supplementary education centres, and 
20,000 women entrepreneurs have been created through 1000 self-help 
groups. The goodwill created by your Company's contribution to the well- 
being of rural communities will translate, over time, to loyal consumer 
franchise for ITC's goods and services and hence contribute to creating 
growing shareholder value. 

The enduring appeal and competitiveness of your Company's 
business model lies in its ability to assist in the creation of markets 
by enhancing rural incomes before serving them to meet the 
commercial interests of its shareholders. 
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New Paradigm of Competitiveness: 
Agro-Forestry and Natural Resource Augmentation 


That brings me to another important constituent of the national agenda 
— the challenge of depleting natural resources, and the imperative need for 
business to create sustainable sources of raw materials in their quest for 
higher growth. 

With 17 96 of the world's population, India has only 4 96 of fresh water 
resources and 196 of global forest resources. Coupled with the degradation 
triggered by economic growth and the effects of global warming, scarce 
natural resources will seriously limit the frontiers of future growth. It is 
obvious that longer-term competitiveness necessitates a far larger 
effort to augment and replenish the scarce natural capital at our 
disposal. 

The Government has announced an ambitious National Action Plan on 
Climate Change which envisages several National Missions towards this 
objective. The Mission for a "Green India" and the National Water Mission, 
in conjunction with schemes like NREGA can certainly enable a new dimension 
of sustainable growth that also enhances livelihood creation. 

In the coming years, stringent environmental regulations and civil society 
pressures will force businesses to integrate environmentally sustainable 
practices more comprehensively in their operations. The costs of compliance 
will go up significantly for those who pay scant attention to this vital area. 
On the flip side, addressing this challenge through innovative business 
strategies can shape a new paradigm of competitiveness with substantial 
benefits over time. This is aptly demonstrated by the experience of your 
Company in promoting social and farm forestry. 

You are aware that [TC's Paperboards business is critically dependent on 
wood pulp for raw material. This requires long-term access to sustainable 
and cost-effective source of fibre supply. Many years ago, your Company 
took a strategic decision to source its fibre by mobilising tribals to plant trees 
on their private wastelands and encouraging small and marginal farmers to 
undertake farm forestry programmes in the economic vicinity of the mill. This 
strategy implied longer years of gestation, substantial investment, considerable 
uncertainty and risk. By investing in an aggressive clonal propagation 
programme your Company developed high-yielding disease resistant clones 
that have significantly improved yields and shrunk harvesting cycles, thereby 
gaining wide acceptance by the farming community. Today this programme 
covers nearly 96,000 hectares and has provided over 43 million person- 
days of sustainable livelihoods amongst the weakest sections of our 
society. 

Your Company could have taken the easier route by importing pulp given 
the low import duty regime. However, adopting a more challenging route 
has, over time, contributed more significantly to your Company's 
competitiveness and the sustainability of its operations. As a result, your 
Company has emerged as the acknowledged market leader in the 
Paperboards segment. It is indeed a matter of pride that the entire 
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source of hardwood pulp is today derived from renewable social and 
farm forestry operations. 

Your Company's Paperboards and Specialty Paper business has recently 
secured, through a rigorous process of qualification, membership of the 
Global Forest Trade Network of the WWF. This endorsement of your 
Company's procurement of pulpwood from sustainable forestry will strengthen 
its green credentials and add to its competitiveness in a carbon sensitive 
economy of the future. 

The strategy to promote sustainable plantations has also enabled your 
Company to gain from the international carbon market mechanism. You will 
be happy to know that ITC's Social Forestry project in the Khammam 
District of Andhra Pradesh has received CDM registration making it 
the only large-scale forestry project in India, and the second after 
China, to receive carbon credits. Your Company will share the benefits 
of these carbon credits with the participating tribals and farmers, thereby 
leveraging a completely new opportunity emerging out of the international 
carbon markets to supplement their modest incomes. 

Your Company's green business model has also yielded other additional 
benefits. A leading global manufacturer of mobile phones has chosen your 
Company's paperboards and packaging given the strong green credentials 
This indeed exemplifies a unique source of competitiveness derived from 
your Company's green commitment. ITC's Education and Stationery Products 
Business has recently launched the ‘Paperkraft’ brand of premium business 
paper as the greenest paper in India, which not only uses pulp sourced from 
renewable plantations but is also produced with cutting edge ozone bleached 
elemental chlorine free technology. Several responsible corporate houses 
have already exercised their preference for the Paperkraft business paper. 
Such expressions of buyer preference will increasingly drive 
companies to adopt green practices contributing to a low carbon 
economy. Many more companies in the future would also resort to 
green buying as a measure of reducing their own carbon footprint. 
The Government can also encourage this process significantly by 
mandating a preference for such green procurement 

For a country like India, a new thrust on Agro-Forestry can contribute 
significantly to climate change mitigation. Afforestation not only creates an 
effective carbon sink, but also lends itself to multiple commercial applications. 
In the process, it also generates large numbers of sustainable livelihoods 
You will recall that, in the AGM last year, | had extensively deliberated on 
this subject. 

Unfortunately, policies do not necessarily incentivise agro-forestry despite 
its multiple benefits. While there are regulations in place to stop the felling 
of trees, there is none to promote the growing of trees. Renewable plantations 
can immensely help in creating an incremental carbon sink since larger usage 
of wood for construction, furniture and lifestyle products will go towards 
enlarging the inventory for captured carbon. Instead, a lower regime of 
customs duties is only helping the export of plantation related jobs. Similarly, 
import of wood products deny the generation of livelihoods within the country 
Policy initiatives in this area therefore need to secure a larger opportunity 
for low carbon based economic growth and creation of green livelihoods 
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New Paradigm of Competitiveness: Manufacturing 
Competitiveness through Clean Energy and Energy Efficiency 





That brings me to another area of critical concern related to climate 
change. Globally, energy constitutes the largest source of emissions contributing 
to global warming. India's challenge here is manifold. On the one hand, 
energy consumption needs to increase to fulfill India's developmental 
requirements as well as enlarge employment and income opportunities. On 
the other, affordable clean energy solutions are required to create a cost 
competitive low carbon economic environment. A larger emphasis on 
renewable sources is therefore imperative. 

The National Action Plan on Climate Change has launched several Missions 
to address this extremely challenging task. The National Missions on Solar 
Energy, Enhanced Energy Efficiency, and Sustainable Habitats contain specific 
measures to move towards a low carbon strategy of growth. A huge task of 
this dimension necessitates differentiated responsibilities towards achieving 
a shared goal of drastic carbon reduction. At the global level, Governmental 
efforts are focused on securing affordable clean energy, strengthening carbon 
market mechanisms and exploring other multilateral funding options for 
adaptation and mitigation. At the national level, business and industry will 
need to play a major role by adopting an aggressive carbon reduction strategy. 

The new paradigm of competitiveness makes it incumbent on 
businesses to progressively reduce its overall carbon footprint. 
Sustained manufacturing competitiveness will require an aggressive strategy 
to reduce specific energy consumption. Demand side management of energy 
needs to focus on investments in green buildings, energy efficient lighting 
and appliances, building insulation and so on. Dependence on fossil fuel 
based energy must be progressively reduced in favour of renewable energy 
options, which need to be made more competitive through innovation. 

It is indeed a matter of pride that a conscious strategy to shrink your 
Company's carbon footprint has today positioned it more securely for the 
carbon sensitive economy of the future. Energy efficiency practices of your 
Company have resulted in achieving world-class standards of energy utilisation 
in several units. Through a rigorous process of audits supported by 
benchmarking, specific energy consumption has been reduced year on year. 
These annual reductions ranging from 4 to 14 96 encompass both manufacturing 
facilities as well as your Company's hotels. 

These carbon reduction measures have enabled your Company to register 
8 projects under the Clean Development Mechanism of the Kyoto 
Protocol, including the one on Social Forestry. Apart from earning carbon 
credits, your Company has more importantly demonstrated world-class 
practices in energy conservation. It is a matter of singular distinction that 
ITC Sonar in Kolkata is the first hotel in the world to earn carbon 
credits. ITC Green Centre in Gurgaon is the world's first largest green 
building with a LEED Platinum rating. This distinction brought the US 
Secretary of State Hillary Clinton to visit the ITC Green Centre as a 
symbol of green collaboration between the United States and India. She 
said that this green building is a “monument to the future". 

In keeping with its commitment to utilise an increasing component of 
renewable energy, over 30% of the total energy consumed by your Company 
today is from renewable sources and carbon neutral fuels. ITC has set up a 
14 MW wind energy facility to provide power to its packaging unit in 






" (=. {¢.a>~ 1. 2 
o =r CORAS E ur Fass 
TM 4 oN hy > K 
- 4 - i y 5 
c Rn-^.- "RA -— ah. 
- ^ 14 ^ 49 L9 2 
I$ SS T 
n" p 








Chennai. Additional investments in wind energy, totaling over 25 MW, are 
in the process of implementation to supplement the power requirements of 
ITC's Hotels in Mumbai and Chennai. In addition, your Company is installing 
a green boiler at its Paper unit that will use internally generated wood waste 
as an input. This will not only help in replacing fossil fuels with renewable 
sources but also generate substantial savings from the utilisation of biomass 
waste. On implementation of these projects, together with the continued 
utilisation of co-generation, your Company will have created new benchmarks 
in Renewable Energy use and Energy Efficiency. 

Your Company also turned solid waste recycling positive during the 
year. ITC not only recycled almost all the solid wastes generated by its units 
but also procured and recycled over 125,000 tonnes of waste paper. ITC's 
Wealth Out of Waste initiative (WOW) has established an efficient collection 
and recycling chain, targeting large sources of aggregation such as schools, 
offices, residential colonies and apartments. This initiative contributes to a 





cleaner environment and also serves as an important source of long-term 
cost competitiveness for the business. 

The strengthening of the 'green capacity' of your Company, with 
all the initiatives | have outlined, positions it with an additional source 
of competitive advantage in the carbon sensitive global economy of 
tomorrow. 


NEW PARADIGM OF DEVELOPMENT 


AND COMPETITIVENESS : ALIGNING FORCES 





The demands on businesses today to achieve a low carbon growth strategy 
that is also sustainable and inclusive, often makes it a tall order to follow. 
The primary reason is that markets seldom reward such long-term endeavours. 
Markets, as they are constructed today, are attuned primarily to reward 
financial performance irrespective of its carbon efficiency or capability to 
create sustainable and inclusive growth. 

As recent global events have shown, markets on their own cannot be 
expected to deliver the imperatives of sustainable development. Therefore, 
it is time to craft a new path that places a premium on sustainable development. 
This obviously requires a completely new set of drivers and an enabling 
institutional framework. To my mind, it is no longer a matter of choice. No 
single organ of society, be it the Government or Business, can meet the 
challenges on its own. These challenges can only be met by all sections of 
society joining hands to build a new paradigm of development. A new 
paradigm that creates new market drivers to prope! sustainable growth 
Strategies. 

To my mind, there are two important drivers that will enable a paradigm 
change : 

* First and foremost is the imperative need to align policies and 
regulations to encourage the conduct of business in a manner 
that results in the achievement of a positive carbon footprint 
and also supports the creation of societal capital. If differentiated 
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and preferential incentives, in the form of fiscal and financial benefits, 

were to flow to companies with sustainable business practices, powerful 

market drivers would emerge to support such endeavours of companies. 

* The second issue relates to a theme | had discussed in my AGM Speech 

in 2007 on ‘Making Markets work for CSR’. | had mentioned then that 
the most potent force that can trigger a complete rethink of corporate 
strategy and bring about transformational change lies in the power of 
the civil society. | am convinced that civil society, by exercising their 
consumer franchise in favour of sustainable enterprises, can 
unleash a powerful force of market incentives to reward 
sustainable practices. Consumer preference for such responsible 
conduct will translate the commitments and investments made in 
building societal capital into financial rewards. 

An aware civil society can therefore drive the creation of a market for 
responsible sustainability practices. However, such a market can only come 
about through enhanced education and heightened awareness. 
Particularly, awareness of the power that civil society can wield as 
Responsible Consumers and Investors. For this to happen, a credible 
system of information must be made available to consumers so that they are 
able to make an informed and responsible choice. 

Financial Auditors and Credit Rating Agencies evaluate companies on 
their financial strengths and make such information available so that investors 
are able to make informed choices. Similarly, it is important to create a 
system of measurement and rating to evaluate a company's ecological 
and social impact. These ratings could be displayed on products and services 
enabling civil society to make an informed choice in favour of companies 
that demonstrate sustainable business practices. | have, in the earlier AGM 
Speech, referred to these ratings as ‘Trustmarks’. 

By creating a market for responsible sustainability practices, a new 
paradigm of development can emerge with companies leading the effort to 
ensure a larger contribution to societal goals. This will progressively create 
higher stakeholder value by also making businesses more sustainable and 
societies more stable and inclusive. A beginning can be made by enlarging 
Corporate Govemance codes requiring companies to make voluntary disclosures 
of their sustainability practices with reputed third party verification. Over 
time, this requirement can become mandatory for all companies beyond a 
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Ihe power to go green is yours 


"o ew 
EL 


-e 
f 


threshold size, irrespective of whether they are listed or not. This will bring 
about transparency and focus attention on the Triple Bottom Line performance 
of companies. 


CREATING A BUSINESS FOR THE FUTURE 





Many years ago, your Company took a conscious decision to voluntarily 
adopt practices that would enlarge its contribution to the nation. In the 
process we also fashioned corporate strategies that have built a new paradigm 
of competitiveness by synergising larger societal objectives in our business 
operations. This conscious strategy adopted by your Company to attain 
a leadership position in sustainable business practices have prepared 
us to decisively meet the challenges of tomorrow. 

It therefore gives me immense pride in stating to you, once again, that 
ITC's exemplary sustainability initiatives continue to make it the only 
company in the world, of its size and diversity, to achieve the 3 major 
global environmental milestones of being "carbon positive", "water 
positive" and now "solid waste recycling positive". For seven years in 
a row, your Company has been a ‘water positive’ organisation, harvesting 
twice the rainwater potential than that consumed by its operations. ITC has 
also been 'carbon positive' for the last four years, sequestering twice the 
carbon it emits. In addition, your Company has contributed to the creation 
of sustainable livelihoods for over 5 million people, many of whom 
represent the weakest sections in rural India. 

You can take justifiable pride that your Company is acknowledged as an 
— in Triple Bottom Line performance. Many an international award 

has been bestowed on your Company for its outstanding record on sustainability 
practices. The Board of your Company is committed to making further progress 
in this direction. A sub-committee of the Board has been charged with the 
responsibility to provide strategic guidance to strengthen your Company's 
sustainability practices. 

It is my belief that, by embedding larger sustainability goals in its 
business strategies, your Company has consciously invested in the 
future. A promising future, by creating competitive and sustainable 
businesses of tomorrow that will continue to enhance long-term 
Stakeholder Value. 

| would like to take this opportunity to once again acknowledge the 
immense contribution made by the employees of your Company through their 
dedication and commitment. 

On their behalf, | seek your continued support, as always. 


ITC Limited 


Enduring value 


This is the complete text of Chairman Y. C. Deveshwar's speech. The ‘video on demand’ of the speech can be viewed at 
WWNW.itcportal.com For a booklet of the speech, please write to the 
Corporate Communications Department, ITC Limited, Virginia House, 37 J. L. Nehru Road, Kolkata 700 071 or e-mail to ced@itc.in 
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he humble Indian auto- 


t rickshaw may soon be 





* 

3t reborn in a smart, fuel- 

3 conserving avatar. The 
4 


trigger: A Dutch environ- 
mentalist called Stef van Dongen, who 
took a few too many rides in rickety, 
smoke belching three-wheelers on a 
trip to India. Shaken and stirred, he 
made it his mission to build a better, 
cleaner model of the auto-rickshaw 
for Indians. 

And just two years after his 
“smoky” experience, students of four 
engineering institutes from The 
Netherlands, and three from India, 
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are busy providing the final touches to 
their respective LPG or CNG injected 
auto-rickshaw designs, as part of an in- 
ternational competition. The contest 
was envisioned by Dongen, who is 
also Director of Enviu, a Netherlands- 
based environment think-tank. 
Once produced commercially, 
these will be India's first true eco- 
friendly three-wheelers—at least 40 
per cent more fuel-efficient and emit- 
ting 35 per cent less smoke than the 
"green" autos in use now. 
Observing the students working 
at the "competition site" in Chennai, 
Dongen can t stop talking about the 





rides that egged him on to create the 
award. "Some of the vehicles even 
ran on kerosene," he says, throw- 
ing up his hands in despair during a 
conversation with Br. 

Alter returning to The Netherl- 
ands, Dongen talked to and encour- 
aged a select group of educational 
institutions in India and his home 
country, to see if they could come 
up with designs for a commercially 
viable but more eco-friendly vehi- 
cle. To lend excitement to the initia- 
tive, he proposed a competition to 
be held in India, complete with 


awards and prizes. As the seven 
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teams battled it out under a hot July 
sun in Chennai to put the final 
touches to their dream machines, BT 
spent a day with them, asking 
questions and taking quick 
rides in the vehicles —only 
to come back rather im- 

pressed with the creative- 

engineering genius that 
these youngsters, far more 
mature than their 20-something 
years, had displayed. 


The Winning Entries 
The team from Han University, The 
Netherlands, that finished on top. 


BACK OF THE BOOK 


GREEN 





GOES 
THE 








AUTO 


The humble auto-rickshaw may soon be 
reborn as a fuel conserving, truly green vehicle, 
thanks to some smart engineering work by 
Dutch and Indian students. Nitya Varadarajan 
spends a day with the participants and 
organisers of project ‘Tuk-Tuk’ to find out more. 


designed an auto-rickshaw 


LPG to the engine. Ruben Antvelink, 
25, a student of Applied Sciences at 
Han, who was part of the design team, 
said: "Fuel control (of Lec) was difficult. 
We had to see how it reacted with 
lube oil." Antvelink provided for a 





that allows direct injection of 
















spark plug inside the injector stream so 
that the fuel could burn inside out 
and leave no residue unlike in present 





day autos. They are still trying to sort 
out a few worries, though. For inst- 
ance, the fuel pump and the injectors 
used in the prototype cost 250 euros 
(Rs 17,067), which is too expensive for 
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India. The team is now figuring out a 
way to bring it down to a more af- 
fordable level. 

Yet, so practical was their 
model, that it impressed potential 
buyers. "The biggest problem with 
an LPG-powered auto-rickshaw is 
that it gives the same mileage as a 
petrol engine, even though it is ad- 
mittedly more eco-friendly. A dev- 
ice that improved mileage was like 
an answer to a prayer," said a pot- 
ential buyer. No wonder, Wing 
Commander M.K. Gulati, Vice- 
President- LPG Systems, EG Gas, 
wants the prototype to be produced 
commercially. Gulati, who was 
there during the final rounds of the 
competition, said he figured the LPG 
model would add value to his gas- 
distribution company. 

Another team that drew interest 
was the Hanze University crew who 
developed a direct injection kit for 
CNG/petrol, using an electronic- con- 
trol unit (ecu). "The injection of the oil 
is very precise,” explained Harmen- 
sytze de Boer, a mechanical- 
engineering student. A small pump is 
used for the purpose. The main kit 
consists of two sensors—one for posi- 
tioning the crankshaft and one for 
the throttle. The kit costs Rs 10,000. 
The team spent the last six months in 
India meeting clients and has already 
received proposals to take their busi- 
ness plan forward. 

Even the Indian teams, which 
worked on four-stroke autos, unlike 
their foreign counterparts which 
focussed on two strokes, came up 
with brilliant concepts. The rv College 
of Engineering used the hydrolysis 
process for their vehicle. Ashwin 
Gopalakrishnan, 22, a mechanical- 
engineering student from Rv, expla- 
ined: "Petrol does not burn com- 
pletely, leading to poisonous emis- 
sions. We used hydrolysis (electrolysis 
of water which leads to a split into 
hydrogen and oxygen) to check this. 
The hydrogen provides energy while 
oxygen makes the flame travel faster 
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lor a complete burn. It results in 20 
per cent better fuel-efficiency, huge 
emissions reduction and even 
improved acceleration." 

The host institute, SRM, walked 
away with the first prize in this cat- 
egory and with a kit that doesn't 
just reduce emission but also "traps" 
the CO2 salt that can subsequently 
be sold. Savs Ankur Kumar, the 
team leader who has just passed 
out of sRM: "We spoke to auto me- 
chanics and drivers and learnt that 
the maximum they could afford to 
pay for a kit was around Rs 5,000." 
The team then devised a new kit 
for the engine to ensure efficient 
burning. They also designed a 
method to trap the CO2 salt (from 
the emission), which could be easily 
removed and sold. According to 
Kumar, 500 gm of CO2 salt costs 
as much as Rs 150. "By using our 
method, an auto-rickshaw can re- 
duce emission levels by 55 per cent 
and yet improve mileage by 22-25 
per cent. The kit will cost around 
Rs 5,750," he says. 


The Road Ahead 


So, what's next on the agenda for the 
teams? Will all the models or even one 
of them find a large buyer who will 
produce these three-wheelers on a 


mass scale? "In 
the next six months to a 

year, many of these technologies would 
be ready for commercialisation," says 
Elmer Stroomer, Technical Manager at 
Enviu. For now, the teams are all work- 
ing to fine-tune their models. And even 
though there was a winner and a run- 
ner-up team, all the designs met the 
emission standards and guidelines laid 
down by the judges. Says Mathijs Huis 
in t Veld, Manager for the project, inte- 
restingly named the "Tuk-Tuk" project 
(auto-rickshaws are known as Tuk- 
Tuk in Thailand): "We are giving equal 
importance to all the kits. Each kit 
maybe be suitable for a certain market 
segment—and in any case all ideas 
have to be encouraged." 

Adds Stroomer: "We estimate 
that there are five million autos in 
India with a majority of them run- 
ning on two-stroke engines. If even 
one million of them adopt our kits, 
there would be a big impact on the 
environment." Also, with the gov- 
ernment regulations insisting that 
two-stroke autos upgrade to four- 
strokes for better environmental 
impact, many two-stroke autos 
would get a new lease of life by in- 
corporating these devices. © 


COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 





Making those big moves 
look easy after 40. 





Looking and feeling young is as important to you, as it is for us. Especially after 40. Which is 


ARILUX 
E n | Vi =) 
why we recommend Varilux 3-in-1 Progressive Spectacle Lenses. They allow you to see near, i 


| | ! : " : only from essilor 
far and in-between, without the embarassing dividing line of bifocals. Plus with Varilux 
lenses you don't just get back the vision of your youth, but also start looking smarter. And World No. 1 in spectacle lenses 
since life clearly begins after 40, you need to be ready, isn't it? Visit your optician today. www.essilorindia.com 


Call toll - free 1 800 425 8383 (Only from BSNL numbers) or visit www.essilorindia.com. Ask lor an authenticity 


^ 
NOM introducing \ irilux India. A lens customized for Indian Vi—1-]i map 4 Ir) 


eyes. According to their eye anatomy, facial anatomy and ergonomics. Customized Lens for Indian Eyes 





| » - ^ 
Look out for this mark E of authenticity on the lenses. 


JS MNCs wii. Indian operations get sucked 
nto the country's flagrant vortex of corruption 
zan get into OPN trouble back home. suman avax 


“ALL ABOUT T 
Foreign Corrupt Practices Act 
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snd non-US companies listed.on US stock 
exchanges for acts of corruption by their 
arms in other countries 
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India is a red flag. When it comes to bribery and corruption, 


all the BRIC countries are red flags. 
Elliott Leary, Partner, KPMG LLC 


n a closed-door meeting in 

June 2009 in Cuffe Parade, 

Mumbai, Elliott Leary, Partner 

of KPMG LLP, USA addressed 

around 50 chief financial 

officers of Indian subsidiaries of 
multinational corporations. The sub- 
ject: How to make their operations 
in the country bribery-proof. It seems 
that the best worked-out systems and 
processes to stop corruption in its 
tracks have proved futile in many 
countries in the world, including 
India, as the devil hid itself in the 
implementation. All over the world, 
according to Leary, the processes 
have been beaten by slack imple- 
mentation. The challenges in India 
are bigger. 

The cause for worry among the 
MNC subsidiaries is the Foreign Corrupt 
Practices Act (FCPA) of the us which 
came into effect in 1977 but prose- 
cution has picked up recently. This 
Act penalises US companies or com- 
panies listed in the us for acts of 
corruption by their arms in other 
countries. Often, this act includes 
payments made through third parties 
like contractors, consultants or dis- 
tributors. The us Department of Justice 
(poy) and the Securities and Exchange 
Commission (sec) of the us have both 
prosecuted companies for alleged 
bribery in other countries, including 
India. While the poj picks on the com- 
panies for violating the FCPA, the sec 
holds them guilty of not reporting 
the payments correctly in their books. 
In 2004, the two us bodies took action 
against five companies; in 2008, the 
number climbed to 33. Quite a few 
cases of FCPA violations in India have 
been recorded (see info boxes). The 
most recent cause for worry: In 
2008, Siemens AG paid a fine of $800 
million (Rs 3,840 crore at current 
rates) in the us for bribes paid in 


— Other countries—the biggest fine 





ever levied for rcPA violation. Scott 


Friestad, the Deputy Director of 


Enforcement for the sgc had said on 
November 24, 2008: "The dollar 
amounts in the (FCPA) cases that will 
be coming within the next short 
while will dwarf the disgorgement 
and penalty amounts that have been 
obtained in prior cases." 

If Leary says India is a red flag. 
here's why: If a company is caught 
paying bribes somewhere else in the 
world, their Indian operations are 
immediately checked as it is almost 
assumed that they would be paying 
bribes in India too. 


How MNCs Dealt with It 
Among the major India-related cases 
are Dow Chemicals’ arm De-Nocil, 












CORRUPTION 





AT Kearney India and Xerox (in its 
ModiXerox avatar). Xerox refused to 
participate in this feature. Douglas 
Macdonald, AT Kearney's global 
spokesperson, told ar: "The incident 
involving the us authorities occurred 
prior to AT Kearney ' s 2006 manage- 
ment buyout. when our firm was a 
part of a much larger corporate 
organisation, and has been fully re- 
solved to the satisfaction of all parties. 
As a stand-alone firm, we've taken the 
opportunity to further strengthen 
our commitment to compliance and 
integrity by designing and imple- 
menting an AT Kearney-specific Code 
of Business Conduct-—including 
strong measures to promote full com- 
pliance with anti-corruption 

measures in 
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"The Siemens example is enough 
to show Indian companies the big 
risk they are carrying" 


Executive Director, KPMG India 


every country where we operate 
backed by rigorous training and 
enforcement." 

The Founder President of ^1 
Kearney India. Chandramowli 


Srinivasan, had to pay a fine of 


$70,000 (Rs 33.6 lakh) personally 
and is no longer associated with 
the group. 

Mike Grisham, Ethics and 
Compliance Leader at Dow 
AgroSciences LLC, told sr that 


the company had 





"We hardly find an Indian company 
being proactive to prevent FCPA 
cases from happening" 

Neeta Potnis, 

Partner, Deloitte Haskins & Sells 


distributors and other intermediaries 
have also been improved. "Dow 
AgroSciences (Dow Chemicals is 
renamed Dow AgroSciences) must 
ensure that our employees under- 
stand the law and feel empowered 
to reject demands for personal favours 
or cash, secure in the knowledge they 
are doing the right thing, even if it 
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made a thorough in- 

‘ QMPANT a orp td 
vestigation of the pay ve chn es focal Friction 
ments made by De- ges! pion 
Nocil. its fifth-tier sub- NDIAN 


sidiary in India, and had 
submitted its findings 
with the vs authorities. 
"At the time of the inves- 
tigation, Dow had effective 
internal controls and com- 
pliance processes in place. 
Dow's audit process uncov- 
ered the payments and the 
investigation identified the in- 
dividuals who were responsible, 
leading to the punishment of 
several De-Nocil emplovees. in- 
cluding the dismissal of some," 
adds Grisham. 

Grisham explains that financial 
controls in India were strength- 
ened soon after, employees are 
now being given training on the 
FCPA; due diligence processes with 
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US COMPANY: Xerox C 
INDIAN AFFILIATE- Xerox 
now Xerox India) 
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to Sales to govern 
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Orporation 


ModiCorp 


oluntarily disclosed 


(related 
ment customers 





appears that business may be lost," 
sums up Grisham. 


Do Indian Companies Need 
to Worry? 
Till date, no Indian company with 
has had a run-in with the ecra, but 
that day may not be far off. Those 
listed in the us would need to be careful. 
The action against Siemens—which 
got listed in the us in 2001—4or pay- 
ing bribes of around $800 million 
across the world has sent a loud and 
clear message to corporations to clean 
up their acts. Siemens' cro as well as 
the Chairman both had to quit. The 
new CEO, Peter Loescher, told Business 
Today recently that the transforma- 
tion costs (for making the company 
cleaner) may finally taper off two years 
alter it all started in 2007. “This 
example." points out Arpinder Singh, 
Executive Director, KPMG India, "is 
enough to show Indian companies 
the big risk they are carrving and 
how important it is to be compliant 
with rcPA processes. It hasn't vet 
hit Indian companies; they are 
vet to wake up to the Siemens 
case and will not unless some- 









one is slapped with penalties 
by Us courts." 
Adds Neeta Potnis, Partner 
at Deloitte Haskins and Sells: 
"In India, most of the work 
on the subject is reactive. So 
far all the work we have 
done on rcPA have been for 
MNCs in India." The meet- 
ing that Leary addressed 
in Mumbai in June was to 
be attended by some sic 
officials. too. who could- 
n't make it because they 
couldn't catch their flight. 
While the us src officials 
could afford to miss the 
plane, for us-listed Indian 
companies, missing the FcrA 
compliance bus can be a very 
costly miss. © 
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The years of burning cash to get traction are over: players across 
sectors are busy cutting costs and looking for efficient distribution 
models as they focus on renewals instead of growth. cirroro avares 
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across the industry. Throughout the 
2000s, the new players burned crores 
of rupees as capital without showing 
much by way of profits as they fell 
for the allure of the under-insured 
Indian middle-class. It took the sudden 


recession to stun them into thinking of 


cost controls and policy renewals. 

The growth bug had pushed 
insurers to splurge on building 
distribution networks for getting new 
business and training armies of agents 
which saddled them with high labour 
costs and low productivity in the first 
years. Their costly chase for new cus- 
tomers continued till last year. 

Says T.R. Ramachandran, MD and 
ceo, Aviva Life Insurance: "The highly 
competitive environment and the 
overall slowdown have made it a chal- 
lenging six months for the industry.” 

Life insurers competed with one 


When you have minimum Guaranteed 
Investment Returns, you can live carefree. 





another to offer higher upfront com 
missions to agents and so marking up 
Uu costs. These costs were recovered 
from investors and could go as high as 
4.5-5 per cent of gross yields. It took the 
Insurance Regulatory & Development 
Authority (IRDA) to step in and put a 
limit on what insurers can charge ULIP 
customers. Insurers will now have to 
re-price their products. 

The slump in new business is mak 
ing matters worse. The growth in 
new-business premiums decelerated 
sharply from the rates of 30 per cent 
plus till 2008, and is now contracting. 
Growth in new business fell 16 per 
cent in the first two months this year 
(2009-10). New premiums include 
those from unit-linked insurance prod- 
ucts—which look scary in the back- 
drop of the ravaged stock markets. 

The second-half of the year could 
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see an uptick, but the days of rapk 
growth are clearly over. Says Sanke! 
Kawatkar, Head of Insurance Practici 
at Watson Wyatt: "For insuranct 
ompanies, the average growtl 


could stabilise at ] per ceni 


Riders for Growth 
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expansion in branches and growth 


anv cost. Who's going to pay lor th 


battalions ol extra support stall and 


new agents? Besides, agents then 


selves demand their pound of flesh 


when they sell insurance produ 
Says Pankaj Desai, Execut 
Director. Kotak Mahindra Old Mutu: 
Life Insurance The agi 
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V. Vaidyanathan 
MD & CEO, ICICI Pru Life 


"We are completely 
focussed on improving our 
business efficiency, looking 
at the branch structure, and 
cutting costs" 


but their performance may vary.” 

Up to last year, life insurers were 
covering their losses with capital in- 
fusions seemingly there for the asking. 
But the global financial meltdown 
has dried up capital sources. 
Vaidyanathan reckons the industry 
still needs around Rs 12.000 crore 
in the next few vears. 

While some like Reliance Life are 
looking at alternative sources of cap- 
ital. including a share issue, cautious 
ones like Kotak Mahindra are fuelling 
growth with internal cash genera- 
tions instead of capital infusions. Says 
Kotak Mahindra's Desai: "We will be 
able to sustain our expansion plans 
with our internal cash generations. 
We do not require capital infusion." 

With capital requirements eas- 
ing, the industry is poised for prof- 
itability. When the industry was 
opened up in 2000, life insurers ex- 
pected the industry to make profits 
in 7-8 years. As the industry grew. 
players extended that horizon to 10 
years. Now, insurance companies are 
looking at a 12-13 year timeframe. 

says Paresh Parasnis, Principal 
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T.R. Ramachandran 
MD & CEO, Aviva Life Insurance 


“This is perhaps the first 
year when most players are 
changing their focus from 
new business to renewal 
business" 


Officer and Executive Director, of ubrc 
Standard Life Insurance: "The fast 
growth called for more capital. We 
are now looking to break-even in the 
next two years.” 


Money Back? 

A few insurers have already turned 
in a profit. Life insurers that built 
strategies on realistic mix of bancas- 
suarance and agency model are 
earning good returns, especially if they 
also had tight cost controls in place. 
Last vear, Kotak Mahindra Life turned 


Turnaround Champs 


Bajaj Allianz 

FY 2008: Rs 16 crore loss 

Fy 2009: Rs 45 crore profit 
HOW: Focussed on profitable 
businesses 


Kotak Mahindra Life 

FY 2008: Rs 72 crore loss 

Fy 2009: RS 14 crore profit 
HOW: Improved its cost structure, 
focussed on productivity 





Pankaj Desai 
ED, Kotak Mahindra Old Mutual 


“The agency distribution 
model is expensive and not 
very efficient. Agents need 
to be trained intensively, but 
performance may vary" 


a profit of Rs 14 crore against a loss of 
Rs 72 crore in 2007-08. Among 
others, Bajaj Allianz Life managed a 
tidy profit of Rs 45 crore in 2008-09 
against a loss of Rs 16 crore the year 
before. Last year's profit-making com- 
pany, spi Life, would have also shown 
a profit had it not been for mark-to- 
market losses and provisioning. It 
made a provision of Rs 97 crore, and 
reported a loss of Rs 26 crore against a 
profit of Rs 34 crore in 2007-08. 

As insurers tune in to the slow- 
growth environment, the focus is 
shifting to renewal premiums. Says 
Aviva's Ramachandran: “This is per- 
haps the first year when most players 
are changing their focus from new 
business to renewal business.” 

IRDA's new regulation will pull 
down upfront commissions for agents 
and streamline costs to customers. 

So, while the industry may have 
slowed, it's not to say the growth op- 
portunities are limited: Indians are still 
heavily under-insured and the industry 
accounts for just 4.4 per cent of Gop. The 
bet is on companies that balance 
growth and costs in the long run. © 
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INTERVIEW WITH IRDA CHAIRMAN 


"Wider Range of 
Disclosures Needed" 


ANDHYALA HARI NARAYAN, 6], 
Chairman of the Insurance 
Regulatory & Development 
Authority (IRDA), is an 14s officer of the 
1970 batch who was the chief secretary 
to the government of Andhra Pradesh 
before taking over at iRDA in June last 
year. He shares with BUSINESS TODAY'S 
E. KUMAR SHARMA his views on some of 
the important issues facing the insurance 
sector. Excerpts:. 


You have taken charge at a time 
when the private sector insurance 
industry is facing one of its biggest 
tests since inception. What are the 
challenges that the current envi- 
ronment has thrown up for you? 

| am sure this is just a passing phase 
and the insurance industry would 
bounce back to its potential growth 
levels, sooner than later. 


The biggest trigger for many new 
entrants to enter into the life 
insurance business has been the 
high valuations commanded. Some 
looked at New Business Equivalent 
Premium (NBEP) or embedded 
value method. What's the right way 
to value an insurance company? 
One of the recent phenomena which 
is used internationally is the embed- 
ded value of the life companies. But 
embedded value considers the profit 
generated by the current volume of 
business. It does not take into account 
the future business prospects. In 
some markets, analysts embarked 
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on Market Consistent Embedded 
Value (McEV), but in the aftermath 
of the recent financial turmoil even 
this concept is questioned; and one 
concept which is having reasonable 
acceptance is the embedded value. 
The committee constituted to 
draw the embedded value has 
submitted the report and in another 
one month the Institute of Actuaries 
of India should come out with clear 
guidelines for appointed actuaries to 
work out economic capital and 


embedded value. 


which were unsustainable. India is 
going through a similar experience 
too... We expect that this would be 
corrected in the medium term. 


How concerned are you with the 
underwriting losses in the general 
insurance industry? 

For a healthy growth of the industry, 
it is essential that companies generate 
operating surpluses in a given period 


"Companies can't depend on the investment 
income perennially to generate profits..." 


Are you satisfied with the 
reduction in prices of some of the 
traditional term plans and also in 
the motor insurance policies? Or 
is there scope for more? 

As far as traditional term plans are 
concerned, the premium is based on 
corporate experience and the pricing 
strategies are quite healthy and are 
based on sound actuarial principles. 
However, when we examine the 
motor industry, the trend which we 
are observing is very similar to what 
has happened in very many coun- 
tries when such insurance products 
were de-tariflied. The experience in 
other countries was that, as a result of 
the de-tariffication, price competi- 
tiveness determined all sales; and 
prices were driven down to levels 
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of time; and not depend on the 
investment income perennially to 
generate profits. It is particularly 
germane at a time when the global 
economy is passing through tumul- 
tuous times. We have been stressing 
upon the importance of insurers 
generating underwriting profits, 


What are the kind of disclosure 
norms that you are working on? 
The disclosures in the Indian insur- 
ance industry are not as comprehen- 
sive as in several other countries even 
in the Asian region. The IRDA is work- 


ing on mandating a wider range of 


disclosures. These norms would be 
based upon the patterns and frequency 
of disclosures as has been mandated in 
other jurisdictions. © 
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Country Manager (Allianz) & CEO , Bajaj Allianz Life 


Correlate Valuation with Profits 





he private sector insurance industry 
received a capital infusion of almost 
Rs 21,000 crore in its first seven years, 
possibly the highest such infusion during any 
industry's infancy. And since most of this has 
come from Indian joint venture partners listed on 
the bourses, the insurance companies have an 
obligation to deliver a good return on capital. 

As the sector grew, most analysts were say- 
ing that the insurance companies, especially the 
life insurance ones, have created value. 
Unfortunately, shareholders and not analysts 
will have to pay for these misconceptions. 

One myth is that the more you grow, the 
more will be your losses. Another is that every in- 
surance company has created shareholder value 
and since India is a highly under-penetrated in- 
surance market, there is scope for more play- 
ers. These myths were shaken a bit since the 
January 2008 crash of the equity markets and the 
global economic meltdown. Most of the players 





Currently, every life insurance company is 
valued at three to four times the capital 
invested. Some have been making losses 
from Day 1, with no profitability in sight. 
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faced de-growth but still required capital infusion. 
Let's look at the myths in some more detail. 
In most cases, the capital infusion has been 
four to five times the solvency requirement in the 
life insurance industry. Ergo, capital has been 
brought in to fund losses. And the losses happen 
because of the strains of new business. For every 
Rs 100 secured as new premium, an insurer 
has to set aside a certain percentage to fund 
the first-vear losses. This percentage depends 
on the way the products have been designed, 
Some products have a very high new-busi- 
ness strain and some have low strain: the range 
is 0-70 per cent. The premium-to-capital ratio 
varies widely for various companies. But, even 
today, when capital is scarce, shareholders are 
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not questioning the correlation between 
premium and capital. 

Meanwhile, analysts seem to associate valu- 
ation with new business growth, without factor- 
ing in persistency level. expense management 
and other items adequately enough. (Insurance 
companies don't disclose this information.) 

Calculations of embedded value or \wAr (new 
business achieved profit) are based on shaky pre- 
sumptions. Many high-flying companies have 
close to nothing as embedded value because of their 
very high expense overrun. 

Currently. every life insurance company is 
valued at three to four times the capital invested. 
Some have been making losses from Day 1, with 
no profitability in sight. So, how will all life 
insurance companies create shareholder value: 

There are two main areas of concern in 
general insurance—group health cover and 
commercial vehicles' third-party insurance— 
as these are eating into profits. For instance, in 
the estimated group health insurance portfolio 
of Rs 3,500 crore, the losses are Rs 7 50-1.000 
crore a year. In motor TP claims, losses add up 
to Rs 700-750 crore a year in a Rs 3.000 crore 
industry. So these two lines, which fetch 25 per 
cent of the overall business, account for 75 
per cent of the losses. 

If this wasn't enough. general insurance com- 
panies have found a new way to generate more 
losses! The radical and baseless reduction in pre- 
mium rates by 25-80 per cent in other business 
lines since 2007 is threatening the industry's 
survival. It is no surprise that most companies 
(including the government-owned ones) reported 
a significant dip in profits in 2008-09. Capital- 
efficiency has taken a hit as a result. 

Against this backdrop, why shouldn't valu- 
ation be correlated to profits? Some analysts 
have started doing so with general insurance 
companies, and one can only hope that this 
scrutiny extends to life insurance as well. The 
situation can only get worse as more players 
are entering the fray, adding to the pressure in 
what is already a highly-competitive field. 
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Cut & E 


The rate cuts that followed the. 
de-regulation of premiums have-., > 
crippled profitability of the players. 
How long will this last? virennra verma 





n 2002, when India's telecom 
regulator said incoming calls 
on mobile telephony networks 
would be free, the move was 
seen as the death knell for an 
industry then reeling under losses. 
seven vears later, the Indian telecom 
market is the word's fastest-growing, 
with tariffs that are among the lowest 
and operators making a profit. 

Two years ago, when the Insu- 
rance Regulatory & Development 
Authority of India arpa) freed (or 
de-tarilled) premiums in the general 
insurance sector, some players were 
apprehensive that it would lead to 
cut-throat pricing pressure. Their fears 
came true, 

Since the freeing of premiums, 
motor/ car premiums have fallen by 
20-30 per cent and fire insurance by 
up to 7O per cent, making for an 
average reduction of 40 per cent. Life 
insurers were not hot about slash- 
ing premiums: they preferred to base 
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rates on their experience and the 
mortality rate tables. 

But while customers across sectors 
are happy, general insurance players 
are glum, as profitability has been 
hit badly. "Post de-tariffing, discounts 
in motor insurance are much more 
than what the general insurance 
players can sustain,” says K.A. 
somasekharan. ceo, Reliance General 
Insurance, And the general economic 
slowdown couldn't have come at a 
worse time. “The slowdown also led to 
lower amount of insurance under- 
written," says Anuj Gulati, Director of 
cic] Lombard. 

The general insurance 
industry also seems to have 
realised that too much under- 
cutting is not in its interest, 
The industry grew by nine 
per cent in 2008-09 in 
terms of premium 


RAMEN SARKAR 
















underwritten, the slowest in the 
last five years, dragged down 
by the premium cuts and the 
general slowdown. 
sulati of icici Lombard 
expects Insurance premium 
to move up. “Prices will 
correct (go up) as the 
. current levels of premium 
'í are unsustainable,” he 
says, when the economy 
looks up. and when the 
players again start aiming for 
profitability. 

He expects the general 
insurance companies to offer value 
added services and focus on risk 
based pricing. “Customers would 
have a wider choice with better risk 
covers and would also need to main- 
tain a quality profile for positive risk 
rating,” adds Gulati. 

Some value-added services: 
lower premium for cars driven by 
“experienced” drivers as opposed to 


new hands. Similarly, insurance 
companies could offer customers a 
spare car when the insured vehicle 
breaks down. 

- While the general insurance 
industry is expecting to provide such 
services, the life insurance compa- 
nies are already doing so, with some 
charging premium based on the 
health risk of an individual. Birla 
Sun Life Insurance has a policy 
“High Net Worth Term Plan” where 
a smoker is charged a higher pre- 
mium than a non-smoker. Similarly, 
: the premium for females is lower 
than that for males. 

: Other insurance companies, too, 
have reduced the premium on term 
plans, by around 15-20 per cent. 
“This (reduced premium for term 


plans) is mainly due to increase in | 


life expectancy of people, which 





also reflects in better mortality 
experience for the insurers, 
improved operational efficiency and 
reduction in solvency require- 
ments," says Mayank Bathwal, cro, 
Birla Sun Life Insurance. 

Despite such product innovation 
and lower rates, term policies 
are still not very popular, as most 
Indians continue to see an insurance 
policy as a savings instrument. 
(Unlike the endowment policies, 
buyers of term policies do not 
get their premium/ money back 
on maturity.) 

However, some players say 
those who have reduced premium 
have done so for select target groups 
and not across the board. 
"Reduction in premium has hap- 
pened in case of few companies and 
within this it is restricted to a group 
of people," says Malay Ghosh, 
President, Reliance Life Insurance. 
He says the reduction in premium 


Insurance companies could offer 
customers a spare car when the 
insured vehicle breaks down 


has happened mainly in term poli- 
cies, which in any case do not have 
too many buyers. 

According to Ghosh, even 
distributors do not find term policies 
attractive since the commission is 
low. K.S. Gopalakrishnan, Chief 
Financial Officer, AEGON Religare 
Life Insurance Company. says there 
is a possibility of further reduction in 
the premium for term policies and 
this can happen with further 
segmentation of customers and shift 
in consumer behavior. 

But whatever be the future of the 
insurance industry, the Indian 
consumers are happy as they pay 
lower rates for their insurance policies. 
Moreover, there are big hopes within 
the industry players, like mobile 
operators, as insurance in India is 
still untapped to large extent. (9 
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250% guaranteed additions applies oniy to base 
premium paid and is paid in the form of 
additional units provided the policyholder stays 
invested for the full term of 30 years. 

id The Premium paid in Unit Linked Life Insurance 
policies are subject to investment risks associated with 
capital markets and the NAYS of the units may qo up or 
down based on the performance of the fund and factors 
inf tuencing the capital market, and the insured is 
responsible for his/her decisions. * Reliance Life 
Insurance Company Limited is only the name of the 
Insurance Company and Reliance Super Inves ond 
Plan is only the name of the unit linked Ufe insuranc 
contract and does not in any way indicate the quatity of 
the contract. its future prospects or returns. ® Tax laws 
sre subject to change with retrospective effect and 
consulting a tax expert for an opinion i5 recommended. 


UIN for Reliance Super investAssure Plan 
1211,031V01, Reliance Terr Life Insurance Benefit 
Rider 121C009VO1, Reliance Major Surgical Benefit 
Rider: 1218011 vot Relance Critical Conditions (25) 
Rider. 121 BO1OVOT , Reliance Accidental Death & 
Total & Permanent Disablement Rider 12 10002VO0T1 


Reliance Life Insurance Company Limited 
(Registration, No 1211 

Registered Office: H Block, 1st Floor, 
d m RED em 


ES 


Fori more weal on iii fictis t terms and 
conditions, please refer to the sates brochure 
carefillu hefnre rnnebiding the sals. Insurance is 


INSURANCE SPECIAL 


Networking Pays! 


SBI Life has used the huge branch network and brand of its 
parent to power ahead of the private-sector majors in 
the downturn. Can it maintain its lead? racuna m. Koppikar 


| tpays to be prudent, and to have 
B State Bank of India as the par- 
B ent brand. ssi Life Insurance 
| Company Ltd., the 74:26 ven- 
® ture between India's largest bank 
and France's pnp Paribas Assurance, 
has also become the largest private 
sector life insurer after overtaking icici 
Prudential Life Insurance in June. 
According to the Insurance Regu- 
latory & Development Authority data 
for June 2009, spi Life mopped up 
new-business premium of Rs 1,072 
crore against icici Prudential's Rs 807 
crore and Bajaj Allianz's Rs 577 crore. 
And it did this with an agency 
and branch network that is less than 
a third of rcc: Prudential’s. Its for- 
mula: conservative product designs, 
methodical expansion and its par- 
ent's brand value, at a time when the 
sector was struggling under accu- 
mulated losses brought about by 
aggressive strategies and the crippling 
shrinkage of premium income from 
bread-and-butter unit-linked plans. 
In fact, spi Life did not begin with a 
big bang across sBr's vast branch net- 





U.S. Roy, 
Recently-retired CEO, SBI Life z 
"The rural and semi-urban — 5 
areas have a large uninsured z 
population. This willbethe = 
next big focus area for us” = 
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HOW SBI LIFE MARCHED AHEAD 
Ist YR. PREMIUM (Rs ct 
Insurers rides Individual Bnd 
(% to total premium) 
lic — 3065 5964 3395 
SBI | SBI Life Ins. - ins. 526 9 547 49, 03 
ICICI Pru. Life 232 575 28.77 
Bajaj Allianz 98 480 — 16.98 
Reliance Life 49 456 9.78 





Birla Sun Life life  6& 380 B. 78 


en 5 B ES SE TT ee 


Max Ne New ` w York k Life 4 431 0.99 


M ne eee 


HDFC IDFC Standard Life 30 383 == 7.18 


Tata AIG 18 179 9.19 


Kotak M. Old Mutual 20 124 13.92 


*First Year Premium from April 1 till June 2009 
Source: IRDA Journal 


PROFIT GROWTH AT SBI LIFE (Rs cr) 
2005-06 $ 2.02 
2006-07 Mil 3.38 


2007-08 


*Net loss in 2008-09 is on account of provision for marked- 
to-mark losses on equity portfolio of traditional policies. 


Source: Company 





work—and used to be criticised for 
not doing so. It went about training 
people and putting processes in place. 
Today, ssi Life sells its products 
through the 1 6,000-odd branch net- 
work of spi and its affiliates, its own 
network of 420 branches and 70,000- 
odd agents. icic! Prudential Life, on 
the other hand, has 2,76,000 agents 
and 2,100 branches of its own. 

While rivals also have multiple 
channels, it is spi Life’s bancassur- 
ance model that has become the 
benchmark. Anand Pejawar, 
Executive Director for Marketing. SBI 
Life, explains that when customers 
walk into a State Bank branch, the 
insurance sales pitch is made by 
familiar faces like the branch or rela- 
tionship manager, and not by some 
independent agent given table space. 
The industry practice is to position 
an agent of the life insurance arm in 
the bank to generate leads. 

Says Pejawar: "These days when 
the persistency level among customers 
has come down and they don't want to 


put money in unit-linked products, 
our model works as the customer sees 
a familiar face on the other side." 

Bancassurance contributes 40 per 
cent to its premium income in the 
retail segment, and the agency force 
around 60 per cent. (The force has 
been expanded eight-fold since 2005 
against 2-3 times at rivals'.) Rajiv 
Kumar Gupta, Executive Director, sbi 
Life, claims that his agent costs are 
almost one-fifth of industry levels and 
agent productivity two to three times 
that of peers. 

SBI also helped by cross-selling 
corporate insurance to its corporate 
clients. The share of group policies 
in new business premium shot up 
from 19 per cent in 2007 to 49 per 
cent today, the highest contribution 
among insurers. The corporate solu- 
tions group. which accounted for 20 
per cent of the total premium dur- 
ing 2008-09, came up after the ban- 
cassurance network. Pejawar's next 
target is to integrate 3,200 branches 
of the regional rural banks attached 
to spi on the insurance platform to 
sell micro-insurance and health 
products for lower-income groups. 

Says U.S. Roy, who has just retired 
as MD & ŒO of sti Life after a two-and-a- 
half-year stint: "The rural and semi-ur- 
ban areas have large uninsured pop- 
ulation. This will be the next big 
focus area for us." Being a late entrant 


also gave it an edge in the business of 


vups, which goes up and down with 
market cycles. sgi Life has re-aligned its 
focus on non-market linked products 
from time to time. In 2006, when mar- 
kets were roaring, it increased the 
share of market-linked products from 
60 per cent to 70 per cent, but went 
back to 60 per cent in 2009. 

The costs saved by not expanding 
branches or agents in a big way helped 
it focus more on offering traditional 
products like retirement-benefit plans. 
Roy says being a capital-efficient 
insurer helped it check expenses and 
wipe out accumulated losses. So. right 
now, it's advantage sBi Life. © 
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be prepared to fulfill 
your Child's dreams! 
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Reliance Child Plan 





safe hai toh sahi hai! 





© call 1800 300 08181 (toll free) 
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For more details on risk factors, terms and 
conditions, please refer to the sales brochure 
carefully before concluding the sale. Insurance is 
the subject matter of the solicitation. 


Reliance Life Insurance Company Limited 
(Registration No. 121) 

Registered Office: H Block, 1st Floor 
Dhirubhai Ambani Knowledge City 

Navi Mumbai, Maharashtra 400710, India 


UIN for Reliance Critical Conditions Rider 
1218003V01, Reliance Accidental Death & Total 
and Permanent Disablement Rider: 121CO02V01 
Dalianco Child Diam 121 ND VOI 
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The second-generation private insurers try innovative strategies to make a 
mark, as profitability becomes more crucial than ever before. SHALINI s. pacar 


here are worse things in 
life than death. Have you 
ever spent an evening 
with an insurance sales 
man?” Woody Allen is 
supposed to have made that famous 
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remark about the tribe of insurance 
salesmen. Manv Indians bred on the 
archetypical insurance agent could 
not agree more. When the first wave 
of private players started invading 
the market around 2000, the insur- 


ance market grew by leaps and 
bounds (see chart) and so did this 
unloved species—the insurance 
agent. Attracted by the enormous 
growth potential of the market, sev- 
eral other players have entered the 





Jayant Khosla, 
MD & CEO, Future Generali Life 


“We offer low-ticket, 
low-involvement products 
to customers at malls, and 
then go back to them to 
cross-sell and up-sell” 


market in recent years. And more 
are poised to tap into one of the two 
high-growth economies of the world. 

For many of the fresh entrants, 
getting rid of this stereotype and 
making inroads into the customer's 


LIFE INSURANCE INDUSTRY: 
A SNAPSHOT 
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Individual agents (lakh) 
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fY 2000 FY 2009 Source: Life Insurance Council 


mindscape have been an uphill task. 
No surprise then that many of them 
mouth the mantra of "differentia- 
tion", whether in products or the 
distribution channel. 

Consider Future Generali Life, the 
joint venture between the Future 
Group and Italy's Generali Group. 
Its “mallassurance” model seeks to 
convert the footfalls to the malls 
owned by Future Group into potential 
clients. "We offer low-ticket, low- 
involvement insurance products to 
customers at malls for as low as Rs 
99. We then go back to them later to 
cross-sell and up-sell other products,” 
says Jayant Khosla, MD & cao. Though 
the conversion rate for mall clients is 
only 4-5 per cent, the new channel, 
nevertheless, is a fresh way of sell- 
ing insurance. 

Bharti AxA Life, a jv between the 
Bharti Group and French conglom- 
erate AXA, follows a similar strategy. 
It uses the large, walk-in population 
at the Airtel Relationship Centres 
and Bharti-Wal-Mart stores to push 
simple, over-the-counter products. 

For many of these companies 
which are venturing into the market 
in sober times, profitability has be- 
come more important than market 
share. And this has meant burrowing 
deep into specific markets. Shriram 
Life, a jv between Shriram Group 
and South African insurer Sanlam, 
intends to focus on the tier II and 
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L4 Enjoy higher savings 
when you retire 
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retire early 


44 Pay lesser premiums 
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4 And get tax saving too 


2 — 


early. 








(9 call 1800 300 08181 
| 
| @ sms INSURE to 55454 


Reliance Life Insurance Company Limited 
(Registration. No 121) 
A Offi: 
har Ambani 


AA 
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SATISH KAUSHIK 





Timothy E. Feige, Co-President, Prudential International 
“India honours market share very highly. 
It will be a long time before we show up 


on the charts" 


tier III cities, moving beyond its tra- 
ditional southern markets. "There 
is a lot of noise in tier I cities where 
everyone is playing," says Gerhard 
Joubert, cgo, New (North, East, West). 
He expects the market to grow to 
$52 billion by 2010, and clock a 


compound annual growth rate of 


30 per cent every year. 

Up north, pip Pramerica, a JV 
between American insurer Prudential 
and DLF Ltd., aims to focus on markets 
in Punjab, Harvana and the National 


Capital Region. And even in terms of 


the products, the differentiation is 
creeping in. While pix Pramerica plans 
to focus on protection products, others 
such as Future Generali will launch 
products catering to women and rural 
segments over the next few months. 

The impact of detariffing in general 
insurance market, coupled with the 
impact of the financial crisis, has meant 
a change of plans for general insur- 
ers as well. Raheja ope had decided to 
remain in just the corporate business 
segment and tethered to Mumbai. 
Bharti AXA General Insurance's coo 
Kimsoon Chua says their new strategy 
focusses on retail besides the original in- 
tent on the corporate segment. 

A crowded, tougher market has 
increased the importance of cost- 
efficiencies. Timothy E. Feige. 
Co-President, Prudential International 
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Insurance, partner in pLrF-Pramerica, 
says quite candidly: "We never have 
the goal to be the biggest in any of our 
markets. Our goal is to be the highest- 
quality company. India is a market 
which honours market share very 
highly. It will be a long time before 
we show up on the charts.” 

For AEGON Religare Life Insurance, 
that translates into moving to auto- 
mated systems from Day 1 for sales 
compensation or underwriting. K.S. 
Gopalkrishnan, cro, says: "Our em- 
phasis is on branch profitability and not 
merely on trimming start-up ex- 
penses." The recent capping of charges 
by the IRDA on some products is vet 
another push towards greater cost 
savings for the new players. 

Edelweiss Research, however, be- 
lieves that bank-backed insurers are 
at a significant advantage due to op- 
timal distribution cost. Many of the 


new players represent marriage of 


public sector banks, which have a 
wide reach, with foreign partners 
that, in turn, have expertise and 
product innovation skills in devel- 
oped markets. These include the likes 
of inpr Fortis Life Insurance, a jv be- 
tween IDBI Bank, Federal Bank and 
European insurer Fortis. G.V. 
Nageswara Rao, MD & CEO, IDBI Fortis 
says, “As the 1 8th entrant in the life 
insurance market, it was clear to us 





G. V. Nageswara Rao, MD & CEO, IDBI Fortis 
“It was clear to us from the outset that 
we cannot be doing what the others had 
been doing" 


from the outset that we cannot be 
doing what the others had been do- 
ing." The company's main focus has 
been on lower prices, coupled with 
higher volumes. It collected premium 
of Rs 318 crore in the first vear of its 
operations, which, Rao says, is more 
than that done by any other com- 
pany in its first year. 

Canara uspc Oriental Bank of 
Commerce Life Insurance Company 
vaulted to the top 10 in its first year 
on the strength of its distribution. 
Another insurer of bank parentage, 
Star Union Dai-ichi, a |v between 
Bank of India, Union Bank of India 
and Dai-ichi Mutual Life, aims to be 
the fastest- growing insurer making 
use of the pelntiful branches of its 
parent banks. 

But as Praveen Vashishta, cgo & 
MD, Howden Insurance Brokers India, 
says, “The evolution of the business 
models is true to the theoretical frame- 
work. In heavily-regulated markets, 
players chase market share. Along 
the curve, risk management becomes 
more important. This is a paradigm 
shift and it has already happened. 
However, the focus on the customer 
has yet to come in.” That better come 
in soon. Till then, India affords space 
to many insurers. 


COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 
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There's a growing demand for IT experts 
to address environmental concerns. 
RAHUL SACHITANAND AND SAUMYA BHATTACHARYA 


s the Director of Global 
Information Services 
for Bangalore-based 
Applied Materials, 





Nagaraj Bhat is no 
greenhorn in the field of tr, having 
seen the firm's India centre evolve 
into an Ir services Outpost to a critical 
R&D unit over the past three years, 
Now, Bhat, a mechanical engineer 
and a trained business continuity 
pro, is taking the lead in driving 
Applied Materials’ Green rr thrust. 
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The global rr organisation aims to 
achieve a fifth of the firm's green- 
house gas reduction goal. 

"Green IT started as a project at 
Applied Materials and has evolved 
into an integrated part of everything 
we do," says Bhat. Reason: Tech 


companies are aggressively imple- 


menting green rr solutions as part of 


their offshoring contracts signed with 
customers. 

These companies are greening 
themselves and then enabling eco- 


ù 
T xt 
€ 


ee | 


For, sustainable IT: HCL's 
Swapan Johri (front) 
ith his team 








SHEKHAR 


A READY RECKONER 
FOR A GREEN CAREER 


Who is Hiring? 

MNCs such as IBM, Accenture, 
AMD and EMC, as well as start- 
ups focussed on Green IT 


Who are they hiring? 


Sustainability engineers, data- 

centre management engineers, 

utilities and electric engineers ) 
and quality specialists 


Skills in demand? 

Besides academic credentials, 
additional certifications in 
Green IT, server and storage 
technologies, sustainability and 
electrical subsystems 


What gives you the edge? 
Knowledge of Green IT 
regulations, key political and 
economic drivers, understanding 
of energy efficiency 


GHOSH 


friendly operational and rr practices 

for their clients. . 
So, Applied Materials' green drive 

now covers virtualisation, optimisa- 


tion, technology refresh and unified 
communication and this strong 
focus is generating demand for a 
whole new line of green rr special- 
ists. There is a growing demand lor 
sustainability engineers, data 
centre management engineers, 
utilities and electric engineers and 
quality specialists. According to 
some industry estimates, the global 


PAWAR 


technology industry consumes 
1.5-2 per cent of the world's power 
supply and this metric is growing at 


DEEPAK G. 


] 2 per cent annually. 





tomers,” he says. The focus of thes 
solutions, he says, is to lower capex 
for customers and improve serve! 
and storage utilisation—pegged at 
IO per cent and 30 per cent—or 
these companies. 

To work in these fields of Green 
rr, a professional must understand 
datacentre design, power circuit: 
use software to improve servet 
and storage utilisation and at the 
end discern the business benefits 
from all this. 


Other segments such as semi- 


Nagaraj Bhat/ Applied Materials 


"Green rr is about reducing the conductor or computer chip design. 
environmental impact and 
increasing the sustainability of 


information technology," says Mark 


"Green IT started as a project and too, are looking lor green rr special 
has evolved into an integrated part of 


everything we do" 


ists. Vamsi Krishna, Senior Managet 


Technical. AMD, says Green IT in 


Greenlaw, cio for Cognizant. 

As more companies and individ- 
uals get environmentally conscious 
and think about sustainable growth, 
they are ramping up their green 
efforts. “The focus is around hunt- 
ing for people with specialised skills 
around energy conservation, electri- 
cal systems, battery technology and 
energy use," says Ajit Issac, CEO of 
Ikya, a Bangalore-based HR consul- 
tancy. One such recruiter is rr services 
player uct Technologies that has 
recently been ranked amongst the 
Top 10 ‘Green 50 Sourcing Vendors’ 
in the 2009 Green Outsourcing 
Survey by Brown-Wilson Group. 

HCL offers a Green Datacenter 
Solution programme that works to- 
wards increasing energy efficiency 
and reducing carbon and physical 
footprint of datacentres while com- 
plying with government mandates. 

Says Swapan Johri, Senior 
vP-Transformation Services, HCI 





Technologies Infrastructure Services 
Division, “HcL’s Green Datacenter 
Solution works on three key param- 
eters that include Technology. 
Management and Facility." 

The talents required to handle these 
stacks ranges from professionals ex- 


perienced in architecture and design of 


physical facility, green technology ex- 
perts in virtualisation, consolidation, 
datacentre technology experts who 
have hands-on experience in hosting 
and migration. "We also need profes- 
sionals who have immense experience 
in audit/rri practices, energy auditors, 
and LEED experts,” adds Johri. 

In a 15,000 square feet Bangalore 
centre, housing 2,000 servers and 
200 switches, 34-year-old Shuja Mirza 
is one such professional who is a mem- 
ber of storage giant EMC'S green 
initiatives. “We focus on developing so- 
lutions first in house and then trans- 
ferring many of them to our cus- 





volves interlacing with client re 
quirements on power consumption 
reduction and rr infrastructure con- 
solidation. "As a computer chip maket 
we are at the very heart of the green n 
evolution," Krishna says. 

Green IT, in AMD's case, looks 
across multiple areas, including chip 
design, desktops. servers and data 
centres. "To work in Green tT. vou 
must be able to examine a client s 
infrastructure and put together a 
concrete proposal to make it more 
environmentally-friendly and more 
importantly, reduce costs." he says 

According to Ravi Bhatia, MI 
Gilbert Tweed Associates, a placement 
firm: "Green-friendly technology is : 
fairly new concept both in India and 
overseas. However, green ollshoring tt 
rr has started taking on a very pivotal 
role in current times." Green, it seems, 
is the new rich for rr. (9 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


TATA Projects Ltd, Contracts 
Administrator, Hyderabad, 20 - 25 
years, Job ID: 7083475 
Expertise in contracts and claims 
management with exposure to risk 
management in EPC Sector. 


Vatika Limited, Manager - Sales & 
Marketing , Ambala, 7 - 12 years, Job 
ID: 7252959 

Will be responsible for :-Majorly handling the 
escalated queries of the clients. Encouraging 
the existing ASO's & empanelling fresh 
ASO’s.Resolving issues related to brokerage, 
margin, special incentives, etc. 


Dell, Inside Sales Manager, 
Hyderabad, 10 - 15 years, Job ID: 
7222301 

Principal Accountabilities: Effectively 
manages the inside sales team and resources, 
Focuses on delivering a positive customer 
experience according to Dell standards 


Jaycee Motors, Sales Manager, 
Amritsar, 6 - 15 years, Job 7262236 
Graduates with minimum 6 years of 
experience in sales in automobile industry or 
related field. Experience in Direct Sales, 
Finance, Rural Marketing, Institutional Sales 
required. 


Syntel Inc, Insurance Domain 
Consultant, Mumbai, Pune, 10 - 15 
years, Job ID: 7265214 

Consultant must have minimum 10-15+ years 
experience in industry (a balance of software 
and insurance domain would be preferred); in- 
depth subject matter expertise of the 
insurance industry; and more. 


Infotech Enterprises Ltd, Director / 
FileNet Architect, Hyderabad, 8 - 15 
years, Job ID: 7266130 

He/She must have Bachelors in Computer 
Science or related field or equivalent 
experience, 5+ years of experience in FileNet, 
particularly looking for someone who has 
worked on multiple systems and more. 


Yahoo Software Development India 
Pvt Ltd, System Analyst/ Tech 
Architect, Bangalore, 6 - 15 years, Job 
ID: 7264375 

You should have a formal degree in 
engineering course in Computer Science. You 
should have a total of 8+ years of experience 
with specialization in Distributed and Parallel 
computing, etc. 

Ciena Corporation, Lead Diagnostics 
SW Engineer, Delhi, Gurgaon, 6 - 12 
years, Job ID: 7255548 

Engineer must have expertise in developing 
system level test methodology for chassis 
based products, developing low-level 
software, for CPU and 1/O subsystem, high 
performance device drivers, 


BDM/]TAG/ICE debuggers. 


SAP, Education Account Manager, 
Kolkata, 6 - 10 years, Job ID: 7259992 

Participate in a team selling environment and 
work with one or morc account executives on 
large accounts. Work individually on accounts 
in the installed base where sales of other 
services or license revenue may be irrelevant. 


IPsoft India Pvt Ltd, Senior Manager- 
International Sales, Bangalore, 8 - 18 
years, Job ID: 5425505 

You will ideally have an Engineer/ MBA from a 
school of repute with strong commercial and 
negotiating skills and also be able to 
demonstrate success in coaching high- 
achieving teams. 

Tata Teleservices Limited, Channel 
Sales Manager, Karnal, Panipat, 7 - 10 
years, Job ID: 7195303 

Task: Deliver monthly acquisition targets thru 
retail development & channel expansion. 
Churn control thru quality subscriber 
acquisition. Revenue enhancement thru sales 
of value added services. 


Doosan Heavy Industries and 
Construction Co Ltd, Manager- 
Marketing, Delhi, 10 - 12 years, Job ID: 
7256461 

Person must have Bachelors Degree in 
Engineering either Mechanical or Electrical; 
MBA degree a plus with 10 to 12 years 
experience in sales & marketing. Good 
negotiation strategies to lead with customers, 


Gati Ltd, Head — Sales & Marketing, 
Delhi, 12 - 16 years, Job ID: 5846824 
The incumbent should identify and analyze 
potential business opportunities/ideas at 
zonal level and work towards achieving it 
consistently. Successful track record in 
handling key clients/retail customers. 


Invest Plus India Limited, Vice 
President-Finance, Mumbai, 8 - 14 
years, Job ID: 7266123 

Key functions: Strategic and Financial 
Planning and Finance & Account, MIS, 
Budgeting costing, Project Accounting, 
Project Wise costing and controls, Taxation 
and statutory compliance, Auditing. 


Essel Group, Regional Manager - 
Sales, Mumbai, 9 - 13 years, Job ID: | 
7031871 | 
Responsibilites: Ensuring proper 
management of primary, secondary and 
tearsury phase's of sales.Ensuring 100% of 
SAF compliance. Ensuring the availability of 
ITZ cards across the network. 


Western Consolidated Private 
Limited, Production Manager, 
Kolkatta, 10 - 15 years, Job ID: 7265978 
Duites will be:Production Planning, Fulfulling 
Production Target, Handling Workforce, 
Plant Upgradation/Modernisation, 
Liasioning with Statutory Authorities, 
Liasioning with Vendors/Subvendors, 
Maintenance, etc. 


JN Technologies Pvt Ltd, Technical 
Manager, Pune, 8 - 12 years, Job ID: 
7214566 

Manager must have 8-12 years of overall IT 
exposure. Strong computer science 
fundamentals. Should be hands-on with 
experience managing individual contributors 
(must have). 


Religare Technova IT Services Ltd, 
Program Manager, Bangalore, 
Mumbai, 12 - 15 years, Job ID: 7222733 
The program manager will be responsible for 
providing systems expertise for delivering 
software for stock exchanges. He / She will be 
involved in day to day management of 
projects, will interface with customers, and 
more. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Developer m must tave 45 years exp i in i Core 
java/j2ee development with Enterprise — 
Webservice, - MVC. Farmewotks, | Struts, 
Spring, XML, S HIME, JUNIE ® and RDBMS; 
eu UA 












pra 3008/DB2._ Strong s skills in Unix 
Excellent communication skills, | a 


Yash "Ruehtologies Pet Ltd, SAP 
FICO Functional Consultant, 
H yderabad, Pune, 4 - 10 years, Job ED: 








He/$ She must have: Baches í in s Compuies 
Science or. related field or. equivalent 
experience. 5+ years « of experience in FileNet, 
particularly looking. for someone who has 
worked on multiple systems, a and more. 


WebVirtue Software Solutions, PHP 
MySQL Developer, Delhi, 1- 5 years, 
Jo ID: 7015312 

Expert PHP Programmer with ges 


pun se a “Gabe o depen Song working 
knowledge of MDX; andr more. | : 
NCR, So! 

















Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 








C ding n "will be respoosib r 
independently conceptualizing, designing a and. 
developing flash applications using Vash 
Action Script 2.0/3.0, Flex. Candidates must. 
be proficient in HIME, DHTML ^ E : 
etc. | 
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SourceEdge | Software Jn. 
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Sales and Marketing Jobs __ 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





Pragati Software Pvt Ltd, Assisstant 
Manager -Academic Sales and 
Alliances, Mumbai, 5 - 10 years, Job 
1D: 7226482 

Applicant must have 3+ years of experience in 
institutional Sales and alliances. Should work 
closely with Marketing and devise revenue 
generating campaigns. 


Corporate Executive Board India Pvt 
Ltd, Associate Director - Sales, 
Gurgaon, 8 - 12 year, Job 1D:7234600 
Will be responsible for business development 
and introducing our business and research 
model to senior executives in India. Our sales 
procesis a consultative one, etc. 





po ental. customers to ERA for new 
business. 


Max New York Life, Associate Sales 
Manager, Udaipur, 2-7 years, Job ID: 
7264661 

Candidate should have - 3-5 years of sound 
sales & marketing experience. Graduate 
preferably with an MBA. Familiarity with local 
markets, skills in recruitment, strong network, 
Peatestip ability, ete. 


Essel Group, Telesales. Executive, 
Mumbai, 1- ~3 years, Job ID: 7264346 
"The incumbent would be required to do cold 
calls to the clients. The candidate should be 
good un telecommunication skills and 
etiquettes. He/she should be a good listener 
and aggressive. 


-To know how to apply for these jobs, 








Radical Thoughts, Manager — 
Marketing and Sales, Chennai, 6 - 15 
years, Job ID: 7263488 

B.E / B.Tech in Mech/Auto and having 84 yrs 
experience in OE supplies. of Auto 
components to well known HCV, Off the road 
vehicles etc is a must. Excellent skill in 
communication and CRM is a must. 


Ador Welding Limited, Area Sales 
Engineer, Mumbai, 3 - 7 years, Job ID: 
7257270 

He should have minimum 3-6 years of 
experience in Selling / Marketing of 
Engineering or Allied Products in a medium or 
large organization and must be willing to travel 
extensively. 


Ebaco India Pvt Ltd, Sales Manager, 

Delhi, 3-7 year, Job | ID:7262118 - 

Person must be a Graduate / PG/ MBA- “Sales 
& Marketing or related work expetience,' Good 

knowledge to sell all kind of Floris. like 

arpet! < ME laminate etc, 








Forklift India Private Limited, Asst. 
Marketing Manager, Delhi, 2 - 10 year, 
Job ID: 7256796 

The suitable candidate would be a graduate / 
post graduate preferably with a maths, science 
or commerce background with minimum 2 
yeats working experience. He should be fluent 
in English and more. 


Miczak Builders Private Limited, 
Marketing Manager,Bangalore, 
Chennai, 0 - 10 years, Job ID: 7259707 

Independent Franchisee Head, Multi Level 
Marketing around the world. Incentives on 
each enrolement of vendors and each. pair 
enrolement of franchisees in your ML M tree. 
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Tribhovandas Bhimji Zaveri, Sales 
Executive, Mumbai, 0 - 5 years, Job 
ID: 6971924 

Functions: To convert walk-ins into sales, 
Handling customer queries, Daily counting & 
tallying of stock, Receive customer orders, 
Other related administrative work. 


First Select (P) Ltd, Marketing 
Executive, Delhi, Gurgaon, 1-6 years, 
Job ID: 7265562. 

Tasks. include: Generating leads through 
mailer campaigns & cold calling. Set up in- 
person meeting with prospects. Regular follow 
up with the prospects. Generate Lead & 
Prospects Database, etc. 


ICICI- Lombard- General Insurance 


Company Ltd, Unit Sale: Manager, ; 


Nagpur, 1- -4years, Job ID: 72659 
Business generation in assigned | territory 
directly and through a team of agents, 
Develop new sourcing streams by adding 
channels/ products 3. Maximize own share of 
business i inthe channel. 





Aim. Computer Consulting _ Pvt Ltd, 
Sales Exec/ Sales Represe 

Hyderabad, 2-4. years : 
7266484. o 






Looking fot. highly energetic o A 


Manager/Executive — to support our IT 
Pie Mem. & Staffing company. Having good 

Exposure to US Market. Minimum 2. years of 
exp in US Staffing, 


Thoran Technologies, Marketing 


Manager, Hyderabad, 2 - 8 years, Job : 


ID: 6560018 

Candidate must have the ability to successfully 
interface with consultants and Vendors. 
Placing of W2 consultants with a proven track 
record of success. Understand technologies 
and utilize the same. 


Tata Teleservices Limited, Channel 
Sales Manager, Hisar, Rohtak, 5 - 7 
years, Job ID: 7044152 

Role:Acquiring new customers-Gross, Net, 
Churn. Increase the revenue-ARPU Increase, 
Unique recharge, Zero depletion. To focus on 
areas of improvement relating to channel 
expansion, 


goto finance jobs listing page. 
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Finance Jobs 


» Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ltd, 
Accounts Executive, Chennai, 3 - 5 


Symphony Comfort Systems Ltd, Vice 
President (Finance and Accounts), 
Ahmedabad, 10 - 15 years, Job ID: 
7265044 

Duties will be: Maintaining and finalizing the 
accounts of the company and its subsidiaries, 
consolidation of accounts of the group 
companies including operations abroad and 
foreign subsidiaries of the company. 


Eurobond Industries Pvt Ltd, Executive 
- Accounts, Mumbai, 3 - 5 years, Job ID: 
6072337 

Tasks: Preparing of Monthly MIS Reports; 
Handling banking compliances; Tax 
computation of Employees; Monthly Payroll 
Processing Knowledge of TDS, Sales tax , etc. 


CBay Systems, Senior Executive — 
Accounts, Mumbai, 3 - 8 years, Job 
ID: 7265263 

Person needs to be thorough with Accounting 
concepts, Income Tax and Audits. Should 
know Statutory Compliances. Should have 
knowledge of PF, PT, ESIC, Employee tax , 
Perquisite calculations. 


Tribhovandas Bhimji Zaveri, Finance 
Manager, Mumbai, 3 - 8 years, Job ID: 
7107260 

Finance Manager in managing TBZ's 
multicrore revenue / costs, in implementing 
multicrore expansion plans. Debt/ Equity 
Funding: Raising of long / short term funds 
through banks, etc. 


RDC Concrete (India) Pvt Ltd, 
. Assistant Manager - Accounts, 
Ahmedabad, Indore, 3 - 5 years, Job 
ID: 7264857 

Responsible for handling the accounts upto 
finalisation. Bank Reconciliation statement 
with maintaining bank accounts. Maintain all 
transactions. Bill passing will all 
formalities/ cross verification’s. 


Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs” box on the 


homepage 
3. Click the “Go” button 





Twinkle Leatherware Pvt 


years, Job ID: 7264646 
The candidates must have knowledge in 
Manufacturing Accounts, Preferable for 


Manufacturing Cost Accounting, 


Enterprise System Solutions (P) Ltd, 
Finance Manager /Sr Finance 
Manager, Bhubaneshwar, 5 - 8 years, 
Job ID: 7264127 

The incumbent will be responsible for the 
entire finance and accounting functions, 
including payments, preparation of statements, 
fund flow, cash flow, fund transfer, sales 
reports, analysis of financial statements, etc, 


Calliper Telecom Services Pvt Ltd, 
Accountant, Gurgaon, 1 - 3 years, Job 
ID: 7263508 

Will be responsible for Checking Bills, 
Preparing Vouchers, Posting Entries in Tally 
Software, Recording and consolidating data in 
MS Excel.; Should be open to learning; Good 
knowledge on using Tally. i^ 






TresVista Financial Ser 
Financial Officer, Mumbai, 4 - 10: 
Job ID: 7262644 à 
Key functions: Maintaining Accounts in Tally. 
Maintaining Petty Cash - Monthly 
reimbursement of expenses to employees. 
Maintaining Bank Book, Sales Book & 
Purchase Books. 


Black & white Business Solutions Pvt 
Ltd, Accounts Officer, Delhi, 
Bangalore, 0 - 5 years, Job ID: 7262578 
Looking for B.Com, BBA, BBM and M.Com 
Graduates only; Good Communication Skills; 
Good Accounting Skills; Minimum 1.5 yr 
accounting experience; and morc. 





or 








Login & access your Monster account through your GPRS - enabled mobile. 


email us at sales@monsteri 


Cargomen Logistics Private Limited, 
Accountant, Chennai, Hyderabad, 2 - 
10 years, Job ID: 7262513 
Responsibilites:Managing daily accounting, 
banking and other related functions. Taking 
reports from juniors and delegating tasks to 
have jobs completed on a timely basis. 


Oracle Financial Services Software 
Ltd, Assistant Manager - Accounts & 
Financet, Mumbai, 4 - 7 years, Job ID: 
7261655 

A Chartered Accountant with 4 to 7 years of 
post qualification experience in Revenue 
Accounting of one of the medium to large IT 
organizations.Conversant with Indian and US 
GAAP and IFRS in the revenue arcas. 


=> 


Au Financiers India Pvt Ltd, 
Executive/ Sr. Executive- Accounts, 
Jaipur, 1-5 years, Job ID: 7261971 
Executive have to handle day to day Accounts 
activities, Voucher Entries, Check 
preparation.Incentive calculation in Excel. MIS 
preparation, preparation of monthly reports 
on excel, 

Nexsus Techno Solutions Pvt Ltd, 
Account Executive, Mumbai, 1 - 2 
years, Job ID: 7127339 

Candidate should have thorough knowledge in 
Bank reconciliation. Applicants will need to 
demonstrate familiarity and proficiency in 
executing on cfficient procedures for core 
accounting functions. 


Mehta & Associates Fire Protection 
Systems Pvt Ltd, Accounts Executive, 
Ahmedabad, 0 - 2 years, Job ID: 
7260032 

Incumbent must have strong computer skills 
with in-depth knowledge of MS Excel, Expert 
of tally 7.2 will be desirable (internet Version), 
Net skills. Will be responsible to Assist and 
support the Manager. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


dia.com 
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perfect resume, call us or visit 
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OPINION-POLICY 


DR R.K. PACHAURI 


DIRECTOR-GENERAL, THE ENERGY & RESOURCES INSTITUTE (TERI) 





he role of developing countries in meet- 
ing the challenge of climate change has 
been in the news in recent weeks, par- 
ticularly in the wake of Hillary Clinton's visit to 
India. India's position on the issue has been 
consistent with the principle of “common but 
differentiated responsibility", which is part of the 
UN Framework Convention on Climate Change 
(UNFCCC). The basis for this is that human- 


induced climate change is the result of 


increased concentration of greenhouse gases 


(GHGs) in the earth's atmosphere, a result of 


growing emissions of these gases cumulatively 
since industrialisation began. The 
developed countries have reached 
their current levels of prosperity 
essentially because of grow- 
ing use of fossil fuels, which 
has led largely to the 
increased concentration of 
these gases. 

To my mind, it is in 
India's own interests to en- 
sure that climate change is 
contained through global efforts. 
India is particularly vulnerable to ) 
the impacts of climate change, which would 
be in the nature of rising sea levels affecting our 





extensive coastline, increased intensity, fre- 
quency and duration of floods. droughts and 
heat waves, as well as the adverse impacts on 
agriculture and human health. One key natu- 
ral resource that would be affected adversely 
would be water—its availability in several 
parts of the country will become scarce and 
seriously stressed. 

Against this background what should 
India's position be with regard to containing the 
emissions of GHGs? I feel India has to negoti- 
ate and ensure that the developed countries 
take major steps to reduce emissions, sav, by 
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India Can Gain From 
‘Low Carbon’ Growth à* 


2050. as highlighted in the recent G8 Summit, 
but also in the shorter term by 2020. India, 
therefore, is well within its rights and ethically 
correct in insisting that the developed countries 
take adequate steps to reduce emissions in the 
immediate future and assist the developing 
countries in doing the same through finan- 
cial transfers and access to technology. 
However. a country like India should also 
look at its own choices based on domestic com- 
pulsions. If India was to emulate the devel- 
oped countries in its structure and lifestyles, we 
would be heading towards a major crisis. 


Mahatma Gandhi was once asked if 


he expected India to attain the 
same standard of living as 
Britain. He replied, “It took 


the planet to achieve this 
prosperity. How many 
planets will a country like 
India require!?” 
l'or reasons of energy se- 
curity and reduced levels of air 
pollution at the local level, India 
has to move rapidly towards high 


levels of energy efficiency and greater use of 


renewable energy in every sector of the economy. 
Business has special responsibility in this regard 
and is also faced with enormous opportunities as 
the world moves to a low carbon path of devel- 
opment and growth. Market opportunities would. 
therefore, abound if India establishes a strong in- 
dustrial base for technologies that use energy ef- 
ficiently and harness renewable sources on a 
large scale. Hence, quite apart from India's 
negotiating position, which must continue to up- 
hold the principle of common but differentiated 
responsibility, the country should urgently use 
indigenous and renewable sources of energy 
on a rapidly expanding scale. © 





Britain half the resources of 


Mahatma Gandhi 
once asked: It 
took Britain 

half the resources 
of the planet 

to achieve this y 
prosperity. How 
many planets 

will a country 

like India 
require! ? 
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light on various innovative and technology-friendly solutions that have 
assisted various businesses to enhance productivity and efficiency. 
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GO For Dividend Stocks 


Embracing the time-tested dividend-payout strategy could 
strengthen your portfolio's performance. MANU KAUSHIK 


hen Ajit Raina was 
building his stock 
portfolio, a stable in- 
come was priority for 





the soon-to-retire 
marketing professional. So, the 57- 
year-old Vice-President with Unitech 
Power Transmission decided to back 
his income with regular dividends. 
He stocked over 70 per cent of his eq- 
uity holdings with consistent divi- 
dend-paying companies—some with 
a high-dividend yield, other blue chips 
and consistent dividend payers for 
years like Reliance Industries, tc! 
(India), Novartis, Indo-Gulf Fertilisers, 
KEC International, and more. 
"Dividend-paving companies have 
well-established cash flows and tend to 
be more stable, safer, and less volatile." 
he believes. "Besides giving an addi- 
tional income of Rs 50,000 per year, 
these stocks have appreciated well. | 
will keep these stocks through mv re- 
lirement," says Raina. 

A dividend strategy isn't what in- 
vestors usuallv dig when there's a 
Irenzied rise in the stock markets like it 
happened in the heady days of the 
dotcom era. But if you have been an 
investor of dividend-paying stocks in 


Ajit Raina 


VP (Marketing & Projects), Unitech Power Transmission (with family) 
Age: 57, Planning to retire: 59 

Portfolio of dividend-yield stocks: 25% 

Income from dividend stocks: RS 50,000 p.a. 
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the last three years like Raina, then 
there's an increased chance that your 
stock would not only have fetched 
you a good dividend, but also signifi- 
cantly enhanced the value of your 
holdings. A July 23, 2009 report by 
icici Securities points out that consis- 
tent dividend-paying stocks with an 8- 
year dividend record outperformed 
other stocks without a dividend record 
in the last three years till 2008 (see The 
Changing Trend). Stocks without a div- 
idend-paying record did well in the 
eight out of nine years till 2005. That's 
perhaps the reason why some 
investors still carry the mindset that 
stocks without dividends, usually 
high-growth stocks, will do well. 
But after a string of weak eco- 
nomic news like global slowdown, 


poor monsoons, rising fiscal deficit 





YWVWON LINY 


Payout Masters 


Companies that have consistently paid out a large part of their earnings as dividends. 


Company FY09 
Ashok Leyland 79 
Asian Paints - 50 
Bajaj Holdings & Invest 57 
Castrol India* ^ 80 
Colgate-Palmolive — 80 
Hindustan Unilever 74 
Godrej Consumer 71 
Nestle India* 88 
Procter & Gamble“ 54 
Tata Chemicals — ~— St 


FYO8 FYO7 FYO6 FY05 





46 4B 92 47 
47 49 n 57 
74 35 39 35 


92 80 [4 89 
98 91 83 95 
126 T9 88 105 
TO n r2 88 
88 88 87 107 
82 63 122 78 
23 4l 45 Ad 


Figures in per cent is dividend payout (dividends per share/earnings per share) 


“Financial year ending December 2008 
“Financial year ending June 2008 
Source: Capitaline 


and slacking foreign demand, invest- 
ment experts are raising concerns 
about going for a pure-growth stock 
strategy, which includes buying com- 
panies in the nascent stage of their 
businesses. On the other hand, com- 
panies with strong cash-flows and 
well-entrenched business models are 
usually those that have a good divi- 
dend track record and strong cash 
balances. Here’s where companies 
with a good dividend track record can 
offer pointers to stock selection. “The 
Indian investors have always chased 
exciting growth ‘stories’, with poten- 
tial higher risks involved, and little 
consideration was given to dividends. 
But now, times are uncertain. Being 
less volatile in nature, dividend-vield- 
ing stocks give opportunity to profit 
from rising markets while providing 
downside safety." says Sonam Udasi, 
VP (Research), Brics Securities. 

To be sure, dividend-paying com- 
panies have also taken a hit or two in 
the recent downturn. Going by the 
latest available figures, both dividend 
rate as well as dividend payouts for 
many BSE-500 companies have either 
stabilised or have gone down as com- 
pared to 2007-08 (see A Steady 


Income). This sort of decline happens 
when a company wants to retain prof- 
its and ploughs them back into the 
business in the hope of improving 
performance. However. this decline 
is also pi ssible when the economy is 
under strain and the company’s profl- 
itability could be under pressure and 
it is not sure about its future cash 
flows. Still, market analysts believe 
there is little room for dividend yields 
going down any further trom the cur- 
rent levels as the economy has started 
recovering. Besides, companies that 
have managed their cash flows well 
even in a market slowdown might be 
the ones to watch out for 

Investing in dividend-paying 
stocks is not easy and investors must 
watch out for a few factors like con- 
sistency of dividend, and the long- 
\Iso 


out for companies that are in the in 


term business growth watch 
vestment phase of their business 
which requires capital, and therelore, 
means lower payout ratios. High div- 
idend stocks are good investments lor 
any age group, but it holds particularly 
true for individuals nearing 
retirement age. 


So, where should investors begin: 
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"Sectors such as oil & gas, petrochemicals, BFSI, auto, and pharma 
will find it difficult to maintain their payout ratios" 


Yogesh Radke/ Head (Quant Research), Edelweiss Securities 


The Changing Trend 


The last three years have seen dividend 
Stocks outperforming growth stocks. 


150 
Figures in per cent calculated 
on the basis of 12- month stock 
performance 

100 


. if | | 
2000 | 2007 


2001 2002 2003 2004 2005 2006 2008 


-50 
@ Companies with dividend record 


E Companies without dividend record 
Source: Sec Research 


Top 20 Dividend Stocks 


Dividend yield in 96 on July 17 price. 
SRF Sa eee 04 


Varun Shipping Company. =o re 9G 
HCL infosystems SERENE 7 57 
NIIT Technologies PASSEREN 674 
Hinduja Ventures saw G 48 
Coromandel Fertilisers Om qa ize. 5 46 
Indian Overseas Bank Bone eh ar 5 36 
Andhra Bank II RIPE 5 35 
Greaves Cotton Sena 5 (4 
Deepak Fert. & Petrochemicals sese 5 (3 
Mastek women 45] 
lata Chemicals tamamamem 4 3/ 
Oriental Bank of Commerce wero esac 435 
Karnataka Bank ravens 4 32 
PSL nema AGE. 473 
Binani Cement FERENT 418 
HCL Technologies xac en 4 |4 
Syndicate Bank icerum: 4 (0 
Corporation Bank X ow 4 05 
Tata Investment Corporation uorum 4 ()? 


Source: Capitaline 
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Start by looking at dividend-vield stocks 
that provide an excellent alternative to 
debt instruments. Look for companies 
with yields hovering around the 4-6 
per cent mark. For instance, buying 
a stock with dividend yield of 5 per 
cent is better than a yield of 8 per cent 
on taxable fixed deposits, where vour 
taxes reduce the post-tax vield. Says 
Hemant Rustagi, cko, Wiseinvest: 
“Dividend received is the return that the 
investor earns from investment in 
stocks. But look at capital gains, too. 
Over a 2-3 year period, the returns 
are superior to debt investments.” 

Others might want to look at a 
dividend track record before making 
investment decisions. Over the years, 
a consistently rising dividend payout 
from your company will improve your 
vield. Say, for instance, your com- 
pany's dividend yield is currently 2 
per cent, and over the next two years 
doubles it dividends. This increases 
your purchase yield to 4 per cent. So, 
look for companies that have the po- 
tential to increase their dividends in the 
coming years. Traditionally, less cycli- 
cal industries like pharma, rwcc, bank- 
ing. fertilisers maintain a high and 
consistent dividend payouts. 

On the other hand, capex-driven 
companies in infrastructure, con- 
struction and power sector are in- 
consistent in their dividend pay- 
ments. Sometimes, small companies 
tend to lure investors with high div- 
idends but are not able to maintain 
their dividend payouts over the long 
term. Says Hitesh Agrawal, Head 
(Research). Angel Broking: "High- 
dividend vield is an initial filter; in- 
vestors should focus on the potential 
lor capital appreciation, Analvsis of 
future earnings prospects, regula- 
tory controls, management quality, 
and sustainability of cash flow is 
must. Investors should not invest in 


NISHIKANT GAMRI 





companies with high debt even if 
dividend vields are attractive." 

In addition to this, growth of the 
company can give a fair idea about 
the sustainability of payout ratios. 
"Going forward, sectors such as oil & 
gas, petrochemicals, Brst, auto, and 
pharma will find it difficult to main- 
tain their payout ratios. At the same 
time, power, metals, and FMCG can 
be considered safe bets as payouts 
are expected to be favourable." says 
Yogesh Radke, Head (Quant 
Research), Edelweiss Securities. The 
other factor that could be looked at is 
the promoter's holding in the com- 
pany. The larger the promoter's hold- 
ing. the better the dividend payout. 
"Since the income from dividend is 
free in the hands of shareholders. the 
promoter tries to maintain high lev- 
els of dividend payout,” says Udasi. 

While it is clear that the track 
record of dividend payment by com- 
panies does have marginal influence 
on their stock-price performance, a 
regular dividend payout sends a posi- 
tive signal to the market, suggesting 
that the company has the capacity to 
weather the downturn. But like the 
recent times have shown, investors 
are beginning to lean towards good 
dividend-paying companies. Such 
stocks provide the stability and also 
stand to benefit from the huge 
domestic growth opportunity. 
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MONEY 


Qutpertorming the Sensex 


Position your portfolio away from the index to muscle out higher gains. 


t's common knowledge that if you 

position your stock portfolio to that 

of the Sensex, you might not be 
able to generate alpha or superior 
returns. Therefore, fund managers 
create an investment that's different 
than the sector allocations of the 
Sensex. Fund managers invest in stocks 
and sectors that are likely to gener- 
ate better returns for investors. Savs 
Sashi Krishnan, cio, Bajaj Allianz: 
“One cannot stretch too far away from 
the index, but fine tuning the portfolio 
towards sectors that look better than 
the broad market is helpful.” 

For starters, finance is the largest 
sector in the Sensex and comprises 
22 per cent of the index (see chart), But 
a slackening credit growth may not 
warrant an exposure of 22 per cent in 
your portfolio. In fact, experts reckon 
that apart from a few high performing 
low-priced Psu stocks, there's really 
not much happening there. Besides, 
the next heavyweight, the oil and gas 






sector, is also showing signs of slack- 
ening as refining margins have come 
down. On the other hand, for rsus. 
there's always the lurking burden of 
subsidy sharing. Experts reckon that 


Weighing the Sensex 
Over sixty per cent of the Sensex 
comprises just four sectors. 


eG Mam 
17.65 





Diversified 
1.75 


5.74 
— Power 





| 
Health vrs 3 Metals & Mining 


Housing Related 


Figures are weights in per cent as on July 28, 2009 
Source: BSE 


Safe and Sound 


An additional password to guard against frauds for online credit-card transactions. 


ollowing a directive by the 

Reserve Bank of India, all online 

portals, retailers, tourism sites, 
airline sites, and re-sellers will require 
an additional password to secure your 
credit-card transaction from August 1, 
2009. This is over and above your 
regular card verification value (cvv) 
number, which is at the back of your 
card. Among the reasons for this is 
the growing incidence of frauds on 
credit and debit-card transactions on- 
line where details such as card num- 
ber and card verification value were 
routinely being misused by fraudsters. 
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Here's how you can register your 
card for online transactions. First, 
you have to look up the Verilied by 
Visa or Mastercard Secure code logo 
on your respective bank's website. 
Once in, you need to register your 
card details, which takes a few min- 





here, too, investors can go light on 
their portfolios. 

The outlook for the next few quar- 
ters is weak for technology. Valuations 
have come off significantly from three 
years ago, and the outlook here, too, is 
to go easy and buy only select stocks in 
tune with your portfolios. Telecom 
comprises about 7 per cent of the 
Sensex and that’s where it should also 
remain in your portfolio, While their 
operating profits are improving due 
to efficiency gains, revenues per sub- 
scriber have been declining. 

But individuals can distinguish 
their portfolio and get an edge by 
investing a bit more in consumer non- 
durable stocks and autos. In short, 
tweak your portfolio to sectors that 
have relative growth as compared to 
their current valuation. Says 
Krishnan: "Your portfolio's return is a 
function of the price and also where 
you can find the value.” © 

CLIFFORD ALVARES 


utes, and register a new password. 
The next time you transact on- 
line, use this password. "We have been 
educating our customers about the 
additional security requirement," says 
Parag Rao, Head (Product, Portfolio & 
Service Delivery, Credit Cards) at HeC 
Bank. For American Express card hold- 
ers, there is no password registration 
required as it has its own address ver- 
ification system. While the step will 
help secure your credit card online, 
the only hitch is that it will add to 
your long list of passwords. © 
VIRENDRA VERMA 


executive 


Nowadays the Indian Business Community is 
the Globe Trotters and wants to keep them 
abreast with Global lifestyle. The corporate, 
Business Executives, professionals etc are taking 
out time to enhance their living. They are the 
ones who not only have the taste but also the 
purchasing power to match their lifestyle. 
Today interior design has become a greater 
demand from the more practical to the more 
elegant. People want their homes to reflect their 
personalities and lifestyles. 

Keeping up with the trend we present Executive 
Living to our readers. 





anl TMPAC Treature 


ohler Co., a global leader in kitchen and bath designs, introduces DTV-II 

(Digital Thermostatic Valve - II) in India. DTV-II is an enhanced edition of 

TV | which was launched in India in 2007 and received an overwhelming 

response. DIV Il incorporates water, music, lighting and steam for an enhanced 
showering experience. 


Developed with the assistance of body and wellness experts DTV Il features sleek 
design and intuitive controls. The fully integrated, multi-sensory experience of 
DTV II wraps four elements namely water, sound, light and steam together in a 
plug-n-play system. The customers can incorporate rejuvenating steam, music 
from their own play list and lights that move and change colors during a shower. 
DIV I| has six presets which make it easier to save customer's showering 
preferences. The user friendly DTV Il consists of accessories which include digital 
valve, user interface, WaterTile Ambient Rain, steam adapter, and speakers. The 
single plug-n-play interface of DTV Il controls multiple accessories and simplifies 
set-up and installation. 


The DTV Il valve with its six ports has a flow rate of up to 21 gallons of water per 
minute (80 litres per minute) and feeds up to eight showerheads, handshowers or 
bodysprays at the same time. DTV I| has a streamlined digital interface 


contributing to a clutter free bathroom. The digital interface panel can be installed — 


inside and/or outside the showering space, with the latter enabling the user to 
activate the program before actually entering the space. The interface is easy to 
wipe clean and maintain and is available in a vertical or horizontal orientation. 


The basic configuration of this customized, innovative product is priced at Rs. 
7,05,000/- and is available at Kohler Stores. To know more about the location of 
Kohler stores in India please log on to http://www.kohler.co.in. 


GIVE RELAXATION TO BODY, 





MIND AND 


SOUL WITH HINDWARE'S WELLNESS PRODUCTS 
Chill oul with Juventus, a Spacious TAM 


fter returning from an arduous day at work, the bathroom appears to be a 
haven from the maddening world. The bath is the best cure for the trials of 
everyday life. Getting into a bathtub is the most welcoming thing and the 
nassage tubs available today work wonders in rejuvenating a lired soul. 
Presenting, Juventus from Hindware, a spacious massage bathtub which leaves 
you full of life. Juventus is not just another bathtub; it makes the humble 
bathroom become a space where one can look forward for de-stressing and 


recharging onesell 


The wellness product range from Hindware places great importance on the health 
aspects of bathing. Juventus is more than just getting clean. It has 8 air massage 
jets which emit clusters of air bubbles and a 6 wave nozzle whirlpool kit, which 
give you not only an exhilarating experience in the bath, but highly relaxing after 
feeling, too. The massage jet stimulates the blood flow through the body. It also 
has two headrests for your convenience to give you a feeling of ease and comfort 


Juventus is made up of American Dupong High grade acrylic sheet which 
guarantees a longer life. It has a Hand shower and a rectangular faucet which 


blends together functionality with modern look 
m 


Ihe massage bathtubs give you the opportunity to relax, reduce stress. and 
5 5 | 


relieve aches and pains and to sleep better. It people's health and happiness and 
gives people an escape to a world free of stress and strain. Reset and then take on 


the world again. So throw your work clothes in the corner, step in and relax 


HSIL Limited (Formerly Hindustan Sanitaryware & Industries Limited) is the 
largest Indian manufacturer of Sanitaryware products, with a dominant market 
share of 40 
products & Container Glass in addition to the international brands such as TEUCO 
with consumers. HSIL Limited 
breadth of the cou 


HSIL Limited was 


‚in the industry. HSIL's portfolio of products includes Building 


and Keramag, all of which enjoy great popularity 


products are available across the length and try and are 


supported by over 1000 direct dealers and 12000 sub dealer 


the first Company in India to manufacture Vitreous China Sanitaryware 
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larrot Armada luventus 


Recharge yourself everyday, with finely crafted 
Sanitaryware and bath fittings from Hindware. 


get charged 
Hindware 


| 
| 
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mi TPAC Treature 


etting trends and benchmarks has always been the driving force for 
SETTIN G TRENDS AND Somany Ceramics Ltd. From receiving patent for its VC Shield 


technology to constantly introducing new products and unique 
designs in tiles, Somany has placed itself at the forefront of style and quality. 
[ 
Y 


Somany offers a wide range of designer wall and floor tiles in myriad shades 
and sizes for one to choose from. You can give a dash of style or highlight a 
wall using the Highlighter concepts or dazzle up a wall with Somany's 
swarvosky studded tiles. For more contemporary look, choose from 
Somany's metallic-finish, wooden-finish and wall-paper crafted tiles. Wall 
claddings are an ideal option to save exteriors of your house from harsh 
"een weather conditions. From time to time, Somany also introduces tiles in 



















» ". P - unique sizes such as 320x640mm, 8' x 17', 450 x 600 mm etc. Soon, the 
eoe | ! | 

c 998. ef... company will introduce its new generation vitrified ultra charge tiles. 

"p I > I". Somany Global’, company's imported tile showroom offers an exquisite 





+a 


x » lange of tiles imported from countries such as Italy and Spain. The quality of 
uw £ 


~all_these products and contemporary nature of the designs reflects 
@Semany's successful endeavors to bring the best of world-class tiles to 


india 


the company also offers an imported collection of sanitaryware to its 
, istomers who have become more conscious about design, style, fashion 
“and utility of a product. The sanitaryware products like REN and Cheri 
coordinated bathroom set comes with multifarious premium but pragmatic 
lity features blended with modern and intricate styling. 


"AtSomany, it's all about setting trends and building trust. 


FLOORS AND FURNISHING 





textures & mix and co-ordinations. In present market scenario there 
this F&F 


latest design of home furnishing collection by F&F. It's been for 

the first time that F&F has launched its customised fabrics and why 
the need was felt when all types of brands from world over are filling shelves 
on various showrooms. “We been in this business for over 28 yrs. and 
have understood & monitored changing home lifestyle & demands of Indian 
customer in changing economic conditions" says Nakul Khandelwal, a 
graduate from KLC school of design, London. He also runs Orange Street 
Design - An interior design firm with designers from London & Paris. “These 
collections are those vacuum filling points that never came out open 
because there were no references available to it OR in terms of fabric 


P NUMBRA, DELUGE, IMPETUS & URBANE - these are the names of 


is one prime fabnc that governs other co-ordinates. If you see 
collection, the patterns, fabric treatment, weaves & colour co-ordinate a 
story that is compelling & distinct among all collection available. | have 
incorporated core essence of European elegance and finesse mixed with 
elegant damasks to grab attention and breathe in a new life to your 
Interiors. Nakul added. 

The F&F combines creativity and innovation with the highest levels of quality 
in terms of design, product, service and people. The collection is a way of 
giving the customers a coordinated range of fabric and wall coverings! 
Basically like a preset of mood settings! 





www.fandf.in 





| 
í | 
E. 


S 
^ 
| 
( 
d 
T 
vA 
i 
WS 
n 


b! 


m md o^ am n RR f "a 


Featured fabric : Souse 15003 © Acidic 15003 © Surge 06 from Deluge collection - ——— - = 
Wallpaper: SV 7003 trom Sandpiper Studio 
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EVOLVING DECOR Fé 


FLOOR & FURNISHINGS , 
FURNISHING FABRICS e WALL COVERINGS « RUGS & CARPETS e BED & BATH LINEN e CURTAINS e UPHOLSTERY 


OFFICE | SHOWROOMS 
ow. New Delhi: 221: 

PlotNo. 42, Sec.-32, Institutional Area, » | Gurgaon: M.G.Road,A-5, | Bangalore: 7/22, KrishnaNagar, | Chandigarh: SCO 353 Pune: ishanya, Arcade 2, 
Gurgaon - 122001 (INDIA) Gurudwara Road, KarolBagh, | Sushant Lok, Ind. Area, Hosur MainRoad, Near | Sector-9. 


| Ludhiana Roop5quare 
Ph.:491-124-4038750/4632300 | NewDelhi-110005 | Gurgaon- 122001 Forum Mall, Bangalore- 560029 | Panchkula- 134109 


ound Level, Off Aiport Road | Ghumar Mandi Chowk 
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PERSONAL TECHNOLOGY 


Cibi 
Waiting for the Tablet iPod 





Manufacturers are betting big on Indians using a standalone Internet 'tablet' to surf 
the Web on the go. To spice things up, Apple is entering the market. KUSHAN MITRA 


he Financial Times seemed to 
confirm the rumours of an 
'Apple Tablet' computer in a 
recent article, and predictably the 
Apple fan community was worked up 
with Internet forums buzzing at the 


prospect of an iPod Maxi. The idea of 


a Web-surfing tablet with additional 
functionality, in this case an e-book 
reader and music player, is nothing 
new. Intel has been trying to 
evangelise the Mobile Internet Device 
(MID) concept for a while, and the 
first company to make a decent work- 
ing Internet tablet was ironically 
enough, Nokia with their N800 and 
N810 Linux-operated devices. 
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Nokia never officially offered the 
N800 in India, and several of the 
Windows/Linux (including Intel's 
‘Moblin’ Linux build) powered mips 
that Intel has been pushing in some 
countries are not available in India. 
But there is a very good reason for 
this: the lack of anything close to 
wireless broadband speeds here. 

The recently launched Photon+ 
service from Tata Indicom and the 
latest avatar of Reliance NetConnect 
are the closest we have to ‘wireless 
broadband’, but extremely few 
devices support the Evpo technology 
that these two operators use to pro- 
vide the service. 
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To make matters worse, both Tata 
Indicom and Reliance NetConnect 
have bad pricing plans with metered 
data services where you get a cer- 
tain amount of data free and then 
you are charged by the megabyte! 
This leads to huge bills especially 
since higher speeds have led to the 
burgeoning size of Web applications 
all over again. Don't even think of 
watching something on YouTube or 
downloading music on these gadgets. 

Bad planning aside though. the 
MID is coming sooner rather than 
later. With touch technology 
becoming all pervasive, full multi- 

touch mips such as the supposed 

iPod Maxi or a host of not- 
so-good-looking devices 
from Taiwanese and 
Chinese manufactur- 
ers might well sound 
the death-knell for 
the high-end net- 
book. As someone 
who uses his iPod 

Touch as an Internet 

tablet in a Wi-Fi env- 

ironment, | can 
vouch that random 
surfing on a tablet is 
great fun. A tablet 
iPod with more 
computing punch 
and a couple of addi- 
tional features (may- 
be a visualiser for 
iTunes), could well be the 
must-have-gadget for 2010. 

I already want one. Now to get 
the government to hurry up with 
that Broadband Wireless Access 
auction. © 
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Time to 
Restructure, 
Reinvest, 
Reimagine 


he current recession has many companies world- 
wide gasping for survival, unable to pay down debt 
or attract customers. Others have fired employees 
and drastically reduced costs in an effort to stay 
afloat. These are far from ideal strategies, says 






Fortune magazine's Editor-at-large Geoff Colvin, author of 


‘The Upside of the Downturn’. The recession is a turning 
point for every business today, says the author. Those who take 
advantage of it to ‘restructure, reinvent and reimagine their 
businesses’ will emerge far ahead of the pack when it ends, while 
others will fade away. Colvin lists 10 robust strategies that 
companies need to adopt right now in order to enhance their 
competitiveness and build long-term value. Here's a sampling: 


PROTECT YOUR MOST VALUABLE ASSET 


Colvin points out that one of the biggest changes in business 
in the last 25 years is the role human capital has played as 
the foundation of the world economy. Financial results 
have long demonstrated that companies today are 
generating much more wealth with fewer physical assets. 
Capital equipment, which once held sway, no longer does. 
People do. Yet, "when it comes to people decisions in a 
deep recession, many managers obey ancient instincts 
from the industrial age,” says Colvin. 

Sure, your best employees are probably in no position 
to jump ship right now. But they will not easily forget being 
treated shabbily when the going was tough. When things 
do turn around, they most certainly will be the first ones to 
flee. Which is why Colvin recommends a series of frank, 
career Management conversations with employees, which 
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include the structuring of goals and a plan for getting 
there. "This approach is free. It's effective—it makes almost 
everyone better. And in a recession, unlike virtually any 
other time, everyone is powerfully motivated to make it 
work,” says Colvin. 

Moreover, axing employees is seldom an effective 
survival solution, says Colvin. Why so? Layolls are expensive 
in direct costs if you tack on severance payments and 
benefits. Also, a firm will rack up substantial costs in hiring 
and training new employees when things begin to turn 
around. Most importantly, your company runs the risk 
of damaging its brand as a destination for talent and could 
seriously endanger its existing leadership pipeline. 


ENGAGE THE OUTSIDE WORLD 
The world has changed suddenly and dramatically, and 
companies need to get a comprehensive understanding 
of how they are going to be affected. Equally important, they 
need to be able to communicate their positions with their 
major constituencies to assure them that they are, in fact, 
deeply engaged with these new and complex issues. 
Colvin suggests that as “stock prices have dropped 
to levels not seen in more than a decade, shareholders have 
grown intensely interested in governance and are strongly 
positioned to make sudden gains.” First, voting new 
directors onto the board was once done ‘Soviet style’ 
where only one candidate would be nominated for each 
position, and required only one vote to win the seat. 
Now, shareholders will increasingly nominate director can- 
didates to face-off against the board's own nominess. 











Voting procedures will also face an upheaval, 
stymieing the possibility of managers who 
have been able to influence a vote outcome by 


stretching the process over a lengthy period of 


time during which they lobby institutional 
shareholders aggressively. 

All this new oversight means that firms 
today will be expected to become far more 
engaged with their shareholders. customers 
and partners. The more these constituen- 
cies hear from a firm, about how its tackling 
the various pitfalls of surviving in this new 
economy, the more they implicitly trust it to 
do right thing. 


RE-EXAMINE YOUR STRATEGY 

AND BUSINESS MODEL | 

Here are some issues that Colvin says plague 
almost every company in the downturn: "Is 
our strategy going to work in this environ- 
ment? What must we change—and what must 
we not change? Will the recession fundamen- 
tally change our industry and our place in it? Or 
will this downturn just throw us off the long 


term trend line for a couple of years? Do we 


need a new business model?" 

Of course, the past has proved that 
constantly reconsidering a firm's strategy can 
easily become an unproductive pre-occupa- 
tion, bogging it down into a quicksand of in- 
decision and inactivity. Yet the process is man- 
ageable. For many firms, investing in the com- 


pany's core is essential to retain a competitive 


edge. But what is one's core? Just the "exer- 
cise of understanding your true core, and gain- 
ing the confidence of investing in it even now, 
will create strengths that will last a long time,” 
says Colvin. Also the recession has changed 
consumption patterns, often in counter- 
intuitive ways. This means alterations to the 
business model for many firms. 


MANAGE FOR VALUE 


In a recession of this kind, many managers 
are making vital corporate decisions—about 
cash, debt, acquisitions or R&p—with no f- 
nancial compass. Yet this is exactly that 
time when a wrong decision can send a 
seemingly healthy company into turbu- 
lence, says the author. 

Colvin suggests that while everyone 
recommends managing for cash in a reces- 
sion, it can actually gravely damage the 





inherent value built up in a company. Cutting 
big-ticket spending items—in marketing, em- 
ployee training or research areas—are huge 
mistakes since they prevent a company from 
doing what it takes to survive, namely growing 
the business, selling new producís and retain- 
ing quality professionals. Instead, manage for 
'value', suggests Colvin. A firm should look 
at every one of its activities, figure out how 
much capital it required, how much that cap- 
ital cost and whether the activity was earning 
more or less than the cost of capital. 
Managing for value can reveal some 
startling insights—operations that were once 
thought necessary are exposed as duds— 
unearth lots of cash that were never thought 
available and streamline your operations in 
ways you never even considered. À focus on 
value also means realising that contrary 
to what you might think, a downturn is a terrific 
time to buy other companies at a bargain, or 
even sell your own at an attractive valuation. 


CREATE NEW SOLUTIONS FOR 
CUSTOMER'S NEW PROBLEMS 

In this brave new world, companies need to 
create new solutions for a whole set of new 
problems that customers experience, says Colvin. 
In fact, "The most successful companies 
understand that through good times and bad, 
they re always creating complete experiences to 
meet their customers' changing wants and 
needs." says the author, but a downturn is a 
good time to learn this lesson. 

Essentially, firms have to now create 
different value propositions for different 
customers segments. When the economy 
tanks, a customer often wants a completely 
different basket of products. As an example, 
Colvin suggests that a phone company, anx- 
ious that its customers will end up cancelling 
landlines to save money-—landline phones 
being enormously profitable—can offer its 
customers a more limited, cheaper service 
that allows calls to only the police as well as 
customer service. This offers customers 
enormous peace of mind in the event of power 
failures and uncharged cell phones. Amazon 
does this constantly—through good times 
and bad— where its online model allows it to 
test new value propositions constantly by 
altering the shipping options or by tweaking 
the checkout process. © 


The Holy Grail of — 
Macroeconomics 

By Richard C. Koo 

John Wiley & Sons 
Price: $24.95 (Rs 1,197) 
Pages: 339 


After more than 
seven decades vany 
economists are: 
puzzling over wi 
made the Depre oe 
inthe 1930s $0 severe © 

and so. prolonged. . 
Koo, Chief Econo i 

















some clues st 

this can happen and 
what kind of policy 
mix can get us out 
of this mess. 


Financial Darwinism 
By Leo M. Tilman 

John Wiley & Sons 
Price: $29.95 (Rs 1.197) 
Pages: 172 


Tilman offers us a new 
risk-based approach 
to thinking about 
economic 
performance, involving 
aframework he calls 
‘financial Darwinism'- 
a blend of business 
strategy, corporate 
finance, investment 
analysis and risk 
management-that 
helps financial 
institutions steer 
through those 
turbulent economic 
waters. 
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SMART EXECUTIVE 


Creating a Project Plan 


The secret sauce of a project is in its planning. saumva suartacharya 


wo years ago, when Pune- 
T based Zensar Technologies 
acquired New York-based firm 
ThoughtDigital in a $25-million trans- 
action, CEO Ganesh Natarajan's team 
envisaged every possible glitch. The 
acquisition process took eight weeks 
as planned. The final stage of the 
cross-border acquisition was people 
integration estimated to be accom- 
plished in six months. At this stage, 
the project plan went into a slight 
scramble. The sheer scale of people 
integration issues caught the Zensar 
team unawares. "Everything else 
was taken care of but we did not 
envisage the enormity of people 
integration issues.” says 
Natarajan. The cross- 
border acquisition took 
10 months to close instead 
ofthe planned six months. 
While this was a large project with 
complex interactivity, more definable 
smaller projects also carry the risk of 


















"ANTICIPATING AS MUCH 
CRISIS AS POSSIBLE BECAUSE 
THERE'S NOTHING CALLED A 


PERFECT PLAN" going awry either in terms of time, 
niega) hte sick cost or quality—the three related vari- 


ables that most often determine what 
is possible for you to achieve, says Management Consultant Mary Grace Dufly. The 
lifecycle of a project passes through four phases: planning, build-up, implementation 
and phaseout. Project managers often run the risk of wasting time and money by 
designing a solution that is too simplistic, too complicated or too late. 

According to Dully, often project planning is ignored in favour of getting on 
with the work. Before you begin, take time to determine the real problem the project 
is trying to solve, says Duffy. Every project goes through a five-step planning (see Plan 
Piece hij Piece). To navigate these steps, Duffy suggests a SMART way: Be Specific, 
Measurable, Action-oriented, Realistic and Time-limited. According to her, the 
success of a project plan will be defined by how well you meet your objectives. "The 
more explicitly you state your objectives at the outset, the less disagreement there will 
be at the end about whether you have met them,” says Duffy. That will also ensure 
smooth planning for starters. Still, well-planned is not even half-done. Be ready to deal 
with the unexpected as the next three phases of the project get going. (9 


Log on to www.businesstoday.in for The Art of Giving Presentations; 
Running Effective Meetings and The Power of Feedback 
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Define the real problem 


Identify the stakeholders 
Set objectives 

Prepare for trade-offs 
Define activities 





What is Work Breakdown 
Structure (WBS)? 
It is a tool for developing 
estimates, assigning personnel, 
tracking progress, and showing 
the scope of project work. 


What does it do? 


It divides a complex 

activity into smaller tasks, 
continuing until the activity can 
no longer be subdivided. At 
that point, you have defined 
each task in its smallest-and 
most manageable-unit. 


How does one create à WBS? 


1. Ask “What will have to be 
done to accomplish X?" 


2. Continue to ask the question 
until your answer is broken 
into tasks that cannot be 
subdivided further 


3. Estimate the time and cost 
to accomplish each of the tasks 


Source: Managing Projects 
(Harvard Business School Press) 








Which legendary footbail 

- team originally consisted of 
munitions workers from 
southeast London? 

Lj @ Arsenal 

[| b. Blackburn Rovers 

[1 €. Sheffield United 

C1 d. Chelsea 


_g The first film to use this 

~ technology was A Clockwork 
Orange in 1971. Lisztomania in 
1975 was the first film to use it 
in stereo and Batman Returns 
in 1992 the first to use it in 
digital. What is it? 

Cl a. Dolby 

E3 Je Magnavox 


preg 


Li d. Stereo Sound 



















side fis to give us the 
correct answers to the second 
quiz, published in the issue 
dated July 26, 2009. 
So, as we promised, he wins 
a gear s subscription to BT. 


Which fictional bank's slogan | is 
“Misplacing decimal a 

points since 194.5?" 2 
L] a. First Bank of springfield 
L] b. Bank of Pen | 


L1 €. Gotham Bank 34 
[1] d. First imaginary Bank — 





E-mail us the right answers at 

- btfeedbackGintoday.com or log 
“onto www.businesstoday.in 

to take the quiz online. Correct 
-., answers in the next issue of BT. | 


Which company's famous 1950 
advertising campaign that said 
"Does she or doesn't she? Hair 
colour so natural only her 
hairdresser knows for sure!" 
made hair colouring very 
popular and mainstream? 

L] a. Garnier 
C b. Wella 


H c. Clairol 
C) d. Revion 





oo ANSWERS to the questions in 
the last ISSUE, dated AUG. 9, 
-Ta Denmark 

^. 2 a. Sen. Barack Obama 
— 3 b. Anna Kournikova 

4 a. Across the Board 

5 a. Pepper 

` 6 a. Aluminium 

T b. IBM 

8 b. Instant Noodles 

9 b. Hyundai Santro 

10 a. Maybelline 


57. In sailing ships, it was vital to 
.9 learn how to operate the vast 
amount of cordage that 
supported the masts and 
controlled the sails and yards, 
or you could die. What common 
expression derives from this? 
C] a. Learn the Ropes 
I b. Grapple 
L.] €. Against the Ropes 
L5 d. Get the Hang of it 





“In August 
-= 1907, eager 












Which product would you 





and specifically this photograph? — 
Lla Slazenger 
CI h. Nike 

[] €. Vaseline 
.) d. BDM 


Tm 





investors lined up - 
"like Londoners waiting for 
first-night seats in the 
pit...": 8,000 people 
subscribed, mostly spurred 
by Lord Curzon's call to 
develop indian industry. 
They were buying shares in: 
[j & Tata iron & Steel Co. 

[] b. East India Co. 

Cie Indian iron & Steel Co. 

Ci d. Hindustan Motors 





Which sporting brand is named 
for an African antelope? 

[1a Springbok 

[1 b Reebok 

LJ & Meerkat 


qe 











This car was launched in 1964 





ed in produc ion Mor 
almost 30 years. The name 
means 'traveller' 
or ‘companion’ 





in Latin. It was 
featured on the. ME l 
cover of this > 4 
U2 album. 
ig Trabant 
Lh Beetle 
L2 € Lada 
L3 4 Flat 


ds: In a recent five-city survey 
on the top five Indian 





fast-food items, which snack 
— topped the list? 
L| &. Pani-puris 

* Ci. Yada-pav 

El j € E. 
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SUBSCRIBE 10 DRIVE 


MEGA BUMPER PRIZE 


Subscribe NOW to the No. 1 news and current affairs weekly magazine in India and 
you could soon be driving around in a SKODA OCTAVIA. Not only this, you also stand 
a chance to win Samsung miniket cameras, Apple I-Pods, Kenstar microwave ovens 
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LUCKY DRAW PRIZES 
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Microwave Oven Cordless Phone a 
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AJIT ISAAC 
The Transformer 


Five vears ago, when PeopleOne 
Consulting, a Bangalore-based HR 
Consultancy, was acquired by 
Swiss stafling giant Adecco, its 
founder Ajit ISAAC, 42, decided to 
stay on for three more years before 
quitting. This was a company he 
Started as go4careers.com and 
transformed into a brick-and- 
mortar outfit when the dotcom 
bust happened in 2001. Now, the 
former HR head of Essar Group has 
acquired a controlling interest in 
IKYA Human Capital Solutions, a HR 
consultancy in Bangalore. Isaac 
wants to take IKYA, which offers 
executive search, recruitment, and 
learning and development, to the 
next level. "I want to make this 
company among the top 3 HR 
consulting firms in India and then 
chart its overseas expansion," he 
says. Having charted the successful 
reinvention, growth and eventual 
acquisition of his previous venture, 
few would be betting against him 


this time around. 
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ANITA KAUL BASU 


Ruling the TRPs 


Twenty-one years after Synergy Communications was set up by her 
husband Siddhartha Basu, ANITA KAUL BASU, 53, holds the reins of the 
company—be it HR, legal, company dealings, finances or production. 
Having left content-related decisions to her husband, Anita is focussing 
on the five shows that Bic Synergy Adlabs Media Ltd currently has on 
air —Dus Ka Dum, India's Got Talent, Sach ka Saamna, Aap ki Kacheri and 
Godrej Khelo Jeeto Jiyo. Of these, three are raking in the highest rnPs in 
the non-fiction segment of their respective channels. Regarding the 
raging argument over the 'violation of modesty' on Sach Ka Saamna, 
Anita says, "The show does not violate our ‘Indianness’. If moralities 
are changing then politicians ought to accept it." Synergy's success 
with quiz shows is undisputed and it was shows like Quiz Time in 1986 
and Kaun Banega Crorepati in 2000 that altered television viewing 
habits. As Anita puts it, "You can't take your foot off the pedal in 

this dynamic, ever-changing society." 


PRODUCT 


Cool It! 


! Logitech N100 


This has to be the coolest laptop accessory 
















ever and we mean that literally. This is a laptop 
cooling pad that you can place under your laptop to avoid overheated 
tables or worse still an overheated you! No, we're not joking—there are 





thousands of cases of laptop burns across the world each year. The 
N100 is not the first laptop cooling accessory launched, but it is 
possibly the best looking and the quietest one. 

i Available Now; Rs 1,995 





As the Dalai Lama receives the honorary citizenship of yet another 
country (this time Poland) and prepares to meet Us President Barack 
Obama in October, it's as good a time as any to visit the adopted home- 
own of the Tibetan spiritual leader—McLeodganj. The British-established 
wn in the higher regions of Dharamshala is often called ‘Little Lhasa’, 
ause of its resemblance to the capital of Tibet. It offers stunning views 
imalayan peaks and tourists can also take short walks to see the home 
> Dalai Lama and visit the famous Tsuglagkhang temple. The town 

a variety of cuisine, with eateries serving Italian, Korean, Japanese 
ibetan food . McLeodganj is an overnight drive from Delhi and 

the rains it's the perfect holiday destination. © 





CONTRIBUTED BY RAHUL SACHITANAND, ANAMIKA BUTALIA 
KUSHAN MITRA, PUJA MEHRA & DHIMAN CHATTOPADHYAY) 


A Chance to 
Remake India 


“This book is a plea of a manager 
to be given a chance to place his 
diagnosis and prescription for the 
country in the public domain, - 
Ratan Tata wrote in the foreword 
for ARUN MAIRA'S book Remaking 
India. Last fortnight, the Boston 
Consulting Group Chairman was 
inducted into the Planning 
Commission as in-charge for 
urbanisation and industrialisation 
handing him the perfect chance to 
administer his remedy. His 
induction will hopefully spruce up 
the business-side inputs into the 
Commission-reducing the gap 
between planning and groundwork 
"We have to engage city bodies 
and panchayats from early stages 
and devoive power to them rather 
than spell out instructions from 
ivory towers,” Maira explains. 
Maira says he felt uncomfortable in 
the presence of economists 
before the supremacy of the breed 
was Seriously challenged due to 
their failure to produce any 
forewarning to the current globa 
economic crisis. With both the 
Planning Commission 

Chairman and Deputy 

Chairman being d 
economists, : 

it's probably a 

good fear for him 

to have lost. 
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* Manmohan Singh 


LEADERSPEAK 


HARSH GOENKA 


Chairman! RPG Enterprises 


My leadership 
style 
Delegative 
Participative 
Authoritative 
All of them 


T 


| admire the most 


~~, aum Sd 





The business leat 


i 
+ 


| admire the most 
Ratan Tata ‘ (* 
| | /£? 
The leadership lesson 

| remember best 

My father taught me a very ! 
valuable lesson: “Get a good 
group of managers around you 
and trust them.” Valuing peop 
and relying on them became 

a big part of my approach to 
management. í 


A book or movie | would 
recommend on leadership 
Gandhi a 


Len 


* 


The difference between a 
manager and a leader 
When you are a leader you 
work from the heart. A lead 
has a vision and behaves lik 
an entrepreneur. As a 
manager, you work from t 
head and there is a certai 
aversion to risk taking. 












Worst thing a leader c 
Demand others to tread * 
that he is himself not pre 


All good managers a 
good leaders 

Yes, and the reverse, 
true-all good leader’ 
necessarily good m 
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Every leader makes decisions. 


Vonversauons for a Smarter anot aA na pres 
seh ERE DADRA UH ti TAZ at i Se ut 























A new intelligence for a smarter planet. 


And every decision depends on 
information. That holds as true for someone leading a company. 
as it does for someone leading a country. 


Over the past few years, the quantity and quality of information 
available to leaders has undergone a revolution, even as the 
Information Age set in and the basis of competition shifted to 
knowledge. expertise and intellectual capital. indeed, the true value 
of information technology has never been about c hips, scapes or 
software. Rather, itis the ability to help leaders understand what F as 
happened, is happening and may yet happen. 


But this 
develop, asih e Sheer volume of data explodes on a planet where 
information is being authored by billions of people and flowing 
from a trillion intelligent devices, sensors and instrumented 
objects. About 8096 of this new data growth is unstructured 

ontent, such as e-mail documents, audio and video. And 
because transactions are occurring so rapidly. systems may have 
to take in, correlate and analyze event information in real time 
more than 60,000 times a second. 


level of understanding .is becoming even harder to 


But does that mean we must simply resign ourselves to coping 
with blind spots that keep growing larger? 





Happily, no. The technology exists to help capture and process 
all this data and turn it into actual inte eiligence. We can Spot 
patterns with unprecedented detail, assimilate and analyze | 
changes in markets, faster than ever before. 





New approaches such as ‘stream computing’ use advanced 
software algorithms to track, correlate and analyze information 
and then plug it directly into operational syst 
between thinking and doing, 


ems, closing the gap 


This has the potential to change haw the world lileraliy works 
Insurance Companies are seeing the patterns in billions of cls ims, 
and can better identify the few that are fraudulent. Police departments 
are correlating information from multiple sources to identity crime 


patterns - helping prevent crime, in addition to fighting it. 


Retail, manufacturing, agriculture, governm 
is long and the change is just Puis 
transform. all the things we seek in business 
economic growth, societal progress, environmental sustainability 
and cures for diseases. 


ent, medicine - the list 
imagine how it wil 
and society 


Lets build a smarter planet. Join us, and see what others are 


thinking, at ibm.com/smarterplanet/in/intelligence 
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